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HOLD IN HEAT—KEEP OUT COLD 
‘BETTER THAN GLASS 


Poultry House Windows Porch Enclosures Barn Windows 
Brooder House Fronts Storm Windows Factory Windows 
Hot Beds « Cold Frames Storm Doors Office Partitions 
Rabbit Hutches Green Houses Sky Lights 


iT PAYS TO HANDLE WARP’S 
COMPLETE LINE 


Every one of Warp’s Window Materials is the leader in its class, 
Backed by 20 years of experience, and produced almost entirely 
under exclusive patents (granted or pending). Nothing can take 
the place of YEARS of product-proving in actual use, and 
constant research and experiment. Only Warp’s Window 

<A Materials offer you all this. 
a 4 If your jobber is temporarily out of stock, Be Sure To Let Your 
geeeg Order Stand With Him For Warp’s Window Materials because 
he will fill your order just as soon as materials 
are available for greater produc- 
tion. Your sales will be greater, 
too—when you carry the most 
popular line with the name 


To Dealers Boe; } Mit Fie ———— **WARP’S” on the edge of 
on all of ; every yard. 
WARP’S 
PRODUCTS 
(Prices Shown 
are Retail) 


SUBJECT TO CHANGE % 
oa 


ry 
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Warp’s Window Materials are Distributed by Reliable Jobbers Everywhere (Not sold by Mail Order Houses) 


Manufactured by FLEX-0-GLASS MFG. CO. (Warp Bros.) 1104-6-8 N. Cicero Ave., Chicago, Ill. 














Here’s What Makes 





DIFFERENT 














RAW NYLON AS RECEIVED BEFORE 
PROCESSING BY THE WOOSTER 
METHOD 


DuPont, as the manufacturer of nylon 
monofilaments, does not make paint 
brushes. They simply supply the nylon 
monofilaments in their raw state. Of 
the number of different grades, types, 
and lengths which are available, 
Wooster specifies only those monofila- 
ments which have proved most adequate 
to meet their exacting requirements. 
The selection, processing, and blending 
of these nylon monofilaments, coupled 
with the exacting standards for manu- 
facture, distinguish Wooster Foss-Set 
nylon Paint Brushes. 





WOOSTER FOSS-SET NYLONS 


WOOSTER W2=R BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 






go nylon monofilaments as supplied by the 
manufacturer are far from being suitable 
for making Wooster brushes without being spe- 
cially processed. First of all, Wooster uses five 
different lengths of monofilaments. Before these 
are acceptable for Wooster Foss-Set nylon 
brushes, each filament in the five lengths is in- 
dividually “tipped” (brought to a fine, sharp 
point) and “ground” (roughened up) on spe- 
cial machines developed by Wooster engineers. 
After being processed, the varying lengths are 
expertly blended according to the same high standards 
which have made Wooster Brushes outstanding in quality 
for the past 95 years. What’s more, these nylon brushes 
are made by the famous Foss-Set method. 


The results are an entirely different nylon brush — uni- 
form in all respects . . . one that holds paint and flows it 
on evenly, smoothly . . . one that will outwear hog bristle 
brushes 3 to 5 times, and one that can be used in practically 
all types of paints and thinners. Invite your painter cus- 
tomer to try one. Let him be the judge. If your Wooster 
Jobber is out of Wooster Foss-Set nylon Brushes, remem- 
ber it is only temporary. Keep asking for them. He may 
receive his supply any time. 


1851 — THRU 4 WARS 



























AMERICA GETS 
THE “TIP-OFF” 
ON LOCKS 


straight from the 
South Seas 





Yale & 


= Towne’s series of ads 


==» The latest in 





~~ 


are 


' relating the adventures of 
leading lock experts tells the story of a 
naval officer who found that, even in the 
South Pacific, the No. 1 name in locks is 
| Yale’. 

The vast reading audience of the SATURDAY 
EVENING POST will see this story in the 
February 2d issue, as Yale continues a pop- 
ular and successful advertising campaign 
of lock expert adventures begun in 1941. 
The POST audience also sees in each Yale 
advertisement the statement “SHOP AT 
YOUR LOCAL HARDWARE STORE". In this 
way Yale & Towne continues to pro- 
mote the hardware store as an important 


! source of goods in each community. 


es 


THE YALE & TOWNE MANUFACTURING CO. 
STAMFORD, CONN., U.S.A. 


THE NAME YALE HELPS MAKE THE SALE 


Hardware Age, published every other Thursday by Ohélton Co. ( Inc. ). 
March 8, 1879 ( Printed in U. 8. A.) $1.00 per year. Bingle copies, 85¢ each. Vol. 157, No. 
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THE LOCK” EXPERT” OF SAVO ISLAND 
The true story of how a native chief 


"In a landing boat loaded with. calico, 
sugar and canned goods, 1 went on a 
trading trip to Savo Island. After barter- 
ing successfully with several groups, we 
ran across a real cough customer, the 
island's chief.” 





Ge 2 

The former naval officer who re- 
g lates this experience, acquainted 
with Yale's standing with leading lock 
experts, suggests: “This chief certainly 
qualifies as a lock expert because he, too, 
knows thevalue of the "Y ALE’ trademark.” 

Your Jocal hardware dealer is now 
getting new merchandise every day, per- 





“The chief offered to trade the finest 
warhead we had ever seen — beautifully 
carved and inlaid with Mother of Pearl 
He turned down al! our remaining goods 
and twenty dollars in cash. The only deal 


and he was stubborn 


»swap it fora Yale lock.” 


he would make 
about it... wast 


haps products you've been waiting for. 
And if he hasn't everything you need, he 
can now tell you when it is expected, 
The Yale & Towne Manufacturing Co., 
Stamford, Conn., U.S. A. Makers of the 
famous Yale lines of Locks, Door Closers, 
Hardware, Pumps, Hoists and Industrial 
Trucks. ° 


YALE -- 


THE LOCK RECOMMENDED BY THE WORLD'S LEADING LOCK EXPERTS 
SHOP AT YOUR LOCAL HARDWARE STORE 
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matter March 24, 1933, at the Post Office at Philadelphia under the Act of 











For kitchenware 
Beyond compare 

Look for this 
It’s Decoware 





O 


ONLY A DREAM NOW—but someday soon Deco- 
ware will again be back in unlimited quantities. CONTINENTAL 
When it is, look for the famous Decoware 
Triple-C trademark. To your customers it stands 
for quality. To you it stands for something more: 

quick turnover . . . satisfied customers . . . high “— 

profits! Look for the eye-filling American Beauty ® lin COWA2rL.. 
pattern—fie-tested by an Elmo Roper national VISION 
survey and guaranteed to please the public. DI 


Tune in: “Continental Celebrity Club” every week over CBS 
Network 
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THE BIGGEST NAME IN HOUSEWARES , 
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Spreading the gospel of RUNNING WA TER 
juLL:- 





A Message to Myers Dealers 


The busiest young people in modern merchandising today are Jack and Jill, chat 
clever couple in the famed Myers Trade Mark, now stepping out with friendly 
word and lively action, to help you sell more Myers Water Systems. 


They are already at work in the pages of America’s leading farm and 

home magazines, brightening Myers consumer advertising with their pleasant 
selling jingles, spreading the gospel of running water, and 

singing the praises of Myers performance, quality and _ reliability. 


Welcome Jack and Jill to your organization. Follow them into the homes of 
your customers and prospects and capitalize on the interest 
they are arousing for Myers Water Systems. 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-20, Ashland, Ohio 








Water Systems « Pumps ¢ Sprayers « Hay Unloading Tools 
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Sales 
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BIG PETE at full width (93%4"') 
for preparing fine, deep seed 
bed; pulverizing soil, cultivat- 
ing wide rows. 











ADJUSTABLE 


GARDEN 
CULTIVATOR 


Middle tooth removed so that 
small plants may be straddled 
for hilling soil around them; 
also for seed covering. 





ARDENERS have been waiting for a cultivator that will help them produce 
more—with less effort. Here’s Big Pete, the new, fully adjustable garden 


- : A Adjusted to diagonal sweep 

cultivator that takes many groans out of gardening. It’s a sa/es cultivator, too. * for covering seeds or hilling 

. . " E plants. Right and left hand 
Big Pete is easy to handle... light, weighs only 2% pounds... rugged, adjustment. 


insures long, trouble-free service. Quickly adjusted for working wide or nar- ee a oe 


row rows. No tools needed—just loosen wing nut. Clamp block holds wings 
rigid in all positions. 


‘Retails for $1.59 (slightly more in far South and West). Write or wire for 


catalog sheet today. 





r . ° I LBA e " g Adjusted for cultivating nar- 
(A v UL , ° row rows—minimum width 7“, 


Dept. AH, 225 Springdale St., York, Pa. sees ae ne ae 


dust mulch. 





This clamp block holds wings 
rigid in all positions. No tools 


ADJUSTABLE GARDEN CULTIVATOR needed to make adjustments! 
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Watch for 

BRISTOL’S 

powerful new 
advertising. It features 
persuasive sales 
messages such as that 
on this page. To help 


you sell BRISTOL’S 





fine new postwar 


e=A-FISHERMAN:S DREAM 





















“ HEN,” America’s anglers 

have been asking, “will it 
be possible to get new rods such as 
we’ve been dreaming about?” For 
these fishermen BRISTOL now has 
exciting news. A wide choice of 
BRISTOL’S new, advanced-type 
rods are ready and being rushed to 
sporting goods stores across the 
land. Beautiful new hexagonal and 





round telescopic rods! 

One piece seamless 

tubular and one piece 
- solid steel rods! Rods 
for fly casting, bait casting, troll- 
ing! Light, strong finely-balanced 
rods! Rods with many new, thrill- 
ing BRISTOL-developed improve- 
ments. Rods to delight any fisher- 
man. To get exactly the fine ‘‘new- 
day” rod you’ve been longing for, 
we suggest you visit your nearest 
BRISTOL Dealer at your earliest 
opportunity. 





EXCLUSIVE HEXAGONAL TELESCOPIC RODS 
MODERN IN DESIGN — NEW IN FINISH 


BRISTOL invented and has long been a leader in the manufacture of that 
favorite all-purpose rod—the telescopic. BRISTOL’S new popular priced 
hexagonal telescopic rods are equipped with colored cast aluminum rever- 
sible handles with locking reel band and cork grip. A locking device (A) at 
each joint lets you lock sections securely for whatever rod length you wish. 













fishing rods, reels, lines, 
this advertising now 


appears regularly 








\ 
‘Bri: HORTON MANUFACTURING CO 


BrisTot, COMNECTICUT 












and a wide list of 


leading sporting 


magazines. Also Makers of 
BRISTOL 


GOLF CLUBS 
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or immediate 


deli very: 


Substantial steel and rubber toys attractively 
priced for profitable sales. Satisfaction guaran- 
teed. Direct Retailer orders of one dozen or 
more shipped immediately with newspaper mats. 








SCOOTERS 


All steel ae ob and stampings arc welded. Rubber 
tires and handles. Dipped and baked on red finish, 
exactly as pictured. Length 32 in.; width 51% in.; 
height 29 in 

TWO WHEELS—PER DOZEN $23.40 
THREE WHEELS—PER DOZEN $27.60 
5% Discount, 5 or more dozen— 

5% Discount, cosh with order. 




















SLEDS 


All steel tubing and stampings arc welded; rubber 

handles. Dipped and baked on red finish as 

illustrated. Length 4134 in.; width 1414 in. 
PER DOZEN $26.40 

5% Discount, 5 or more dozen— 

5% Discount, cash with order. 
























All steel spot welded stampings with rolled edges. 
Dipped and baked on red finish with two ottrac- 
tive decals. Rubber tires. Length 2834 in.; width 


16 in. 
PER DOZEN $15.00 


5% Discount, Sor more dozen— 
5 Discount, cash with order. 









Over $300,000 worth of this merchandise was sold 
for the Christ . Our surplus of a fe 
or the Christmas season ur surplu a few CLIP AND MAIL TODAY! 


thousand each was not completed in time for Christ- —~ v2 
mas orders. To clear our facilities for 1946 produc- ADDISON MANUFACTURING COMPANY—ADDISON, MICHIGAN | 
tion, we are offering them direct to you at rock | Flsose send ws the following, merchandise with, the understanding thot If we ore 
bottom prices. Mail or wire your order today for doz. 2 WHEEL SCOOTERS @ $23.40 per dozen . $ 
merchandise that will help fill your stock in this doz. 3 WHEEL SCOOTERS @ $27.60 per dozen . §$ 

period of shortages. We'll guarantee you satisfaction. 


doz. SLEDS @ $26.40 per dozen . ..... $ 
GUARANTEE 


doz. WHEELBARROWS @ $15.00 per dozen . . $2 
All merchandise described in this advertisement is unconditionally 


guaranteed against defective workmanship and materials and 
will be promptly replaced. We further guarantee to make full 
cash refund if you are not satisfied with this merchandise, pro- 




















FOU, Bisicemttlicirpetiinnns 
lf order totals over 5 dozen, deduct 5% ...... $ 
Send C.O.D. 
Send on.open account [] Cash enclosed (deduct (5%) §. 

















Se ee Ee ee OE Se Se Se GEE GP ee Ge Gm Gee GO GO nee ae eee 
* 
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viding it is returned within three days after receipt. Bank wateaceect NET TOTAL $ 
reference — Addison State Savings Bank, Addison, Michigan. 
NAME 
ADDISON MFG. CO. atenins 
ADDISON + MICHIGAN city STATE 
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NEW CARTONS FOR 
ALL G-E LAMPS! 


HEY’RE on the way! Brand new packages for a// General 

Electric Lamps! Created by a prominent package designer 
in cooperation with G-E merchandising experts, they have 
been developed to help you make more money selling a high 
quality, nationally-known brand of lamps. 





The new packages — featuring a brilliant, eye-catching design 
—will be introduced into the entire line of G-E Lamps. First 
to reach you will be the new cartons for 25 to 100 watt 
standard G-E Lamps, Heat Lamps and Fluorescents. Others 
will be added immediately as conditions permit. 


Display —feature—and sell more G-E Lamps in these exciting 
new cartons! It’s simple—with these 4 new sales advantages: 


Quicker Identification— more striking display’ of G-E trademark 
does it. Gains full sales benefit from customers’ high preference 
for lamps made by General Electric. 


Smart New Design—gives increased attraction value to windows, 
counters or shelf displays. Sells G-E Lamps on sight. 


More Colorful Appearance—brilliant blue and yellow colors add 
plenty of eye-appeal with buy-appeal and help make quick sales. 


Family Tie-In. Same basic design now introduced on all G-E Lamps, 
including heat lamps, sun lamps, fluorescents and others. All are 
quickly identifiable, yet each bears standard G-E package design. 


G-E LAMPS 


GENERAL @ ELECTRIC 
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WHITNEY HAMPERS 


_ tile 


A hamper’s life is not an easy one. 
No one is gentle with its cover hinges. A dozen times a day 
the cover is banged down by someone-in-a-hurry. Youthful 
feet kick against a hamper’s sides. Wet washcloths, muddy 
shoes, cosmetics frequently come to rest upon the hamper 
top. Whitney Hampers are sturdily constructed to with- 
stand these everyday occurrences’ for a long, long time. 
The best of materials, careful workmanship and finish 
build lasting quality into every hamper bearing the 
Whitney Label and Fact Tag. 


Whitney Hampers, too, are designed in shape and color to 
harmonize with the other fixtures in a well-appointed 
bathroom . . . a feature your customers will instantly ap- 
preciate when they see Whitney Hampers on display in 
your department. 


BEST KNOWN IN THE PAST—BEST KNOWN IN THE FUTURE 


Whitn ey 


HAMPERS 


BABY CARRIAGES + CRIBS + JUVENILE FURNITURE 


F. A. WHITNEY CARRIAGE COMPANY « Since 1858 
Leominster, Massachusetts 











Our NEW Models 
with NEW Metals! 





STRONGER ¢ LIGHTER 
Ready for Delivery! 


Here’s our new version of the “WATERHOUSE” Dryer 
. the best-built revolving clothes dryer ever offered the 


public! It's really something to hang your sales on! 


] Based on proved engineering principles, the 
“WATERHOUSE” Dryer has been famous for 
more than 30 years. 

2 Built to last a life-time, it has galvanized steel post 
and steel ground socket. 

3 NOW, with new patented aluminum formula cast- 
ings and brace arms, the “WATERHOUSE” 
clothes: dryer is lighter, stronger, better than ever! 


Customers say it’s the easiest handling clothes dryer! And 


from the sales angle you'll agree! 


AVAILABLE IN THREE SIZES: 
#1—100 ft. of line 72—125 ft. of line 23—160 ft. of line 
For prices and full details contact your nearest jobber 
or write direct. 


JOBBERS! Our postwar plans call for opening new terri- 
tories in various sections of the United States. Interested 
jobbers are invited to write for details. Your dealers will 
be asking! 

"'The line for you!"’ 


‘WATERHOUSE’ 
CLOTHES DRYER 


SEG. WU ...3. FAVERY -O EF: 


BUTTS MANUFACTURING CO. 


COS ANGELES 23, CALIFORNIA 
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LOOK AT THESE SALES FEATURES! 


Perforated Table Top: Fast evapora- 
tion speeds up ironing. 

All-Metal Construction: Strong, but 
light—full-size top 15” x 54”. 


Simple, Sure Lock: Holds table 
rigid, yet finger pressure releases 
to fold table away. 


Cross-braced Understructure: Iron- 
ing surface is flat and solid. 


Rolled Edges: Pad and cover slip 
on easily. 


Tubular Frame: Table stands 
steady, for work without wobble. 
Easy-fold Frame: Opens or closes, 
from either end. Folds flat within 
width of table top. 

Off-center Support Leg: Gives extra 
clearance for slipping garments 
over board. 

Rubber Feet: Non-slip—won’t mar 
floors. 


Hangs on Wall or closet door—Or 
tucks away in small space. 


Baked Enamel Finish: Durable, 
beautiful. Top white, frame black. 


Women like these and other splen- 
did features of this Arvin All Metal 
Ironing Table... with the Perfor- 
ated Top... the best buy for your 
customers at list price of $5.95. 


ARVIN IS THE NAME ON PRODUCTS 
OF EXPERIENCE FROM 
NOBLITT-SPARKS INDUSTRIES, INC. 
Columbus, Indiana 












INSIST ON 


NDER one continuous management—progressive research and development 
—strict standards of quality are carefully maintained in the manufacture 
of Wickwire Brothers products. 


Nearly three-quarters of a century of painstaking thoroughness, from the control 
of the exact composition of the raw stock to the inspection of the finished product, 
explains why Cortland brand products are of uniform high quality. 





WIRE SCREENING 





A home deserves the best screening 
money can buy. And you'll find that 
screen in Cortland brand. This rich 


looking, even mesh screen has a tough, 
extremely durable finish that will stand 
up in all kinds of weather 


Sand, BRAND PRODUCTS 
YOUR ASSURANCE OF SATISFACTION 





NETTING 








For animal pen or poultry—whatever 
your netting problem, you may rest 
assured that there’s a Cortland brand to 
meet your requirements. With Cortland 
you Will be sure of longer wear and greater 
satisfaction. 





— se rid 
~ chow (ff 
lin 

[1 wanowane CLOTH 
On basement, garage, poultry house— 
wherever there’s danger of window 
breakage, Cortland Hardware Cloth is 
ideally suited to give the desired protec- 
tion. You may buy and sell with com- 


plete confidence whenever you see the 
famous Cortland label. 








Wire screening, netting and hardware cloth will soon 
be available in all standard finishes, meshes and widths. 


WICKWIRE BROTHERS, INC., CORTLAND, N. Y. 
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Shake hands with the fastest selling . . . fastest grow- 
ing line of lawn tools on the market. They’re speedy, 
sturdy, self-adjusting, rust-proof... sharp! 


Your customers look to the Doo-Klip long-handle 
Grass Shear and Standard Shear for real gardening 
ease... 

They look to the Doo-Klip unique pinch-proof grips 
and other quality features for remarkable comfort 


and comvenience... 


Best of all . . . you may look to Doo-Klips for more 
PROFITS than ever! 


P. S. You'll be shaking hands soon, with some fast-selling 
new members of the Doo-Klip Line... Watch for them! 


LEWIS ENGINEERING AND MANUFACTURING COMPANY 
Alliance, Ohio 


. J i ‘ 
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Long-Handled 
-Dd0-Klip 
Grass Shear 


Standard 





Ou” 


46 REAT LINES 


Each the acknowledged and outstanding leader of its group— 
4 great knife-producing companies have now joined forces to 
provide the cutlesy trade with an all-embracing selection of mer- 
chandise and values, with a price structure that will meet every 
possible retailing need. 

Buyers will now be able to plan and coordinate their complete 
cutlery program with merchandise available through one strong, 
central group—each member of which is today recognized as 
the leader in its field. 

The IMPERIAL-ULSTER-KINGSTON-SCHRADE amal- 
gamation now makes possible a combined line which will include 
every conceivable type and variety of pocket knife product, at 
prices ingeniously devised to meet competition in all price brack- 
ets, from the lowest to the highest. 
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ULSTER. 


KNIFE CO., INC. 


ELLENVILLE, 
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SCHRADE 
Ccllary Cor 


Famous for 42 years for the distinguished products that bear 
its name, the Schrade Cutlery Company is proud to announce 
an expansion of its manufacturing and distributing facilities 
through affiliation with 


IMPERIAL-ULSTER-KINGSTON 


the largest, most progressive pocket knife producing group in 
America. No change in management or personnel is involved 
...nor any change in the superb character and quality of the 
Schrade product. By combining operations and pooling produc- 
tion experience, technical “know-how” — and by making avail- 
able to all 4 companies an unsurpassed engineering organization 
—advantages will accrue which will be reflected in finer mer- 
chandise, greater values and sounder profits for the cutlery trade. 


The Schrade Cutlery Company will hereafter be known as the 


SCHRADE-WALDEN CUTLERY CORPORATION, 
Walden, New York. 





SCHRADE-WALDEN 


CUTLERY CORP. 


". %. WALDEN, NE 








Ww YORK 











The day of the somber, work-a-day kitchen 
is going—going fast. Kitchens are going to 
sparkle—just as quickly as housewives get what 
they want. 

And nothing will be as helpful to her—to 





reach her objective—as glistening modern por- 
celain-steel sinks—and gleaming white enameled 
steel base and wall storage cabinets. They bring 
her pantry to her finger-tips—and beauty to 
make her gay while she works. 

That’s exactly what Survey has for you to 
sell—and sell fast—and turn a rapid, growing 
profit. SHIRLEY quality is unsurpassed. SHiRLEY 
prices are competitive. SHIRLEY matching-unit 


KITCHENS ARE 





. 
PTE TMT Pr eh ee ~ 


... and Sales will Sparkle, too! 


kitchen merchandise has extra sales advantages. 
With the simple, yet fully comprehensive line 
of SHIRLEY units, you have a major appliance 
line to sell as best suits your customer. She can 
outfit her whole kitchen completely—or buy 
matching units from time to time as her budget 
dictates. You have no “headaches” over com- 
plicated ordering and stocking. You have no 
“all-or-nothing” big-money sales to promote. 
This can be one of your sure-fire major appli- 
ance lines. Investigate! Write for the name of 
your nearest distributor. He has full details. 


SHIRLEY CORPORATION © Indianapolis 2, Indiana 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 


COPYRIGHT, 1946, SHIRLEY CORP,, INDIANAPOLIS 





SHIRLEY 
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avd NATIONAL ADVERTISING 
10 Build New Hardware Gales tor You! 


STANLEY'S NEW GIRL is the modern 
American Housewife — featured in 
Stanley’s new National Advertising 
—and is she wide-eyed at Stanley’s 
new Blue Ribbon Cabinet Hardware! 


She is the essential third of a hard- 
to-beat combination — a happy cus- 
tomer, a great new line of modern 
cabinet hardware, and a hefty pres- 
sure of consumer advertising that 
reaches your particular prospects. 


Advertising on Stanley Cabinet 
Hardware, starting next month in 


( 
e Ss d ropped 7 


BETTER HOMES & GARDENS 
and AMERICAN HOME, reaches 
close to five million readers — one- 
third of them home owners, and 
about two-thirds of the remainder 
home-planners. You couldn’t ask 
for a sweeter setup for sales! 


Some of the items in Stanley’s new 
Blue Ribbon Cabinet Hardware are 
illustrated here. Ask for information 
about the complete line, and the 
special offer on displays! 

The Stanley Works 


New Britain, Connecticut 





L STANLEY ] 





Trade Mark 


Catercem Klawtwaree 


MARCH 14, 1946 














Covering the Arms Market COMPLETELY 
S 





Concentrate on the Savage-Stevens lines and you'll cover your sporting arms 
market completely from one great and dependable source of supply. Because 
there’s a Savage or Stevens rifle or shotgun for every shooter and every kind 
of shooting, you'll be in a position to supply your customers with exactly the 
arms they want for the type of shooting they want to do. 


Savage-Stevens rifles and shotguns are being produced in ever increasing 
quantities. However, until the supply more nearly meets the demand, our 
production will be allocated to our jobbing distributors who will do their 
best to keep you supplied. Savage Arms Corporation, Utica, N.Y. Operating 
plants in Utica, N.Y. and Chicopee Falls, Mass. ‘ 
Manufacturers of Rifles and Shotguns, Lawn Mowers, 
Washing Machines and Refrigeration Equipment 


ig SAVAGE STEVENS FOX 
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OUR GOAL 


at 
€ MURRAY OHI 


Of course, we are gratified by the huge demand for 
STEELCRAFT Wheel Goods and MERCURY Bicycles. 
Likewise, we appreciate the patience of our friends in the 
trade while deliveries have been limited. We are sure you 
understand that this has been primarily due to conditions 
beyond our control. 


We are striving to attain production in such large volume 
that it will readily meet your requirements. Recent 
extensive additions to our plant capacity and equipment 
will enable us to do so. Meanwhile we assure you that this 
increased output will be achieved without compromising 





Army-Navy ““E” flag 
awarded April 7,1943; 


stars added August 25, the quality standards that have distinguished the STEEL- 


1943, February 26, 
ent Gene & ee CRAFT and MERCURY trade names for so many years. 


and August 28, 1945. 


THE MURRAY OHIO 
MANUFACTURING COMPANY 
—_ CLEVELAND 10, OHIO 
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Your 


Good Will 


Reserve 


the Man 


You know the value of a cash 
reserve in running a successful busi- 
ness. But did you ever reflect on the 
great value of your good will reserve? 


Above is Atkins No. 37 
Mitre Tooth Saw, a popu- 
lar type with users of 
portable electric machines. 
While Atkins does not 
manufacture such machines, 
the company does furnish 
saws to many of the lead- 
ing manufacturers. 


We mean the reserve of good will 
which you, as an Atkins dealer, possess 
among the many craftsmen in your 
community who know and recognize 
Atkins Saws as the finest their money 
can buy. These men know what Atkins 








22 


who Knows What 


E. C. ATKINS AND COMPANY 
402 South Illinois St. e 









can do for them in the way of faster, 
cleaner, smoother cutting with less time 
lost for blade changing and filing. 


You'll realize fully the value of this 
cash reserve when we are again able 
to supply all the saws your trade de- 
mands in all the asked-for types .. . 
when these men who prefer Atkins 
will provide the backbone of steady, 
profitable sales volume. 





Indianapolis 9, Indiana 


‘THE DEALER'S PARTNER FOR 89 YEARS 
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SAVE TIME AND COST “Shinyheads 
BY ORDERING FERRY CAP PRODUCTS BY NAME 


You can save time, effort and cost by ordering Shinyheads and 
Hi-Carbs by name. No need to write up the order the long way 
giving unnecessary details. The Ferry Cap trade name, as indicated 
below, is its own specification and your guarantee. 


Simply specify— Shinyheads NC Shinyheads NF Hi-Carbs 
NC or NF Thread 





Shinyheads mean hexagon head cap screws of high carbon C-1038 
steel—full finished—bright, shiny heads—NC or NF thread. 
Simply specify— Hi-Carbs NC Hi-Carbs NF 

Hi-Carbs mean hexagon head screws of high carbon C-1038 steel, 
double heat treated, black satin finish, NC or NF thread. 


These Ferry Cap products are carried in stock in popular catalog eandiietts & Specials 
sizes in bulk and in attractively labeled packages. by the millions 


The FERRY CAP oe SET SCREW Co. 


2155 SCRANTON ROAD * “ CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS » VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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TOADE HARK REG. 
Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. ““Pyrex’’ branded glass is 
your assurance of highest quality. ..equip- 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 


No cloth « No paper 


Snaps in easily 
Cannot pop-up or fall out 
Fits all standard makes 





TRADE MARE MEG 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
... heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 


“hammered-effect” finish ... it’s “tops” in quality and ... base is black plastic with two-heat brew and warm 
performance. List price $15.75 switch. List. price 
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f. Last night at Sve and Jack's, | was 


pretty sore when Bob said, “Sue, you're 
terrific! Gosh, if Betty could only cook 
like this, Junior would eat his vegetables!” 


3. Homeward bound, Bob said, “! got 
table, Baby. Sorry 1 


that nudge under the 
ould you like best 


was tactless .. . what w 
for an anniversary present—?" 





re or house 


gleaming the easy way- 
r-Ever Cleanser Pads. At all stores- 





Mle of the metal that cooks best. . - easy to clean . 


AWEAR- EVER § 
ALUMINUM PRESSURE COOKER 
with the patented 
Snap Tile coves 


hile pressure is on 


—it con't be removed w 








©1946. THE ALUMINUM COOKING UTENSIL CO., NEW KENSINGTON, PA 
. 





AGE 


Said Sve, “it's my new 


Pressure Cooker. It saves MY time, too!” 


(if 4™, 
{ 7 ~*@ \ 
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Pad “ 
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ie | be q 
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SRG 
4. $o-0-0 we have the wonderful 
new WEAR-EVER Pressure Cooker. Now 


I'm Bob's favorite chef! And you should 
see Junior reach for his spinach! 





CONFIDENCE WITH 
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HERE is no better way to create confidence in your customers ...and hold 
it...than to make them ‘“‘quality’’ conscious. Your experience has shown 
you that brands of unknown quality can too often cast a shadow of doubt 
on your name and reputation. 





Abrasives by CARBORUNDUM are widely known. Your customers recognize 
and respect their inherent quality. Many have seen and used these outstanding 
products for years in the factory...shop...farm and home. Prominently displayed 
in your store, they add to your reputation of handling nothing but the best. 


It is also a fact that few lines you carry demand more attention ...not limited by 
seasons. Nearly everyone who comes into your store has a need for abrasive 
products. It is easy to turn this need into a profitable sale. For example, stress 
the practical value of keeping new tools sharp. Sell a stone or wheel with every 
set of tools. Include sandpaper in every paint sale. There are a hundred and one 


Abrasives by CAR 
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chances to tie in added profit. Take advantage of this merchandising opportunity. 


But, always remember your customer is interested in the abrasive that enables him 
to turn out more work easier, faster and better. He looks to you for advice and 
guidance. The effectiveness of your recommendations are often the basis of his 
opinion of your knowledge and authority. 


That is why...when you specify abrasives by CARBORUNDUM...you are certain 
of the products’ qualities. You know they will do the job your customer expects. As 
a result, your recommendations are safeguarded...your continued prestige assured. 


Very little space is required to feature abrasives by CARBORUNDUM. 
Yet, prominently displayed they have proven their value in turning 
prospects into customers. They are excellent ‘““Reminders”’...often add 
dollar value to sales. The Carborundum Company, Niagara Falls, N. Y. 





TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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SPEED-G 
FLOOR PAPERS! 


Busy rental floor sanders are double barrel profit makers, doubling 
up on extra sales of sandpaper, varnishes, fillers and brushes. Behr- 
Manning Speed-grits Floor Papers keep rentals busy because they 
help rental customers to get gratifying, professional floor jobs quickly 
and easily. And they’re easier on your machines, too. 


For roughing off the old floor finish, Speed-grits Combination is 
“‘openkoted”’ to prevent loading. For the finish cuts, the abrasive 
grains in Speed-grits Paper are electrocoated “sharp end up.” And 
they’re both Durabonded to keep them cutting fast, clean and cool. 


Keep your rental sanders busy this year. Ask your Jobber for Speed- 
grits Floor Papers in standard die-cut sheets and Edg-R-Discs. 


BEHR-MANNING - TROY, N.Y. 


1) A At) (0), BO) wae. (0) ue), Mele) 07.0, be 


Quality Coated Abrasives Since 1872 
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“Kits As ItGrips . . . And It HOLDS” 


Now —get volume profits on this new high grade tool that can be sold 
in quantities to individual shops, plants, garages, homes . . . for use as a 
wrench, pliers, vise or clamp. It combines an entire tool kit in a single 
wrench. A wrench that Jocks as it grips... and holds with more than 
a ton pressure, even when the hand is removed. 


Toggle lever pressure applied easily with one hand . . . unlocked with 
the flick uf a finger. Has thousands of uses. Ideal for positioning and hold- 
ing small pieces for drilling, threading, bolting, riveting or welding. 


Write Today for Wholesale Set-Up on this quality tool 

that is suitable for the finest mill-supply and auto equipment 

outlets, or for neighborhood hardware stores. It's a volume 

business backed by comprehensive counter displays, dealer 
helps and national advertising. 
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NEW /- 
an ironing board cover 


that won't burn! 


.»and sells like wildfire! 
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FEATURE THES 
FAST-SELLING 


FOLRG COVER 
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HANDY PACK 





Eye-Stopping ‘Beauty Packages” like Milapaco 
HANDY PACK make a compelling counter or ‘ 


to iron over—and better-look- 
ing ironed work! 


AT LAST—IT’S HERE! 


For the first time, housewives 





window display — promote quick over-counter 
sales — step up turnover and profits in your paper 
goods department. Each HANDY PACK con- 
tains 100 Milapaco Doilies in 5, 6, 8, 10 and 12” 
sizes, or 100 Milapaco Place Mats. Full-size de- 
sign reproduction on cover of package. 


Other new profitable Milapaco paper products 
are being readied for early release. Watch for them! 


MILWAUKEE LACE PAPER COMPANY 
1306 E. Meinecke Ave., 


Milwaukee 12, Wisconsin 


ESTAB al 4°) 
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can have an ironing board 
cover that is actually burnproof! 
Safer, longer-lasting, washable, 
elastic binding for easy fit! Easier 





Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 

*Reg. U. S. Pat. Off. 


IRONING BOARD COVER 


TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, lll. 
New York Office: 200 Fifth Ave. 


Mills: Chicago and Athens, Alo. 
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RINCESS RANGE 
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— with the 
exclusive 
| 
Allen’s “PRINCESS” 
COAL OR WOOD 
*t-look- 
1€ pres- Allen’s “‘Princess” Range with its “Seal-Tite” Porce- 
pply of 2 lain Enamel Oven—can never rust! It is the perfect 
sets are cooking oven. This Range includes many marvelous 
E features that make it truly a joy to cook on. Very 
$. Pat. Off. 6 easy to clean—Fire easy to start. 
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- : ALLEN * MANUFACTURING CO., INC., NASHVILLE, TENNESSEE 


AGE 
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Gl VE YOUR CUSTOMERS THESE 
PROFESSIONAL LANDSCAPING PLANS! 
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© Over 30 planting arrangements and ideas 
. illustrated in color. (Sheets 1634" x 24") 


© Plans designed by a famous landscape archi- 
tect 


© For all sized homes... small, medium, large 


ee 


- 





You’LL ProrFit 2 Ways! 


FIRST: You profit on the Vigoro unit of sale. When 
a customer buys a 10 lb. bag of Vigoro, your profit 
is 29¢. But the Vigoro Beauty Plans are given only 
with the 100 lb. bag. Your profit ... $1.25. 


SECOND: Your whole gardening line will be more 
profitable. People with carefully landscaped homes | 
spend more time and money for results. They fol- 

low: through with definite landscaping plans that 
require more seeds, more tools, more supplies, more 
Vigoro (the 100 lb. bag). So, get in on this great 
sales plan. Display the Vigoro Beauty Plans. Write 

for sales helps. Give your customers the Vigoro 
Beauty Plans and you'll have a sales-making plan 

for bigger and better profits! 





colorful ads in all important 
gardening magazines! 


So great is the advertising cam- 
paign behind the Vigoro Beauty 
Plans that seven out of ten peo- 
ple entering your store will have 
a chance to read about them in 
their favorite gardening maga- 
eines! 


SWIFT & COMPANY 





















Takes little space, 
pays richly for it. 
Easily moved, hand- 
some, colorful, attrac- 
tive to customers. 
They pick their 
packets -- then they 
need fork, cultivator, 
hoe, trowel, hose 
What a salesman! 















Plant Food Division, U.S.Yards, Chicago 9, Ill. 


ASGROW SEEDS 





Associated Seed Growers, Inc., New Haven, Conn. 
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SPRINKLERS 
TRUE RAIN-LIKE SPRAY 


~ FOR LAWNS ««GARDENS 


The novel spinning head of the new SPIN-RAIN Sprinkler casts a gentle, 
penetrating spray over a 40 to 45-foot circle, dampening the entire area 
SATURATES evenly. The sprinkler operates on high or low water pressure. Ruggedly 
40 FT. CIRCLE constructed and attractively finished, SPIN-RAIN'S exclusive design, con- 
sumer advertising and low price assure quick, easy profits in the expand- 
ing market. Spin-Rain sprinklers now available in any quantity. 


























MODEL L-1 
FOR LAWNS 


Non-tipping pressed steel 
base, standard hose con- 








nection, sprays a circulor 





area of 40 feet. Comes in 
two colors: red and yellow 





WT 


MODELG-1 
FOR GARDENS le oe pet Seabees 


“4 t h out 5 aus 
Just push the spear into the earth, using the reatiiiaaitaatees ended 


em) 


we Non-rusting Zamak alloy Handi-Step on coupling for 


Handi-Step built into the hose coupling. Avail- 7 
castings for strength. pushing spear into ground. 


able in heights of 24 to 52 inches, the garden 


SPIN-RAIN'S spray reaches above the tallest Oversize brass spinner 
bearing, stainless steel! thrust 


plants with its gentle rain and covers an area 
bearing for longer life. 


up to 45 feet in diameter at full pressure. 


IMMEDIATE DELIVERY | | 
___ ORDER FROM YOUR JOBBER— : 


<J 


Wares H 








> Sees. 





ven, Conn. 
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~ bucky Dog sean 


The store—or department—that features D & M “Lucky Dog” 
Brand sporting goods possesses, right at the start, a valuable, intangible 
asset which might well be termed a “good luck piece”. Fortunate is the 
merchant who “rides along” on the long established, ready CONSUMER 
ACCEPTANCE enjoyed by this famous brand on quality athletic equip- 
ment. Sold only through the legitimate jobber, featuring equipment for 
baseball, softball, football, basketball, volley ball, soccer and other sports. 
Write your jobber for details. The DRAPER-MAYNARD 
CO., 400 York Street, Cincinnati 14, Ohio, U. S. A. 
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EELS and ACCESSORIES 


FISHING RODS 


Light, strong sturdy rods for every purpose. One and 
two piece styles in both 4 and 5 ft. lengths. All steel 
rods, cadmium finish with guides and special new end 
tip. Fine finish wood handles. Wt. 6 oz. List price, $2.00. 


FLY ROD REELS 


“Lord Weldon,” flyweight; precision-built. Center 
shaft steel bearing lapped and ground for free silent 
casting. Aluminum spool. Holds over 50 yards of line. 
Single action; almost silent drag. Fully guaranteed. 
Etched finish prevents corrosion. List price, $3.50. 








Sand Spikes Reel Seats 

One piece style. List price Steel; zinc-plated. Tapered e di 
$1.00. DeLuxe 2 piece col- sliding bands to hold large lene =e 
lapsible chrome finished or small reels. List price Deliveries 


sand spike. List price $2.00. $2.00 per doz. ° 
Write for Catalog and Discounts 


Royalbilt Line « 1335 Folsom Street *« San Francisco 3, California 


HARDWARE AGE 































iy 
PC 
: 
i 
ie 


Sted 


“ve 
= 


4 
ae 


PIB 


ogame 28e3 
1 Sear 








Pal 


TRADE MARK 


VELOCIPEDES 


Leading jobbers from coast to coast are now delivering the fine PAL Baby Walker 


ornia 
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SURE TEST 
OF EASIER CUTTING 
L-O-F WINDOW GLASS 








/ Proof of its easier, cleaner cutting is this illus- 
u tration of a girl “running a cut” on L-O-F Win- 
/ dow Glass, 






























\ LippEY: OWENS: ForD 


GLASS COMPANY 
PEG. U.S. PAT. OFF 








Douace STRENGTH 
Quality 


1, 















n 
! 

/ 

/ 
CUTTING LIBBEY-OWENS-FORD QUALITY WINDOW GLASS is 
is easier for beginner or old-timer—because of L-O-F’s longer anneal- e 
ing process. As thousands of dealers know, this special process means a 
easier cutting and less breakage. Such savings in handling spells 7 


more profit per light—an important fact, whether small or large quanti- 
ties are handled. 


So be sure to ask your glass distributor for this easier-handling, 
clearer, L-O-F Quality Window Glass. Libbey-Owens-Ford Glass 
Company, 5436 Nicholas Building, Toledo 3, Ohio. 


Libbey-Owens-Ford also makes plate glass, 


fet Cee’ ateae et gene. oy fae 0:3:3>p ge) ''f23. ee xe) 23 


a Guat Name in GLASS 


*REG. U.S. PAT. OFF. 
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Pyramid of Cheops at Giza, Egypt. This 
enduring structure 482 feet high has a 
base covering an area of 13 acres. Built 
about 3720 B.C... . after 5600 years is 
still wearing well. 





SHACKLE 


HE SOLID Brass CORBIN Extruded Brass Padlock 
"ROLLER" _ : pot SPRINC. 


eoer can’t point to 5600 years of operation, but it exceeds 
CAM 


aad the pyramid in solidity! It is made from solid blocks of 
SPOOL PI PLUG 7 P 
DRIVER 


“SPOOL” MASTER 
sin - PINS 





extruded brass, shaped under the heaviest hydraulic pres- 








inches sure. That’s why you can sell and your customers buy the 
SPRING 


$ toughest, strongest of longer-life, non-corrosive padlocks. * 


J 
TUMBLER MP mAsTER RinO 
SPRINGS . MASTER RING 


“SPOOL” PIN 








Corbin reputation and merchandising policies are just as sound 





, 
and solid as Corbin products. Set yourself up as Corbin headquarters 
° 


in your neighborhood and get the plus in profits Leadership provides! 


GLASS 


*All-brass interior pin tumbler mechanism includes ‘Spool Pins,” 











anneal- ie Cutaway view of Corbin Extruded Metal Padlock a Corbin “first” in protection. RAP-proof, stainless steel, “Roller 
$ means | Bolt.” 
g spells 


quanti- 


i CORBIN CABINET LOCK DIVISION 

d Glass a THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 

Safety first ...and last... when Corbinlocked’’ 
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Put a 
Jamesway 
Department 
in Your 
Business 


Every farmer wants to cut chore time, 
lighten barn work — and at the same time 
increase farming profits . . . He’s looking 
for lever stalls, water cups, litter carriers, 
ventilators—things that Jamesway makes. 
Things that you can sell. 


The Jamesway “Chore-Saver” line fits in 
naturally with an implement or hardware 
business. Cash in on this great money- 
making opportunity — keep these dollars 
from going “down the street.” 


For almost 40 years, the name Jamesway 
has meant quality barn equipment, poultry 
equipment, and farm service buildings. It’s 
a name farmers know well — a name they 
trust. If you want to share in the big 
peace-time demand for Jamesway products, 
inquire now about a dealership in your 
town. Write or wire today. HA-346 


You Get These Advantages When 
You Sell Jamesway 


© 40-year-old 
product name 


* Complete line of 
“Chore-Savers”’ 


® Strong dealer support 
*® Quality that sells 
on sight 


J amesway 


® Powerful farm paper 
advertising 


AIG. us Par 


. ATKINSON, WIS. 
ELMIRA, N. Y. e OAKLAND, CALIF, 
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SELLS MORE 
PER CUSTOMER 


Nine out of ten 
farmers think of 
Ta-pat-co 


when you mention 
Collar Pads. 






















NATio 
ERS 






One sale often leads to another. Being 
able to say “Yes” to the inquiry for one 
needed item on a customer’s list encour- 
ages him to make additional purchases. 









Be the “Yes” Store in your community ... Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 








THE AMERICAN PAD & TEXTILE CO. © GREENFIELD, OHIO 
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GET VOLUME; | 
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Light and = 
Heavy Body 


DISPLAY 


AN EASY TO DISPLAY + EASY 
TO CARRY EASY TO SELL SIZE! | 3-IN-ONE 


e For years RENUZIT has been the world’s largest selling ¥ 
FRENCH DRY CLEANER — a fast-moving, fast repeat- PROMINENTLY 
ing item! Now, with this NEW QUART SIZE you can 
expect even greater demand, more repeats, more 


profits! Besides its convenient size, it can be used in so 
many ways — providing extra uses in every home! 


+ SELL IT TO DRY CLEAN CLOTHES! GREATEST ADVERTISING CAMPAIGN 


* TO CLEAN DRAPES AND UPHOLSTERY! 


¢ AS A HANDY SPOT REMOVER! in 50-YEAR HISTORY of 3-IN-ONE 
B-1-G PROFITS! 


RETAILS AT — Yamogiate Delivery | Ae 


? 9: ae Advertisements scheduled in: 
’ . 
* * 


Cash in on 

















30 national magazines 
More than 150 daily newspapers 


Plus: color ads, Puck ComicWeekly 





Be Prepared! «x Stock Up! 


BOYLE-MIDWAY INC., 22 E. 40th St., New York 16, N. Y. | 
“g 
5235 W. 65th St., Chicago 38, Ill, 4820 £. 50th St., Los Angeles 11, Cal. = 
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ON THE BIG DEMAND FOR 
DDT INSECT KILLER... 


WITH 


Macks ackwin DDToe 


F 


kK EK’ SURFACE SPRAY 
Y Y a la 

\ 4! Containing 5% DDT, the 

percentage recommended 

by the U. S. Dept. of Agri- 


culture, is prepared primar- 
CONTAINING ily for household and gen- 


eral use, for killing and 


*3 a} T controlling: 
Moths, House Flies, Bed 


Bugs, M itoes, C t 
(Dichloro Dipheny! Trichloroethane) ecto, Mia Stroh. - 


Apply Mackwin DDTox 

S di | Ils, 

IN SPRAY OR POWDER FORM 2 a Tig TOG ay 
niture, beds ...and inside 
closets as well as in dog eet | 


‘ ‘ houses and on garbage [| § “tn, = 
Here is your opportunity to get your share of profit cans. It leaves a thin, in- 7 


on one of today’s fastest moving items of merchandise Pe ae — 
—insecticides containing DDT. In Mackwin DDTox, pte cnt ost tas eis, se ND 
you get the benefit of experience and know how. It ; Macewin, comren” 
is manufactured by an old, well-established insecticide Shot ad 
manufacturer and one of the largest suppliers of DDT 
preparations to the armed forces during the war. 


Mackwin DDT insecticides not only kill insects \ // o WD Kw ' 
which contact them, but insects hatching from eggs ] Myf) Lsih 


or migrating to the treated areas. Insects do not die 


instantly on contact, but will die soon afterward. POWDER 


Killing action of the spray lasts for months—killing 


action of the powder, as long as the powder remains. Containing 10% DDT, the percentage recommended by 


: 2 the U.S. Dept. of Agriculture, is prepared primarily 
Mackwin DDTox Spray and Mackwin DDTox for general use in killing and controlling: 


Powder are not highly toxic to humans or warm- Reashes (Amedean), Flees end Growa Deg Tidhe on 
blooded animals, but excessive contact or inhalation Dogs, Bed Bugs, Body Lice, Pubic Lice and Silverfish. 


should be avoided and directions on the packages Apply Mackwin DDTox 


followed. Powder liberally to areas 
frequented by the insects— 
to floors, rugs, carpets, 
furniture, bedsteads, mat- 
tresses, as well as in dog 
houses and garbage cans. 
Force the powder into 
cracks and crevices. For 
body lice, the inner surface 
of undergarments should 
be dusted, also seams of 
trousers and shirts, and w aacey ve 2080 ; 
portions of body where OS faeresanss ‘Suchssse MTT 
coarse hair is present. paeroctnane 0") 
ehkly Comes in a shaker-duster o ef i 
can, or may be applied See incmcnn 0 
with a dust gun. Repeat ff bee rex son OO 
ae applications as often “line, BODY LICE 
U ’ 3 necessary Minsave ot tooaadls 
1 Menutactured for 
Pp ze mM MACK WIN com? 


moma, 
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AND THEY’RE 
NATIONALLY 
ADVERTISED! 


Meyercord releases its largest na- 
tional advertising campaign... in 
the spring of 1946. Full color ads in 
leading women's magazines will tell 
the story of Decals and Trimz to 
millions of women. Cash in on this 
forceful promotion in your store. 


* L. H. Journal ® Better H. 4G. 

© McCalls * American Home 
* Household ® House and Garden 
*® Good House. ® House Beaut. 

© Liberty © True Story 

® Parents ® American Girt 


MEYERCORD DECALS 


ME aE 





WHEN PROPERLY DISPLAYED... 


1T SELLS ITSELF! 


MEYERCORD HOME DECORATING DECALS 


New designs. New promotion plans. New displays and adver- 
tising support. New volume and profit! Fast, all-season 10 and 
20c sellers. Dealers! ... order new stocks and displays... 
NOW ... Prospective dealers should place opening orders at 
once for prompt delivery! 


TRIMZ READY-PASTED BORDERS 


A merchandising winner! Display them properly and watch 
them go. They’re all-season, high profit 15, 20 and 29c sellers. 
New designs, new displays and new promotional plans will 
make 1946 a banner year. And the largest national ad cam- 
paign of all. Order stocks early to assure delivery! 


THERE’s A TyPE oF DISPLAY 
FOR EVERY TYPE OF DEALER! 
A dynamic new line of display fix- 
tures will be available to Dealers in 
1946. There's a type of display for 
every type of dealer. Be sure you are 
equipped with both Decal and Trimz 
displays. Proper display will in- 
crease sales for the 1946 season. 


THE MEYERCORD CO. 


Sele distributors of Trimz Ready-Pasted Borders and manufacturers of Meyercord Decals 
CHICAGO 44, ILLINOIS 
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oY No wonder | have the most successful 
> paint businessintown....! handle 
wegen =SHERWIN-WILLIAMS PAINTS!” 


SHERWIN-WILLIAMS 
PRODUCTS 


X " J 2 


wd 
—_ 
SHERWIN-W jaws Ba 


: ——" i 
PEOPLE PREFER = WEY RE pygy 
THE BRAND (St! “Remanpy sep 


Sherwin-Williams Paints are the most 
widely used, most popular, and most 
generally accepted paints in all America! 





Y not get your application in for a full-line The Sherwin-Williams Company, Dealer Sales 
Sherwin-Williams Dealership. Write today to Department, Cleveland 1, Ohio. 





The Florence Line Fits the Picture 


Now and for Years to Come 


The verdict is in! In a survey* giving 
a typical cross-section view of what 
America’s home appliance dealers are 
thinking these days, 7 out of 10 stated 
that they want the big name, nationally 
advertised merchandise, even if it means 
receiving a limited supply temporarily. 
And in the range and heater field, it’s 
easy to see how many ways the Florence 
line stands out in offering the sound, 
profitable, lasting connection that dealers 
want. A company and a name nationally 
known for 74 years. A BIG resource. . . 
with tremendous production capacity 
and service facilities. A policy of direct 
selling that enables you to offer the 
greatest values. A line with advanced 
features and styling . . . backed by 
powerful, hard-hitting advertising. 


Right now current models are being 
shipped to dealers straight from produc- 
tion lines. Yes, the start has been made. 
You'll be hearing more and more of the 
exciting, profitable plans Florence has 
for you. 


*Conducted by the Chicago Tribune in 92 representa- 
tive cities of the United States. 


FLORENCE STOVE COMPANY... . General Of- 
fices and Plant: Gardner, Mass. Western Offices and 
Plant: Kankakee, Ill. Southern Plant: Lewisburg, 
Tenn. Sales Offices: One Park Avenue, New York; 
1459 Merchandise Mart, Chicago; 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 


FLORENCE 
Kanged and eater 
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Why Your Superior Metal Trim Order 
¥y on ise —ggy © SCHULER PROCESS 
% a al 


for Uniform Finish 


% ~ TRUE-EDGE 
on SS for Easy Installation 


o 
a 





It’s a sure thing that Metal Trim prices will not 
be lower...an order now is a hedge against inflated 
prices! Admittedly, linoleum is scarce... wallboard 
is scarce—but you know there’s a big building and 
remodeling boom ahead. These scarce items will No. 553-INSIDE CORNER No. 551-CAP MOULD 
start to flow in...then, you will need trim quickly. For 14” Material For %” Material 
Therefore, there’s nothing to lose and everything 
to gain by hooking up with Youngstown Manufac- 
turing, Inc. for Superior Trim NOW. 
Superior Trim is the only trim finished by the 
Schuler Process . . . remember, too, it has TRUE- 
EDGE quality for easy installation. Youngstown offers 


e 100 designs now with prompt delivery. Also, Youngs- 
town will quote you on special industrial aluminum Ys 
trim requirements. A hoekup with Superior Trim No. 552-OUTSIDE CORNER ee, Gaeals wae 
ee ee oe For 4” Material For 4%” Material 
| being 
produc- 
| made. 
- of the 
ice has 


presenta- 


No. 28—-NOSING No. 121-COVE 
Depth of Face 11/16” Screw-on Type 


RING, Inc. 
Y oO U N G q T Oo W N | ew ee eee ome 


Please send us literature and prices 

MANUFACTURING, | 
INC. 
66-76 S. PROSPECT ST. |Address 


YOUNGSTOWN, OHIO ’ 
L City 
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Your Name __ 
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Company i ) 
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PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through.Recognized Independent Wholesalers 


\}4 | HAZARD 
(/ INSULATED WIRE WORKS 


Division of The Okonite Co 


in Principal Cities 








These are two of the performance factors which 
influence tape buying decisions — according to a 
recent survey made among tape salesmen. 


PANTHER AND DRAGON FRICTION 
AND RUBBER TAPES ARE STRONG ON 
THESE PERFORMANCE FACTORS! 


PANTHER and DRAGON Friction Tapes adhere 
firmly, and easily meet ASTM adhesion requirements. 
PANTHER and DRAGON Rubber Tapes fuse 
readily and securely and have excellent dielectric 
qualities. They pass ASTM tests for tensile strength 
with a wide margin of safety. All tapes pass Federal 
Emergency Specifications. 

PANTHER and DRAGON Tapes are nationally 
advertised tapes, brands made and backed by the 
company which has specialized for over 60 years in 
solving problems involving the insulation of elec- 
trical wires and cables. 

For full information on these tapes — or for the 
address of your nearest agent — write today. 4400 
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LAST CHANCE to win a $500 Victory Bond, or one of the 
16 other prizes totaling $1250! Contest closes at mid- 
night, March 31st! 


It’s easy to win! All you do is—give us a good descrip- 


tive name! 


Please note the illustration at right. Magnifying glass 
shows up the special EDGE woven in our famous Opal, 


Liberty Bronze and Aldura wire screening. 


We call this feature MULTI-STRAND SELVAGE 
EDGE. But we want to know what YOU would call it! 


And we will give a $500 Victory Bond for the best 
name! And 16 other Victory Bonds—totaling $1250! 
We will pay all these prizes even if we decide not to 


change the name! 


So, hurry! Get your suggestion in now—before mid- 
night, March 31st. To help you—get from your Multi- 
Strand jobber’s salesman, the Multi-Strand descriptive 


folder, or write us direct for the folder. 


RULES OF THE CONTEST 


1. Contest begins January 1, 1946, and ends at midnight, March 31, 1946. 
2. Contest is open to all hardware and building supply jobbers, their em- 
ployees, and their customers. New York Wire Cleth Company employees and 
their families not eligible. 

3. No contestant is obligated to purchase products of New York Wire Cloth 
Company in order to compete. 

4. In case of a tie, duplicate prizes will be awarded to each of the tying 
contestants. 

5. Entries will be judged by a committee of three: Kenneth A. Heale, Man- 
aging Editor of “Hardware Age”; John L. du Fief, Civilian Production Admin- 
istration, Washington, D. C.; M. J. Hoover, Eastern General Manager of the 
Sun Chemical C y- Their decisions shall he final. 





6. All names submitted become the property of the New York Wire Cloth 
Company. 

7. Results of the contest will be announced in an advertisement in the June 
issue of this magazine. 


NEW YORK WIRE CLOTH COMPANY 


500 Fifth Avenue 


New York 18, N.Y. 
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TODAY - SUCCESSFUL SELLING IS SCIENTIFIC SELLING! 


McALEER METAL MERCHANDISERS ARE “CUSTOM ENGINEERED” 
TO BRING YOU FASTER... EASIER...MORE PROFITABLE SALES! 





Products prominently displayed on attractive 
eye-catching merchandising stands get more 
attention, provide quick identification, and . 
literally —sell themselves. The McAleer Metal fa 
Merchandisers are ‘‘custom engineered” to meet ‘ 
the particular sales problem of your product. 





tte Oey ie ee ll eee ele ee lees 


Every product adaptable to self service selling or 
point-of-purchase promotion has its own unique 
merchandising problem. The E. J. McAleer & Co. 
have successfully solved these problems for many 
nationally famous brand products. Let them pro- 
vide the solution to yours now. Write today for 
illustrated brochure giving complete details of 
the McAleer Metal Merchandiser. 


E. J. 
McALE 


AND COMPANY, 


INC 
1422 N. 8th Street 


PHILADELPHIA 22, PA. 
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Talk about TURNOVER! 


Sells so fast 
Dealers can't 
keep it on 


shelves... 


EVEN IN 
WINTER! 


Wire now for 
name of nearest 
distributor. 


RIDS A ROOM OF BUGS AT A TWIST OF THE WRIST! 


Exclusive Formula—Full Profit on WHAT DEALERS SAY: 
Every Sale—No Empties to Handle! (names on request) 


You can imagine what sales will be 

like when big national advertising— 

timed for the bug season—gets behind | 

this sensational product! a Deen, 


No other aerosol like it! A 5-second “Went so fast I “Sensational is the 

burst of “M~ Magik Mist per average | __ 

room is more effective than pumping a 

hand sprayer. Formula includes DDT, 

Pyrethrins, plus exclusive ~“KM~ sol- 

vent which guards against damage to ST. LOUIS: SARASOTA: 

paints or plastics! Stock up now! Cash i atentitet \ ty allt tnt be . 

in on the huge demand! a hotter item” couple of days” ‘ $2.95 retail 


8g National Ads Scheduled We scneis 


laws permit 





KNAPP-MONARCH CO, ¢ ST. LOUIS, MO. 
MARCH 14, 1946 





When it comes to buying tools and hardware, our 32 MILLION 


readers are the most quality-minded men you could find. Every 
month, with full-page color ads like this, we're reminding them 


that YOUR store is the QUALITY store in your neighborhood 
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Girth Coll matoliciiitemalclue U 


mers—the Pride of the Tool 
Chest—are acknowledged 
the finest hammers made. 
Only a Cheney hammer 
has the exclusive, patented | 


Cheney Nail Holding 


HENRY CHENEY HAMMER CORPORATION 


FACTORY: LITTLE FALLS, N. Y. 
SALES OFFICE: 217 BROADWAY, NEW YORK, N. Y. 
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OCEAN CITY g 
Ls 
ages ioe Best 2 FISHING REELS Py 
ace. ost tn 
‘ Day by day in ever increasing numbers 
KEEP IN STRIDE WITH SCIENCE we are producing the famous “Reels by i 
oh 
Give Your Customers The Benefit Of Ocean.” You will soon be able to supply ke 
“Products Of Matchless Merit” b 
THE ELECTRONIZED ' Baitcasting, Fly and Saltwater Reels to bs 
ramous MICRONOIL ‘vosricants ai, kK: 
GUN-LUBE ||. World's Finest “MIO” INSTRUMENT olL your trade with the exclusive features . 
Oil for the World's Finest Guns . « - an innovation in oils . . ad 
. + « never equalled. This oil has for all small mechanisms .. . in . FY 
everything. 12 4 oz. to case. Re- all climes . . . Polar or Tropical. found only on these popular fishing reels. 
tails at $1. Has no equal. 12 2 oz.. dropper - 
size. Retails at 50¢. 
a “s ee = PENTRALUBE ._ . lubricates as 
. for the orid's ines eels ; > 
12 4 oz. to ence. Retails at 75¢. le to a -. - Ask Your Jobber Now 
LETHRFLEX .. . Softens and at 75¢. 
Waterproofs all leathers. Retards GAGE-LUBE ... This “un- ‘ 
aging and mold growth. De- eanny” liquid for prolonging use- 
liberately developed to surpass all life of precision gages and other & 
previous efforts . . . not made to surfaces, saved millions in pro- 
sell a price. 12 16 oz. to case. duction—for war. Has no equal. es 
Retails at $2.00. 12 2 oz. to case. Retails TES. é 
ADVERTISED IN SPORTS & OTHER MAGAZIN e: 
Liberal Dealer Discounts OCEAN CITY MANUFACTURING co. i 
Sell quality . . . and make more friends. A and SOMERSET STS oe 
Order Today . . For Profit Plus Prestige PHILA. 34, PA. a 








PROTECTIVE COATINGS, INC. mieWie aN 


: PROFITABLE HARDWARE STORE ITEMS 


——— 

CANVA LASTIC  waterproo!- 
ing for awnings, binder ean- — 
vas tents, tarpaulins, canvas 


Accuracy learned —— yt 
yesterday serves ray gets (eae 
him well today 
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"] CELLTITE Damproofing water- 
proofs, preserves stone, con- 
crete, stucco, tile, brick, 
plaster, wood, plasties, base- 
ments, silos, gymnasiums, 
cement walks, driveways, 


Dee art 






The accepted use of aperture rear sights on 








sae ° P . ° ° plastered walls. 
military rifles in this war will surely increase , 
the demand for similar sights by sportsmen FASIIONG LIFE 
after the war. RAIN SHED Waterproofs 















































































Lyman has pioneered in designing and coe, ee a 
adapting Aperture Rear Sights to rifles for SHINE BETTER. MAKES 
sportsmen and soldiers for many years. a a 

There will be Lyman Aperture Rear Sights “ALL THREE EXCELLENT 
designed for shooters after the ITEMS" —LIQUID WAX 
war. Jobbers and dealers who ee oe aan on 
plan to handle Lyman Products — boots, shoes, saddles, leather 
will be offering their customers HED ey 2 A 
the best. a aor tical preduct.” 

The Lyman Catalog free to dealers. Also free L =. =. oy — 
folders on individual products y | a exposed to weather—work 
y*) —_ boots, = agg nom 
LYMAN i 
ganas "A. SUPERIOR 
—=—s pucT” 
Sold by jobb here. 
APERTURE SIGHTS | © ; ’ 1 of ealesmes. 
famous Lyman Mfg. by 





ei eddstaa,com | | NEATSLENE COMPANY, Omaha 8, Nebraska 
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OVER 172 Million 


MEN, WOMEN and CHILDREN OVER 10 YEARS OF AGE 
WILL GET THIS 


WINCHESTER 
MESSAGE IN 
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Let Every Customer Who 
Comes Into Your Store See 
A Big Selling Display of 
WINCHESTER Batteries 


Headed by the Saturday Evening 
Post . . . reinforced by leading Farm, 
Juvenile and Fiction Magazines, this 
commanding Winchester Campaign 
will help you capitalize upon Win- 
chester’s outstanding quality reputa- 
tion .. . areputation built upon their 
tremendous consumer appeal of de- 
livering long-lasting bullet-fast light. 
Winchester Repeating Arms Co., 
New Haven, Conn., Division of Olin 
Industries, Inc. 


Winchester flash. 


|, DIVISION oF 
| od = 


USTR) 
» te ES 


BATTE R 
/ ! 
Make light of the a : 


* Figures based on continuous study of magazine audiences. 
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The Lucky Strike No. 5 is 
a good washer. It locks fast; it 


holds tight; it prevents leaks. - 


But it can be taken off and used agajh 
and it still holds fast. That is Why 

you, Mr. Dealer, can Stock — Feature — 
Sell — Lucky Strike Garden Hose 
Washers and KNOW that you have 
performed a neighborly gesture 

in recommending this item 

to your regular trade. Today, 

talk Lucky Strike 

to your Jobber. 


COLORFUL COUNTER BISPLAY 


12 Washers packaged in | 
a clean, easy-to-handle | 


envelope. 25 envelopes 
to the compact, 2-color 
counter display carton. 


LUCKY STRIKE 


PRIDE-O-LAWN 


Sprinkler 
40 Feet of Man-Made Rain 


First: Made throughout of heavily cast aluminum 
with precision-machined brass bearing. Ab- 
solutely rust-proof in every part. 


5 a No arms to bend or break, no nozzles to 
adjust or clog, no friction parts to bind or 
wear out. 


Third Spreads a dew-like mist uniformly over an 
area 40 feet in diameter at normal water 
pressure. Coverage controllable at faucet. 





Y= rth: ay beautiful in finish and appearance 


and looks like an ornamental fountain on the 


lawn or in the garden. 


| 
Sifth: Sells on sight at $3.45 and delivers a plus- 


profit at regular mark-up. Mats, Ads, Win- 
dow and Counter displays supplied free to 
further speed sales. 


Order from your Wholesaler or Direct 


Despite present disturbances in material supplies we are 
able to make and continue quick deliveries and believe it 
to your advantage to order now while this service is 
assured. 


Sell it on this Guarantee 


The "PRIDE-O-LAWN" Sprinkler is guaranteed in 
wear and operation unconditionally and with- 
out time-limit excepting for wilful breakage. 


INLAND MANUFACTURING CORP. 


158-164 Ellicott Street Buffalo 3, N. Y. 
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IGHT you are. Cyclone Red Tag Hard- 

ware Products have all the old 
customer-appeal. They’re strong and 
sturdy as ever. 


Glance through the Cyclone pre-war 


catalogs. Note what they say about the 
tough materials, expert design, and care- 
ful workmanship which have made 
Cyclone Lawn. Fence, Screen Cloth, 
Hardware Cloth and Burner Baskets 
outstanding sellers. Those statements are 
just as true today—there has been no 
change in Cyclone quality. 

That’s why customers ask for Cyclone 
by name—why thousands of satisfied 


users have made the famous Cyclone 
Red Tag line always profitable for 
dealers to handle. 

The present problem is not quality, 
but quantity. But we’re making every 
effort to meet the demand. Therefore we 
suggest you keep in close touch with 
your jobber. He'll do his best to keep you 
supplied with a full line of U-S-S 
Cyclone Hardware Products. 


EVERY SUNDAY EVENING, United States 

\ Steel presents The Theatre Guild on the 
Air. American Broadcasting Company 

} coast-to-coast network, Consult your news- ( 
paper for time and station. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois - 


Branches in Principal Cities 


United States Steel Export Company, New York 


UNITED STATES STEEL 





AT,YOUR! 


. e . 
q 4 





*3 ri sap Bier 


ahs 
ae 


Verne 


yess 
a 


This catalogue illustrates and describes the most com- 
plete line of brushes offered today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 


Write for your copy today on your business letterhead. 


THE SOLO-HORTON BRUSH CO., INC. 


135 WEST 19TH STREET - DEPT. A-3 ¢e NEW YORK 11, N. Y. 
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ADS THAT THEY BOTH WILL READ! 



















BRING THE CROWDS'TO YOUR STORE 








Here, at last, is a cooperative advertising program that capitalizes fully ; 
upon the merchandising power of color in paint! For it’s based } 
on a revolutionary new idea in paint merchandising—Martin-Senour’s 

“Companion and Correlated Colors”! These wonderful new colors offer i 
the modern solution to the decorating problems of all your customers ‘ 
—those who prefer matching colors and those who prefer contrasting , 
colors. For “Companion Colors” provide a wide range of smart, popular q 
colors, each available in flat, semi-gloss, high gloss and enamel that 
match...and so related that they contrast with each other harmoniously. ' 
It’s easy to see, then, why “Companion Colors” will make your own 
advertising so compelling to read ...so0 productive of results! Ask your 
Martin-Senour Distributor now about “Companion Colors,” or write 


The Martin-Senour Co., 2520 Quarry St., Chicago 8, Illinois. 


rearty OL raue-wen MARTIN-SENUUR 
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MASON JUICER 


Made of highly polished cast aluminum, 
no paint to chip—no plate to wear or 
blister. Six different handle positions 
allow it to be attached anywhere — 
conveniently, comfortably. Easy to use. 
Easy to clean. You get pure sweet juice 
with no rind taste. 


WALL FIXTURE TYPE —retail price, $2.95 
TABLE MODEL—retail price, $3.95 


YES...the time to act is now, if you'd like 


to profit from the pent-up demand for these 





popular, top-quality Mason products. The 
L. E. Mason Company is now accepting 


new dealers in many territories. 
For complete information on any or all of ALUMINUM BROIL RACKS 


these fast-selling products, plus our exten- 

sive plans for advertising and merchandising For broiling, preserving, durable...light and easy 
‘ ' kettle bottoms, pie racks, to clean. Set of three— 

them, write ... wire... or call us NOW! iron rest, etc. Strong, 7", 8”, 9” diameter. 


Prompt 


J Retail price, $1.19 per set. 


Op 


POPULAR NEW SOCKDRYER 


Quick-drying ... shape saving. 
Made of cast aluminum .. . light 
weight and smoothly finished. 
Complete with shrink prevent- 
ing plastic clothespins. Available 
in half sizes 10 to 13. 


a L. E. MASON 
e * 


cOMPAN Y¥ 
HYDE PARK 36, MASSACHUSETTS 


HARDWARE AGE 





SALES AND PROFITS PRODUCER, Extraordinary! 


Universally Acclaimed 


i(ee)) 


‘Re-Blade Knife - 


with surgical steel interchangeable blades , 


| 
: 
: 


CAS POC 


SOMAR SPECIALTY CORP. 222" @ 
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URING 1946, Pittsburgh will cover the country 

with nearly 30,000,000 sales-compelling messages in 
national magazines. These will repeat again and again 
the unique benefits of COLOR DYNAMICS and the 
exclusive advantage of Pittsburgh Paints. 


These advertisements are planned especially to appeal 
to the home-owner, the most frequent buyer of paint. 
They combine the proved appeal of up-to-the-minute 
home decorating suggestions with proof of Pittsburgh 
quality—timed to reach the prospective, buyer in the 
heart of the paint-buying season. 


Now is the time to make your plans to cash in on this 
program! If you are seeking a quality line—fitted to 
today’s dealer and consumer requirements—why not look 
into the possibility of selling Pittsburgh Paints? For 
complete details, telephone, wire or write for a copy 
of “Now’s the Time to GO with Pittsburgh!” 








i 
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PITTSBURGH OFFERS 
PAINT DEALERS: 


A line of quality paints for every need— 
completely restyled and in modern colors. 
Not just as good—BUT BETTER THAN 
PRE-WAR QUALITY! 


No unnecessary items or sizes — assuring 
faster turnover. 


The only paints with the advantages of 
"Vitolized Oils” and Molecular-Selection. 


A complete line of Brushes, Household 
Cleaning Materials and Painting Supplies 
for added sales and profits. 

“COLOR DYNAMICS” —a scientifically 
accurate painting method upon which to 
build a steadily increasing sales volume. 
Continuous national advertising. The 1946 
campaign will tell home owners “Paint 
RIGHT with COLOR DYNAMICS... 
Paint BEST with PITTSBURGH PAINTS.” 


Well-planned and effective advertising and 
sales helps to bring business to your store. 


A long-time record of fair and equitable 
cooperation with its dealers. 








PITTSBURGH PAINTS 


PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 


PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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NON-REFILLABLE 


Atlanta 3,Go........ 
Boston 16, Mass.......... 
Chicago 32, III 

Cincinnati 2, Ohio 
Cleveland 6, Ohio 

Denver 2, Colo 

Detroit 26, Mich 


BRIDGEPORT BRASS 


eraSo 


INSECTICIDE BOMB 


To MEET the urgent demand, Bridgeport has 
added the NON-REFILLABLE Aer-A-Sol Insecti- 
cide Bomb to the line. 

This new self-contained, automatic insecti- 
cide spray is designed and manufactured to 
the same high Bridgeport Brass standards and 
contains the same insecticide as the refillable 
Aer-A-Sol. 


1. MULTI-PURPOSE - Kills flies, 
mosquitoes, roaches, bedbugs, moths, ants, 
water bugs, fleas, termites, crickets, wasps. 


2. QUICK AND EFFECTIVE— 
Contains both DDT and Pyrethrum. 


3. ECONOMICAL-6 to 8 seconds’ 


spray to rid average-size room of flies and . 


mosquitoes. Enough insecticide to treat 90 
rooms for flying insects. ' 


REFILLABLE 


4. SUPERIOR-TYPE VALVE 


—Controlled rate of spray of the correct 
particle size. 


5S. SAFE AND EASY TO USE 


—Simply operate valve as directed. 
6. CONVENIENT- No fuss, no muss! 
7. MEETS ICC REGULATIONS 


—Suitable for shipping everywhere. 


We want live jobbers who serve wide- 
awake dealers, to cash in on the approach- 
ing Aer-A-Sol insecticide sales season. Our 
national and local advertising and point-of- 
sale material will mean big sales and profits. 
Get on the band-wagon—contact our nearest 
office today. 


BRANCH OFFICES 


701 Volunteer Bldg. Houston 1, Texas 
... .524 Statler Bldg. Indianapolis 4, Ind 
Los Angeles 12, Cal 
Milwaukee 2, Wis 
1921 E. 119th Street Minneapolis 1, Minn 


Grand Rapids 2, Mich... Assn. of Commerce Bldg. 


orkeae 325 Jelliff Avenue St. Paul, Minn 


1962 Blake Street Newark 8, N.J......... 
. 420 Lexington Avenue San Francisco 3, Cal 


2328 Buhl Bldg. New York 17, N. Y.....- 


2216 Walker Avenue Philadelphia 3, Pa 

525 Circle Tower Pittsburgh 19, Pa 

130 S. Hewitt St. Providence 3, R. |........ 
715 N. Van Buren St. St. Lovis 8, Mo.......... 


NEW-A NON-REFILLABLE AER-A-SOL - 
ADDED TO THE BRIDGEPORT LINE 


Broad St. Sta. Bldg. 
1322 Gulf Bidg. 

ooecee + OO Clifford S$}. 
. .414 Continental Bidg. 


100 N. Second St. Rochester, N. Y.......... St Rye Arc. Bldg. 


03 Ashland Avenue 
1155 Bryant Street 


Washington 5, D.C........... 715 Southern Bidg. 
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BRIDGEPORT BRASS COMPANY, BRIDGEPORT 2, CONN.* ESTABLISHED 1865 


MARCH 14, 1946 ” 








Yes, versatile is the word that aptly describes the Master 
STREAMLINE steel tape rule. 


Its accuracy, of course, has never been questioned but, in addition to 
extreme accuracy, STREAMLINE performs many measuring jobs. You 
can use it with confidence as a caliper, height gauge, scriber and 
for inside measuring. This last use is particularly outstanding 
since the reading is made directly on the rule itself—no adding or 





subtracting is necessary. The lever brake holds the reading indefinitely. 


Note STREAMLINE’s fine chrome plating and extra long tip 
which acts as a claw in holding the blade steady. Also note that spare 
blades can easily be inserted. 


Restock with STREAMLINE at once—available in 6 and 8 foot sizes. 





MASTER RULE MFG. CO., INC. 


{ | + 1 i | | 815 EAST 136th STREET - NEW YORK 54 T | 
| BRANCH: P.O. Box 1587, Oakland, Calif 
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O-VAC 
LEAKPROOFS 
DONT NEED 

DATING! 


RAY-0-VAC LEAKPROOFS 
STAY FRESH FOR 
YEARS AND YEARS 
BECAUSE THEY ARE 
SEALED-IN-STEEL 


THE CHOICE OF TIIE MILLIONS OF SERVICE 


MEN WHO USED THEM THROUGH THE WAR ° 
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DONT NEED 
DATING ? 


LEAKPROOF 
CONSTRUCTION 
SEALS POWER IN [@ 
IT'S THERE WHEN 
YOU NEED IT! 





the Quali 
Plant Food 


Sor lawns, flowers 
gardens, trees 
ana shrubs 


From now throughout the Summer, Loma Products. will 
be selling fast... making satisfied customers and profits 


for wide-awake Dealers everywhere. 


You don’t have to sell L6ma to your customers ...L6ma’s 
fine record of performance, plus consistent advertising, 
have done that for you...all you need do is be sure you 


have enough on hand to supply the demand. 


If you haven't alreadygdone so, order the Léma line 
now; L6ma Quality Plant Food, especially popular be- 
cause of its proved effectiveness in promoting the 
healthy growth of Lawns, Flowers, Vegetables, Fruits, 
Shrubs and Trees . . . Loma 2-in-1 Dust, the amazingly 
efficient combination Insecticide-Fungicide that makes 


pest control so easy. 


TENNESSEE CORPORATION 
61 Broadway, fue New York 6, N.Y. 


THE QUALITY PLANT FOOD 
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Mail Coupon—for FREE 


Guide 
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to Oil Profits 


Get this interesting 16-page book 
and learn how YOU can supply 
the tremendous market for Pack- 
aged Oil in your community. 
Mail the coupon today! 


Howard Hornibrook 
President 
Apex Oil Products Co. 


The Chains are going after all the business they 
can get on profitable hardware and implement 
lines. The best way for you independent store 
owners to protect your future is to fight back, 
with the chains’ own weapons. 


Go after the kind of business the chains love best 
— the sales of fast moving repeat merchandise — 
the products that create store traffic, and build 
more business on other lines. 


Take Packaged Oil and Grease — one of the 
chains’ biggest volume and profit producers. You 
should have that business, and we'll help you get 
it. We’re helping hundreds of store owners to 
establish profitable oil departments, thereby get- 
ting more business from the best customer of 
all—the American Farmer. 


Remember, today’s the time to build up the lines 
that will support your store tomorrow. Get in 
touch with APEX and let us HELP you do it! 


DDUCTS COMPANY 


: HA 3-14-46 
TEAR OUT AND MAIL 
APEX OIL PRODUCTS CO. 
Minneapolis 11, Minn. 
Keep up the fight for the Independent Hardware and Implement 
Dealer. Send us your NEW |6-page book showing how retailers are 
beating chain store competition. 
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ADJUSTABLE VACUUM 
FOR EACH COW 


The easy-to-sell milker . . . because it’s so 
easy on the cows. A scientifically designed, 
field tested vacuum-in-the-pail milker that 
features individually adjustable vacuum 
for each cow. The vacuum can be set for 
the “hard” and “easy” to milk cows, in- 
stantly! There’s a vacuum gauge tor each 
cow! 


ONE PIECE SPARKLING 


Glass Pack 


And what could be cleaner than 
a sparkling glass milk pail! A 
one piece glass pail with smooth, 
round surfaces . . . no hidden crev- 
ices, seams or “blind” spots to hide 
bacteria. Clean-Easy Milker is truly 
a clean milker! 


Add to these the many features de- 
veloped by Clean-Easy over the past 30 
years, and you have the reason why more 
and more dairy farmers are enthusiastic 
in their praise for this new ““Vac-U-Glass” 
Milker. For information write the Ben H. 
Anderson Mfg. Co., Madison 3, Wiscon- 
sin. 


better milk with 
BEN H. ANDERSON MFG. CO. Cleau- Easy! 


51 N. DICKINSON ST., MADISON 3, WIS., DEPT. 425 
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Colossus, 
the Hub of 
Prosperity’s Wheel 


ear 
enriu 


HE American farmer, Colossus of the Crossroads, is 
confident of the future. His future. America’s future. 
He’s going ahead with his plans. 


Nature’s factories are on full time. Hens and hogs, cows 
and steers, trees and vines, seeds in the good brown earth 
never heard of wages and hours. They go on producing, 
under the guiding hand of the farmer and his brood. 


Colossus has no reconversion problems. He has billions in 
the bank, and is in a mood to spend for things of quality. 
Not just for trucks and tractors and machinery, but radios 
and refrigerators, pianos and paint, clothing and packaged 
foods ... everything! 


Even in normal times, rural America accounts for nearly 
40% of our total consumer sales. It now seems destined 
to break all previous records. Geared to prosperity’s 
wheel, with Colossus as the hub, your business, too, 


can be good. 
And you can look for the biggest post-war purchases, the 


biggest investments, to be made on Country Gentleman 
farms ... the top-half farms . .. the farms which just 
naturally take (and take to) Country Gentleman. 


f 
i 





Facts of Special Interest to Rural Hardware Dealers: 


When asked what magazine is most effective in selling their 
rural customers, hardware dealers voted Country Gentle- 
man first choice by margin of almost 3 to 1. 


Rural families—even in normal times—purchase and con- 
sume 40% of all America produces! 


Farmers’ incomes have doubled in the last five years! 


Country Gentleman’s readers are concentrated among the 
top-half farm families. 
. 











(Geunans (ceutenen 


NATIONAL SPOKESMAN FOR AGRICULTURE 
A CURTIS PUBLICATION 
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Baseball's Best Equipment 


A young man’s fancy turns to base- 
ball, too. 


Display Globe sports equipment in 
your store, and make satisfied cus- 
tomers of those who ain 


dream of "Baseball's TIC INS 
Ses? 


Best Equipment”. 
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20,000,000 
Promises 


In 20,000,000 advertisements during 
the war, Ta-pat-co promised you and 
your customers it would be back—better, 
more comfortable, more trail-worthy than 
ever. 

Now those promises are being kept. 
Ta-pat-co sleeping bags, life-save vests 
and life preserver cushions are ready 
again for you—ready for the woods, lakes 
and streams. 

Dominant advertisements in national 
outdoor and general magazines are an- 
nouncing the return of Ta-pat-co, the 
equipment that won the confidence of 
fighting men all over the world. Tell your 
customers that you have Ta-pat-co now 
. . .« Run advertisements in your local 


papers . . . display Ta-pat-co prominently. 

Turn 20,000,000 promises into sales. 
TA-PAT-CO ) 
LIFE-SAVE 


CUSHIONS ond PRESERVERS Stay-A-Float 

Government Approved New Kapok filled Stay-A- 

Their safety and comfort Floats are again available. 

appeal to all water lovers. America’s safest and most 

Fast selling —colorful—well popular swimming aid for 
mode and ready for you. children. 


Place your order now for Ta-pat-co Sleeping Bags and Life- 
Save Equipment. Get in touch with your jobber. If he cannot 
supply you ... write us. 


a 
THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO ~ 


HARDWARE AGE 














goin, 


and 





to protect the sales 
of our dealers, 
‘oat | GEP advertisements 
d Stay-A- ‘ like this are appearing 


available. 


ond mot i regularly in leading 


dail outdoor magazines 


and Life- 
e cannot 


GER: 


ROD 


E CO. 


MARCH 14, 1946 








7% uae 
a J 


A 


| ray hd : 
fi s 4 


age Stat” 
4 ¥ he a 
PAT 
> be 4 - 
} 2 ff t 
t.4 e Satsok 


1% H.P. Planet Jr. Tractor with Planet Jr. Disc Harrou 


Planet Jr. Garden Tractors 


mean good business 


Planet Jr. Garden Tractors with their quickly interchange- 
able Planet Jr. Attachments help your customers make 
more money from their acreage—whether large or small. 








, 
They know that Planet Jr. will do better work with less| 
effort and less time lost. That's why so many of them have 
already ordered. 





That's why—in spite of restricted shipments due to short- 
age of labor and quality material—we suggest you find out! 


what a Planet Jr. franchise can mean to you. fo r e Vv e t y n e e d ' 


S. L. ALLEN & CO., Inc. 
3425 N. 5th Street, Philadelphia 40, Pa. 
Makers of Planet Jr. Agricultural Implements International makes chain for every need: 


Catalog on request : P . ° 
industrial, marine, farm, automotive. 
What's more, our manufacturing and ser- 
vice facilities are complete in every 


3 H.P. Planet Jr. Tractor with Planet Jr. detail, and our engineers are ready to 


4 Row Cultivator and Fertilirer Distributor 
, ipa 7 help solve any unusual chain problems. 


Ask your distributor to explain why this 
can mean a more profitable chain business 


for you. 
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| on Fruit Crop Enemy 


Money will grow on trees!—both for you and 
your customers—if you sell Tree Tanglefoot. 
Share in the mutual profits that Tree Tangle- 
foot will build up from an all-out campaign 
against the cutworm. Fruitful crops for Mr. User 
—a new high in sales for you. Tree Tanglefoot 
sells itself—endorsed the world over as the 
unsurpassed tree banding compound—effec- 
tive protection against tree-climbing insects— 
a guaranteed money maker for you. Tree 
Tanglefoot is manufactured by The Tanglefoot 
Company, the makers of Tanglefoot Gummed 
Kraft Sealing Tape, Difuso and the Difusolier 
and Tanglefoot Fly Paper. 


ANGLEFOO 
L \apy o[ a 


NEW YORK © CHICAGO © KANSAS CITY 
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Judd ‘American Beauty” curtain rods are 
back. Their reconversion was slow, at first, 
but they’re in quantity production now. 

Give 


“American Beauty” single or 


Your customers need curtain rods. 
them the 
double rod by Judd, and they’ll know you 
carry quality merchandise. Attractively fin- 
ished in off-white, the Judd No. 9341 and 
No. 9342 will retain their prewar popularity. 

Order the Judd line now for early deliv- 
eries. Insure customer goodwill by selling 
Judd products, the line that brings them 


back to buy again. 























H. L. JUDD COMPANY, WALLINGFORD, CONN. 


87 Chambers Street, New York 7, N. Y. 











Fast Selling 


BATHROOM 
FIXTURES 


These Top Quality 


STREAMLINED 
TOWEL BARS 


i 
New Spring 
Roll Holders 


If Scania 
Styling 

5 fu STEEL ROD. 

CONSTRUCTION Af No Limit On Your Order 


Here's the quality line of bathroom fixtures you can offer your 
customers in the popular price range! Beautifully made... indi- 
vidually packaged and furnished with screws for hanging. Don’t 
wait for slow deliveries . . . or be limited by quotas. Prompt ship- 
ment can be made on Streamlined Bathroom Fixtures in any 
quantity ... if you order now! 


nist YOUR ORDER HERE! 


Quantity 


Chrome or Satiny 
White Finishes 


Description © Price 
Towel Holder 34”—18” Chrome @ $6.48 doz 
Towel Holder 34”—24” Chrome 7.20 doz. 
Towel Holder 34”—18” White 4.32 doz. 
Towel Holder 34” —24” White 5.04 dez. 
Towel Holder 14”—18” White 2.16 doz. 
Towel Holder 14” — 24” White 2.52 doz. 
Easy Roll Holder Chrome 3.60 doz. 
Easy Roll Holder White 2.88 doz. 
Streamlined Oispiayer — complete with items @ 3.25 each 


ICLIP AND MAIL THIS LIST Now} 


[Loqusenssuenamenmanananasanananasemeneuanll 


THIS STREAMLINED 
DISPLAYER WILL “UP” 
YOUR SALES QUICKLY 


A beautiful 28” wide easel board that dis- 
plays your entire line of Streamlined Bathroom 
fixtures on a realistic tile background. In- 
cluded with your shipment for only $3.25... . 
complete with all six towel bars and a Spri 
Roll Holder bolted in place. Takes up only a 
small space ... does a big selling job. Be 
sure to check this on your order list. 
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THE NEW AND 
GREATLY IMPROVED 
Patented 





Here is a Mop Wringer Pail unlike 
any you have ever seen . . . with fea- 
tures every woman wants . . . that of- 
fers these and other compelling sales 
advantages: 

1. Simple one-foot operation; 


2. Plenty of room for mop to spread 
out and clean itself; 


3. No springs or mechanism to get 
out of order; 

4, All parts galvanized; 

5. A Pail that is definitely not top- 
heavy; 

6. A Pail that is light enough for 
a@ woman; strong enough for a 
janitor; 

7. Easy to demonstrate. 


8.A Pail that is advertised in the 
magazines women read... The 


MOP WRINGER PAIL 


American Home, Better Homes and 
Gardens, House and Garden, Good 
Housekeeping, Ladies’ Home Jour- 
nal, Woman’s Home Companion. 


You don’t have to sell the Improved 
DeLuxe Mop Wringer Pail; you 
merely have to show it to the house- 
wives who come into your store and 
call these advanced features to their 
attention. You'll find them more 
eager to buy it than you are to sell it. 


The time to start mopping up real 
profits with this DeLuxe Mop 
Wringer Pail is right now. Put it on 
display where your customers can 
see it and then watch your cash reg- 
ister start jingling. Ready for deliv- 
ery now. Order from your jobber. 
Ask for DeLuxe Mop Wringer Pail 
No. 2946—actual capacity 14 quarts. 


SCHLUETER MFG. CO., ST. LOUIS, MO. 
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gore step on the lever 
¢ Wringer opens. 
It's an easy, one-footed 
operation. No throwing 
the Pail out of balance, no 
splashing, no contortions. 


Ample room to insert the 
mop...and the cleverly 


. designed opening guides 


the mop against the front 
roller, where the greatest 
amount of pressure is 
exerted. 


bane | 


Then step on the embossed 
foot ong vy" withdraw 
the —_. The foot keeps 
on follers tightly com- 

, and at the same 
time balances the Pail. No 
springs to get out of order. 


























"Now" says Sele Zea “Schalk backs you up with 


HORE ADVERTISING 











FIVE 





THESE TWO NEW ITEMS 
WHICH PETER PUTTER 
WILL SHORTLY INTRODUCE 


TO AMERICA 









THE FAMOUS 


WG 
loor Cleaner? 





It’s a big barrage and no mistake! Our 
consumer magazine line-up is more im- 
pressive than ever: TheSaturday Evening 
Post, Better Homes & Gardens, The Amer- 
ican Home and The Christian Science 
Monitor Magazine. Top-tier magazines, 
every one! With an aggregate circulation 
of more than 8,000,000 each issue! 
What’s more... Schalk doesn’t go in 
for dinky ads that merely say “Me, too!” 
Schalk does a veal job. Schalk uses sizable 








space that demands attention and com- 
mands respect; that sings out and sells! 

On top of all that, Schalk plans to in- 
troduce in the year ahead two mew sure- 
sellers: Peter Putter’s Spot Remover for 
Wallpaper and Peter Putter’s Plaster Pen- 
cil. Details later! Meanwhile remember: 
Schalk is tops in its field because it has 
never let you down on product, on pack- 
aging, on promotion. Ask your jobber! 


SCHALK CHEMICAL CO+ LOS ANGELES + CHICAGO 
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__--—— FIRST 


Excellent Tone 


SECOND 


Mechanical Superiority 





THIRD 
Fine Styling 


FOURTH 


Popularly Priced 


; * after year, since their inception, the 
four important chime characteristics listed above, have made it possible for Rittenhouse 
Electric Door Chimes to assume and hold American home-owner preference. 


Today, more than ever, Rittenhouse has pre-eminence in these distinguished attributes: 


TONE EXCELLENCE because Rittenhouse engineers have eliminated chime “‘static’ "— objectionable 
mechanical noises. Rittenhouse tone is clearer, richer, more melodious. 


MECHANICAL SUPERIORITY because only in Rittenhouse Chimes do you get the exclusive Rittenhouse 
Floating Percussion Unit, the patented ‘Rhythm Master’’ timer—the simplest timing mechanism 
made, assuring trouble-free, and longer, flawless.chime performance. Rittenhouse plungers and 
springs are locked in place permanently, new chime alloys guarantee extra tone quality, and an 
adjustable volume control and shut-off switch add still more to Rittenhouse chime utility and 
convenience. 

FINE STYLING because Rittenhouse Chimes combine the internationally acclaimed design ability of 
Norman Bel Geddes with the best chime craftsmanship and product materials available. 


POPULAR PRICING because years of Rittenhouse manufacturing “know-how”, new war-developed 
methods and large-scale production make possible greatly reduced chime costs. These conspicuous 
savings are reflected in the price of the Rittenhouse line for 1946. 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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A NEW DEVOE PRODUCT 
A NATURAL ‘BEST SELLER’... 


A super-quality varnish that dries quicker, 
wears better, is impervious to hot water. 


ACCLAIM FROM THE EXPERTS! Good “‘reviews’’ are important to any “best 

seller.’ The “‘critics’’ who ‘‘reviewed””» DEVOE MARBLE FLOOR VARNISH 

—engineers of product quality who subjected this amazing new varnish to the 

most grueling tests—wrote this “rave” notice: ‘acceptable in all dominant 

characteristics as meeting requirements of a super-quality floor varnish possessing 

a definitely new order of drying speed, ultimate toughness and alkali resistance.” 

But “‘best sellers’” do not just bappen. DEVOE MARBLE FLOOR VARNISH is the 

a result of patient, far-reaching exploration and research for a number of years in 
DRIES IN 4 quest of the finest floor varnish man can make. New, thoroughly tested raw 
HOURS materials have been added to old-time favorites by specialized manufacturing 
techniques exclusive with DEVOE to produce MARBLE FLOOR VARNISH. 


READ THESE “BEST SELLER” ADVANTAGES! 


Dries fast! Dust free in 1 hour—dry in 4 hours! @ Resists alkali (5% caustic tested). Scrubable! A practical] 
varnish for active homes! 


Withstands severe wear. Traffic tested! 
Is impervious to hot water. ’ Wears inside or out! : 

Achieves jewel-like lustre! Clear—accentuates beauty of grain of wood. 

Cannot be injured by fruit acids such as lemon juice. Extremely practical—brushes easily—has no objec- 


Completely “ring proof." Condensation from chilled tionable odor. 
glasses or spilled beverages is merely wiped away. New DEVOE label, adopted 1946—eye-catching, sales- 
Resists shaving lotion, toilet water or perfume. building! 


Your DEVOE representative will be glad to give you full information about profit margins, shipping schedules, 
sales helps and other. details concerning this new, amazingly different DEVOE MARBLE FLOOR VARNISH. 


DeVoe PANN 


787 FIRST AVENUE ° NEW YORK 17, N. Y. 
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DOMINION’S 
PAT HAND 


Flat Irons, Toasters, 
Watfle Irons, Sand 
a Tol oN Mole (312) ciao sole! 
Grid-A-Bouts, Table 
Stoves. Heaters. 
Poppers, Curling 
Irons, Hair Driers. 
Mixers, Heating . Keep in touch with 
Pads, Infra-Red re, your Jobber regarding 


Lamps, Fans. — delivery dates 


DOMINION ELECTRICAL MFG., INC. 
MANSFIELD, OHIO 
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THE NEW 


is a best seller in ANY season! 


BEAUTY... Handsome crackle finish A rush of warm air in wintertime . .". a refreshing breeze in 
® Chrome heater grille © Modern- : 
design fan blades ® Separate fan summer... you get BOTH with the new SURF SEASON-AIR. 
guard. 


STABILITY... Sturdy all-metal con- : 
struction @ 72-inch base © Finest a DOUBLE-DUTY appliance that converts from heater to 
materials and workmanship. 

UTILITY... For summer, noiseless 10- fan in the few seconds it takes to remove the heater housing. 


inch fan with air displacement of ‘ " 
540 cu. ft. per siete 4 For winter, Created for all-year-’round demand . . . priced low for volume 


1320-watt forced air heater. P 
sales . . . ultra-smart in appearance—SEASON- , spells 
ECONOMY... Heater and fan BOTH op ATR. spe 
for one low price. PROFITS any way you look at it. 


It’s the last word in modern room-conditioning efficiency — 





G-M Laboratories inc., 4296 North Knox Avenue, Chicago 41, Illinois 
Gentlemen: Please send me literature on the new SURF SEASON-AIR heater-fan combinatinn. 
My Name. 





Store Name. 





Street and No 
City 
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FIRST CHOICE OF THESE FAMILIES IS AN ES- 
TABLISHED LINE NOTED FOR DEPENDABILITY! 


M°DONALD 


AUTOMATIC 
WATER SYSTEMS 








A great opportunity is ahead for those who sell McDonald Water 
Systems. The name “McDonald” has been established as a quality 
manufacturer of Pumps for more than 90 years. Nationally 
advertised. Nationally accepted. Farm 
families recognize its complete depend- 
ability. Yes, McDonald is the kind of 
line that will sell best of all in the times 
ahead. Get the facts now. 
DEEP WELL 
Series 400 and 600 
compact, skill- 
fully engineered 
units featuring 
complete accessi- SHALLOW WELL 
bility, positive Series 420! Sim- 
lubrication. Also ple, accessible, 
Hydro- Jet sys- dependable — a 
tems. Sm leader in the Wa- 
ter System field. 


A. Y. McDONALD MFG. COMPANY « Dubuque, lowa 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 





Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 





Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Steop Railings are 
used extensivelyby 
builders of small 
homes. Made in 
various desi 

































































Stewart Plain and Ornamental tron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 
designs, or built to meet specifications. 





THE STEWART IRON WORKS CO., INC. 


Stewart Block Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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TO HELP YOU SELL MORE 


asm SYNCHROME 


Trademark Reg. U. S. Pat. Off. 


FINEST QUALITY ALUMINUM PAINT 


-POINT PROMOTION PROGRAM 


Eye-appeal is combined with buy-appeal in the new 
Cres-Lite SYNCHROME promotional program . . . planned 
to boost your Aluminum Paint sales to new peaks. Quick, 
profitable turnover is our goal for every SYNCHROME 
dealer . . . and we’re sparing no expense in making alumi- 
num paint a “‘best-seller”’ for you! 


—And remember . . . Cres-Lite SYNCHROME is exclusively 

a quality product. It is a quick-drying, synthetic resin, 

oil paint, containing only pure 325 mesh aluminum pig- 

ment. We pledge ourselves to maintain at all times the 

quantity and the high quality of Ort, PIGMENT, and 

SYNTHETIC RESIN used in SYNCHROME. 

One coat of SYNCHROME completely SYNCHROME'’S high hiding power and 

covers most surfaces with a chro durability make it the best protective 

like finish unsurpassed for its re- coating for tanks, stacks, roofs, metal, 

sistance to heat, moisture, fumes, concrete, brick and other types of - We Sig 
weather and corrosion. Structures and equipment. AVailab i, upatvlors rng 

On re . 
‘Wess, 


CRESCENT sronze powper co. 


116 West Illinois Street, Chicago 10, Illinois 1841 South Flower Street, Los Angeles 15, California 
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cleans me dulls 
glossy surfaces 
WITHOUT SANDING 


A SURE-FIRE 
PROFIT BUILDER 


Whenever you sell enamel or varnish, it will pay 
you to suggest WIL-BOND .. . This modern 
time-saver prepares the uld varnished or enamelled 
surface for refinishing in one easy operation. 
Applied with a rag, it quickly removes grease, dirt 
or wax. At the same time, it dulls the gloss and 
causes the old finish to become slightly tacky. 
The new coat goes on perfectly—no crawling or 
pulling away. 

Wil-Bond is now widely used by painters and 
home owners everywhere. Get behind it for extra 
profits. 


IMPERIAL Rapid BRUSH CLEANER 


Here’s another fast seller you'll want to stock, 
if you haven't already done so. Cleans the 
hardest-caked brush in a jiffy. No soaking, | 
no mixing. Leaves the bristles with their 
natural “spring’’—no wilting. 








ORDER WIL-BOND and IMPERIAL RAPID BRUSH 
CLEANER FROM YOUR JOBBER 


Wilson-Imperial Co., Dept. H-36, 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON. FOR INFORMATION 


Wilson-Imperial Co., 115 Chestnut St., Newark 5, N. J., Dept. H-36. 


Kindly send me full particulars on Wil-Bond and Imperial Rapid 
Brush Cleaner 


DE “wbanad ns sicdyracwoden 


Street Sebnenumnbusegehae ihe aeses dbtetweds eeeeia 





MILLIONS OF NEW 
PROSPECTS FOR 
PLASTIC WOOD... 


and We’re Going After 
Them in a Big Way! 



















Advertisements in 42 national 
magazines throughout 1946 will 
build volume sales for you. 







DISPLAY ... and CASH IN 
on this nation-wide $100,000 Campaign ! 





GENERAL 


Saturday Evening Post American Magazine 
Collier's Liberty 

Pathfinder 

American Weekly 
Better Homes & Gardens 
American Home 





Ladies’ Home Journal 
Good Housekeeping 
Woman's Home Companion 
Cosmopolitan 















TEACHERS 
Junior Arts and Activities Recreation 
Scholastic Magazine — School Arts Magazine 
Teacher Edition School Shop 


CARPENTERS & PAINTERS 


American Painter and 
Decorator 
The Carpenter 


National Painters Magazine 
Painter and Decorator 


MODEL BUILDERS 


Boys’ Life 
Open Road for Boys 
Scholastic Magazine — 
Junior High School Edition 
Popular Science — 
School and College Edition 
American Girl 


Young America 

Young Catholic Messenger 
Puck — The Comic Weekly 
Air Trails Pictorial 

Air World and Aircraft-Age 
Model Airplane News 


WORKSHOP HOBBYISTS 


Home Craftsman 
Popular Homecraft 


Popular Science 
Mechanix Weceated 





Popular Mechanics Sei and Mech 
OUTDOORSMEN 

Field and Stream Ovtdoors 

Hunting & Fishing Ovtdoorsman 

Ovtdoor Life 


Be Prepared ! Stock All Sizes! 


BOYLE-MIDWAY INC. 


22 E. 40th St., 
New York 16, N. Y. 


4820 E. 50th St., 
Los Angeles 11, Calif. 


PLASTIC 
wooo 


5235 W. 65th St., 
Chicago 38, lil. 
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Mr. Lee Howlett and the Howlett Hardware Store, Absecon, N. J. 


And that’s real growth in the ‘paint business isn’t it? Who did it? The 
Howlett Hardware Store in Absecon, N.J.—a resort town with a year-round 
population of only about 2000. In 1935, Howlett’s started featuring Lucas 
Paints. That year (their best till then) their paint volume was $1000. For 
1945, their Lucas Paint business totalled $7,500! 

Figures like Howlett’s are not unusual among Lucas dealers. A request 
for information will bring you all the facts on how you might profit by 
a Lucas franchise. 


COLOR HARMONY LINES... 


one reason why Lucas dealers lead 


Harmonizing colors in all lines . . . shades 
made to blend with each other in a variety of 
finishes . . . here’s just one example of the way 


in which Lucas dealers profit by having what 

the public’s asking for. Check with any Gi 0M, N. PAI NTS 
Lucas dealer on the kind of cooperation GU tame In ¥ 1 

Lucas gives all its dealers. 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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Your Customers 
Will Like These Features: 


e EASY-TO-CLEAN ZINC GRIP 
REMOVABLE PAIL 
e FOUR RUBBER FEET 
e EASY-ACTING FOOT PEDAL 


Sanette Provides 4 
FULL PROFIT MARGIN | = aa 


Sold Exclusively Thru 


the Independent GREAT NEW DISPLAY RACK 


Retail and Allied : : 
Trades at Nation- Sells the New Minute Mop Line of 


ally Advertised C P P 
ellulose Sponge Household Cleaning Aids! 

Retail Prices. pong g 

® Soap Bank ® Toi-La-Kieen Brush 

® Dish Mop ® Bath Brush 

® Window Brush ® Wash Stand Brush 


And the Nationally-Known and Nationally-Advertised 


‘MINUTE MOP AND DRAINER 


| Customers won't pass up the popular, labor-saving Minute 
| line of Du Pont Cellulose Sponge items so attractively dis- 
played. Install this striking, sales-exciting display and these 
items virtually sell themselves. Each one specifically de- 
signed to ease a particular house-cleaning chore, is con- 
| veniently arranged to catch the eye—to stop your cus- 
| tomers and get their buying urge to working fast. 


| A Sure-way EXTRA PROFIT-maker! 


| “Minute Mop" is a famous name nationally advertised. When you 
introduce the complete, new Minute Mop line of drudgery killers you 
tie in real reputation with real, multiple sales appeal. That means 
nothing less than rich, steady, extra profits to you. 


= Set Up the New 
ay Minute Mop Display 








in Your Store 


DEPARTMENT STORES: Get this hand- 
some, sturdy sales-builder to work for 
you right away. Base measures only 15" 
x 16". Hardwood natural finish. Suply 
drop us a penny post card requesting 
full particulars about Minute Mop's great, 
powerful merchandiser. You'll be way 
ahead in consistently expanding profits 
So hurry—write today! HARDWARE DEAL- 
ee ERS: Ask your jobber for a smaller rack 
FEMS gs, aa wt available free with a 78-piece assortment. 


Beautiful 4-Color Litho- 
MASTER METAL CCuarated by naan Card Free on MINUTE MOP CO. 
lousekeeping . 4d 
PRODUCTS, INC. gems Seber atob the anbelne 17 East 23rd Street 
Bucket Card furnished free 
291 CHICAGO Sr, BUFFALO 4, N.Y, upon request. Write today. Chicago 16, Ill. 
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WEW HOUSEHOLD INSECTICIDE LINE 


DU PONT: DT 


MEANS BUSINESS FOR YOU 


Here are two DDT household products—formulated by Du Pont. That means — " 
right... products that are safe... products the public will have a om Du ont’s 
national advertising is going to tell the public just how these products ki es ‘ 
how they’re used... how they work. It’s going to tell people that spray alone — er 
alone is not enough—that they need BOTH forms—the 1-2 punch—to kill flies, 
mosquitoes, cockroaches, bedbugs, and 7 other household insects. 


Cong A Lacie oN Cs ran mm ct de dnl hr font Nh oh 


De tae he he iE Me ge Mes Mac 
ie rig a tance weg we ti, 


je 


DDT 
INSECT spray SX 


for floors, walls, screens, etc. | 


Sprayed Gn or brushed on, it 

» leaves an invisible coat that 

' waits for insects ... kills ’em 
when. they come. Killing 
power lasts for months in many 
cases. Also knocks down fly- 
ing insects, so customers see 
immediate results. Pints, 
quarts, gallons. 


STOCK BOTH... SELL BOTH. Both products FAIR TRADED. 
Both are needed for an insect-free home. Both clearly labeled 
for recommended usage. Your jobber has the whole profit- 
able story. Get in touch with him now, or write to E. I. 
du Pont de Nemours & Co. (Inc.), Semesan Division, Wil- 





mington 98, Delaware. 


y SF w ‘ ~. “4 yw 


_ TO GET RID OF ¢ 


_ INSECTS 


‘4 
v 


DU PONT 5% DDT 
INSECT POWDER 


for cracks, hard-to-get-at places. 


Sell this where customers have 
trouble with roaches, bedbugs, 
or other big crawling insects. 
Strong as the spray ... and it 


~ gets into cracks and other 


spots where the bugs hide out. 
Another plus... it’s safe to use 
on pets (except cats). In handy 
shaker-type containers. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


--»- THROUGH CHEMISTRY 


S 


=~ 


- 





- 





MARCH 14, 1946 





* EASY TO USE 
* TRIMS NEATLY 


Tae 


EDGER 
WITH THE PLUS 


* CUTS TWO WAYSH-Y.NG See S708 


iY 


The patented star-point, con- 
vex, cutter blade, of sempered 
steel; and the patented “V~ 
shaped shear which trims 
both ways, are exclusive Cas- 
cade features. 


CASCADE MFG. CO. 


AVAILABLE NOW! 


Here is California's contribution’ to 
“better lawns” throughout the nation 
... areal high-quality, tempered steel 
lawn edge trimmer that will give 
years of satisfying service. 

Dealers everywhere will sell this 
amazingly easy-to-use tool by the 
gross... why not order a supply to 
take care of your trades springtime 
needs... they are available now! 


Sold Only Through 
ESTABLISHED 
HARDWARE 
WHOLESALERS 
SHIPPED VIA FREIGHT 
PREPAID IN U.S. A. 


CULVER CITY, CALIFORNIA * 











Cash in with enough 
(and on time) 


WHITNEY s7, LAWN SEE 


You can’t waste a day! Set up your Whitney Super-Refined 
Lawn Seed display now. For top profits, make it a mass 
display like the one above. Complete point-of-sale display 
material available at no charge. Whitney national advertis- 
ing is switching more and more prospective customers to 
Whitney Lawn Seeds. Act now—write now for prices and 
full details. 


WHITNEY SEED CO., Inc., BUFFALO, N. Y. 





FARM FENCE 
CONTROLLERS 


It doesn't take long for good news to 
get around. Customer demand for 
Electro-Line Controllers is greater than 
ever before. 


Electro-Line Controllers are honestly 
and capably built — THEY DELIVER 
and they deliver RELIABLY. 


Electro-Line offers your customers five 
models — each model has its definite 


Write for illustrated folder on Electro-Line 


fencing and its relation to Soil Conservation. place and use. Moderately priced, 


No. 4302 
6-Volt D.C. 
Battery Model 
With 
Battery Compartment 


modernly styled — Electro-Line has 
customer appeal. 


See your Jobber. 


ELECTRO-LINE PRODUCTS CORPORATION 


120 N. Broadway ° Milwaukee 2, Wisconsin 
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We're Bringing Hee Guscwess to Your Store! 


















5,747,000 Sales Messages to Dairy Farmers 
in March, 1946 Farm Papers 


Big ads, the kind that really get attention, are telling 
the Rite-Way story this month in Country Gentleman, 
Successful Farming, Hoard’s Dairyman, Nation’s Agri- 
culture, Better Farming Methods, National 4-H Club 


News and leading state farm magazines. 


You can make more money selling 
RITE-WAY milkers because 


*® High quality, low price give you a bigger market. 

*®© Generous advertising support brings business to you. 

® Rite-Way leads the field in modern fast-milking features. 
* The Rite-Way milking method builds satisfied customers. 


* You can follow up sales with related items—Rite-Way cream 
separators, Rite-Way water heaters, Rite-Way sterilizing tanks. 


FEATURE FOR FEATURE — IT’S EASIER TO SELL A RITE-WAY 


RITE-WAY PRODUCTS COMPANY 
1241 BELMONT AVE. DEPT. HA CHICAGO 13, ILL. 


Eastern Branch: - - 248 W. Jefferson, Syracuse 1, N. Y. 


Southwest Branch: - - - - 11 W. Reno, Oklahoma City, Okla. 
Southeast Branch: - - - 587 W. Whitehall $t., Atlanta, Ge. 
Coast Dist: - - - - - - Rudiger Lang Co., Oakland 12, Calif. 


In Canoda: - - - - - + = + Massey-Harris Company, Ltd. 
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leading farm magazines! 

This powerful support will 
you a constantly imereasing share 
of the milker business. Its the kind 
of support vou can expect al 
handle the fast-selling. hightv-proet- 


itable Rite-Wav dine 


Worite or wire for details 


b 











@RAZOR SHARP 
RUST-PROOF 
STEEL BLADES 


@LIGHT ALUMINUM 
HANDLES 


@BALL BEARING 
SCISSOR PIVOT 


@®SPRING-OPENED 
GRIP KNUCKLE 
GUARD 








PATENTED 


GRASS SHEARS 


Introduce your customers to this 
amazing new Lawn Shear—and 
you will introduce yourself to hand- 
some new profits! Lawn-Trim Grass 
Shears are light weight—less than a 
pound! They have razor-sharp rust- 
proof steel blades, operated on a 
ball-bearing pivot for effortless use! 
There's a guard to protect knuckles 

. . a spring to open the handle eas- 
ily! A new grass shear, with a market 
that’s growing in leaps and bounds! 

SOLD FOR YOU BY 
NATIONAL ADVERTISING 

in several leading national home and 
garden magazines, with attractive 
ads that pull! Ask jobber, or write: 


ROVAN Proopucts INc. 
417 £. PINE, SEATTLE 22, WASH. 














Prompt Delivery 
Quick Sales 


Jdandy 


ELELT RIL 
CHURN 


Gem Dandy churns have been sold since 
1937 throughout the United States but to- 
day Gem Dandy sales volume is increasing 
faster than ever before due to greatly in- 
creased electrification of farms. Gem Dandy 
is strictly a high quality product, selling 
at popular prices. Nationally advertised 
in farm journals, has features farmers want. 
Slow-speed, long-life motor, sanitary alum- 
inum base and dasher. Easy to operate, 
easy to clean, makes I5% more butter in 
15 minutes. 
* 


Ask your Hardware Jobber about Gem 
Dandy Glass Milk Container made espe- 
cially for use with Gem Dandy Electric 
Churn. 


RETAIL PRICES 


omy 5] 4. 32 
_ 17.32 


ALABAMA MANUFACTURING CO. 


1801 First Avenue, North + ~- 


Birmingham, Alabama 























COVERT MFG. CO., TROY, N.Y. 


& 
Freres 
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FOR TODAY and the FUTURE... 


PINCOR ! 


PINCOR POWER MOWER... unequalled for 
smooth operation, dependability! You'll be 
proud to point out these features: extra power; light- 
weight, all-steel, welded construction; cutting height ad- 
justed from 14” to 214” by a simple turn of a knob; 1-piece 
cutting unit, removable and exchangeable; sealed-in 
lubrication; built-in sharpener. 
Point for point, Pincor is far ahead of any mower on 
the market! 
Don’t miss PINCOR! Representatives are in the field 
now with samples. Write or wire today. 


POWER PLANT 
MODEL BLA-6N 
Combination 500 Watt, 
115 Volt, 60 Cycle A.C., 
and 6 Volt 100 Watt D.C. 

$130 F.O.B. Chicago. 
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PINCOR HAND MOWERS 


MODEL A-16 
A great new pre- 
cision built, all 
steel lawn mower 
for fine lawn cut- 
ting performance. 


MODEL C-16 
Lightweight, 
sturdy all steel 
mower, with many 
new patented fea- 








PINCOR HEDGE TRIMMER 
A portable electric trimmer, precision 


built for long wear and trouble free 
service. 


<. 


Ke 
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Ethyl Corporation 


an amazing 





New Ethyl Cleaner is unbelievably 
quick — yet mild as clear water. No 
harsh acidic or alkaline properties. 
Contains nothing to mar surfaces or 
redden the hands. Not inflammable. 
Suds in any water—hot, cold, hard 
or soft. Loosens dirt and whisks it 
away. No scrubbing! One easy opera- 
tion cleans woodwork, windows, glass- 
ware, rugs, upholstery, smooth painted 
walls and porcelain. 








New Ethy! Cleaner, a modern synthet- 
ic soapless cleaner, was originally 
introduced as a revolutionary new 
product for cleaning all parts of auto- 
mobiles faster and better, but house- ‘ 
wives soon found it better for dozens ‘ NEVER 


fh hold , too. 
of household uses, too SAW WINDOWS 
SPARKLE SO! 
NO STREAKS! 


ETHYL CLEANER 
CLEANS RUGS 
INA 
FLASH! 


DISTRIBL 
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Announces... 
new cleaner! 





GIVES YoU 40% PROFIT! 


New Ethyl Cleaner is a 


fast-selling, proven prod- 


Your Cost Your 
(Case Quantities) Selling Price 





uct, backed by successful 
market tests and sold 


under Fair Trade agree- 


ea. $0.72 $1.20 
doz. 8.64 14.40 





ments. Turnover is rapid. 


ttttp$}p 


Vy hin: "Ethyl Cleaner is not a spot 


ea. 0.60 1.00 
. 7.20 12.00 





remover ... it is a general-purpose house- 
hold cleaner. Stock it in your household 


cleaning department. Get your share of this 


highly profitable business. 


. 0.45 0.75 
. 5.40 9.00 














ETHYL CLEANER IS ON THE WAY 


Retail distribution is under way in the 
following states: New England States, 
New York, New Jersey, Pennsylvania, 
Delaware, Maryland, West Virginia, 
Virginia, Kentucky, Ohio, Indiana, 
Michigan, Illinois, Missouri, Kansas, 
Nebraska. Keep in touch with your 
local jobber or write direct to Ethyl 
Specialties Corporation, Chrysler 
Bidg., New York, for information re- 
garding advertising and distribution 
plans in your market. 


me Fl 


mee YS ge on Se a 
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PROVEN IN SIX MAJOR TEST MARKETS 


New Ethyl Cleaner was sold through retail outlets in six 
major test markets for 20 months. Demand for Ethyl Cleaner 
grew rapidly. Many dealers acclaimed it the fastest-selling 
new cleaner they ever handled. Enthusiastic users are telling 
their friends, assuring large repeat sales. Take a tip from 
these successful dealers and clean up with Ethyl Cleaner... 
and make 40% profit! 





CORPORAT O N 


CORPORATION 








One Way...or the Other... 


Your customers want Bug-a-boo with and without D.D.T. 


OME CUSTOMERS will ask for Bug-a-boo with 
D.D.T. Others prefer it without D.D.T. Either 
way, you profit. 

And either way, you and your customers know 
Bug-a-boo can be trusted. It’s laboratory-proved 
and dependable — far exceeds government require- 
ments for a Grade AA insect spray. The new 


4 


Win Sx °D. vt Bug-a-boo 


} wer —~ ee Kitts § : we 
@ Y's ties, masqut 
“ther household insects ths ants and " 
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Bug-a-boo 
PRODUCTS 


Bug-a-boo Super Insect Spray with and without D.D.T. 


Suny Bug-a-boo Moth Crystals » Bug-a-boo Garden Spray » Bug-a-boo Repellent 


product, Bug-a-boo with 3% D.D.T., contains not 
only Bug-a-boo’s time-tested, insect-killing ingre- 
dients, but all the D. D. T. that’s required for 
effective residual deposit and the full amount 
considered justified for home uses. 

Both types of Bug-a-boo will be nationally 


' advertised—both same price. Order from your 


nearest Socony-Vacuum office, or from 26 Broad- 
way, New York 4, N. Y. In the Southwest, order 
from the Magnolia Petroleum Company and on 
the West Coast from the General Petroleum 
Corporation of California. 
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SOCONY-VACUUM 
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Dealer cooperation, in the Kyanize manner, flows 
along like the old song, ‘‘Not for just an hour. Not 
for just a day—but always.” 


No lopsided splurge but constant hammering 
away at consumer resistance through national 
magazines, colorful store and window displays, 
local newspaper advertising, direct mail, booklets, 
folders, and all the other features that have made 
Kyanize the LIFE of the paint counter. In peace 
and war, through good times and bad, dealers 
have found this sort of cooperation resultful. 


It’s still producing. é 


BOSTON VARNISH COMPAN Yao 
Boston ° Chicago 
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CONCENTRATE 


The Last Word in Tested DDT 


Cash in on the growing market for that amazing insect 
killer DDT. Sell Pestroy—the 25% DDT Concentrate. 


Pestroy’s the DDT to carry. It’s economical for the 
customer. It’s a tested product, backed by reputable 
companies. It will find a great market among farmers, 
industrial and commercial building operators. And 
it’s supported by national advertising and promotion. 


Order a supply of Pestroy today. It’s the DDT with 
a great profit future. 


DISTRIBUTED BY: 


ACME WHITE LEAD & COLOR WORKS JOHN LUCAS & CO., INC. 
Detroit, Michigan Philadelphia, Pa. 
W. W. LAWRENCE & CO. THE MARTIN-SENOUR CO. 
Pittsburgh, Pa. Chicago, Illinois 
THE LOWE BROTHERS CO. ROGERS PAINT PRODUCTS, INC. 
Dayton, Ohio Detroit, Michigan 
THE SHERWIN-WILLIAMS CO. « Cleveland, Ohio 
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{ Gone are the Old F eae CASH [Non rue NATION WIDE 


EMMI REPAIR’ PROGRAM 








Slats! 


Reason: 


New-Safe 
Never-Fall 








BED SPRING 
RESTS 
No. 6C-2 


Gives grand, sure support. Will not let bed collapse, yet 
does away with old-fashioned bed slats. Holes are provided 
in the bed spring rests for extra support if needed. Formed 
to fit perfectly the side of any bed rail. Will support 1200 
Ibs. or better. 
4 TO A SET 
FINISHED IN EITHER WALNUT OR MAHOGANY 
Jobbers and dealers write 





The PUL Aocdoatres 




















L 133 Carnegie Way, N. W. ATLANTA 3, GEORGIA 








New, improved wood paste that hardens into wood. Unex- 
celled for general repair of wood crevices, cracks, screw 
holes, chipped surfaces, deep gashes, etc. Works like putty. 
When dry, can be sanded, planed, sawed, stained and fin- 
ished same as wood. 


The SHEFFIELD BRONZE PAINT CORPORATION 


@ Write for catalog of 40 Sheffield Fast Sellers 


Re SO ASO 











SELL HEATING EQUIPMENT 
PROTECTION ON A TRIPLE 
PROFIT BASIS 


Every home is a market for these three items -— 
check this short list and convince yourself. 


1. AMEROID BOILER STOP LEAK —permanently 
stops all ordinary leaks and cracks in steam and hot 
water boilers below the water line—harmless to all types 
of metals. 


2. AMEROID HOME BOILER TREATMEMT — 
cleans rusty, dirty heating systems—steam or hot water 
—a quart can does the trick. Larger packages for 
apartment houses, hotels, etc. 


3. AMEROID FUEL OIL TREATMENT —keeps fuel 
oil systems clean by eliminating sludge and carbon de- 
posits from nozzles, strainers, and coils—saves fuel and 
improves combustion. 


Write for the full story on these fast-selling prod- 
ucts today—your profit is high—purchase cost is low. 


Manufactured by 


E. F. DREW & CO., Inc. 

15 East 26th Street New York 10, N. Y. 
Ohleage: 919 N. Michigan Ave. * Boston: Chamber of Commerce Bidg. 
Distributed by 
R. T. Weil, 277 Broadway, New York 7, N. Y. 














SIMPLY BRUSH ON A 


Anyone can apply 
PLASTEX! This 
gleaming, non-skid fin- 
ish BRUSHES ON! 
Made from pure Tung 
Oil. Unaffected by 
weather or alcohol. 
Needs NO WAXING, 
NO POLISHING, NO 
SCRUBBING! 


np i 


FLOORS 
LINOLEUM 
FURNITURE 
WOODWORK 
BOATS 

BEACH WAGONS 
BAR TOPS 


Counter displays, pamphlets, samples of PLASTEX 
applied on both wood and linoleum furnished free. 


WHOLESALERS: Good territory still available. Write 


PLASTEX COMPANY 


Cambridge Mass. 
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MANUFACTURERS ! 
DEALERS ! 


This should be a year of profits . 
Will you be getting your fair 
share? For competitive days com- 
ing, line up with this 10-year- 
proven, nation-wide organization 
that can give you help over the 
hurdles. Use the know-how of 
24 outstanding hardware distri- 
butors, united in LIBERTY, and 
their 1200 salesmen. 





FIND OUT WHAT LIBERTY DISTRIBUTORS CAN DO 
TO HELP YOUR BUSINESS BOOST YOUR PROFITS 


Distribution across the length and breadth of these United 
States—that’s what LIBERTY has to offer you. Manu- 
facturers, wholesalers, salesmen, retailers in a healthy ex- 
change of ideas. 43 strategically located warehouses within 
easy reach of every dealer. Over 70,000 merchants buying 
more then one hundred million dollars worth of merchandise 
($100,000,000) annually, from LIBERTY. 


IT’S THE GREEN LIGHT — 
LET’S GO! PROFITS AHEAD 
—WITH LIBERTY ! 


imerlinllis 
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ALL SET TO 


~. With the 


COMPLETE 
Hardware 


COMPLETE in types, sizes, weights 
COMPLETE in overall price range 
COMPLETE in exclusive selling features 


SHOVEL AND TOOL CO. 23" 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 
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The, ae Dealers 


ar ee, 


® 


* GEORGE H. GRIFFITHS 
President and General Manager 
CHARLES J. HEALE 
Vice-President and Editor 
L. V. ROWLANDS 
Sales Manager 
KENNETH A. HEALE 
Managing Bditor 
GEORGE M. SANGSTER 
RUDOLPH 8. WILD 
J. R. KEAGY 
Associate Hditors 
ALBERT J. MANGIN 
“Who Makes It—’ Directery Bditor 
L. W. MOFFETT 
EUGENE J. HARDY 
Washington Representatives 
SAUNDERS NORVELL 
GEORGE G. HOY 
Contributing Bditors 
HARRY R. TERHUNE 
Los Angeles, Oalif. 
Pacific Coast Bdtior 
J. M. WITTEN 
Circulation Manager 
With the Armed Forces 
HAROLD MOORE 


ADVERTISING DEPARTMENT 
Boston 10, Mass.: 
ce B. Bereweson, 735 Rice Bidg., 10 High 8t. 
Liberty 4460 

New York 17, N. Y.: 
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TIME TO THINK OF 
SPRING CHAIN BUSINESS | 


AMERICAN CHAIN | 











Your good customers will soon be 





wanting Halter Chains and Tie-Out SELL AMERICAN- 
Chains. They depend upon ycu for tne THE COMPLETE 
quality of chains you offer. So, when Pc ge yeti 
you order from your jobber, be sure to a al ckiteer tak 
"Buy American." In the interest of ow Se tetas See oe 


stampings—complete line 
of chain fittings, attach- 


customer satisfaction and continued mente and éessebiice— 
. : Z repair links—cotter pins. 
good will, it pays to "Sell American." 














York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Cf 
o> In Business for Your Safety 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 
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The Atlantic City Convention Should Shatter 
All Previous Attendance Records and Prove 


A To Be of Outstanding Industry Importance: 


As this issue is re- 


‘ ceived by our readers the first 
Triple Hardware Manufacturers’- 
Wholesalers’ Convention will 
have adjourned. As this issue 
| goes to press a record-shattering 
~ attendance is anticipated. Hotels 
have been completely sold out 
for many weeks and railroad ac- 
commodations are difficult, if 

not impossible, to obtain. 

As this is the first joint gather- 
ing of producers and distributors 
since the cessation of hostilities 
on both major fronts, and their 
first get-together for two years, 
the vital importance of this con- 
tact transcends all appraisal of 
the probable huge participation. 

In previous normal years the 





NS American Hardware Manufac- 
ep turers’ Association has held a 
ee spring convention with the South- 
., b ern Hardware Jobbers’ Associa- 


_ tion and a fall convention with 
4 the National Wholesale Hard- 
ware Association. This year, for 
the first time, all three organiza- 
tions will meet in a triple hard- 
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ware convention in Atlantic City, 
N. J., from March 11th to 14th, 
1946, inclusive. Whether or not, 
this procedure will be continued 
in the future we do not know but 
we are very conscious that there 
are plenty of articulate expres- 
sions on the subject — pro and 
con. We will know more about 
this later. 

An important feature of this 
mammoth 1946 convention is 
that there will be three joint 
sessions of the three bodies— 
Monday night, Tuesday’ morning 
and W ednesday morning. Thurs- 
day morning the three groups 
will hold individual meetings for 
election of officers and other 
business of their respective or- 
ganizations. There will also be 
a joint session of the two whole- 
sale organizations on Thursday. 

This program set-up has two 
major advantages. First the 
formal sessions bring both man- 
ufacturers and wholesalers to- 
gether on common ground for 
discussion and consideration of 


mutual problems, presumably 
the basic reason for holding a 
joint convention, yet provides 
time for individual association 
meetings for such business as 
must be transacted at annual 
meetings. Second, it permits 
much needed time for informal 
talks between manufacturers and 
wholesalers, privately or in 
groups. And there never was 
a time when more wholesalers 
want to ask more manufacturers 
more questions than they do 
right now. It should prove a 
busy as well as an important in- 
dustry gathering. 

The first complete story of 
this Triple Hardware Convention 
will be told in the next issue of 
HarpwareE Ace, dated March 
28, 1946—a story which should 
command the earnest interest 
and reading attention of every- 
one in the hardware business 
whether retailer, wholesaler or 


manufacturer. Watch for the ~ 


next issue and the story on this 
major industry event! 
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“Regulation W” to Stay 
Without Any Changes:— 


ad EGULATION W” is prob- 
ably the only war-im- 

posed government control on 
business procedure that is pop- 
ular with the wholesale and re- 
tail hardware fraternity. In 
every study, we have seen that 
an overwhelming majority of 
hardware men wants, this control 
continued unchanged. They be- 
lieve that it is a vitally needed 
curb on uneconomic credit and 
installment competitive selling. 
Opponents to the continuation 
of “Regulation W” include large 
credit selling operators, several 
credit associations and quite a 


few outspoken members in both 
houses of the Congress. 
Currently, the best informa- 
tion we can gather indicates that 
nothing will be done, at least not 
soon, to repeal or even change 
“Regulation W” despite a fairly 
well organized campaign toward 
that end. Those who are trying 
to eliminate this credit control 
are attempting to promote a pa- 
triotic theme based on the claim 
that returning veterans need 
easier credits and more liberal 
installment terms. Having made 
little progress so far in an effort 
to completely abolish this rule, 


there is now quite an active effort 
to develop exemptions for ex- 
service men and women as an 
alleged “aid to veterans.” 

Any group which can success- 
fully promote its objective as 
“an aid to veterans” has a very 
potent force on its side. For 
that reason we urge hardware 
wholesalers and retailers who 
want “Regulation W” continued, 
without changes, to keep their 
ears and eyes open, and keep 
their Representatives and Sena- 
tors in Congress informed of their 
attitude as taxpaying and voting 
citizens and business men. 


Every Major Strike Hurts 
All Retail Businesses:— 


VERY wholesale and retail 

hardware distributor has 
felt, or will soon feel, the effects 
of the recently settled steel 
strike. This huge labor-manage- 
ment fight, though of relatively 
short duration, has greatly de- 
layed the production and deliv- 
ery of many hardware store 
products. Estimates of this de- 
lay run from 30 to 60 days, 
depending upon the products in- 
volved. Without this retarding 
factor the movement of hardware 
from raw materials to the dis- 
play of the finished products in 
hardware stores has been dis- 
couragingly slow. And so the 
steel strike hits home among 
hardware distributors because 


they can sense the direct personal 
impact it has made on their own 
businesses. 

Perhaps the tremendous auto- 
motive strike, only partially 
settled at press time, seems like 
a problem of remote interest to 
hardware distributors —— other 
than the inconvenience which is 
attendant upon further delays in 
acquiring new trucks and passen- 
ger cars. 

However, let’s look at some 
of the facts in the strike of the 
automobile workers. As of Feb- 
ruary 27 these men were out for 
14 weeks. Their average wage 
is $45 a week and with 175,000 
men involved, this means a loss 
in wages, and therefore in con- 


sumer income, of $110,000,000. 
And this doesn’t take into ac- 
count the additional millions lost 
to the men who make the parts, 
who sell and service the cars, 
and so on. . 

Yet the auto strike, although 
the biggest and most spectacular, 
is only one out of hundreds that 
are going on all over the country. 
Put them all together and the net 
result in shrinkage of spendable 
income is something that can’t 
be laughed off by any retailer 
whether he sells hardware, shoes 
or jewelry. 

Preliminary government labor 
statistics for January 1946 tell 
us that 1,400,000 workers were 

(Continued on page 106) 
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can’t The entrance door should create a first impression of friendliness and 
tailer hospitality . . . expressed in its fine architectural detail and rich, 
shoes graceful hardware. 

Lockwood Entrance Door Handle Sets, in enduring brass and 


labor bronze, offer a wide range of choice in authentic design with quality 


5 tell 


sailed ay ie ; sew, 
ein nd workmanship insuring lasting security 


For Lockwood Dealers they also provide a firm foundation for 
ever-growing, ever-profitable business in Builders’ Hardware. 4 14) i I a ers , 
Over 40,000 copies of this advertisement will be presented to the Archi- 


tectural Profession in ARCHITECTURAL RECORD and PROGRES- 
SIVE ARCHITECTURE (Pencil Points). 
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»LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of Independent Lock Company ¢ Fitchburg, Massachusetts 
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Light backgrounds 
attract attention 
to the glassware 
in the long side- 
wall display. The 
glass shelves add 
to the brilliancy 
ef this display. 


Headquarters for Housewares— 


The Roth Hardware centralizes this “T 
department in the basement where ALWAYS like to 


. . . come to this housewares department,” 
quietness is an added aid to sales ane semen dieaen oh tetieten. 
as she browsed about the basement 
section at the Roth Hardware in 
Champaign, Ill, “it’s always clean 
and light here, and they always have 
so many things that I need.” 

This quotation, made by an actual 
shopper at the Roth store, tells more 
than anything else how well this store 
is fulfilling the housewares needs of 
women in this Illinois city of 24,000. 

The basement housewares section 
is about 30 by 60 ft. and has excel- 
lent shelving and fluorescent lighting. 
The walls are light-colored, the floors 
spic and span, and the aisles wide 
enough to accommodate rush traffic 
on busy days. 

“The basement department has 


A broad stairway leads down to the housewares department ‘ a 
proved a fine trade builder for us, 


in the basement. Direction signs point the way for customers. 
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China, pottery and 
coffee makers are 
featured upon the 
opposite sidewall 
where the treat- 
ment is identical. 
























s—!) One Flight Down 


states Max Tepper, owner. “We also _ ished attractively in a light color 








be to sell janitors’ and restaurant supplies § which helps draw the attention of 
nent,” and carry part of this stock in the customers to the area. aa . i alk Men i 
wren basement section. During the war Housewares stock in the basement oon tae P ronal ones po 
lemmas we made every effort to have as large _— store include dinnerware, glassware, will find in the store basement. 
ae te stock of these items as were available gifts, silverware, cooking utensils, 
lees and our customers appreciated our 
: Same efforts to serve them. We believe that 
in the years ahead this department 

oneal will continue to grow.” 
sone The stairway leading from the first 
nail floor of the hardware store into the 
a of 4 housewares basement is wide and 
4,000. F well-lighted. _ There are siderails " ; = os, ae 
outliens ’ which are an important factor for q bial. 2 aie | 
poe many customers in inducing them to J oe / 
hting. go down into the department, and an | 
od aid in coming up. H 
utilis The walls of the stairways are fin- H 
traffic | 
+ has Wide aisles make it easy for a | 

ne browsing patron to inspect the 
r us, display tables at her leisure. | 
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Restaurant supplies occupy a prominent place on one of the central tables. 


kitchen accessories. Two salesmen 
are constantly on hand to take care 
of the needs of customers. 

The store management finds that 
its gift business is growing steadily. 
Both city and rural people alike come 
to this store for gift items, knowing 
from past experience that they can 
always get the things that they want 
there and at reasonable prices. 

Because it also caters to the foun- 
tain and restaurant trade, the store 





Just 


involved in strikes in that month 
alone — representing an_ esti- 
mated total of more than 19,- 
200,000 lost man-days in pro- 
duction. This staggering figure 
for only one month of the current 
year almost approximates the 
total lost man-days for all of 
1941 and is 67 per cent of the 
1937 loss of 28,424,587 man- 
days. It was in 1937 that the 
infamous “sit-down” strikes were 
at their inglorious peak. 

While it is literally impossible 
to translate these staggering 
figures into precise lost sales 
volume in the hardware business, 
it is painfully obvious that men 
who do not work do not get paid 
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carries a large stock of glassware, 
china, pottery and crocks. The rural 
trade in these items is especially 
heavy, since farm families are large 
and they are constant users of the 
heavier types of glassware and china. 
Farm women love to browse about 
this department for it gives them a 
chance to view many items. 

In addition to two long sidewall 
displays, the store basement has a 
central display area, so laid out 


as to encourage the browsing cus- 
tomer. Goods are displayed so that 
the prospect can see much of it, and 
this fact has encouraged sales. 

“We have found that the average 
housewife likes to take her time in 
picking out housewares,” says Mr. 
Tepper. “The comparative quietness 
of the basement department enables 
her to do this. Eventually she buys 
more when she can take her time to 
inspect everything on display on wall 
shelves and center counters.” 


Department Advertised 


The basement department gets con- 
siderable advertising from time to 
time in a unique weekly advertise- 
ment which Mr. Roth publishes. This 
advertising has a regular border 
which lists all lines carried, in stock 
at the store. A large space at the 
center of the ad is used for display 
advertising. 

In addition, the store has fine win- 
dow displays featuring housewares 
carried in stock and these attract 
many customers. There are two doors 
at the front entrance to the store, and 
flanking these are signs which tell the 
customer what items are carried in 
stock in the basement store as well as 
on the first floor. 






Among Ourselves 


(Continued from page 102) 


and therefore cease to have the 
buying power that enables them 
to buy hardware store products 













—or anything else. Unfortun- 
ately, win, lose or draw, these 
striking production workers have 
lost that income forever. It can- 
not be made up and so every 
retail store, in every field, has 
also lost forever a considerable 
sales volume. Collectively it 
runs into the millions. 

That is why every major strike 
hurts all retail businesses. Every 
retailer in this country has a 
stake in labor disputes and 
should take every means at his 
command to see that his two 
Senators and his Representative 
in Congress take appropriate 
legislative action to curtail the 
present epidemic of strikes. 





HARDWARE AGE 
















 cus- 
o that 
t, and 


yerage 
me in =| ew PE 
s Mr. “aa E tg 
etness , o —-s 
a f. “ e neon sign ho 
nables ie te : the eyes of sports- 
7 buys ® aa men and the display 
me to , cg j ig: does the rest. Here 
1 ' . they can see various 
n wa : j wo ati kinds of tackle to 
' ’ : ' f use in fishing and 
by stepping inside 
the store it’s easy 
to find out about a 
great many spots in 
which they will find 


is con- 
the fish to catch. 


me to ; i ; é 
ertise- ’ iia @ vies 7 : 

: This ae j my som : he tL L 
order 

stock 

at the 

isplay 





e win- 
>wares 
attract 
doors 
e, and 
ell the 


cd in “Location Information Service” Gives Push 


well as 


To Sales of Sporting Goods 


Bolster & Tatom furnishes information 

on hunting and fishing centers in the 

W state to sportsmen-—it pays dividends 
HEN A. W. Bolster 


and W. A. Tatom opened a new hard- 

ware store on Sandy Boulevard 

about four miles from downtown 

Portland, Ore., the total floor space 

amounted to 7500 sq. ft—4500 for 

sales and 3000 for storage. The 

sporting goods department occupied 

but 600 sq. ft. of the sales space and 

ithe little warehouse room but today it 

is the leading department of the 

store. Other departments include 

ee yer housewares, major appliances 

E nd paint. 

it his The first year the store was open 

two the sporting goods department 

tative showed a better than $10,000 vol- 

priate ume. Bolster & Tatom is now in its 

1 the second year and, if January and 
s. February are any measuring stick, Here's a section of the department. Sportsmen get their information here. 


“very 
as a 
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1946 will mark-up a sporting goods 
department volume of between $20,- 
000 and $25,000. 

When the store was opened, the 
partners decided on 214 per cent of 
the gross as a fair advertising budget 
for the entire store. Because of mer- 
chandise shortages, nearly 50 per 
cent of this advertising budget to 
date has been assigned to the sport- 
ing goods department. 

“However, when merchandise is 
available in other departments,” A. 
W. Bolster says, “we will adjust the 
advertising budget and spend ac- 
cording to each department’s vol- 
ume. And besides, we’ve found that 
best results for sporting goods come 
from promotional work and not 
from cash paid out for commercial 
advertising.” 


Promotion Plan 


Here is the firm’s plan for pro- 
moting the sporting goods depart- 
ment: 

They have a neon sign in one 
window which is used entirely for 
sporting goods display, reading, 
“Sporting Goods.” 

The entire store is lighted every 
evening until midnight. The store is 
at a main intersection and its fronts 
on both streets consists of solid dis- 
play windows. 

Price tags with large figures are 
placed on all sporting goods depart- 
ment merchandise. Price tags are al- 
ways turned so that passers-by can 
read them from the sidewalk. 

As soon as any hard-to-get mer- 
chandise is received it is shown in 
the window. It has been found that 
this is a great drawing card and 
brings many sportsmen into the 
store. The partners believe that it is 
a decided mistake to hold-back hard- 
to-get items. They should be im- 
mediately displayed in order to get 
the maximum advertising value. 

Small display ads are used in all 
local sportsmen’s publications. These 
ads are small, averaging 3 by 344 
in. and the cost is nominal. The copy 
for each ad features some newly re- 
ceived items. 

The state game commission issues 
weekly reports on hunting and fish- 
ing in different Oregon localities. 
These reports are kept on the 
counters at the department and one 
report is always posted in the dis- 
play window. 
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Another service, which has 
proved a great drawing card, is 
called “Location Information Ser- 
vice.” The partners have taken a 
large map of the state and marked 
with colored thumb tacks, the best 
hunting and fishing centers. Each of 
these is numbered. Then in a note- 
book they have compiled complete 
information on how to reach each 
hunting or fishing center by car, bus 
and train. If the trip requires pack- 
ing in, this is noted and the esti- 
mated cost is given. Also they have 
full information on available accom- 
modations and rates charged. Wher- 
ever possible, they also have obtained 
the names of established guides in 
the area and the charge which they 
make. 

“Our ‘Location Information Ser- 
vice’ feature has been a big drawing 
card,” says Mr. Bolster. “Both Mr. 
Tatom and myself are completely 
dyed-in-the-wool hunting and fishing 
enthusiasts. And besides, we are 
located in the center of one of the 
best and most nearly virgin areas 
in America. Wonderful deer and elk 
hunting. A long coast with plenty of 
sea fishing. And the territory teems 
with well-stocked lakes and streams. 

“Operating the service requires 
a good deal of time on the phone, 
but we feel that advantages gained 
in good will and additional cus- 
tomers are worth the extra time. 

“Besides—and I suppose this is 
off the record when it comes to store 
operation—having reliable full in- 
formation for all types of sportsmen 
is a big personal satisfaction. I 


know of nothing which makes you 
feel better inside than routing a fish- 
erman to a good spot and having 
him come back and tell you of a big 
catch and a swell trip. 

“I believe that this one feature 
alone will build a profitable sporting 
goods business and draw to your 
store the highest type customers in 
the territory.” 


Awards for Fishermen 


There is another feature which 
the firm is adding as promotion for 
its sporting goods department. Be- 
ginning with the month of June, it 
is offering awards for the first fish 
of a certain size caught, and also for 
the season’s largest catch as to size, 
weight and length. 

“We are making awards in the 
form of merchandise,” Mr. Bolster 
says, “and not cash. We believe there 
are two advantages here. The fisher- 
man would rather win merchandise, 
and we will be able to offer larger 
awards. 

“We are getting out a folder, 
listing the different awards, dates and 
classes. These all will be given out 
at the store. We believe this method 
will bring customers to our store 
from a wider area.” 

It is expected that during 1946, 
when merchandise for the sporting 
goods department is more readily 
available, it will be necessary to in- 
crease the floor space assigned from 
600 to 1000 sq. ft. Most of this ad- 
ditional space will be used for the 
gun department. 








This Display Sold Outdoor Furniture 


Featuring a sign, “Outdoor living can be fun with the right furniture to enjoy it.” 

The Swank Furniture Co., Johnstown, Pa., used this display last year to show out- 

door furniture and equipment for backyard, picnic or camp cooking use. The lake- 

side cabin background, and woods reproductions coupled with interesting arranged 

equipment sold by the store made this scene an eye catcher that was a sales 
builder for Swank. 
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store White, black-bordered partitions, 3 ft. 
square, are used as sectional borders. 
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displays, made up to resemble a liv- 
ing room, dining room or section of 
a kitchen, have built traffic and sales 
for the Weiser Hardware of Weiser, 
Idaho. Small plywood screens, 3 by 
3 ft. in size and enameled white with 
black borders, serve as partitions to 
separate these displays from the rest 
of the store. 

L. L. McGuire and Norman Fleigel. 
who own and operate the store, are 
enthusiastic on the subject of these 
displays. “We have found that this 
‘complete home’ display arrangement 
has been a great factor in pushing 
available merchandise and in account- 
ing for well rounded sales,” says Mr. 
McGuire. “We have sold a great 
many complete sets from these dis- 
plays.” 

Display cabinets, enameled white 
and trimmed with gray and similar 
to those found in the home, are used 
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and 6 ft. wide and consist of two sec- 
tions. The upper section consists of 
shelving for the display of the mer- 
chandise while the lower part contains 
reserve replacement stock concealed 
behind two sliding doors. 


Water Systems in Demand 

“Our store has been doing a large 
volume in home water systems,” states 
Mr. McGuire. “A forty-two-gallon 
tank, one-quarter horsepower motor, 
with range boiler and sink, and com- 
plete attachment pipe and service 
brings around two hundred dollars. 

“While the bulk of home water sys- 
tem sales are made to men, the inside 
display set draws the wives, and in 
more cases than not we make addi- 
tional sales of kitchen fixtures to the 
wife.” 

In the Weiser area there is an un- 
usual water condition. Local water 
shows around 20 grains hardness. 


These average $120 without the in- 
stallation charge. These softener 
units are shown in the same manner 
as the home water systems, and are 
connected so as to represent the ex- 
act home installation. 

“T believe,’ Mr. McGuire says, 
“that any large ifems, especially home 
appliances, are better shown in a 
complete home set. In this way you 
give the customer the added selling 
pull of seeing how the item or piece 
of equipment will look in the home. 

“We have a list of over five hun- 
dred customers who want to buy elec- 
trical appliances as soon as they are 
available. It is our plan to work up 
similar ‘complete home’ sets, show- 
ing the different larger appliances, 
and send out announcements to the 
names on our priority list. 

“This circularization will not be 
made until we have sufficient stock to 
handle sales. We have set aside two 

(Continued on page 138) 
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Social Security Is Facing Its 






With reserves of more than $14,000,000,000 


icin of a 


tidy $14,000,000,000 cushion against 
the hazards of old age, dependency 
and unemployment, the country’s so- 
cial security system heads confidently 
today into what may be the greatest 
period of trial it has experienced in 
its 10-year history. 

Since the end of the war the trend 
has spun into a fast accelerating re- 
verse. Claims for unemployment com- 
pensation leaped from a weekly aver- 
age of 311,000 in July to more than 
1,700,000 in December. The rate of 
increase in claimants for old age and 
survivors insurance rose from 28,000 
monthly to better than 35,000 in the 
same period. Similarly, greater de- 
mands materialized for the various 
types of dependency assistance which 
the system affords. 


Expansion Proposed 

This trend has occasioned no alarm 
to Chairman Arthur J. Altmeyer of 
the Social Security Board and his as- 
sociates. The system has been built 
on sound actuarial principles and 
they are prepared for any burden 
that may reasonably be expected. Re- 
serves in the United States Treasury 
are in excess of $14,000,000,000. But 
there are aspects of the Social Secur- 
ity law which need tightening up, 
they confess, and necessary expan- 
sions ought to be made in the pro- 
gram if it is to fulfill its maximum 
potentialities. 

While the United States was the 
last major country in the world to 
adopt a social security program, what 
it has today, these officials believe, is 
as extensive in its coverage and as 


the system expects greater future demands 


insurance and one on public assis- 
tance. 


How the System Works 


In the first category are these bene- 
fits: 

(1) Unemployment compensation, 
which is operated by the States under 
their own laws but conforming to 
basic Federal standards, is financed 
out of payroll taxes levied against 
the employer only, and averages 
about 1:8 per cent for the country as 
a whole. About 44,000,000 workers 
are covered; from 12,000,000 to 15,,- 
000,000 are in jobs not reached by 
the system. Benefits vary both as to 
amount—from less than $15 to $28 
weekly—and duration from 16 to 26 
weeks. 

(2) Old age and survivors’ insur- 
ance, operated entirely by the Federal 
Government, is financed by a payroll 
tax of 1 per cent levied on employer 
and employee alike. It pays monthly 
benefits to workers who retire at 65, 
or in the event of their death, either 
monthly benefits or a lump sum to 
their survivors. Benefit payments are 
based on average earnings and length 
of employment, but may not exceed 
$85 monthly. The average is around 
$40. 


Public Assistance 


In the public assistance category 
are these: 

(1) Old age assistance is a pro- 
gram of financial aid to destitute per- 
sons over 65. It is not related to the 
old age and survivors’ insurance pro- 
gram. Last year about 2,000,000 per- 
sons received $726,000,000 under 
this program. 


parents. Aid was extended to 649,- 
000 children last year at a total cost 
of $149,000,000. - 

(3) Aid to the needy blind is for 
the relief of those unable to care for 
themselves but who are not living in 
public institutions. The program last 
year covered 56,000 persons at a cost 
of about $20,000,000. 


Matched-Fund Basis 


All of these public assistance pro- 
grams are operated by the States ac- 
cording to general standards laid 
down under the Social Security pro- 
gram. It is financed on a matched- 
fund basis, shared equally by the 
States and the Federal Government. 
Benefits in each program vary widely, 
depending largely upon the ability or 
willingness of the States to contribute. 
In the old-age assistance program, 
for example, Washington, D. C., last 
year paid average monthly benefits 
of about $48 as against an average 
of $11.39 in Georgia. 

The modification which Chairman 
Altmeyer has recommended from 
time to time is mostly in the direction 
of extending the coverage of Social 
Security, as well as increasing the 
amount of the benefits in several 
categories. 

Under the old-age and survivors 
program, for example, he urges that 
all gainful workers—farm laborers, 
domestic servants, Government and 
municipal employees—have the same 
protection as others. He also asks 
for a liberalization of benefits to low- 
paid workers. 

For the unemployment compensa- 
tion program he would modify in 
such a way as to provide more nearly 














| 





generous in its benefits as any to be (2) Aid to dependent children is _ uniform benefits, particularly in those ™ 

found. There are two broad divisions for the assistance of children under States with the lowest present rates. 

of the program, one based on social 18 who have lost the support of both (Continued on page 144) me 
MA 
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By CABELL PHILLIPS 


Reprinted from 
The New York Times 
by special permission 
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THE PROPOSED EXTENSIONS IN COVERAGE AND PAYMENT 
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MEDICAL AND HOSPITAL GENERAL ASSISTANCE 








Coverage of workers in agri- 
culture, domestic service, gov- 
emment, self-employed. 
Credit for time in armed 


Extension to all employes in 
covered industries, and as 
many non-covered industries 
as possible. Higher and long- 


Cash benefits to insured work- 
ers and their families during a 
disabling illness of the insured. 


Insurance against costs of 
medical care, including pay- 
ments to physicians and hos- 
pitals. . 


Federal grants to States for 
any needy person, regardless 
of cause of need. 


forces. Increased benefits er payments. 
for low-paid. 
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Although only 30 sq. ft. in size, this automotive accessories department is 


an eye-catcher. 


It's the first thing a farmer sees when he enters the store. 


Three-Point Program Promotes Sales 


Of Automotive Accessories 


Inside display, window display and 
mailing list of 900 names attract 
farmers to the store of R. E. Monk 


A SINGLE display table, 


featuring automotive accessories and 
equipment, has done more to bring 
farm trade to the R. E. Monk store 
of Forest Grove, Ore., than any 
other department in the establish- 
ment. Located at the front of the 25 
by 75-ft main sales room, this 5 by 
6-ft. display catches the eye of every 
farmer as he enters the store. The 
high spot, as far as the farmers are 
concerned, is the packaged oil and 
grease display. 


According to Mr. Monk, the 


112 


farmers like to buy packaged oil as 
it is particularly convenient for use 
on trucks or tractors. The oil is put 
up in two sizes—2-gal and 5-gal cans. 
The 5-gal. can is by far the most 
popular because of the utility value 
of the can after the oil has been used. 
“I think we sell as many of the five- 
gallon cans,” Mr. Monk says, “be- 
cause of utility value of the can as 
we do because of the convenience of 
having packaged oil. I have had 
dozens of farmers tell me that they 
were buying packaged oil from me 
because they needed the cans. 


Mr. Monk has the following three- 
point program for promoting the 
automotive department: 

First, the inside display. He has 
found that the department’s appear- 
ance and location has a good deal 
to do with volume. He has moved 
the displays up to the front of the 
store where every customer who 
enters can see the merchandise. 

Second, window display emphasis 
has brought immediate results. When 
some new line arrives, the store in- 
stalls a small center window display 
with price tags and a large sign 
reading—“On Sale Inside, Now.” 

“So many stores have been dis- 
playing sample merchandise,” he 
says, “that the customer is becoming 
wary unless he knows that what is 
being displayed is actually in stock. 
We have found that it pays well to 

(Continued on page 142) 
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REA Seeks 1,329,000 New Consumers 


But Claims to Discourage 
Merchandising By Its Co-ops 


Projected three-year program may take longer because of material 
shortages; REA authorized to distribute $200,000,000 in year end- 
ing June, 1946. Wickard states belief REA co-operatives will find 
it more satisfactory to rely on local dealer merchandising where 
servicing is provided. 1,000,000 families now receive REA service 


i post-war program of 


the Rural Electrification Administration, 
designed to reach 1,329,000 new con- 
sumers in the three year period follow- 
ing the end of the war, is opening up a 
vast market for farm equipment, farm 
shop equipment, and household ap- 
pliances. 

While materials are short at present 
it is not too early for hardware dealers 
in rural areas to begin preparations for 
capturing some of this market. 

The REA three-year program takes 
in the expenditure of $575,000,000 for 
the installation of new lines. The pro- 
gram actually began on July 1, 1945, 
when REA was authorized to distribute 
$200,000,000 for the fiscal year ending 
June 30, 1946. This sum is $60,000,000 
larger than the amount available in 
1939, the former peak year. 


May Take Longer 


The program may take longer than 
three years to complete because of the 
shortage of materials, particularly 
wooden poles. Still it is moving ahead 
faster than anticipated. 

As of Jan. 1, approximately $145,- 
000,000 had been allocated, with about 
six months to go before another au- 
thorization from Congress is forthcom- 
ing. The backlog of applications would 
more than cover the entire $200,000,000. 

The amounts of materials required to 
establish the power lines are tremen- 
dous in themselves including 10,000,000 
wooden poles, 1,500,000 meters, 1,400.- 
000 transformers and 1,400,000 miles 
of conductor wire. 

The market for electrical and other 
farm equipment covers consumers al- 
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ready receiving REA service as well as 
those to be added under the three-year 
program. 

An REA survey of consumers already 
being served shows that present con- 
sumers on REA lines plan to make the 
following purchases where goods are 
available: 

Post-War 
Intention 

Item to Purchase 
Radios 38.5 per cent 
Electric ranges . mo «|O” 
Electric refrigeration . 53.1 
Vacuum cleaners 17.6 
Washing machines 38.00 
Water heaters 12.0 
Toilets ... 15.0 
Tubs and showers 19.0 
Septic tanks 12.00 
Water pumps 26.3 


“ 


This survey was made when ap- 
proximately 1,000,000 families were re- 
ceiving REA service. Since that time 
about 400.000 families have been added, 
which would indicate that the above 
percentages are conservative. 

In addition, indicated installations on 
the part of new consumers to be added 
under the three-year program have to 
be added to the total estimates. These 
installations include: 


1.200.000 Electric refrigerators 
825,000 Water pumps 
330,000 Electric ranges 
500.000 Tubs and showers 
100.000 Feed grinders 
375,000 Septic tanks 

1,400,000 Electric irons 


It should be pointed out that these 
REA estimates are only representative 
examples and do not include the ap- 
pliances and other equipment that could 
be sold under an aggresive sales cam. 
paign. They are also quite conserva- 
tive as indicated by the speed with 
which the original $200,000,000 is be- 
ing allocated. 


Household Appliances Ahead 


Surveys also show that most farm 
families have so far invested more 
money in electric household appliances 
than in electric farm equipment. House- 
hold uses of electricity, the advantages 
of electric lights, radio, washing ma- 
chine, iron and refrigerator, are so well 
known that they have naturally re- 
ceived first consideration. 

Because of the low percentage of 
farm electrification prior to the creation 
of REA, says that agency, not much at- 
tention was paid to the manufacturing 
and marketing pf low-priced, efficient 
electric farm equipment. REA says it 
is therefore not surprising that the sud- 
den nation-wide expansion of rural elec- 
trification, both REA and private utility, 
found most farmers unprepared to make 
profitable use of electricity. 

However, much progress has been 
made since 1936. Pertinent publica- 
tions by Federal and State agencies and 
by State agricultural colleges, a wider 
dissemination of manufacturers’ litera- 
ture, demonstrations of electrical farm 
equipment in electrified areas, the 
national farm-equipment tour conducted 
by REA, the cumulative effect of the 
examples set by forward-looking farm- 
ers in electrified areas, and of their 
outstanding performance in war food 
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production—all of these have resulted 
in a rapid change of attitude concern- 
ing the farm uses of electricity. It is 
therefore obvious that there will be a 
far greater demand for electric farm 
equipment as well as for household ap- 
pliances. 

For example, only about 25 per cent 
of all electrified farms had electric 
water pumps in 1943. And not all of 
these farms were equipped with com- 
plete water and plumbing systems. Ob- 
viously, this is a fertile field for an 
educational and sales campaign on the 
part of hardware dealers in rural areas. 


Since cash payment or private finan- 
cing of wiring, plumbing, and electric 
purchases by consumers was the general 
practice before the war, it is reasonably 
safe to assume that the accumulation of 
war savings will favor a continuation of 
that practice once goods are again 
readily available. Still, REA points out 
that it would be over-optimism to ex- 
pect that each farm family’s war sav- 
ings will be adequate for purchases of 
electric farm equipment and home ap- 
pliances, as well as for purchases of 
other consumer goods and for making 
needed farmstead improvements. 


Supplementary Financing 


REA officials declare that it may be- 
come advisable for REA to supplement 
individual and commercial financing of 
wiring, plumbing and electric equip- 
ment purchases by rural consumers. 
Authority for consumer purchase fi- 
nancing is contained in the REA Act. 
Although such financing has been freely 
offered to REA borrowers since 1936, it 
accounts for only 24% per cent of the 
total of REA loans. 

A discussion of financing of con- 
sumer purchases naturally brings up 
the inroads made by REA cooperatives 
in the merchandising of electrical and 
other farm equipment. There is no 
doubt that progress along these lines 
has been made by REA co-operatives, 
but REA officials in Washington claim 
this should call for even greater and 
more forceful sales programs on the 
part of established dealers, as well as 
expansion of repair services. REA of- 
ficials claim that its surveys indicate 
that REA co-ops only entered the mer- 
chandising field after it was found that 
dealers in different areas were either 
unwilling or unable to serve expanded 
markets brought about by electrifica- 
tion. 

REA maintains that it discourages 
rather than encourages the setting up of 
merchandising outlets by member co- 
ops for a variety of reasons. Heads of 
individual co-ops, according to REA, 
are willing to help new dealers get es- 
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tablished and are hopefully looking to- 
ward new stores and repair shops being 
opened by returned veterans. 

Claude R. Wickard, REA Administra- 
tor and former Secretary of Agriculture, 
declaring that it is necessary to keep 
REA co-ops from becoming involved in 
activities which might endanger the suc- 
cess of the cooperative enterprise or 
needlessly create antagonism toward 
the co-ops, said recently: 

“One such activity which might de 
this very thing is the merchandising ot 
electrical appliances by the co-opera- 
tive. There is, of course, no question 
but that the market for electrical ap- 
pliances of all kinds is going to be tre- 
mendous. At first glance it might ap- 
pear that the selling of appliances by 
the co-operative itself would be an easy 
way to kill two birds with one stone. 








Gets His Advertisement 
On the Front Page 





Willie Westinghouse 
BD « « 


If you’re” having tough 
luck trying to buy butter— 
and who isn’t ?—-we have the 
answer. See our Bradley 
Cream Separator and the 
Gem Dandy Churn. Just the 
right combination to whip 
the butter shortage. We 
might even be induced to 
Joan a Separator for a sub- 
stantial return of butter. 

Incidentally the Garden 
Season is rolling around 
pretty close now. We have a 
complete stock of Garden 
cols, Plant Sprays and 


If you’re doing any tink- 
ering around home or the 
shop and need a piece of 
steel see us for cold rolled 
rod, angle and strap iron. 

If you get tired tinkering 
we fix you up with a couple 
of Bear Valley Spinners and 
some Nylon Casting Line and 
you can go a-fishing. 

Yours Truly 


Willie Westinghouse 
Grunert & Buxton 


Hardware 
PHONE 125 








. 





Grunert & Buxton Hardware, Fortuna, 
Cal., has a one column by 5 in. adver- 
tisement on the front page of the Hum- 
boldt Beacon, Fortuna, each week, and 
along with three other front-page mer- 
chants, gets some fine advertising. The 
front page of a newspaper gets heavy 
attention and this ad gets results. 








It would make money for the co-opera- 
tive and it would build load. Some 
boards and managers will obviously be 
tempted by these apparent possibilities. 
However, the financial risks involved in 
merchandising are so great and the 
consequent loss of good will is so real 
a danger that we feel it our duty to urge 
REA Co-op Boards to avoid the actual 
selling of appliances by the co-opera- 
tives themselves. 

“Anyone not familiar with the many 
special problems in the appliance sales 
field is bound to run into grief and 
headaches which can only detract from 
the effectiveness of the (REA) co-op- 
erative in carrying out its primary ob- 
jective. Furthermore, it should be kept 
in mind that a merchandising depart- 
ment would have to stand entirely on its 
own feet and cannot be supported with 
revenue derived from the sale of elec- 
tric service. Nor could any surplus 
from merchandising activities be di- 
verted to purposes other than patronage 
refunds to the appliance purchasers. 

“It is our belief that REA co-opera- 
tives will find it more satisfactory in 
the long run to rely on local dealers tv 
sell equipment and appliances if the 
dealers will provide adequate servic- 


° ” 
ing. 


Rural Co-ops 


In this connection it should be made 
clear that while some REA co-ops have 
gone into merchandising one of the 
greatest forms of competition facing 
hardware dealers for this expanded 
rural market comes from the existing 
farm supply purchasing co-operatives 
and rural co-op stores. These are the 
organizations that the hardware dealer 
must outsmart, even if Congress should 
remove their tax-exempt status, if he is 
to receive his share of this business. 

The hardware dealer can also help 
himself by urging farmers in non-elec- 
trified areas to apply for service. For 
as REA points out no private utility or 
electric co-operative will serve the 
farmer until he has applied for the ser- 
vice. And no one can afford to build 
lines in any area unless the people in 
the area have indicated their desire for 
electric service. 

While the REA three-year program 1s 
a concrete plan, which will be carried 
out, subject only to the availability of 
materials, REA has also released es- 
timates on what can be accomplished by 
both government and private utility fi- 
nancing in a five-year period, which 
includes the REA three-year prograin. 

It is estimated by REA that a vigor- 
ous five-year program by private utili- 
ties, REA co-operatives and public 


(Continued on page 143) 
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Plumbing items are 
given prominence 
in display and the 
Policy aids sales. 












Shower stalls, tubs and allied lines 
are featured up front where they get 
the attention of all the customers 


; a average homeowner 


needs a variety of items that the hard- 
ware store can handle, and Kenneth 
F. Haller, owner of Haller’s Hard- 
ware, De Kalb, Iil., makes an excel- 
lent profit by going after this kind 
of business. 









played up at the front of the store 
where they catch the attention of cus- 
tomers. Almost every month of the 
year you can find a shower booth on 
display near the front door. An item 
of this type is put into many base- 
ments, where the man of the house 
likes to take a shower after indoor or 
outdoor work. Stalls like this also 
find their way into the bathrooms of 
homes where there is adequate room. 

“A lot of dealers keep such items 
out in the back rooms of their stores,” 
says Mr. Haller, “but we put them 











Mr. Haller sells shower stalls, 
ranging upwards in price to $45; 
double laundry tubs, $33.50; lava- 
tories; toilet combinations and the 
like. Many of these items are dis- 
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Homeowners’ Supplies and Plumbing Items 
Build Volume for Haller’s 





out in front where our customers can 
see them. This display policy works 
out well, for we get quite numerous 
sales on such articles.” 

Mr. Haller says that farmers as 
well as townspeople buy items such 
as shower stalls and laundry tubs. 
Farmers, too, are much more me- 
chanically minded than they were 10 
vears ago. This is due to the increas- 
ing mechanical nature of modern 
farming. These farmers have their 
own tool and repair shops and many 
of them are able to install their own 
plumbing. This makes them excellent 
prospects for toilets, lavatories, 
shower stalls and laundry tubs. 

“We also sell water heaters, and 

(Continued on page 143) 





aes Ark., the 


hoine of the Ligon Hardware Co., 
has a population of about 6,000, yet 
customers drive 30 miles from Little 
Rock, with a population of about 
110,000, because the Ligon Hard- 


ware Co. has merchandise that can 


be had nowhere else. 


The two items that especially at- 
tract customers from larger towns 
are fishing tackle and dinnerware. 
J. M. Ligon, who founded the busi- 
ness in 1901, has set out deliberately 
to build an outstanding reputation 
on these twor items, and the war years 
actually helped him. By using ex- 
traordinary efforts he was able to sell 
a fine assortment of fishing tackle 
and seven or eight open-stock patterns 
in dinnerware even during the mer- 
chandise-starved periods. 


Maybe being one of the oldest deal- 





J. M. Ligon sells dinnerware to a customer who drove 50 miles to buy it. 





Small Town Store Attracts) p 


ers in the state helped him to win 
unusual cooperation from distribu- 
tors and manufacturers, but never- 
theless he showed fairly complete 
stocks of china when almost every- 
one else had only limited stocks. 

The fishing tackle problem was 
solved in a more unique way by his 
son, George W. Ligon, who made the 
flies, assembled the complete lines 
and got a lot of publicity from his 
handsome and efficient products. 

Both dinnerware and fishing tackle 
are decidedly profitable in their own 
right, yet Mr. Ligon values them 
especially as traffic builders. 

Fishing tackle is only one line in 
a complete and thriving sporting 
goods department, which plays each 
season for all it is worth, yet it is 
fishing tackle that draws those out-of- 
town customers. The beautiful flies. 


Mr. Ligon shows his son’s handmade fishing tackle and flies. This wartime which —_ made from cork, dyed 
picture shows a single shotgun shell on a card—the last one then in stock. squirrel tail hair, and rooster hackles, 
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really get the fish. But fishermen 
are not the only customers. Girls 
buy the brilliant flies to use as lape: 
ornaments. And they are buying al- 
most as many for this purpose as the 
men buy for fishing. 

This season George Ligon is at- 
tracting attention to his flies and also 
securing material for making them 
by offering to exchange a 22-rifle 
cartridge for each squirrel tail 
brought in. Even though a license 
is now required in the state for shoot- 
ing squirrel, enough tails come in to 
keep the fly-maker well suvplied at 
all times. 

Mr. Ligon’s completely assembled 
fishing lines are also very popular. 
Word has gone around that Ligon- 
made lines bring the fisherman luck. 
and really ambitious fishermen do 
not mind driving 50 miles to Conway 
to pick out their own lines and flies. 
Mail-orders are also coming in. The 


Ligon Hardware Co., however. pre- 
fers personal shopping, because few 
customers end their purchasing with 
the article for which they came. Sug 
gestive salesmanship nearly always 
brings results. 

Now that George Ligon has been 
discharged from the Army, where he 
served as captain during the war, he 
has taken charge of the sporting 
goods department in his father’s 
store. J. M. Ligon believes in de- 
partmentizing. and the value of mak- 
iz spectalists of all of the store’s 
suiespeople. 

The owner likes to concentrate his 
efforts on dinnerware and other 
housewares, including window shades, 
small rugs, paints and wall paper. 
The women who have learned that 
the Ligon Hardware Co. can be re- 
lied upon to supply them with the 
open-stock dinnerware they want are 
also interested in the 100 wallpaper 
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patterns which the store features. 

It pays to establish a reputation 
for being specialists in something 
like dinnerware or wallpaper, Mr. 
Ligon thinks. He wants his custom- 
ers to say among themselves that his 
store has the widest variety of din- 
nerware patterns to be found, and the 
most complete stock of wallpaper de- 
signs. 

Wallpaper and paints usually make 
up one of the window displays. often 
augmented by small rugs and window 


shades. Although no furniture is 
handled, window shades and rugs are 
proving excellent side lines. 

Even after merchandise shortages 
cease, Mr. Ligon hopes to attract out- 
of-town customers with his dinner- 
ware and fishing tackle. Specializing 
on dinnerware and using it as a 
traffic-builder, he operates this de- 
partment on a low margin of profit, 
depending upon volume to make it 
pay well. And volume does make it 
pay exceedingly well at all times. 


Fishing tackle and dinnerware 
are the traffic builders for the 
Ligon Hardware Co., Conway, 
Ark., and they produce results 


One of the store’s paint and wallpaper window displays. These lines are 
window standbys and there’s usually an attractive display featuring them. 
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Tomorrow As a Wholesaler Sees It 


WALTER A. GORRELL 


QO UR economic machine 


consists of all elements engaged in 
the production, distribution, and con- 
sumption of materials and services 
necessary for comfort, convenience, 
and such luxury as may be attained. 


Visualizing Our Economy 


We can best visualize our economy 
as a huge machine, such as a con- 
crete mixer, into which raw mate- 
rials, labor, purchasing power and 
management are fed. The finished 
products turned out by this machine 
are goods and services. The enor- 
mous growth of our national econ- 
omy—our national concrete mixer— 
is obvious in the doubling up of the 
output of goods and services pro- 
duced. For example, such produc- 
tion in 1940 was one hundred billion 
dollars and in 1944 it rose to two 
hundred billion dollars. This phe- 
nomenal growth was achieved by the 
introduction of more labor in the 
form of seven and one-half million 
additional workers; also by more 
sustained labor which increased from 
an average of 38 hours a week to 
15 hours per week. 
factors, 


In addition to these 


‘From an address delivered before the 
annual convention of the Pennsylvania and 
Atlantic Seaboard Hardware Assn., Phila- 
delphia, Pa., Feb. 14, 1946. 
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The hardware retailer must overhaul his 
sales educational program and bring it 
up to date, must improve point of pur- 
chase promotion and bring back the art 
of merchandising to its former position 


By WALTER A. GORRELL* 


President, 
E. J. McAleer & Co., Inc., 
Philadelphia, Pa. 


twenty-five billion dollars worth of 
new plant and equipment were fed 
into this machine, along with an in- 
creased supply of raw materials and, 
at the same time, we consumed our 
inventories on hand at the beginning 
of this period. The power of the 
machine was added to by the intro- 
duction of more money and credit, 
principally in the form of Govern- 
ment borrowing to the extent of two 
hundred and eight billion dollars. 
Throughout this period of war 
growth, the management controls 
consisted of rationing, price and 
wage supervision, and the compelling 
drive of patriotism. 


Wartime Changes 


Naturally there occurred a war- 
time shift in the components of our 
national products and whereas in 
1940 our production, valued at one 
hundred billion dollars, consisted of 
only 1 per cent of Government goods 
and services in the form of munitions 
and other defense requirements and 
99 per cent was devoted to our nor- 
mal requirements, that picture was 
altered to such an extent that in 
1944 sixty per cent of our manufac- 
turing output was made available to 
our Government and forty per cent 
for normal use. The heavy load car- 
ried by this immense production ma- 
chine caused serious depreciation to 


plant, machinery and other equip- 
ment. 

It also brought about increased 
power for good in the form of great- 
ly enlarged capacity of old plants, 
as well as the addition of new mines, 
mills and factories. It provided us 
with improved and new technology 
which might be defined as better 
methods for production of new and 
improved goods. 


Position Improved 


It placed us in the position of in- 
creased liquidity, better credit re- 
sources, and a tremendous potential 
demand. At least four to five billion 
dollars will be required for replace- 
ment of operating equipment, and 
the foreign demand for our goods 
and services is being greatly in- 
creased. Our own consumer require- 
ments will be financed out of one 
hundred and fifty billion dollars of 
cash, bank deposits and Govern- 
ment securities; and in addition, 
American consumers are practically 
cleared of their indebtedness of some 
five years ago. Our American con- 
sumer demand has been estimated at 
seven to eight “billion dollars an- 
nually for construction of homes and 
buildings. 

Furthermore, much of our present 
housing is shamefully deficient in 
conveniences and comforts many of 
us take for granted. For example, 30 

(Continued on page 194) 
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Here’s a small section of the department. 


Paint prospects can’t miss it. 


Fifty Feet of Paint Stops ‘Em— 
Salesmanship Does the Rest 


M ASS displays of 


paints and varnishes and excellent 
lighting and salesmanship help to 
build a fine volume of business for 
Black & Co., Inc., Danville, Ill. 

First of all, the firm has a 50-ft. 
wall section display of paint which is 


decidedly impressive. Customers 
coming into the store through two 
front entrances can’t help noticing 
that section. Homeowners naturally 
gravitate toward that area if they 
have a painting or varnish job in 
prospect. From the stock on hand 
they are almost certain to find what 
they need. 


Black & Co. depends on mass display 


effect of its large department and 


supplements it with fine follow-up 
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The wall display of paint begins at 
floor level, where the larger, gallon 
size cans are placed on shelves de- 
signed to accommodate them. Above 
the counter top level, there are shelves 











This 4 by 6-ft. table, featuring wallpaper cleaner below and painting 
accessories on top, is located in front of the main sidewall section. 


for the smaller size cans, while the 
top ledge has a display of large size 
glass containers. All in all, the ar- 
rangement is pleasing to the eye. 
Color charts are on the shelf supports 
so that the prospect can inspect the 
finished samples very quickly, and 
this is an aid in making sales. 

One type of varnish gets a separate 
mass display in a special stand which 
holds the gallon-size container on 
lower shelves and smaller sizes on 
the upper levels. 

Out in front of the wall display 
area is a flat top counter about 4 by 
6 ft. in size which is used effectively. 
The sides have special size shelves 
which hold cans of wall paper cleaner 
and other materials. The flat top area 
has a display of painting accessories 
such as scrapers, glass cutters and 
other articles. This is a table that the 
paint and varnish customer will not 
miss for he always finds items here 
which will help him to do a better 


job. 
Attracts the Farmers 


This department gets a great deal 
of business from farmers as well as 
from townspeople. Danville is lo- 
cated in one of Illinois’ best agricul- 
tural areas. Farmers have large 
houses and barns, and need consider- 
able paint for such buildings. Dur- 
ing the past few years farmers have 
used part of their augmented incomes 
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to purchase needed paint for their 
buildings. Manager Glenn Benard 
believes this trend will continue. 


Farmers in this area are volume 


buyers of paint. They need upwards 
of 30 to 50 gallons and more for 
their farm buildings, and sizable 
amounts of house and interior paint 
for farm dwellings. This store notices 
that an increasing number of farm 
women have become interested in re- 
decorating their homes since the end 
of the war. 


Played Up in Windows 


Paint is given considerable window 
display. The store has large win- 
dows and can really make up mass 
showings of paint. Such window 
displays help build paint trade, says 
Mr. Benard, because the average 
paint prospect is induced to come in 


and make inquiries. From that point 
on, good salesmanship does the rest. 
The store staff tries to give the cus- 
tomer all the help he needs. 

The firm uses newspaper advertis- 
ing on paints at frequent intervals, 
says Mr. Black. The local newspaper 
has a wide rural and city circulation 
which means that a paint ad in it 
reaches two types of prospects. 








Ready for Your Paint Brush “Ad Catches the Eye” 


Ready For 
Your Paint Brush! 


THESE winter evenings ore the perfect time to turn 
sturdy, well-built unfinished furniture into colortyl, 
pointed orticles to match your decorative scheme, 
lt’s fun, easy, ond economical, too Wolff, Kubly 


& Hirsig’s hove o voriety of pieces from which to 
choose. 


The Wolff, Xubly & 
Hirsig Co., Madison, 
Wis., recently pub- 
lished this fine 
“Ready for Your Paint 
Brush” ad. The size 
of the ad was 6 by 9 
inches, and showed 
the public the firm's 
selection of unpaint- 
ed furniture, suggest- 
ing how easy it is to 
paint such furniture 
with a few simple 
directions. 








UNFINISHEC CHESTS 


for extra room They are made 
ly sanded. 





EXTENSION DINETTE TABLE 
ted of choice lumber Enamei or 
30x42 inches extends to 52 inches 


VANITY DRESSING TABLES 


Top and legs are of very good quality lumber. 
equipped with curtain arms and drewer. — 


pint will cover a chest or table. 


WOLFF KUBLY « HIRSI6 





CUNCKNEY Om THE SQUARE -~ STATE STREET AT GILMAN 
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BRIDGEPORT, 





CONN. 








Keeping in touch with your local 
outdoor and sportsmen’s clubs is an 
important factor in maintaining 
your position as a sports authority 
in your community. 

If you are not already a member 
of the local fish and game club or 
outdoor association, try to make 
it a point to join. .. and be active. 
The results will be more than grati- 
fying, in the long run, in cash sales. 
And by keeping yourself posted on 





iLuv 


Sel] GUN CLUB 


The Outdoor Touch 


latest fish and game conditions, you 
can make your store a headquarters 
for information. Knowing where the 
fish are biting or where the ducks 
are flying is a natural for pulling 
sportsmen into your store. 


And above all, stock quality mer- 
chandise to supply to your sports- 
men friends. The customer appreci- 
ates advice and appreciates being 
sold real value. Shooters know, 
“If It’s Remington—It’s Right!’’ 








REMINGTON HAND TRAP PROMOTES SALES OF 
GUNS, SHOT SHELLS AND CLAY TARGETS 





BRIDGEPORT, CONN., March 14, 
1946. Remington hand traps are a “‘nat- 
ural” for promoting the sale of guns, 
shot sheils and clay targets in the spring. 
During the balmy months, when folks 
can get outdoors more frequently, hand 
trap shooting is a popular recreation. A 
safe place in an open field, away from 
houses, is all that they need besides 
equipment. And with a Remington hand 
trap, some Blue Rock targets, some 
Remington shells and a Remington shot- 
gun, two or more people can spend many 
enjoyable hours. 

The sale of that one hand trap means 
to you the multiple sale of shot shells 
and clay targets . .. and perhaps a shot- 
gun or two. So push the sale of hand 
traps this spring. 
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Remington Arms Company, Inc., now 
entering its 130th year of business, is the 
oldest continuous manufacturer of sport- 
ing arms in the United States. 
* * * 
The first Remington rifle was made in 
1816 by young Eliphalet Remington. 
With 130 years of experience behind 
each gun, sportsmen have come to agree 
that “If It’s Remington—It’s Right!” 
* * * 


Blue Rock is Reg. U. S. Pat. Off. 
by Remington Arms Company, Inc. 





REMINGTON “BLUE ROCK” 
TARGETS ARE EASY 10 
SEE...EASY 10 HIT 


BRIDGEPORT, CONN., March 14, 
1946. Hand trap shooting represents a 
spring market for the sale of shot shells, 
hand traps, targets and shotguns. And 
Remington has a complete line of the 
necessary products to equip a customer 
with everything he needs for hand trap 
shooting, including Blue Rock targets. 


“Blue Rock’”’ has been America’s best- 
known clay target for more than 50 
years. ‘“‘Blue Rock”’ targets pulverize... 
they ‘“‘smoke”’ when hit with a full pat- 
tern or crumble under the impact of a 
few pellets. For an easy-to-see, easy-to- 
hit target, shooters want Remington 
Blue Rock. They pro- 
vide maximum speed 
of rotation and mini- 
mum breakage in tran- 
sit and handling. 
Stock up for spring 
sales now. Order Blue 
Rock targets. 





“He’s been handing me that " 


same line all afternoon!’’ 





A Business Man Speaks Up 


Better and better government is needed at lower cost. 
Labor unions must follow the example of business and 
industry and set their houses in order. What we need 


is competition and not monopolies— lower prices for 


better products and not manipulated or controlled 


prices. 


Privileges and benefits cannot be expected 


without obligations and responsibilities. 


By RALPH W. CARNEY 


Vice-President in Charge of Sales 
The Coleman Co., Inc., 
Wichita, Kan. 


| AM NOT “anti” anything 
except destructive ideas and, if I should 
touch on factors that I believe are 
harmful to labor as well as to business, 
I make no apologies for it because I 
have a background there in both my 
company’s experience and the town 
from which I come which might give 
me the right to speak. Frankly, I think 
the rest of the United States could well 
afford to learn about labor relations, 
from Wichita. 

My firm has not had one single hour 
—not an hour—of labor trouble in 45 
years. Wouldn’t that be a happy thing 
for all industry? 

There were 200 war plants in Wich- 
ita and, during five years of war manu- 
facture, there was not one single strike. 
I should say that looks well as against 
the nation’s record of 12,000 to 14,000 
strikes against a solemn _ no-strike 
pledge. Maybe we do know something 
about the way labor and the farmer 
and industry should fit together to make 
a strong economy and not fight each 
other to the detriment of all. 

Some labor unions have been un- 
usually vociferous, both demanding and 
threatening, observing no law or rule 
but their own and unwilling to accept 
the same controls and restrictions that 
they demand be placed on business and 


* An address delivered before the con- 
vention of the New England Hardware 
Dealers Association, Boston, Mass., Feb. 
21, 1946, and other hardware conventions. 


122 


that have long since been placed on all 
business. Yet, strange to say, business 
men, men who have been not only 
smart and creative and courageous but 
brilliant in the basic invention of a 
product, its development and improve- 
ment, in the growth and erpansion of 
their own business, have been curi- 
ously ineffective, inept and inarticu- 
late when it comes to giving any sort 
of organized responsible voice to the 
needs, the rights, the interests and the 
demands of the fellow who not only 
incurs all the risks of loss, but who 
pays every single, one of our nation’s 
bills and is entitled to something for 
his money. 


The “Reactionary” Label 


Every time a business man opens his 
head today to talk plain, common sense; 
to say that neither an individual nor a 
company, or government can spend 
more than they make without going 
broke; that debts contracted should be 
paid and contracts made should be 
kept; who wants to applaud and en- 
courage a man who has something and 
worked and who daily does things not 
only for his own gain but, for the over- 
all benefit of society, he’s labeled a 
“reactionary.” 

Profit does not grow out of the 
ground. It must be manufactured. It 
is an economic product. It comes only 
after skillful management of men, 


RALPH W. CARNEY 


money, materials and machines It comes 
after wages are paid, and labor must 
concede that the worker gets the first 
“cut” on every dollar of income in 
every business, and that the small per- 
centage of profit that is left in most en- 
deavors is not only reinvested like wheat 
seed is planted to make a new crop, but 
it becomes the source of taxes and of 
government strength. 

Do not look shame-faced at the 
phrase, “profit system” Lift your heads, 
those of you who help to produce it, 
because any attempt to destroy it would 
set this nation on the road to national 
poverty. 

I do not view our post-war future in 
terms of differences between political 
parties as we have known them, or, as 
we know them today. But there is & 
definite conflict between two ideas and 
this conflict of ideas is almost world- 
wide in character, carrying little rela- 
tionship to parties because, political 
parties, in America at least, are split 
right down the middle. 

I am more interested in ideas than 
in either parties or men and I only 
mention the names of men because men 
have become sponsors for ideas. Men 
die, but ideas live on and retain their 
power. 

Those two ideas are: First, an Amer- 
ican adaptation of National Socialism, 
under virtually the same promises and 
program with which Hitler and Musso 
lini drugged the minds of their people. 
Of course, you could call it Com 
munism or Facism. There is no great 
difference between those two idealogies- 

This program is supported, pro- 
moted and financed by all of the radi- 
cals, the “left-wingers,” the “pinks,” 
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Prime - Co. 
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..and this farm paper 
advertising on 


PRIME 


means 


MORE BUSINESS 
FOR YOU 


In 29 farm papers, blanketing the 
country (and including the papers 
your customers read), Prime is tell- 
ing the story of quality electric fence 
controllers, directing the reader to 
you — the Prime » Sena ‘on mee 
this advertising to work in your 
store — stock, display, and push 
Prime. Ask your jobber. 


Prime sells only through jobbers. 


The Prime Mfg. Co. 
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and the fellow travelers, with a few 
rich men of inherited wealth, to ap- 
parently give it a respectable balance. 
They are very adept in throwing that 
soiled name, “Fascist” at anyone who 
opposes the spread of Socialism or 
Communism in this country, as if a 
man must be one or the other, ignoring 
the middle and far better position of 
belief in democracy. Whatever you 
may name it, it represents complete 
state control in which the individual 
surrenders liberty and freedom of op- 
portunity for some sort of “cradle-to- 
grave” security. 


The Greatest Force 


Incentive is the greatest motivating 
force in human life and, not only con- 
fined to human life but, in all life— 
animal and plant life. A trained seal 
does his tricks because he knows a 
piece of fish will soon come sailing 


| through the air and if that fish failed to 
| arrive, it would not be long before the 


seal would fail to do his trick. 
Our wealth is not controlled by 60 
families nor by 6000 families. For in- 


| stance, in the field of industry, there 


are approximately 184,000 manufac- 
turers. Incidentally, as a partial an- 


| swer to those who talk out of the cor- 


. ” 
} olies 


ners of their mouths about “monop- 
and “barons of industry” and 


“forces of special privileged,” it just 


happens that the average number of 
workers employed in these 184,000 
manufacturing plants is just 43 people. 

Of this 184,000, less than 1500 of 
them—8/10ths of 1 per cent—do a 
business of $5,000,000 or more. We are 


| a nation of small businesses, of be- 
| . . . 

wildered small businesses, if you please, 
| not large, and with each small busi- 


ness trying to be larger if it can. When 
you start tearing a business apart be- 
cause it has enjoyed a fine growth, then 


| . ‘ . 
by that token, you are holding down 
| the little fellow and saying, “You can 


| not grow. 





‘ 


79? 


Every time I went into a war plant 
during the war years just past—and I 
had an opportunity to visit many of 
them—and saw the complete conver- 
sion to war, and contemplated many 
actual losses in money; losses in the 
minds and memories of the public who 
were forgetting brand names; with 
Government taking as high as 95 per 
cent of all net profit back into its trea- 
sury; when I saw what had been done 
by management, I could not help but 
think of those who have attempted to 
destroy industry in America, simply 
because it had become big, forgetting 
that it is no crime to make a good prod- 
uct, sell it well and advertise it widely. 
That only because some businesses be- 
came big in America, have we had bet- 
ter and better automobiles. mechanical 


refrigeration, washing machines, radios. 
heating equipment and nicer homes— 
and not at higher and higher prices. 
because they were better, but at lower 
and lower prices! 

I wish these people who have shown 
so little consideration for the small 
business man; who are making it im- 
possible for him to obtain help at any 
price he can afford to pay; and who 
have attempted to rip big business 
apart, would just humbly and thank- 
fully, and with their hats in their hands. 
follow the example that business has 
already set for them, and give us for a 
change—would it be too much to ask— 
better and better government, at lower 
and lower cost! 

I'm a little tired, too, of hearing about 
the “swollen war-time profits” and busi- 
“fattening on war contracts.” 
When they take, as they did and in 
many cases, 95 cents out of every 
dollar that you make, with the promise 
of a post-war refund, so that the maxi- 
mum percentage would even then be 
85 per cent, well, you just can’t make 
enough dollars for the nickels they 
leave you, to amount to anything. I 
have told many audiences in this coun- 
try, the American business man today 
is just the “middle man” for money. 
He takes it in—plays with it a day or 
two—and then out it goes again. He 
can’t keep it. The packing industry is 
a good example, where 1 cent is re- 
turned out of a dollar’s worth of busi- 
ness. Out of a $3 pint of liquor, the dis- 
tiller gets about 29 cents, and out of 
that he pays his overhead and his taxes. 

The second idea is belief in Democ- 
racy. That is a very simple thing, 
namely, the right of an individual to 
be born, to an education at public ex- 
pense, so that all have the same oppor- 
tunity, and when that is done, then the 
“sky’s the limit” to make the most of 
his own abilities. industry and thrift. 


ness 


No Equality in Nature 


It doesn’t mean that all opportunities 
are equal or that all men are equal be- 
cause, indeed, they’re not. There is no 
equality in all of Nature. In every 
forest, one tree grows taller and strong- 
er and mightier than the rest and no 
one but a fool would suggest that it be 
chopped down just because it has had 
the temerity and the strength to grow. 

Equality does not come within the 
laws and purposes of God. Democracy 
does mean equal opportunity for each 
man, not necessarily to make as much 
of himself as some other man of greater 
capacity who is willing to pay a greater 
price but, an equal opportunity for each 
man to make the most of himself and 
his own abilities and that property 
rights are human rights, inseparable 
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and indistinguishable in the highest 
sense, because property is indeed the 
fruit of human labor. 

One of the mistakes that we made 
during the 10 years before the war, was 
that of departing from the characteristic 
and American custom of self-reliance, 
the individually solving of our own 
problems, the responsibility of a family 
for the welfare of its own, the earning 
of our own rewards, accepting our own 
penalties, providing our own security, 
and we made the tragic mistake of let- 
ting the Government do it for us. The 
impression was created that it was the 
function of Government to provide jobs 
and to be responsible for the welfare 
of each individual, thus removing from 
him the compulsion to do his best to 
take care of himself and his family. 


Free Enterprise 


The words, “free enterprise” mean 
different things to different people, just 
as the Four Freedoms which do not 
mean the same thing to the Arabs, for 
instance, as they do the Jews in Pales- 
tine nor to the Javanese or the Dutch, 
or, the Atlantic Charter, which now 
means nothing at all. 

Some are attempting to make it ap- 
pear to be a sign of crude and brutal 
selfishness where, actually, it is a sym- 
bol of all progress from the days of the 
cave man. Simply stated, it merely 
means the right of free men to show 
enterprise. What’s wrong with that? 

The same ones who excoriate free en- 
terprise, would also destroy capital and 
they speak of capital as if it were an 
evil thing. Capitalism is not a new sys- 
tem. The savage who saved part of one 
day’s catch or kill for another day’s 
hunger was the first capitalist. He 
could exchange his extra food with an- 
other savage who had an extra skin 
and then, they both had clothing and 
both had food. Capital is produced, not 
simply by brawn and muscle and by 
men in overalls but, by mind and will 
and self-denial and creative thinking. 
To destroy capital would be to destroy 
the total progress of man since the 
Stone Age. 

Those who attack free enterprise and 
the profit system and capitalism, are 
the same ones who have consistently 
advanced the idea that nothing was ac- 
complished in the United States and no 
real progress made prior to 1933 and 
that everything which was done in the 

(Continued on page 134) 
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IT’S MAIN FLOOR 
MERCHANDISE! 









\ 











\\ 
\ 


\ 












i 










“en eee 


\ 










\ 
WD \\ 
r \ 






\ 
\ 
\ 

































































Among brand names of hardware merchandise that 
rate high in reputation, Cleveland Chain is de- 
servedly included. Dependable through the years 
in the thousands of ways in which chain serves, 
Cleveland Chain has won the confidence of the 
men who sell it and those who use it. 

An “up-front” store display space for Cleveland 
Chain will automatically increase your sales. Have 
confidence in the reliability of Cleveland Chain, 
welded or weldless, for every chain requirement. It 
is recommended for safety, economy, good service. 


SINCE On 1869 




































Sold through leading Hardware Jobbers 







AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Gleveland (‘hain & Mfy. Co. 
Cleveland, 5 Ohio 


























YOU can stock and sell any Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 
METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
RMI oe ec 








SAM E. HUNT 
Chairman 


HE 33rd annual stockholders 
meeting and spring merchan- 
dise convention of the Hall 
Hardware Co., Minneapolis, Minn., 
dealer-owned wholesale hardware 
firm, was held at the organization’s 
offices and warehouse Feb. 15 to 18, 
1946. There were two short business 
sessions each day with the exception 
of Sunday, when open house was 
held. This arrangement allowed the 
dealers ample time to inspect the 
large assortment of merchandise on 
display. A new attendance record was 
reached and buying was reported to 
be very heavy. * 

The meetings for the first two days 
consisted of reports as to present 
stock available and forecasts by the 
buyers of the various departments; a 


| talking slide presentation of the mer- 


chandise available on the display 
floor; a presentation of the spring 
catalog with some of the special 
item pages enlarged and a dramatic 


| presentation of the growth of the 
| paint line together with the enter- 


tainers from the Hall Hardware Co.’s 


| radio program. Open house was held 


on Sunday and the convention closed 


| with the business meetings held on 
| Monday. 


Sam E. Hunt, Red Lake Falls, 
Minn., chairman of the board, 
opened the meeting by welcoming 
the dealers and the returning service 


men among them and paid silent 
tribute to those of their number who 
had died in the service. Mr. Hunt 
said the company had the biggest 
year in sales volume in spite of all 
the difficulties caused by limited pro- 
duction. He predicted that this year 
would lead all others in sales volume. 

S. P. Duffy, president of the com- 
pany, told how their membership 
had held together and prospered 
during 1945 and discussed their 
plans for 1946. Mr. Duffy called on 
the buyers and heads of the various 
departments to report on the present 
and future plans for distribution of 
the items in their departments and 
the availability of supply. In many 
cases lines in short supply would be 
shipped on an allotment basis. By 
this round table discussion by the 
department heads the dealers re- 
ceived a complete report of the lines 
in which they were interested. 

The 13-year growth of the com- 
pany’s paint line was graphically 
presented by B. A. Buckmaster, paint 
buyer, and Bob DeHaven of Radio 
Station WCCO, star of the Hall 
Hardware radio show. A yearly sales 
goal of $2,000,000 in two years has 
been set. Sales helps such as radio, 
direct mail, farm paper, counter 
card, newspaper, banners, talking 
card advertisements were shown. 

Orin L. Davis discussed “Planning 
Ahead” and called attention to the 
fact that two of the three periods had 
almost been passed. He said the first 
period was that of reconversion. The 
second period was that of catching 
up to accumulated demand which 
period we were now in. We would 
soon enter the third period, he said, 
which he termed the normal period 
of current or normal demand. He 
cautioned the dealers of the competi- 
tive dangers that were ahead of them 
in the third period. Soon production 
will exceed demand and when that 
time comes, he said, the dealers will 
really have to merchandise their 
lines. With this mind, Mr. Davis 
said, Hall Hardware Co. was plan- 
ning all other lines accordingly for 
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Show Homeworkshop Equipment and 
Garden Goods in Early April 


HOME 
WORKSHOP 


EQUIPMENT 


OF 


HOMEWORKSHOP 
WINDOW 


MERCHANDISE: Band saw, 
bench saw, grinding wheels, 
drill press, jig saw, electric 
motor, bit brace, wood work- 
ing tools, wood chisels, hand 
tool grinder. bench vise, 
planes, machinist's vise, level. 
tool chest, blow torch, hand 
drill, breast drill, hammers, 
ball pein hammer, wood bits, 
saws, set of drills, screw driv- 
ers, rules, tapes. 

BACKGROUND: Center 
panel of dark brown corru- 
gated material or painted 
wallboard. Side panel of 
light brown material. Cut-out 
letters of bright yellow ma- 
terial. 
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GARDEN CART 


SEED STARTERS 
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GARDEN 
EQUIPMENT 
WINDOW 


MERCHANDISE: Steel goods 
such as rakes, hoes, spading 
forks, garden seed, garden 
carts, high wheel cultivators, 
hand cultivators, plant food. 
seed starters, garden trowels, 
forks, dibbles, soil test kits, 
pruning shears. 

BACKGROUND: Center 
panel’ of light green corru- 
gated material or painted 
wallboard. Side panels of 
dark green material. Cut-out 
letters of red and dark green 
material. 
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SEE WHY REYNOLDS ///22/77€ ALUMINUM 
} UTENSILS “SELL LIKE HOTCAKES!” 











Triple-thick Bottoms for 
Better Heat Distribution 





} 


Recessed Vapor-Seal 
Covers for Waterless Cooking 


ee COOKING . . . that’s what sells kitchen 
utensils—and that’s what LIFETIME triple-thick 
bottoms and vapor-seal covers offer your customers 
today. 


That’s only part of the story. Lifetime Aluminum 
Utensils balance better because the weight is where it’s 
needed—at the bottom. 100% harder sidewalls resist 
denting and warping. Recessed cover knobs permit 
containers to be placed one on top of the other. Cool 
Bakelite handles welded to sides make handling easy 


—_— 
_ 


100% Harder Side Walls 
Resist Denting and Warping 





Five items now in production: 11 inch Fry.Pan; 2 and 3 qt. Vege- 
table Pans; 4 qt. Stock Pot and 6 qt. Dutch Oven. All with covers. 


and safe. And the extra hardness of Lifetime Utensils 
makes them easier to clean—preserves their beauty 
and utility for years. 

You'll find Reynolds Lifetime Utensils pay big 
profits. Write Reynolds Metals Co., Utensil 
Div., 2008 So. Ninth St., Louisville 1, Ky., for 
more details on Reynolds Lifetime Aluminum 
Utensil line, and the Reynolds 18-gauge line. 


REYNOLDS Yetine ALUMINUM COOKING UTENSILS 
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The Technique 
Of Salesmanship 


Knowledge of what you have to sell 
and the establishment in which it 
is sold is essential to a sales- 
man's progress in his chosen field 


By KARL S. BOWMAN 





KARL S. BOWMAN 


Part 4 
Know Your Store and Merchandise 


== one of 


fundamental requirements for being 
a good salesman is to know your mer- 
chandise and your store. 

This means more than merely 
knowing what you have in stock and 
who works in the store. It also in- 
cludes having at your command all 
the information you can get about 
your merchandise. 

To acquire that knowledge, you’ve 
got to put in some real time and ef- 
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fort. Furthermore, you must keep 
studying in order to have your infor- 
mation always up to date. Conditions 
are constantly changing, new ideas 
and new trends are constantly de- 
veloping and it is essential to al- 
ways be abreast of these new things. 

As we said before, all this involves 
a considerable amount of work, but 
unless you are thoroughly informed, 
you will find that you have people 
asking you questions that you can- 
not answer. This is one thing that 
you must avoid. A customer forms 








his opinion of you all too quickly if 
you cannot answer his questions, or 
have to give evasive replies. 

However, the fact that you study 
your lines and know considerable 
about them, does not mean that you 
should go into a long discourse with 
every customer about them. In fact. 
this is the one thing that you must 
not do. But you must be prepared 
for questions and more questions. 
both old and new, both silly and 
sensible. 


Here’s an Idea! 


If you want to do some real study- 
ing on your merchandise, prepare a 
15 or 20-minute talk on some partic- 
ular line or lines. Make it interesting 
and have it ready for use at any time. 
When your club asks you to furnish 
a program, you will not have to hunt 
around for a speaker. Take up the 
time yourself, with a talk about the 
business that you are engaged in. 
It’s good advertising and inexpensive 
also. 

Knowing your store includes hav- 
ing complete information regarding 
the policies of the firm. What to do 
in case of emergencies, such as set- 
tling complaints and making adjust- 
ments. 

Knowing your merchandise, of 
course, is knowing just exactly what 
is in stock. Keeping an account of 
what items sell best, what you are 
getting short of and what and when 
and from whom to order. You should 
have all the information that a buyer 
might want at a moment’s notice. 

Keep yourself posted on the new 
things being advertised. Watch the 
ads in the magazines. Some manu- 
facturers advertise new articles be- 
fore they appear in the stores. Your 
customers may come in and ask about 
them before you know about them 
yourself, and embarrass you if you 
haven’t kept yourself informed. 

Knowing your merchandise is 
quite closely connected with the next 
phase of salesmanship. 


Use Your Spare Time 


Everyone knows that a salesman 
in a hardware store has plenty of odd 
moments when he stands around 
without anything special to do. So. 
here are a few suggestions for using 
this spare time to your own advan- 
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tage to make yourself a better sales- 
man. 


Study price-ticket and show-card 


writing, advertising, store arrange- | 


ments, window decoration, book- 
keeping, office management, store 


management, credits and collections | 


and letter writing. 


You may think it is not necessary 
for a salesman to know about all 
these things. And perhaps it isn’t, 
but do you always want to be just a 
salesman? Of cours@ not. If you have 
any ambition at all, you will have 
hopes of some day being a store 
manager or having a store of your 


own. 


You Must Have Knowledge 


No matter which you get to be, you 
will have to be able to supervise the 
carrying out, correctly, of all these 
things. How can you tell a show- 
card writer his signs are not right 
if you do not know how they should 
be? How can you criticize the way 
price tickets are made out, if you 
yourself do not know how they should 
be done. How can you criticize your 
window decorator if you do not know 
how to manage a store, if you have 
not studied up on the subject? 

For example, if you want to study 
show-card writing and_price-ticket 
making, carry a scratch-pad around 
in your coat pocket and when you 
have a minute or two practice mak- 
ing letters and figures as they are 
made by professionals. You can walk 
up and down the street in any town 
and see plenty of samples in the 
store windows. You will get many 


new ideas of designs and letters | 


everywhere you look. 


If you want to study store arrange- 
ments, look over the store where you 
work, See if you can figure out a 
way so that the traffic can be handled 
easier and more efficiently. Try to 
figure out what you would do to make 
the store look more interesting. 

But never suggest making any 
change unless you can give a perfectly 
logical and practical reason for do- 
ing so. In other words, never criti- 
cize unless you know the answer. It 
is easy to tear down, but to offer 
something better in its place is the 
thing that really counts. 

Another suggestion is to study win- 
dow decoration. What is the reason 
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> Your dealer can 
show you the new, 
improved Rain- 
Beau Lines in Du- 
Pont Nylon, silk, 
linen, bronze, and 
cotton. They're as 
good to fish with 
as they look. 


RAIN-BEAU PRODUCTS CO. CANTON, MASS., Division of Intennationa Brain Co. Paovinence, R. 1. 
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RUST PROOFED 
LICENSE PLATE 
FASTENERS 


Smartly designed for looks and satisfac- 
tion. Wide screw head for any slot. High 
wing nut for better grip. Two washers, 
flat and lock, for security. 
ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 


























































































with Advantages 
competition can’t offer 


It will pay you to look into 
all the sales advantages of 
Woodruff Adapted Lawn 
Seed. NOT “a patent medicine 
mixture " for all conditions. 
But a wide range of mixtures 
adapted (1) according to geo- 
graphical regions (2) accord- 
ing to local growing variations. 
You carry only those needed 
in your city. Write for details. 


GRASS SEED DIVISION 


WOODRUES 


Milford, Conn., Toledo, O., Dallas, Texas 
Atlanta, Georgia, Sacramento, California 
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for having windows’ How valuable 
are they? Are they drawing enough 
business to justify the high cost of 
maintenance? Look at them from 
the passerby’s viewpoint. Are the 
lights placed right? Could you im- 
prove on the base and background 
construction? Do they attract people 
from across the street? Is there 
enough color used? Do they really 
sell goods to new customers? 

Another suggestion is to study up 
on the art of letter-writing. Learn 
how to write a letter so that the per- 
son receiving it can understand what 
you are trying to tell them. Learn to 
realize that the recipient is not a 
mind-reader. That he cannot hear 
the tone of voice nor see the gestures 
you make when dictating. 

Finally, the art of getting coopera- 
tion from your fellow-workers with- 
out their resenting you or getting the 
feeling that you are “bossy.” 

If you can do this, you will be 
able to get work out of your help 
successfully when you become a man- 
ager or own your own store. Every- 
one, unless they are lazy or antag- 
onistic, will give you the best there is 
in them if you go to them in the 
right way. If you can get someone 
else to do the actual detail work 





necessary to get some certain job 
done, it will leave you free to take 
care of more important duties. 

Always remember. however, that 
when you are given any specific 
thing to do by your employer, no 
matter whether you do it yourself 
or turn the job over to someone else, 
it is your responsibility to get it done 
or see that it is done. Don’t get your- 
self into the position where you have 
to report to your boss that you 
couldn’t get it dope or forgot to do 
it, or gave it to someone else to do 
and did not supervise the job and 
see that it was done. 

You must be reliable, dependable 
and assume these little responsibili- 
ties. Forget that there is such a word 
as “can’t.” There is always a way 
of doing everything if you can figure 
it out. And if you can’t, there is 
always someone else who will pop 
up and do it, and it will look so sim- 
ple that you will wonder why you 
didn’t accomplish it yourself. 

So, if you want to improve your- 
self, make yourself more valuable to 
your present employer, and prepare 
yourself for the day when you'll have 
your own store, there are plenty of 
ways of doing it, if you have the 
urge. 





Attractive Setting Helps Sell Gifts 


DISTINCTIVE and attractive gift 

section, with a fine display ar- 
rangement is a profit-maker for the Mc- 
Call’s of Decorah, Iowa. Figurines and 
small glassware items are displayed on 
a striking, special glass shelving fixture 
which makes it very attractive to pros 
pects. By means, of this display, the 


glassware display is set off effectively 
from the adjacent showings of dinner- 
ware, pottery and gifts. 

The gift items are kept spic and span 
at all times and appeal to numerous 
town and farm women, some of whom 
come from considerable distances to 
buy their gifts at this store. 




















Both fixture and contents attract the gift-minded customers. 
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Precision-Made fester ten 


For the convenience of your trade this 

Since 1904, Continental Screw Com- attractive Stove Bolt package has a separate 
pany has been supplying the hardware "Y' Compartment. 
trade with a progressively larger variety 
of quality fastenings. Through the years, extensive scientific advances have been 
made in the methods of their manufacture, resulting in greater uniformity, ac- 
curacy and strength. Today, HOLTITE precision-made fastenings are as nearly 
perfect as science and human skill can make them. That's why you can stock them 


with full assurance of customer satisfaction and profitable repeat sales. 


HOLTITE-Phillips Recessed Heads ; 


Sell your trade the modern screws and bolts they see in their 
autos, radios and household appliances. Easy to line yp with a co 
quarter turn, these decorative heads improve appearance while ; 
making driving easier and adding strength to the work. Specify ah 
HOLITITE-Phillips Recessed Heods to your distributor. : 
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A Business Man 
Speaks Up 


(Continued from page 125) 





way of business organization and ex- 
pansion was grievously wrong. 

They seem to forget that from 1840 
to 1930, a brief span of 90 years only 
in the life of a nation, before any of 
this group of political experimenters 
and word manipulators had ever been 
heard of in public life—in fact before 
most of them were born—that the axe, 
the plow, the pioneer, and the miner, 
changed this whole country from prairie 
grass and buffalo sod, desert and forest, 
into the greatest food and mineral-pro- 
ducing area in the world and that all 
of the wealth existing in the United 
States had been produced prior to 1932. 
Certainly, no wealth has been created 
since and, if our national books were 
to be balanced, the debt now would be 
very close to our totai wealth. 

They forget that no nation in the his- 
tory of the world accomplished so much 
industrially in so short a space of time 
and yet, none of it was done by so- 
called “national planning.” How about 
that? Our nation grew to greatness in 
a time when Government constituted a 
policing agency alone and considered 
itself a friendly and impartial umpire 
in the game of business. 

I do not defend the sins and crimes 
of industry. I merely say that these 
sins brought about their penalties until 
business, today, is not only shackled but 
almost in a strait-jacket. 


No One-Way Street 


Therefore, I say to labor, that they 
must not expect to compound the 
felonies of business in times past and 
remain immune from the same public 
rebuke. They can not expect the Wagner 
Act to remain a one-way street. They 
can not expect to continue with one 
law and rule applying to business and 
no law or rule at all to the labor unions. 
They can not expect immunity in the 
deliberate breaking of contracts and 
they can not act like spoiled children, 
with some of the leaders throwing a 
tantrum at the suggestion of reasonable 
controls and legal responsibility, with- 
out incurring public disapproval. 

Just as business and industry were 
forced by law to set their houses in 
order, so labor unions must also clean 
house if they expect a continuation of 
public approval. You cannot give lip 


| service to the principle of welcoming 


returning veterans to jobs with open 
arms and then, in your rules deny the 
veteran a job. 

My fear is that the unrestrained 
“hot-heads” in labor leadership—the 
arrogant, communistic-minded, racke- 
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‘teering type—in their desperate effort 
to create and show their own power, 
will go too far, just as selfish business 
men went too far and that labor, like 
a great, powerful, but blind Samson, 
will pull the pillars and the roof of 
their own temple down upon their own 
heads. 


This unfortunate labor leadership 1s 
one of these by-products. 

I resist the idea that wage increases 
do not immediately become part of a 
product’s cost and must also find their 
way into the retail price of the product. 
I resist the idea that labor can be paid 
more than the value of the workers’ 
service in the retail price of the prod- 
uct and that they can draw out of the 
dollar more than the public is willing 
to pay. In a peacetime economy, we 
are not living off of borrowed money 
out of the public treasury. 


I am resisting, as a by-product of 
National Socialism in America, the vise- 
like pressure of a few labor leaders on 
one hand, who demonstrate the weak- 
ness of their position because they are 
unwilling to accept equal, legal respon- 
sibility for their acts with capital and 
management. They look upon a con- 
tract as binding only upon the employer. 
They say that if any laws are passed 
placing the same restraints upon labor 
union organizations which long since 
have been placed on business, they will 
not obey those laws, thus setting up an 
incipient anarchy—those on one hand. 
and men in government jobs on the 








Veterans are hailed in this year's 
Father's Day poster which was painted 
by Edmund F. Ward, famous magazine 
cover artist. The theme of this year's 
observance is “Honor Our Veterans. 
Give Thanks This Father's Day, June 
16." Window and counter displays and 
free newspaper copy and ads car all 
be had, free, by writing the National 
Father's Day Council, 50 E. 42nd St., 
New York, 17, N. Y. 
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other—who have found that the best 
way to perpetuate themselves is to 
squander the nation’s resources with a 
lavish hand, by building “pipe lines” 
from the treasury to huge blocs of 
voters. 

In this process, both radical labor 
groups and “big government” attack 
and besmirch “big business.” Well, I’m 
not ashamed to defend “big business.” 
I’m proud of the big businesses of 
America and the men who developed 
them and managed them. If it had not 
been for American big business, we 
today, would be the slaves of the Jap- 
anese because it was this same big busi- 
ness which enabled America to arm it- 
self in two short years. 

But, here’s a fact that business has 
not made plain to the public. What a 
miserable job business has done in sell- 
ing its case, both to the public and to 
its own employees. We advertise and 
sell our products with great imagina- 
tion and skill. We have not yet learned 
how to sell the cause of business. as a 
whole, even to our own people. 


Owned By Little People 


This significant fact is that our big 
businesses are owned by little people— 
by thousands upon thousands of small, 
common stock owners. The American 
Telephone & Telegraph Company, for 
instance which, with its subsidiaries has 
played such a large part in the building 
of America, has over 600,000 stock- 
holders to 200,000 employees. They 
spread their lines over America during 
the days of the pioneer. It took ven- 
ture, and daring, and capital! What’s 
the result? Today, we can talk twice 
as far, twice as long, and hear twice 
as well at half the price of even ten 
years ago. What’s wrong with that? 

Our 110 largest corporations are 
owned by nearly 5,000,000 common 
stockholders and no one individual, 
with the exception of Henry Ford and 
the Ford family, owns more than 1 per 
cent of the total stock of any of those 
firms. Paste this in your hat now and 
proclaim it everywhere—little people 
own big business! 


We stand defenseless, too, when fig- 
ures of large profits are published. 
Doesn’t it ever occur to those who hold 
this to be an evil thing, that only be- 
cause industry has earned larged profits 
and reinvested those profits, does the 
little fellow in this country own an 
automobile, a radio, mechanical re- 
frigerator, and comforts which would 
represent the greatest of wealth in any 
other country in the world? Large 
profits have brought lower retail prices. 

I’m more worried about one-sided 
concepts of freedom, in all of the vari- 
ous freedoms, four of them, and other- 
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A BLADE PLUS! 


it’s a Cinch to Sell 
Blades This Way 


You don’t sell a “pig in a 
poke” when you select a 
blade from this open-face 
STAR counter display. 
Blade withdrawal is 
“finger-tip” operation. Just slip a 
blade out through the top of the open 
box, and show your customers the 
correct STAR blade for the kind of 
metal to be cut. Get set now to make 
this STAR made 
market pay you 
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DISPLAY 
SOUTH BEND 
CROQUET! 


GROWING best describes the 
croquet market! It parallels the 
trend of the family to the out- 
doors — to make use of the yard. 
Here the whole family gets to- 
gether to enjoy croquet. 

This trend means more sales 
for you. Not only croquet, but 
yard equipment as well. Cus- 
tomers are furnishing their out- 
door living rooms—so display 
croquet with swings, yard furni- 
ture, etc., to increase your profits. 

Production is still 
not sufficient to meet 
demand, necessitat- . 
ing our serving 
customers on an al- 
lotment basis. So 
get your South Bend 
jobber to establish 
priority on deliver- 
ies, now! 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. ¥. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind, 


So, Cal. & S. W.— Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Cal. 


No. Calif. — Standard Toy Agencies, 718 Mission, 
San Francisco, Cal. 


Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Oroquet Sets + Baby Carriages «+ Children’s Furniture 
Doil Carriages + for over 70 continuous years. 
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wise. One of these should be a free, 
not a coerced labor—the right of a man 
to join any union that he chooses, to 
believe in it, and to sell it hard to his 
co-workers but, equal right to quit any 
union when he pleases, just as a man 
can quit any business or any job and 
join none at all and still have the right 
to work and support his family. Nothing 
in our Constitution or Bill of Rights has 
said that any American must pay trib- 
ute to work. Labor unions have been 
right in a great many things and critics 
of labor are many times unfair. Faults, 
greed, and desire for power are not 
confined to any one group or class. 


It's Competition We Wantl 


Labor unions assail monopolies in 
business and, they are dead-right. It’s 
competition we want, not monopolies, 
lower prices for better products, not 
manipulated or controlled prices. 

That being the case, labor must also 
recognize that what is sauce for the 
goose is also sauce for the gander, and 
that a monopoly in jobs can be no more 
defended and is no more right than a 
monopoly in business. 

They are right in maintaining and 
using in peacetime the right to strike, 
and we hear much propaganda about 
“Man’s God-given” right to strike 
which, of course, isn’t God-given at all. 
It’s a social right. But, there’s a greater 
right than the right to strike and that 
is truly, man’s “God-given” right to 
work. When man was driven from the 
Garden of Eden, the right and the 
necessity for work was placed upon 
him. 

There we are! We see business and 
business men, caught between the upper 
and the nether millstones — between 
Government on the top, with artificial 
and unsound restrictions which impede 
production, the thing we most need, 
and, confiscatory taxes and the nether 
millstone of labor minorities—not the 
great rank and file of workers and con- 
structive labor leaders, but labor mi- 
norities, under leadership seeking per- 
sonal power, making trouble to prove 
their services are needed to settle the 
trouble; who never want to see peace 
in industry. 

Business, ground between two stones, 
the lifeblood of incentive being crushed 
out and, business, itself, in a great 
measure to blame because you do not 
act and work together and you present 
no aroused, organized, militant protest. 

What is my conclusion after these, 
up to now, purely analytical observa- 
tions? It is simple. 

Let us say to labor and, particularly 
to labor unions, who, after all, consti- 
tute only about 10,000,000 out of our 
140,000,000 population—a very small 


minority—say to labor, “We admire 
you. We respect you for many things. 
You have not always had a fair deal 
and you are entitled to many of the 
gains you have made. We wish you 
well. You, yourselves, become cus- 
tomers of industry and we will pay you 
the highest possible dollar wage that 
the retail price of our product and our 
ability to sell it will stand. But remem- 
ber—you are only one of the three legs 
of our stool. If you try to fatten your- 
selves at the expense of either one of 
the other two legs, the stool itself will 
crumble and our country with it. You 
cannot expect privileges and benefits 
without obligations and responsibilities. 

Then say to the farmer, “Our hat is 
off to you. During the war, with one- 
third less farm help, you raised the 
greatest crop tonnage this country has 
ever seen. You feed us and, without 
you, we would starve and in metro- 
politan areas, starve quickly. You are 
entitled to low-cost distribution, to the 
best of markets, and to a standard of 
living equal to that of the city dweller. 

“But, Mr. Farmer, you have your 
responsibility, too! You must not con- 
tinue to take from the soil more than 
you place back into it, thus impoverish- 
ing our greatest single national re- 
source.” 

For business—“Full speed ahead! 
You have been like a giant Gulliver, 
who laid down under a tree and per- 
mitted the political Lilliputians to bind 
him with their strings until, upon wak- 
ing, he could no longer move. 

“Now, remember your lesson. Do 
not abuse or over use your size and 
power. We will cut the strings that 
cramp you. We will prove that you 
can outproduce inflation! Invent! En- 
gineer! Develop! Grow! Expand! 
Fill up the pipe lines, and fast! Give 
us more and better goods at lower 
prices!” 


Produce More for Less 


Instead of dividing up of what we 
have, let us all—capital, management, 
and labor—produce more, and produc: 
it for less, so that more can have it. 
That is the road to an expanding and a 
strong America. 

Then, I say to everybody, we can 
solve our problems today, the problems 
of shortages, of wages, living standards 
and inflation, in only one possible way 
—by hard work, full and unrestricted 
opportunity, production, and common 
sense. All of the other roads you see 
so luridly advertised by the crack-pots 
of the day, are just detours with invit- 
ing sign-boards but, if you follow them, 
you will follow the road to national 
poverty. 

Only by unremitting labor and 
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e “Your knife and fork, sir” 


g IO, Prepare to sit down to a hearty 


bit of good eating—to a dish so 

, delightful to look at and so down- 
~ > > right satisfying to an eager 

° appetite, you'll be mighty glad you or- 
dered it. L&H has it stacked on the special dish, 


reserved for aggressive home appliance dealers. 


ZS >. ‘ 


i) 
we 
~~ 


It’s as eye-inspiring as a stack of golden-brown 
wheat cakes — this L&H line of cooking and 
heating appliances. And the healthy hunger it 


cultivates in your customers, calls for the only 


THE SHERIDAN 
ELECTRIC RANGE 


ELECTRIC 
WATER HEATER 


known cure — ownership! That means L&H 
SALES. And L&H sales mean profits for mer- 


chants who feature this fine line. 


Butter and syrup to go with this plateful of 
glamour? You bet! An aggressive sales and mer- 
chandizing program that goes right along with 
the main dish. Pick up your knife and fork, 
tuck the napkin under your chin, give your 
sales appetite the thrill of a mealtime. Just tell 
us you're ready for some real he-man profit-feast- 


ing. We'll send you the appetizing L&H story. 
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LINDEMANN & HOVERSON CO. 
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MILWAUKEE 7, WISCONSIN 


Since 1875 
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YOU CAN CASH IN 


The length of the chips is the best 
proof to any machinist that Morse 
Drills are accurately ground, uniformly 
angled, and have just the right lip 
clearance. Proof that means profits 


for you when you carry Morse Tools. 


MORS a THE GHC 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 





thought, is the answer found to any 
human problem. Nobody yet, has ever 
invented a machine or found a way of 
curing a disease, or cultivated a farm 
or conducted a business, by accepting 
the rantings of prophets of defeat and 
half-baked ideas which become plain 
frauds and fallacies. They’re leading 
thousands to expect higher pay than 
the retail price of the product will sup- 
port and they are leading old and in- 
digent, young and lazy people, to ex- 


pect this magic thing called “security,” 
which can only be obtained by the old- 
fashioned rule of work, and thrift, and 
savings since the world began. 

You can’t substitute nostrums for 
hard work and thinking. You can’t sub- 
stitute money for real wealth and fan- 
tastic ideas for full and genuine pro- 
duction, repress the man who wants to 
do more and do it better, and retain 
the national vigor which made this 
country great. 


Your Store Telephone Is a Business Asset 


(ee ee is coming back. 
And with competition is coming 
the necessity for awareness of every 
factor that helps build and hold busi- 
ness for the hardware store.- Certainly 
one of the most important parts of the 
modern retail hardware institution is 
going to be the firm’s telephone and 
the way it is used will determine its 
effectiveness as a business getter and 
business winner. When the customer 
calls there are a number of pointers 
every person in the store who answers 
the telephone should have firmly in 
mind. These are: 

Answer promptly—it’s good man- 
ners. The caller may be one of the 
store’s best customers and the longer 
he has to wait for the call to be 


answered the unhappier he is going to 
become. 

Speak distinctly—when callers ask 
one to repeat something attention 
should be given this point. A mouthful 
of cigar, chewing gum or pencil doesn’t 
help either. 

Identify yourself immediately—the 
caller will want to know first to whom 
he’s talking and it saves a lot of mis- 
takes on wrong numbers. 

Keep information handy—being able 
to answer a prospective customer’s ques- 
tions immediately about price or data 
assures that customer that we know 
our business. 

Don’t bang down the receiver quickly 
—let the other fellow hang up first— 
maybe a customer will change his mind 
at the last moment after all. 


“Complete Home” Displays Increase 
Idaho Store’s Business 


(Continued from page 109) 


per cent for our advertising budget 
on appliances and expect to use most 
of this in building unusual window 
displays, inside ‘complete home’ sets. 
and in direct-by-mail advertising. We 
have found, with other merchandise. 
that this combination brings us the 
best sales result.” 

Another advantage to the Weiser 
Hardware “complete home” display 
idea has been the follow-up sale. Take 
the home water systems for example. 
A customer buys the tank, the motor 
and pump first. Later, follow-up sales 
are made from the “complete home” 
display sets. These include full kitch- 
en plumbing, portable showers, bath- 
room equipment and water softeners. 

A check of 20 original sales of 
home water systems showed that nine 
of these customers purchased addi- 
tional equipment which came to as 
much as the original sale, within 
twelve months. Of the remaining 
number, five purchased additional 


equipment to the extent of from $30 
to $100. 

“It is well to consider this follow. 
up business in planning promotion 
for home water systems,” Mr. Mc- 
Guire says. “The customer,. particu- 
larly the farm buyer, should not be 
sold too large an outfit at the begin- 
ning. It takes some time for the 
average farm customer to learn to 
appreciate the value of complete home 
water equipment.-Our experience has 
been that if the first sale is correctly 


_ made and installation is satisfactory. 


repeat sales follow naturally. And 
here again, the ‘complete home’ dis- 
play is of great value in making these 
follow-up sales.” 








Latest News on 
RECONVERSION 
on page 178 
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now I run my business 
instead of letting it run me 


“A short time ago, I installed the National Cash Reg- 
ister System. Now I am getting the kind of informa- 
tion and protection I need to run my business instead 
of letting it run me. 

‘To get control over every dollar coming in is a 
benefit I wouldn’t want to pass up. Considering the 
dollars that will come into this business over a period 
of years, and the amount I'll pay out, the investment 
I made in this system is small in comparison to 





the savings.” 


This is a typical statement from one of the many 
thousands of enthusiastic retailers who have used the 
National Cash Register System. Why not call your 
local National representative and let him show you 
how the right National System will help you keep 
accurate control of your inventory? He'll show you, 
too, how it will help you speed service and reduce 
the operating expenses of your hardware store. 


@sSee the National Cash Register for Hardware Stores 


This National Cash Register is designed for use in hardware stores. It provides 
totals of sales in five departments and by four salespeople. Each sales 
person has his own cash drawer. It also shows a total of money paid out. 
In addition, the register prints a receipt or a sales slip on every transaction 
which shows the date, operator's initial, amount, department or kind of 
transaction, and the consecutive number of the transaction. At the end of the 
day, totals can be printed on the detailed audit strip to show how much money 
must be accounted for. Ask your National representative for a demonstration. 
The National Cash Register Company, Dayton9, Ohio. Offices in principal cities. 
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CASH REGISTERS + ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 














1, a recent study, made 


by the Department of Commerce, it 
is stated that hardware stores have 
one of the lowest rates of failures in 
the retail field and, once they get 
past the first two or three years, their 
life expectancy is very high. However, 
even in the hardware field, 25 per 
cent of the newly established stores 
failed in the first year. 

Reasons for long life were given 
as relatively high capital investment 
needed and the fact that the business 
generally only attracts those who 
have been trained and have experi- 
ence in the field. It is stated that usu- 
ally $10,000 minimum capital is re- 
quired. Records show, however, that 
successful hardware stores have been 
started with an original investment 
of $5,000 or less. 

The Dean believes that when even 
a small hardware store by good 
management gets over the “humps” 
of the first two years it has a good 
chance for continued existence. 


Sporting Goods Upswing 


This conclusion leads to this article 
on the present unusual swing to sport- 
ing goods and the great number of 
inexperienced young fellows—many 
of whom are veterans—who are pre- 
paring to set up a sporting goods 
business—in many cases with limited 
capital and all or part borrowed 
money. They are getting into a field 
where their chances of success are 
about four to five to one against 
them. 

The situation is a very dangerous 
one, not only to the would-be dealer 
but to all having any part in the busi- 
ness — manufacturers, wholesalers 
and well established retailers. The 
new dealer who soon finds himself 
in financial difficulties is a menace to 
all in town until he finally passes 
out. 

The danger of the situation can be 
minimized in several ways. 
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SAUNDERS NORVELL 


That there will be a great increase 
in sporting goods sales in the next 
few years is without question. 

The established hardware firms, 
both wholesaler and retailer, should 
prepare themselves by devoting more 
attention to sporting goods sales and 
so ease the situation by absorbing a 
large part of the increased business. 

Sporting goods are a natural part 
of the hardwaré business. As a for- 
mer hardware wholesaler, it may be 
interesting to state that with two of 
our largest hardware distributors 
sporting goods made up about 25 
per cent of our total sales. It was a 
profitable part of our business as 
the goods were sold mainly by our 
regular salesmen to our regular hard- 
ware customers, 

Allow me to make the following 
suggestions: 


To Manufacturers: 


Concentrate your sales efforts on 
regular established trade channels— 
not overlooking hardware whole- 
salers. Better fewer and strong ac- 
counts than a multitude of small un- 
certain, unreliable outlets. 


Page 










In going after wholesale accounts 
be prepared by printed pages, in- 
serts, electrotypes, etc., to fit in ydur 
line into the wholesalers’ loose leaf 
catalogs. Prepare a letter giving all 
selling points that wholesalers can 
send to their salesmen. 

See that your wholesaler has a 
complete line and a reasonable inven- 
tory. 

Advertise in your trade journals to 
dealers telling them the names of 
your wholesale distributors. Dealers 
constantly write me they are at a loss 
to know where and how to get goods 
advertised! Shall we order direct? 
Shall we order from a wholesaler? 
If so what one? We write manufac- 
turers and they answer—‘“We sell 
only through wholesalers.” We write 
our nearest wholesaler and they an- 
swer—‘We don’t carry thie line but 
some other.” 


To Wholesalers: 


Carry a complete stock. 

Get out a special sporting goods 
catalog. 

Fix up at your headquarters a 
sporting goods sample room. 

Put an experienced man in charge. 

Call your salesmen in for special 
instruction on sporting goods. 

See salesmen are provided with 
samples, and that they carry samples, 
show samples. 

Don’t sell new stocks when buyer is 
inexperienced and has little capital. 
It isn’t fair to your established deal- 
ers. It isn’t fair to the would be 
buyer. 

If the prospect has proper quali 
fications find him a good location, 
when a store is needed. 

Instruct your salesmen not to over- 
load a buyer, to sell in quantities as 
goods normally will resell. 

Many a salesman, without a con- 
science, ruins a new merchant when 
he sells him his opening stock. Not 
by overcharging but by entering 
goods that are slow sale—wrong 
sizes and stickers. A new dealer’s 






HARDWARE AGE 





accounts 
ages, in- 
in your 
ose leaf 
iving all 
lers can 


r has a 
le inven- 


urnals to 
ames of 

Dealers 
at a loss 
et goods 

direct? 
ylesaler ? 
nanufac- 
We sell 
Ve write 
they an- 
line but 


x goods 
irters a 


charge. 
special 
Is. 
sd with 


samples, 


buyer is 
capital. 
ed deal- 
yuld be 


r quali 
ocation, 


to over- 
ities as 


a con- 
it when 
ck. Not 
ntering 
—wrong 
dealer’s 


E AGE 


National Hydrozo Co. 
5234 St. Clair Avenue + Cleveland 3, Ohio 


9th & W Street - 


MARCH 14, 1946 


< 
ee 


Lincoln, Nebraska 


Phy pRoze 


CZ r¢ at lédd 


J WATERPROOFW 


AA 8 aecbaiadiat AAS er: 
x 


You can’t miss with this new big money-maker! It’s a natural, it’s fool- 
proof, it's insured to work or else by a nationally-known insurance company! 
It's an exclusive that your competitors will have a hard time matching. 

Here’s just part of the exciting HYDROZO sales story: Laboratory and 
* field tested efficiency between 99% and 100%! It never failed once during 
years of actual use ina limited test area! The most economical, effective 
waterproofing ever known—this super-sealing, pore-filling, colorless 
plastic gum can be easily sprayed or brushed on concrete, brick, tile, 
stone, stucco, wood, canvas. In fact, it has a hundred or more uses with 
new ones turning up every day. And once on, you're rid of dampness, 

<& seepage, deterioration for a lifetime. It forms a surface protected from 
soot, dirt, rot, decay, and ideal for painting. 


ECONOMICAL— EASY TO APPLY 


HYDROZO goes on like paint, only faster, easier. Can be used inside 
and out. One gallon covers a hundred square feet of masonry or two 
hundred square feet of wood with two coats. It can even be mixed to 
make a weather-resistant waterproof paint! 


POSITIVE SALES-HELPS 


Whether dealer or distributor, your HYDROZO sales volume is assured 


<© by one of the most colorful and forceful sales promotion campaigns ever 


designed. Goes to consumer, dealer and distributor. 


Why not clip the coupon now and get one of the choice territories 
still open. You can be sure of immediate delivery of all the many 


gallons of HYDROZO your customers will want. Write TODAY for BIGGER 
PROFITS tomorrow! 


Please send the Big Profit 
HYDROZO Story at once. 


[) Dealer 





RECREATION ROOMS 


MILL WORK® 


L] Wholesaler 





Address 








City 




















IT WOULD 
TAKE A 
LONG NECK 
TO SEE ALL 
THE ANSWERS 
TO ALL YOUR 
SUPPLY 
PROBLEMS 


But 


ABESTO COLD ROOFING 
ADHESIVES ON YOUR 
SHELVES WILL ANSWER 
YOUR ROOFING SUPPLY 
PROBLEMS with complete sat- 
isfaction for your customers and 
real profit for you. 


DEERE LE 


nS 


Pept 
we} 
a 


Write for our prices, our free 
specification sheets, and explan- 
atory literature. 





ABESTO MANUFACTURING CORP. 
Michigan City, Indiana 














greatest danger is not in prices but in 
a bad assortment. 

Advertise to your trade you are 
in the sporting goods business. Put 
stickers on your salesmen’s automo- 
biles. 


To Retail Dealers: 


If you don’t carry sporting goods 

| put in a line. Go to your jobber first. 
Get a salesman who knows the line. 

| If you can’t add a complete line make 


| *.° 
a start. At least carry ammunition, 


hooks, sinkers, corks, lines, fishing 
rods. 
If you can make room, get an ex- 


| perienced sporting goods man to go 


in with you as partner, or if not as 
department manager at a reasonable 
salary or a share of the profits. 
Maybe take on an unusually intelli- 
gent young fellow and train him. 
Buy from a wholesaler and get a 


| good assortment. Better miss some 


sales at the start than have a lot of 


| over stock headaches. 


Your first year look out for the 


| “sporting goods bum.” Every town 
| has them—the slow and never pay- 
ers. A bad account can eat up the 


profits on a lot of sales. 
When a one cent postal card can 


| do the trick don’t use a three cent 


letter. 
Let the community know you are 


| in the sporting goods business. A 


lot of regular, small ads, appearing 
every week, will pull more business 


| than a big splash now and then. 


To the Would-Be Dealer: 


If you have experience and com- 
mon sense this warning is not for 
you. If you have the cash take a 
chance but remember three things. 
1. Good location; 2. right assort- 
ment; 3. low expenses. 

If you are not experienced—if 
you haven’t a fair amount of cash 
of your own—then get a job and 


| work at least a year for some suc- 
_ cessful merchant. 


Try to get some hardware man to 


_ take you on as a sporting goods de- 


partment manager. Try to work up 


| into a partnership. 


The best I have seen in small space 
about going into the sporting goods 
business for yourself is a pamphlet 


by Robert H. Johnson of U. S. De- 


partment of Commerce. 
Write to J. J. Callahan, promotion 
manager, Remington Arms Co., 


Bridgeport, Conn., and he will mail 
a copy free of charge. 

New York has just had one of the 
greatest sporting goods shows ever. 
The enthusiasm was immense. The 
only drawback was the crowd was 
so large you could hardly get around. 
I was especially interested in the 
very light, new boats and canoes 
made of aluminum and plastics. Just 
attach an outboard motor and let 
fly. I suppose next thing will be a 
small bottle of atomic power tablets. 


Three-Point Program 
Promotes Sales of 
Automotive Accessories 
(Continued from page 112) 


place a sign along side new mer- 
chandise which we have in stock, a 
sign telling the customer that he can 
come in and buy this item now.” 

Third, the automotive department 
has a mailing list consisting of cus- 
tomers who have formerly traded 
at the department. This list contains 
over 900 names. Once each month 
he mails a new arrival announce- 
ment to every name on the list. 

“This direct by mail advertising 
is important for the small town 
store,” Mr. Monk says. “The big 
city stores advertise in the city 
papers which come to every small 
town. The chains also advertise and 
send out catalogs. The regular 
monthly circular and announcement 
list on new arrivals tends to offset 
this big store advertising. It makes 
the customer, particularly the farm 
customer, feel that his small town 
store is up on its toes and after bus- 
iness and also it features some new 
arrival which is always news to the 
regular buyer. 

“I do not know how long the ar- 
rival of new merchandise will con- 
tinue as news to customers, but cer- 
tainly today it is that, and as news, 
is has the news value.” 

Warehouse requirements for the 
automotive and packaged oil depart- 
ment at the Monk store are very 
small. One room is used only for this 
department’s reserve stock. This 
room is 10 by 10 ft square and ar- 
ranged with double-decked storage 
bins. One hundred sq. ft for storage 
and 30 sq. ft. for sales and display. 

The selling cost on automotive 
items and packaged oil is less than 
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the average for the store. However, 
the markup is also slightly less than 
average. In developing the depart- 
ment, the firm has held to a policy 
of simplification. One make of oil 
and one brand of grease is carried. 
And in the accessory line, stock is 
limited to one or two sizes and items 
which will have the greatest appeal 
to the farm buyer. 

“The small hardware dealer,” Mr. 
Monk says, “cannot expect to go into 
the auto parts and general supply 
business. If he does not watch his 
buying he will find that he has done 
this. Lines must be limited. Offerings 
in a line must be limited. Simplifica- 
tion is the answer to success in the 
automotive and packaged oil de- 
partment.” 





Homeowners’ Supplies and 
Plumbing Items Build 
Volume for Haller’s 


(Continued from page 115) 


when these are more generally avail- 
able many of our regular customers 
are going to buy them,” says Mr. 
Haller. “The man who buys a shower 
stall and laundry tubs is a mighty 
good prospect for a water heater as 
well.” 

During a period when some mer- 
chandise was hard to get iri the war 
period and early peace era, Mr. Hal- 
ler scouted around and bought shower 
stalls, laundry tubs and similar items 
and managed to take care of much 
of his trade as well as keep many cus- 
tomers “appliance-minded.” He fig- 
ures to cash in on this interest from 
now on. 

Another item which Mr. Haller has 
handled in recent years is electrically 
operated water fountains. These are 
purchased by industrial concerns in 
his area, some of the fountains rang- 
ing up to $200 or more. 


REA Seeks 1329 
New Consumers 
(Continued from page 114) 


agencies can provide service to 3,655,- 
000 additional rural families, as com- 
pared with the 1,329,300 families to be 
served under the three-year REA pro- 
gram. 

If the five-year program is realized, 
and it must be remembered that these 
estimates are based on a continuing 


high agricultural income, it will involve | 








the expenditure of about $1,000,000,000 | 
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ONLY BRIGGS & STRATTON 


OFFERS THIS COMPLETE, 





WIDE-SPREAD SERVICE 


other countries, you will find Briggs & Stratton Auth- 
orized Service Stations. Operating under factory policies 
and procedures, they are again becoming fully equipped 
to take care of any emergency —to atijust, repair, or rebuild 
any model of Briggs & Stratton engines, even though it is 
a veteran of ten or twenty years of service. This author- 
ized service is maintained to protect your investment in 
Briggs & Stratton engines. It is an important added advan- 
tage, recognized alike by manufacturers, dealers, and users 
of appliances, farm machinery and industrial equipment. 


BRIGGS & STRATTON CORP., MILWAUKEE 1, WIS., U.S.A. 
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ARISTOCRAT 


DESIGN 


Housecleaning Time 


Means More Sales of 


tH 


PLASTIC HARDWARE 


a Carvanite Product 


Brilliantly colored, with a Full 
line of sales proven designs, 
these Modern Plastic knobs 
and pulls will sell themselves 
if you will just give them 
display room. We have dis- 
play boards in various sizes. 
Send for our price lists and 
Full color illustrations of the 


complete line. 
p 


PLASTIC CO. 


4641 Pacific Boulevard 
los Angeles 11, California 








for line construction and expenditures 
by old and new rural consumers, 
amounting to about $750,000,000 for 
wiring of premises, about $700,000,000 
for plumbing installations, and about 
$3,000,000,000 for electric appliance 
and equipment purchases. 

Under the five-year private and gov- 
ernment program the amount of mate- 
rials required would increase to almost 
20,000,000 wooden poles, 3,600,000 
meters, 3,000,000 transformers, and 2,- 
500,000 miles of conductor. 

In addition, planned purchases by 
new consumers would more than dou- 


| ble greater area coverage. 


Estimates of installations under the 
five-year program inclue: 


2,800,000 Electric refrigerators 
1,750,000 Water pumps 
700,000 Electric ranges 
1,500,000 Bathtubs and showers 
200,000 Feed grinders 
1,150,000 Septic tanks 
3,000,000 Electric irons. 


In addition, as indicated by the previ- 
ous listing of intentions to purchase, 
rural consumers now having electric 
service will install at least as many in 
total numbers of each item. 





Social Security Is Facing Its Greatest Test 


(Continued from page 111) 


He would also like to see the cover- 
age extended to workers in every sort 
of business. 

Several measures to bring about 


| liberalization of the Social Security 


program are now pending in both 


| houses of Congress. The Wagner- 
_ Murray-Dingell bill in the Senate 


would, among other things, add an 
elaborate health program to the pres- 
ent set-up. A bill by Senator Kilgore 
to liberalize the unemployment-com- 
pensation program has been reported 
out of committee greatly altered from 
its original draft, but no early action 
is contemplated in the Senate. 

Many opponents of the latter mea- 


sure erroneously charged that it 
would establish a uniform scale of 
$25 weekly for a total of 26 weeks to 
all unemployed workers. In actuality, 
officials explain, no such uniformity 
is possible under the basic Social Se- 
curity Act, as the rate of payment 
remains always within the discretion 
of State authorities. 





But whether the changes come this 
year or not for several years board 
officials feel that they are equipped to 
meet whatever decision the uncertain 
economy of the times may impose 
upon them. And they expect their 
severest test in the next 12 months. 








Effective Background Shows Off Tools 





A neat effective display of tools, with some well proportioned lower step up 

shelves, is employed by George Schiedermayer & Sons of Appleton, Wis. The 

background of the display is of dark wood and the lower portion has a couple of 

step-up shelves on which items such as planes and small drills are placed and 

shown to good advantage. Saws of various types are hung on wall brackets, and 
the lower shelf display does not interfere with visibility of the upper. 
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MILLIONS 


OF ADVERTISING 
MESSAGES FOR 


REG. U.S. PAT. OFF. 


COOKERS... 


IN THE NATION’S 
LEADING MAGAZINES 
OVER AND OVER 
AGAIN THROUGHOUT 
1946.... 


To assure continued PRESTO 
sales leadership, and to insure a 
steady, growing demand for 
these remarkable utensils... 
Presto COOKERS again lead the field 
with colorful, attractive sales- 
impelling messages in the nation’s 
leading publications in 1946. Watch 
for these dynamic messages in: 
AMERICAN HOME 
AMERICAN WEEKLY 

(19 Sunday newspapers) 
BETTER HOMES & GARDENS 
CHRISTIAN SCIENCE MONITOR 
GOOD HOUSEKEEPING 
HOUSE AND GARDEN 
HOUSE BEAUTIFUL 
LADIES’ HOME JOURNAL 
MCCALL’S MAGAZINE 
METROPOLITAN GROUP 

(19 Sunday newspapers) 
PARADE (15 Sunday newspapers) 
PARENTS MAGAZINE 
SATURDAY EVENING POST 
SUNSET MAGAZINE 
THIS WEEK (21 newspapers) 
TRUE STORY 
WOMAN’S HOME COMPANION 
WOMAN’S DAY 


and in all leading URBAN and 
FARM PUBLICATIONS such as: 
FARM JOURNAL 
COUNTRY GENTLEMAN 
HOUSEHOLD 
SUCCESSFUL FARMING 
CAPPER’S FARMER 
PROGRESSIVE FARMER 
SOUTHERN AGRICULTURIST 


and in: 
WHAT’S NEW IN HOME ECONOMICS 
PRACTICAL HOME ECONOMICS 
AMERICAN COOKERY 

and OTHERS 


COPYRIGHT 1946 N. P. C. CO. 


At nee \ ec eM 
wr > 3 - 


¢c 0/3) 
PRESSED from 


Extra Heavy, Fines? 
Quality Aluminum 
(4 Quart Size) 


COOKER 


CAST from Special 
Extra Durable Finest 
Quality Simalloy. (4 
Quart) 


WORLD'S LARGEST MANUFACTURERS OF 


NATIONAL PRESSURE COOKER COMPANY PRESSURE COOKING AND CANNING UTENSILS 
General Offices and Factory: EAU CLAIRE, WIS. Branch Factories: LOS ANGELES, CAL. - WALLACEBURG, ONT. 
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Alert Salesmen Prevent Pilferage 


Buns retail hardware 


store displaying merchandise on 
tables or on ledge displays looses 
merchandise by pilferage. The mer- 
chandise is available there, so all the 
person engaged in petty stealing 
needs is the opportunity. Alert sales- 
people can deny this person the op- 
portunity and by so doing can cut 
pilferage losses. 


Plan Your Work 


The sales floor should never be 
left unguarded. Salesmen must leave 
the floor occasionally and it is not 
easy to keep someone there all the 
time, particularly now when stores 
are working short handed. However, 
every employee should have this in 
mind and try to plan his work so 
that when the store is busy he can be 
on the floor. 

Firms employing full time book- 
keepers will find that the presence of 
someone in the office surveying the 
entire sales floor will discourage 
customers intent on pilferage. It is 
a good plan to have the office ele- 
vated from two to three feet above 
the sales floor. Those in the office 
can look down on the entire store. 
Place the bookkeeper’s desk so that 
it faces the front of the store. This 
makes it very easy to watch cus- 
tomers who may be suspected of 
dishonest activities. 


Main Floor Displays 


Salesmen will be able to spend 
more time on the floor and not have 
to leave it unguarded if merchandise 
is all displayed on the main sales 
floor. This poses some problems in 
many stores, and they cannot be 
solved entirely. However, the use of 
modern fixtures with their increased 
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display capacity should enable every 
hardware store to improve and in- 
crease the merchandise that can be 
displayed on the main sales floor. 

Every customer deserves prompt 
attention when he comes into the 
store. The salesman who gives his 
customer prompt attention satisfies 
him and if he has any idea of en- 
gaging in unlawful pilferage he is 
denied the opportunity. Many cus- 
tomers like to browse around the 
store looking at this and that item. 
Such shopping is to be encouraged 
because it results in extra sales. 
Nevertheless, the salesman must 
watch these customers for two rea- 
sons. First. he must be alert so as to 
determine when to approach them 
to make a suggestion about the item 
in which the customer is interested. 
Second, he must watch so as to be 
on hand when the customer has sold 
himself. 


Employees who are alert and are 
watching customers so as to secure 
additional sales, will deny oppor- 
tunities to these customers for any- 
thing except the regular purchase of 
merchandise. 


Replace Items 


Here’s something else for you to 
remember. Very often when you are 
showing small items, such as pocket 
knives, you will have several before 
the customer at a time. Show one or 
two at a time and as soon as the cus- 
tomer has rejected one return it to 
its proper place. There is always a 
possibility that you may be called 
away for a moment and leave a con- 
siderable number of items out in the 
open where they represent a decided 
temptation to any person who has a 
tendency to pilfer. Put things away 
and you are always safe. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very poor. The 
correct answers to these questions will be found on page 212. 


Work the problem first—then substitute the figures 
of your own business for those in the problem 


1—Dealer had a stock of skis costing $1,500 at start of the season. 
He sold $1,200 at a margin of 33 1/3 per cent on the selling price. The 
balance of the stock of $300 was cleaned out at cost. Figure the margin 
in per cent of the selling price on the whole line. 


2—Sales in a hardware store were $42,000 for the year. 


Cost of 


goods sold were $28,560. Determine the dollar margin; also the mar- 


gin in per cent of the sales. 


3—List at least 12 items the serious fly fisherman will need in a 


fishing outfit. 


4—Name at least five features a bait casting reel should possess for 


it to be satisfactory. 


5—A bicycle costs the dealer $28.50 and the dealer sells it at $36.50. 
Find margin in per cent of selling price. 
(Answers on page 212) 
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turns passers-by into customers 


Modernize now— 
increase store traffic— 
boost sales 


TRIM, modern store’ front, a 
bright, smart interior, will 
draw more customers into your 
hardware store, sell more goods, 
make more profit for you. 
Many hardware merchants — 
and other retailers all over the 
country—have built a new, more 


attractive sales personality into 
their store fronts and interiors 
with Pittsburgh Glass and Pittco 
Store Front Metal. By moderniz- 
ing — inside and out — they have 
turned “lookers” into buyers, have 
widened their trading areas, in- 
creased sales. 

Now is the time to modernize 
your hardware store, inside and 
out, with Pittsburgh Glass Prod- 
ucts. See your architect to assure 
a well-planned, economical design. 
Our staff of experts will be glad 
to cooperate with you and with 


reciente ACC IPO annem 


him. And if desired, convenient 
terms can be arranged through 
the Pittsburgh Time Payment 
Plan. 

In the meantime, send the con- 
venient coupon for a FREE copy 
of our NEW booklet, which con- 
tains data and photographs of 
actual installations of Pittsburgh 
Glass and Pittco Store Front 
Metal. You will find inthis book- 
let a large selection of very practi- 
cal aids to your remodeling plans. 


Pittsburgh Plate Glass Company 





2122-6 Grant Building, Pittsburgh 19, Pa. 
Please send me, without obligation, your 

new, illustrated booklet, ““How Eye-Appeal 
Inside and Out—Increases Retail Sales.” 


“PITTSBURGH” 
STORE FRONTS and INTERIORS 


Name_- 


Address 


eer 


"PITTSBURGH sland for Zualily Glass and (hint 
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KAUFMAN BECOMES PRESIDENT 
OF HIBBARDS’ UPON WHIPPLE'S 
RETIREMENT TO BOARD CHAIRMAN 








| 


C. J. WHIPPLE | 


Hibbard, Spencer, Bartlett & | 
Co., wholesale hardware firm, 18 
So. Michigan, Chicago, an- 
nounces the voluntary retirement 
of C. J. Whipple from its presi- 
dency, effective March 9, 1946, | 
after 20 years of service in that 
office. At the company’s March 








| 
| 
| 
| 
| 


| 


FRANK B. KAUFMAN | 
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| man, 


| cantile 


OTHER EXECUTIVE CHANGES ANNOUNCED 


directors’ meeting, Mr. Whipple 
was elected to the chairmanship 


of the board. He is succeeded 


in the presidency by Frank B. 





in 1932. 
| C. J. Whipple, now chairman, 
| has always taken a leading and 


Kaufman, sales manager of the | pioneering part in hardware in- 
Company since 1932, a director | dustry planning and activities, 


since 1934, and vice-president 
since 1936. 
Other changes among 


the | the National 


|as well as in general civic af- 
| fairs. He is a past president of 


Wholesale Hard- 


. . | "J a 2 7} ; ; 
company’s executives include the | Ware Association, and is now a 


election of Frank Hibbard as | 


member of its executive board. 


chairman of the newly-consti-| His present directorate affilia- 


tuted executive committee, and 





0. W. AHL 


the retirement of Frank H. War- | 


ren, vice-president since 


Mr. Trusdell as secretary. 

The new president, Mr Kauf- 
started in the hardware 
business with Frank Price Mer- 
Co., Mount Pleasant, 
Iowa, in 1905, and came to Hib- 
bard’s on January 15, 1906. 


After three years, Mr. Kaufman 
was assigned to a territory in 
northwestern Illinois, whence he 


1926, | 
and R. V. Trusdell, secretary | 
| since 1936. O. W. Ahl succeeds 


| tions include the First National 
| Bank of Chicago, Western Elec- 
| tric Co., Inc., Atchison Topeka 
land Santa Fe Railroad, Co- 





was called in, as sales manager, | 


lumbia Mills and Northwestern | 


Mutual Life Insurance Co. 





| | WICKWIRE SPENCER 
| | PROMOTES CURRY 


J. G. Curry has been appoint- 
| ed assistant sales manager of the 
| structural products 
Wickwire Spencer 
| Fifth Ave., New York 18. 

Mr. Curry has been with the 





Steel, 500 







EDMOND A. NEAL 


NICHOLSON FILE GETS 
EDMOND A. NEAL AS 
SALES PROM. MGR. 


The Nicholson File Co., 23 
Acorn St., Providence, R. I., has 
appointed Edmond A Neal a 
sales promotion manager. A- 
assistant to Harry L. Whitney, 
director of sales, Mr. Neal will 


| specialize in sales and market 
analysis and in the developmen! 
| of sales territories. 


division, | 


company for some years and has | 


| recently been assigned to special 


the merchandising and promotion 
of Clinton Welded Fabric. He 
will be in the structural prod- 
ucts department’s general sales 
| offices in Buffalo. 


P. V. MILES REPRESENTS 
JUSTRITE IN WEST 


Paul V. Miles, formerly asst. 
sales manager, Railroad and IIlu- 
minating Dept., Corning Glass 
Works, Corning, N. Y., has been 
appointed western manager of 
the Justrite Mfg. Co., 2061 South- 
port Ave., Ghicago. Mr. Miles is 
located in San Francisco with 
temporary quarters now at 1085 
Monadnock Bldg. 


} 
| 
| 
} 





| sales work in connection with | 
| 
| 
| 
| 
| 








Mr. Neal has had _ several 
years of practical market re- 
search experience and six years 
of field representation in the 
Philadelphia and greater New 
Yotk areas. 


TRIMZ APPOINTS 
MERCHANDISING 
MANAGER 


Norman A. Glantz has been ap- 
pointed merchandise manager for 
Trimz Co., Inc., Chicago, it was 
announced today by Stewart 
Roberts, vice-president and gen- 
eral sales manager of the com- 
pany. Trimz Co., Inc., is a 
division of United Wallpaper, 
Inc. 

Mr. Glantz will take charge of 
the Trimz company’s “Major Store 
Promotion” program, and will 


also head up the company’s en-. 


tire field service organization. 
For almost four years before 
joining Trimz, Mr. Glantz served 
as a major in the Army Air 
Forces, in England and _ the 
China-Burma-India theater. 
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Philip J. Thompson Retires; 


Philip J. Thompson after 51 
years with the Stambaugh- 
Thompson Co., 114 W. Federal. | 


| eral manager. 


James B. Thompson, who suc- | 
ceeds him as president. In 1907 | 


he was elected general manager 
and in 1915 president and gen- 
His son and suc- 


| cessor has been general manager 





PHILIP J. THOMPSON 


| Youngstown 
| Scouts, the Community Chest, a | 


Youngstown, Ohio, wholesale and | 
retail firm, has handed over the 
reins of the business to his son, 


of the firm since 1930. 
Painting 


| in 1942 he was 


Son Heads Youngstown Firm | 


15 years. In 1937 he was ap- 
pointed plant superintendent and 
elected vice- 
president. Since 1943 he has 
been operating in the capacity 
of executive vice-president and 
general manager. 


BENDIX CREATES 
NEW SALES POST 
FOR CRAIGHEAD 


Norwood D. Craighead has 





| been named tosthe new position | 


and flower-growing | 


have been favorite hobbies of | 
Mr. Thompson for many years. | 


He specializes in iris and 


peonies and likes to lay out gar- | 
dens to achieve special color ef- | 


fects. 


His studio, behind his home, | 
was converted from a chicken | 
coop when he gave up another 


hobby of raising poultry. 


Mr. Thompson is a director of | 
He helped found | 


three banks. 
the Youngstown Community 
Corp. and is active in the af- 
fairs of the 
merce, the schools, 


the 


city 


College, Boy 


local art institute, and_partici- 


pated in war bond campaigns in | 


both World Wars. 








GLOLITE CORP. ADDS 
TWO REPRESENTATIVES 


The Glolite Corp., Chicago, 
subsidiary of Noma_ Electric | 
Corp., and manufacturers of re- 
ligious and Christmas specialties, 
including the “Glolite” Christ- 
mas tree, and toys, has appointed | 
Harold Kroloff as Pacific coast 
representative with offices at 60 
Federal St., San Francisco; and 
Paul Shapiro, until recently a 
captain in Army Ordnance, to the | 
Chicago sales force. 


HAROLD F. BRANDT 
HEADS DOBBINS CO. 


Harold F. Brandt has been | 
elected president and _ general 
manager of the Dobbins Mfg. 
Co., Elkhart, Indiana, and North 
St. Paul, Minn., succeeding | 
H. E. Brandt who becomes chair- 
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man of the board of directors | 
and treasurer. 

Harold F. Brandt has been as- 
sociated with the company for | 


HAROLD F. BRANDT 


Chamber of Com. | 
the | 


pointed. 


| dent 
| Toseph J. Mattiello, Ph.D. 


of assistant sales manager of 
Bendix Home Appliances, Inc., 
3300 W. Sample St., South Bend 
24, Ind. 


| 


Mr. Craighead will continue to | 


NORWOOD D. CRAIGHEAD 


serve as retail merchandising 


RUSSELL HARRINGTON 
ADVANCES DORRELL 
TO PRESIDENCY 

Charles E. Dorrell was elected 
president and general manager 
of the Russell Harrington Cut- 
lery Co., Southbridge, Mass., at 


CHARLES E. DORRELL 


| the annual meeting of the com- 


pany, Feb. 19. John A. Dicker- 
man was named vice-president 
in charge of manufacturing, and 


| Harold M. Smith, treasurer. 


| Elmer L. 
| O. Cozzens, 


firm are: 
Charles 
John 


Directors of the 
Schumacher, 
Ira Mosher, 


| A. Dickerman, Harold M. Smith, 
| Harry C. Ray and Mr. Dorrell. 


A high percentage of this 


| company’s work during the war 


had been professional and_in- 


manager and director of sales | dustrial types of cutlery for 


training until his successor is ap- 


He Bendix 


joined 


| after 22 years’ executive experi- 
| ence in specialty sales training, 


| 


in 1945, | 


sales promotion, sales manage- | 


ment, advertising and merchan- 


| dising. 


JOHN H. SCHUMANN 
RETURNS TO HILO 


After serving for over five 
years in the Coast Artillery, Lt. 
Col. John H. Schumann, now on 
terminal leave, rejoined the Hilo 
Varnish Corp., Brooklyn 6, N. Y., 
as associate technical director 
and assistant to the vice-presi- 
and technical director, 





meat packers, food processors 
and industry but with the easing 
of war requirements for steel, 
production on its regular lines 
is gradually increasing to in- 
clude shortly a full line for home 
use. 


MISTLER MANAGING 
STERLING HARDWARE 


George Mistler is now vice- 
president, director and manager 
of the Sterling Hardware Co., 
Hazard, Ky., wholesale hardware 
firm, succeeding the late O. B. 
Noel who died Sept. 22, 1945. 
Mr. Mistler has been associated 
with the firm for the past 23 
years and was formerly assistant 
manager and a director. 
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MEN WHO KNO 
AND WSE roots” 


*POP’ WALKER is known in the tool 
industry — for ‘Pop’ knows tools. For over 
a@ quarter of a century ‘Pop’ Walker has been 
working with steel — pouring — tempering 
— testing — forging — developing a steel 
for tools that would do more than it was ever 
called upon to do. This is why PW tools are 
tops. They not only look like ‘jewels’ but per- 
form and last. ‘Pop’ Walker tools stand tests 
they will never be called upon to meet in 
ordinary use. PW tools are unconditionally 
guaranteed. These ‘jewels in tools’ are mount- 
ed on attractive display boards. Write today 
for ‘Pop’ Walker's latest catalog and full par- 


ticulars. Address, Dept. A.H. 461. 


POP 


WALKER 








WALKER MANUFACTURING CO. 


MERCER, PENNA. 











GRAY CO. ACQUIRES 
.NEW LUBRICATORS 


Manufacturing rights on “Gun- 
Fil” lubricators have been ac- 
quired by the Gray Co., Inc., 60 
llth Ave., N. E., Minneapolis, 
Minn., manufacturers of lubricat- 
ing equipment, and are now in 
production as part of the Gray 


| Co. industrial line. 


Designed in four sizes, with 
lubricant capacities ranging from 
% ounce to 8 ounces, pressure- 
filled “Gun-Fil” lubricators are 
claimed automatically to dispense 
oil or grease in a measured, uni- 
form flow to a moving bearing, 
and stop feeding lubricant when 
a bearing becomes motionless. 
Six interchangeable valves, with 
distinctive colored caps for iden- 
tification, are supposed to exert 
varying degrees of control of feed 


| on greases of different densities. 


MRS. PAULINE TREISCH 
HOME SERVICE DIR. 
OF TAPPAN STOVE 


Mrs. Pauline Treisch has been 


|} named director of home service 


for the Tappan Stove Co., 250 
Wayne St., Mansfield, O. 

Mrs. Treisch taught home 
economics at Glenford, O., high 
school before starting with the 
Ohio Fuel Gas Co., where she 
was engaged in home service ac- 
tivities for 10 years. She was 
recently named a member of the 
American Gas Asso. home service 
committee. 





JAMES FERGUSON 


FERGUSON PROMOTED 
BY GENERAL BOX 


James Ferguson, long asso- 
ciated with the General Box Co., 
as sales and production mgr. of 
the Kansas City office, was re- 
cently promoted to sales man- 
ager. Mr. Ferguson, who is to 
be located in Chicago, will work 
directly with N. A. Fowler, di- 
rector of sales and research for 
General Box Co. 

Mr. Ferguson began in the 
packaging industry with the Con- 
tinental Box Co., Houston, Tex., 
which company later became a 
division of General Box Co. While 
in Kansas City, Mr. Ferguson 
was placed in charge of sales, 
and later took on the responsi- 
bilities of production. 








A WINCHESTER FOR GENERAL WAINWRICHT. In a pro- 
gram honoring Gen. Jonathan M. Wainwright, the Tarrant 
County War Finance Committee of Fort Worth, Texas, pre- 
sented the hero of Bataan a Winchester DeLuxe Model 2!. 
The shotgun which the General is shown holding was procured 
by the committee from Leonard Bros., Fort Worth hardware 
dealers, through Peden Iron & Steel Cac Houston, Texas, 


wholesale house. 
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CHARLES H. BARNES, ONE OF THE COUNTRY’S BEST 
KNOWN GUN DESIGNERS, was feted by his co-workers at 
Remington Arms Co., Inc., at a banquet on the eve of his 
recent retirement after 46 years of active service with the 
company. Pictured with him are: (back row, left to right) 
Robert Strait, Ed Wemple, Nick Denhup and R. R. Carey; 
(front row) S. (Dan) Carroll, Mr. Barnes, H. A. Brown, man- 
ager, development division, and George O. Clifford, technical 
director. 

Mr. Barnes’ associates presented him with a precision drill 
press for his home workshop. Mr. Barnes’ interest in guns 
dates back to the days of his early youth. His first efforts 
at gun-smithing were undertaken at the age of 10 when he 
re-designed a Flobert .22 caliber rifle to take a stronger 
cartridge. He got off to a bad start as the gun blew up, but 
this did not deter his ambition in the gun-designing field. 

Mr. Barnes designed the Model 16, Remington's first auto- 
loading .22 caliber rifle; redesigned the Enfield military rifle 
into a sporter and made the original model of Remington's 
well known Model 720, high power bolt action sporting rifle. 








F. D. BACON ENTERS automotive accessories, toys, 


NEW FIELDS 


F. Dale Bacon, general mana- 
ger of the fire extinguisher divi- 
sion of The General Detroit 
Corp., is resigning, March 1, to 
devote his full time as president 
of the Floodbeem Flashlight Co., 
the Wetstart Mfg. Co., and Bal 
Dart, Inc., merchandising organi- 
zation, with offices in 808 Trans- 
portation Bldg., Detroit 26, Mich. 

In his new connection Mr. 
Bacon will supervise the sale and 
manufacture of “Floodbeem” 
flashlights, a flashlight of new 
design. He will also engage in 
the marketing of model gasoline 
motors, 1% HP gasoline motors, 


F. DALE BACON 
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photographic accessories, house- 
hold appliances and fire fighting 
products, including fire protective 
surface coatings. 


1946 CREDIT MANUAL 
OF COMMERCIAL LAWS 


The National Association of 
Credit Men, 1 Park Ave., New 
York 16, New York, has an- 
nounced publication of the 1946 
edition of the Credit Manual of 
Commercial Laws. This edition 
of 774 pages provides a discus- 
sion of the legal steps of credit 
transactions from the time the 
order is received until the amount 
is collected. A special check 
list of those steps is included as 
an introduction to the new edi- 
tion. 

Other subjects covered in the 
Manual are the basic laws of 
contracts, sales, the laws regu- 
lating corporations in trade, se- 
cured sales contracts such as 
conditional chattel mortgage. 
lease contracts, etc. Also dealt 
with is general bankruptcy pro- 
cedure, Fair Trade Acts, sales 
and use taxes, export sales and 
credits, assignment of accounts 
receivable with a summary of 
state laws governing, Soldiers’ 
and Sailors’ Relief Act, and Ser- 
vicemen’s Readjustment Act, also 
a complete summary of state laws 
on the requirement for bonds 
and public works. 

















Camillus 
has the edge! 


Not only in the extra keenness of 
every blade does Camillus have the 
edge, but also in an over-all superiority 

in manufacturing and merchandising 
fine-quality knives . . . at low relative 
cost. Top-quality materials, expert 
workmanship, modern equipment as- 
sure manufacturing excellence. Mer- 
chandising supremacy is achieved 
by smart packaging, forceful sales 
promotion and up-to-the-minute 
display. The result for you of this 
all-over superiority is larger prof- 

it through faster sales, efficient 
handling and more frequent 
turnover. To get the greatest 

return from your pocket knife 
business, sell the CAmittus line. 
Camillus Cutlery Company, 

New York 17, New York 


NS 2 
2 

\ 
»f the oldest and 


manuf rs of 


ca, founded 


70 years ago by Adolph 


CAMILLUS 


MA Soe & Sc Oe = 





STANLEY G. FISHER 


S. G. FISHER MANAGING 
NEW DISHWASHER DIV. 
FOR UNIVERSAL 


Stanle; G. Fisher has been an- 
nounced as sales manager of the 
newly-established dishwasher di- 
vision, at Universal, by Landers, 
Frary & Clark, New Britain, 
Conn, 

Mr. Fisher was formerly con- 
nected with Westinghouse Elec- 
tric Corp. for eight years, first in 
the advertising department and 
later in the dishwasher depart- 


NEW FIRM ENTERS 
HAND TOOL FIELD 


Assets and patents of the Bi- 
Metallics Products Corp., form- 
erly of Chicago, have been ac- 
quired by Sullivan Industries, 
Inc., Sullivan, Ill. 

In announcing the purchase, 
Paul L. Temple, presideni of 
Sullivan Industries, stated that 
patents used largely in the manu- 
facture of the official Boy Scout 


axe will now be utilized for the | 
manufacture of a complete line | 


| tion, Feb. 20-22, 


of hand tools for household and 
professional use. Sales and 
merchandising plans will be an- 
nounced upon completion of a 
market study. 

The manufacture of hand tools 
will be conducted as the Repub- 
lic Tool Div., of Suilivan Indus- 
tries, Inc. General offices are in 
Sullivan, Ill. Executives of the 
new firm are: Paul L. Temple, 
president; Gordon Knoblich, 
vice-president; Harry W. Hoob- 
| ler, sales manager; Tony Balta- 
kis, production manager; William 
| H. P_urens, production engineer: 
|and John Schaljo, purchasing 
agent. 


/STRATTON & TERSTEGGE 
PERSONNEL CHANGES 


After 23 months in the Navy 





NEW ENGLAND Hardware Dealers Association in conven- 
1946, at the Statler Hotel, Boston, Mass., 
elected Henry Rollins, Waterville, Me., as president succeed- 
ing Lucius C. Chandler, Newton Center, Mass. j. C. Curtis, 
Berlin, N. H., is vice-president. Russell R. Mueller, Boston, 
Mass., is executive secretary. Directors are: A. L. Averill, 
Barre, Vt.; Raymond Crompton, East Greenwich, R. I.; Victor 
L. Hubert, Mansfield, Mass.; Forrest Longley, Norway, Me.; 
James P. Mackey, Brookline, Mass.; D. W. McMahon, St 
Albans, Vt.: John E. Swanson, Portsmouth, N. H.; Frank J 
Toole, Pawtucket, R. I.; Merritt Treat, Hartford, Conn.; 
Arthur J. Moreau, Manchester, N. H. (reinstated following 
service in the armed forces) and Carl Williams, Ware, Mass. 
(new). The convention urged Congress amend tax laws so 
as to require co-ops to pay taxes on same basis as corpora- 
tions with which they compete; opposed repeal of the Miller- 
Tydings law and urged that more manufacturers Fair Trade 
their products; and protested the OPA cost absorption policy. 
In photo, left to right: Messrs. Chandler, Mueller, Rollins and 
Curtis. 








38 months in the Air BASIC MFRS. SALES 


serving 
Force. 





ment. 
manager of dishwasher sales and | 


In 1937 he was made|C. Coleman Ellis has returned to 
Stratton & Terstegge, P. O. Box 
1859, Louisville, Ky., hardware 
wholesale firm, and is now buyer 
of sporting goods, cutlery, me- 
chanics’ tools and harness. He 


in 1940 he was transferred to the | 
laundry equipment department as 
sales development manager. In 
1942 he entered the Navy as a| 
lieutenant (j.g.) where he was| has been with the company for 
in the torpedo production divi-| seven years as assistant advertis- 
sion of the Bureau of Ordnance.| ing manager and city salesman. 
At the time of his separation, on | With Mr. Ellis will be Charles F. 
Jan. 5, he was a lieutenant com-| Atkinson, Jr., assistant buyer, 
mander, | who also has just returned after 








OHIO HARDWARE ASSOCIATION officers elected at the 
52nd annual convention, Feb. | 1-14, Netherland Plaza Hotel, 
Cincinnati, are left to right, John B. Conklin, Columbus, sec- 
retary-treasurer; A. H. Carpenter, Athens, retiring president, 
and Carl E Graeff, Dayton, president. Other officers elected 
are: L. P. Vallery, Waverly, vice-president, and new directors, 
A. H. Houk, Carey; H. E. Louis, New Holland; and H. E. 
Carroll, Bryan. 

The association favored petitioning Congress to amend the 
tax laws to require cooperatives to pay taxes; to maintain the 
Miller-Tydings Amendment and to require OPA to eliminate 
its price absorption policies. 
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James H. Brinton has been ap- 
pointed manager of a new 
specialty sales department, to 
handle the buying and super- 
vision of selling of all major ap- 
pliances. Mr. Brinton is quali- 
fied by long experience in the 
electrical field. 


HDWE. SQUARE CLUB 
CHANGES DATE OF 
SHORE DINNER 


The date of the 17th annual 
shore dinner of the Hardware 
Square Club of New York has 
been changed from May 7 to 
May 9, so at not to conflict with 
the Triple Mill Supplies conven- 
tion at Atlantic City. The dinner 
will be held at the Hotel Astor, 
New York. 


JOHN F. WILLIAMS 
V.P. OF VARLON 
John FE. Williams has been 
elected vice-president of Varlon, 
Inc., a division of United Wall- 





paper, Inc., Merchandise Mart, | 
Chicago 54. Mr. Williams joined | 
United Wallpaper, Inc., a year | 
ago to head the newly-formed 
Varlon division. 

For two years, prior to join-| 
ing United Wallpaper, Inc., he | 
was general manager for the 
Charles Daniel Frey advertising 
agency, Chicago 


MOVES TO NEW YORK; 
COULTER REJOINS 


Basic Manufacturers’ 
Corp., which had its _head- 
quarters in Pittsburgh has 
moved them to New York, where 
they are now located in the 
Sun Bldg., 280 Broadway. 
Lines are handled on a state or 
national basis, and in some 
cases the firm contracts for the 
complete output of independent 
manufacturers. 

Everett Foster, president, has 
announced that David A. Coulter 
will rejoin the firm established 
by his father in 1921]. as vice- 
president and director of mar- 
keting, and will have his offices 
in the New York headquarters. 


Sales 


DAVID A. COULTER 
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CHAMPION Fluorescent and Incandescent Lamps are made and dis- 
tributed on the basis of providing you with all the profit there is in 
this sure and steady volume item. 


CHAMPION Lamps have the quality to get you the repeat business. 


CHAMPION Lamps are easy to handle and to sell. Na red tape or 


restrictions of any sort. 


CHAMPION Lamps make you the most money. Low cost production, 
low overhead and a clean-cut hardware wholesaler-to-retailer policy 


means maximum profit margin for you. 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 


Lynn, Massachusetts 


DIVISION OF CONSOLIDATEO ELECTRIC nd 
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BE prepared for big!946 moth season 


MAKE up to 42% 
PROFIT on this special 


LARVEX DEAL 
=m 


at No time fo lose— 


Deal Closes April 30th 


You pay for I]. You get 12!! 


This means up to 42% profit. So buy plenty of 
this red-hot Larvex deal now. May 1st dating: 
2%, June 1st; net June 15th. 


DONT TAME =| SOCKEROO NEW 


CHANGES Uf | ADVERTISING 
UNTRIED METH Hard-punching advertising 


Meres Sate PROVEN Wey in leading national mag- 


fo e azines plus powerful, 
attention-getting spot 


radio announcements — 
bound to set new sales 
One spraying lasts « whole yosr! 
Odlortess- No 








peak in 1946! 


LARVEX SALES 
JUMP 494% 


in 5 years 


So get your share of these 
easy, slick profits by 
stocking, displaying and , 
pushing this sure- 

fire item. 











The sure 
safe way to 
MOTH- PROOF 


LARVE 
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heme} SHEAR & SCISSORS TIPS 


When do Scissors 
begin to be Shears? 


- 


Try that one on your customers some time. You'll be 
surprised to see how few of them know the answers. 

Of course you know that scissors grow up into 
shears as soon as they pass the six-inch mark when 
measured from bow to tip. 

And then there’s the bow or handle feature. (Only 
shears have one bow for the thumb and one for two 
or three fingers). Bows on scissors are equal in size 
and shape. 

And here’s another tip we hope you'll keep in 
mind: Whether you’re buying or selling scissors and 
shears — you can look to Acme brands to set a new 
pace in performance and profit. 

Precision tooled by trained, skilled 
workers, Acme scissors and shears are made 
to make satisfied customers for you. 


ACME 


SHEAR CO. 
BRIDGEPORT 1, 
CONNECTICUT 





Makers of 
ACME 
EVERSHARP 
PURITAN 
WINDSOR 
KLEENCUT 
AMERICUT 











Keep Your Eye o7 ACME! 
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HOUSEWIVES CLAMOR For Longer 
Lasting Floor Beauty With Less Care 


Housewives everywhere are discovering how Self-Polishing Simoniz for 
floors gives the same longer lasting beauty that makes Simoniz famous 
for cars. It’s performance that counts. Millions of repeat sales prove “ 
there’s a tremendous ready-made market for you. Now this market is ex- 
panding sensationally because of stepped-up nation-wide advertising— 
in all leading national magazines, hundreds of newspapers, over coast-to- 
coast radio stations, and on thousands of outdoor signs. Your profits are 
unlimited. Cash in on the 

tremendous demand for 

Self-Polishing Simoniz. It’s 

better-by-far. Order from your 

jobber today! 


THE SIMONIZ COMPANY, Chicago 16, tf. 


B °o te ] s T Y °o UW 4 PER CASE YOU PAY | YOU SELL FOR | YOUR PROFIT 
eR OFITS WiTH Pint (12) 4.96 7.08 2.12 
Quert (12) 8.23 11.76 3.53 


THIS FAMOUS NATIONALLY Ya Gallon (6) | 7.16 9.54 2.38 
ADVERTISED TRADE-MARK Gallon (4) 8.67 11.56 2.89 
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W. F. HOPKINS NOW 
DECATUR & HOPKINS V.P. 


W. F. Hopkins was recently 
elected vice-president of Decatur 
& Hopkins Co., 93 Berkeley St., 
Boston, Mass., hardware whole- 
saler. He rejoined the company 
following three years as an in- 
structor in the Naval Air Corps 
at Memphis, Tenn. He was a lieu- 
tenant senior grade. 

A son of F. E. Hopkins, presi- 
dent of the company, he is also 
assistant sales manager of the 
organization, and previous to 
serving as a naval officer had 
been affiliated with Decatur & 
Hopkins since 1933. Other off- 
cers of the company are Harold 
H. Snow, secretary, and James N. 
Jones, treasurer. Gordon Farr, as- 
sistant general manager, and 
Amos Taylor are directors. 

Raymond Evans, former as- 
sistant sales manager in charge 


W. F. HOPKINS 


of builders hardware, is now 
buyer of the housewares depart- 
ment. Frederick Waterman, who 
was in the Seabees for two and 
a half years, has rejoined the 
plumbing department as buyer 
of the plumbing department. 


GRATON & KNIGHT CO. 
TO SELL THROUGH 
HARDWARE DEALERS 


The Graton & Knight Co., 
356 Franklin St., Worcester, 
Mass., manufacturer of industrial 
leather products, is inaugurating 
a new program of distribution 
through retail hardware outlets. 


Market studies have been com- | 
| officers photographed above: left to right, Cari Baldridge, 


pleted and several leading whole- 
sale jobbers have been contacted 
for the proposed line, which will 
be merchandised under the name 
of “Graton & Knight Green 


Line,” as opposed to the “Graton | 
and Knight Orange Line” which | 


will continue to be handled by 


the industrial mill supply houses. | 


The introductory item will be 
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VIRGINIA RETAIL HARDWARE ASSOCIATION at its an- 


nual convention, 


Feb. 25-27 at Roanoke, Va., elected the fol- 


lowing officers—left to right, front row: A. B. Hill, Ports- 
mouth, vice-president; R. W. Harris, Newport News, president, 
and C. W. Cleaton, South Hill, retiring president; rear row, 
left to right, G. T. Omohundro, Jr., Scottsville, secretary- 
treasurer; C. R. Dorrier, Scottsville, and L. W. Heartwell, 


Jr., Winchester, directors. 


In its resolutions the association favored taxing of coopera- 
tives; elimination of the OPA price absorption policy and the 
retention of the Miller-Tydings Amendment. 








a complete and new line of 
“Waterwell” cups and_ valve 
leathers. 

Merchandising aids will be 
supplied to the retailers through 
the wholesale jobbers. 


KERR, VICE-PRESIDENT 
ROCKWELL MFG. SALES 


A. J. Kerr, formerly general 
sales manager, has been elected 
vice-president of sales of the 
Rockwell Mfg. Co., Pittsburgh. 

Mr. Kerr has been associated 
with the company for more than 
20 years. In 1944 he was made 


| general sales manager. 


As vice-president of sales Mr. 
Kerr will coordinate the market- 
ing activities of the various sub- 
sidiaries and divisions. These in- 





clude Pittsburgh Equitable Meter 
Division, Nordstrom Valve Co., 
Rockwell Machine Co., The Delta 
Manufacturing Co., The V & O 
Press Co., Edward Valves, Inc., 
The Crescent Machine Co., 
Rockwell International Corp., 
Monessen Foundry and Machine 
Co., and Arcade Manufacturing 
Division, 


PENNSALT MOVES KRESS 
TO CLEVELAND 


Robert W. Kress of the special 
chemicals division, Pennsylvania 
Salt Mfg, Co., Philadelphia, has 
been promoted from assistant to 
Joseph W. Manz, senior sales ser- 
viceman in Chicago, to senior 
sales serviceman of the northern 
Ohio area. He will make his 


) headquarters in Cleveland. 








INTERMOUNTAIN 


ASSOCIATION 


Feb. 


in convention, 


25-26 at the Hotel Utah, Salt Lake City, Utah, elected the 


Idaho Power Co., Boise, Idaho, director; L. V. Morgan, Mor- 
gan Hdwe., Burley, Idaho, vice-president; John A. Anderson, 
Anderson Hdwe. & Implement Co., Heber, Utah, president 
(reelected) ; Leon L. Weeks, Boise, Idaho, secretary-treasurer, 
and Fred Miller, Miller Hdwe., Caldwell, Idaho, past president. 

It was resolved by the association to petition Congress 
against tax exemption privileges of cooperatives; to retain the 
Miller-Tydings Amendment; to require the OPA to withdraw 
its price absorption policies; to secure a better distribution 
system of surplus commodities and war materials. 


ASHBAUCHER NAMED 
TO N. Y. SALES OFFICE 
AM. STEEL & WIRE 


B. M. Ashbaucher has been ap- 
pointed manager of the electrical, 
wire rope and construction ma- 
terials department of the New 
York sales office of the American 
Steel & Wire Co., 71 Broadway, 
subsidiary of U. S. Steel Corp. 
At the same time C. W. Meyers 
has been named assistant mana- 
ger of the wire rope and con- 
struction materials division of 
the company’s general sales de- 
partment in Cleveland to succeed 
Mr. Ashbaucher. Mr. Meyers will 
also continue his duties as 
special representative to the avia- 
tion trade. 

Mr. Ashbaucher has been asso- 
ciated with the American Steel & 
Wire Co. for over six years. In 
1940 he was made a correspon- 
dent in the electrical, wire rope 
and construction materials divi- 
sion and in March, 1944, he was 
named assistant manager, the 
position he now relinquishes. Mr. 
Meyers started with the company 
in 1923 as a chemist at the Cuya- 
hoga Works, Cleveland. 


NORTON MAILMAN JOINS 
PAL BLADE CO. 


Norton Mailman, formerly 
Eastern regional sales manager 
of Eversharp, Inc., has been ap- 


NORTON MAILMAN 


pointed to the post of assistant 
to the president of Pal Blade 
Co., Inc., and the Pal and Per- 
sonna affiliated and associated 
companies. The companies man- 
| ufacture Pal and Personna razor 
| blades as well as Pal and Per- 
| sonna cutlery. Executive head- 
| quarters are in New York. 

| Mr. Mailman was associated 





with the Eversharp Co. for five 
years, served as personnel man- 
ager with the Bendix Aviation 
Corp. radio division for two 
| years, and prior to that, was with 
Sheaffer Pen Co. for five years. 
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PYREX WARE MASS DISPLAY 
PAYS 300% DIVIDEND J 


F YOU have ever wondered how mass display would 

work for you, just listen to this: “Since we have 
used a mass display our Pyrex ware sales have in- 
creased about 300%, and now we purchase in 10 and 
50 case lots insuring a very satisfactory profit.’”’ That’s 
the story from the progressive Custer Hardware 
Company of Renton, Washington. (Photo above.) 


Here’s another one; this time from the Clark Hard- 
ware Company in Jamestown, N. Y.: “Our Pyrex 
ware sales have increased each year but in the last five 
months, since we have used mass display, sales have 
trebled!”’ 


These are typical of dozens of statements that have 
come in to us from retailers, large and small, from all 
parts of the country. And to help give you an even 
better idea how Pyrex ware mass display can build 





_ Consumer 
Products Division 





sales volume, we offer you a new booklet. It contains 
twelve actual case histories of successful dealer ex- 
periences. It is fully illustrated. It is free. You will 
find it a valuable reference guide in the building of 
your Pyrex ware mass displays. Mail the coupon for 
your copy today. 





Consumer Products Division 
Corning Glass Works, Department A-3, Corning, N. Y. 


Please send me your free booklet ‘‘Use Mass Display and 
watch it pay.”’ 


Name haves tia aehiale h mceaaa RR ee See 
Address 
City State 
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CORNING GLASS WORKS 
CORNING, N.Y. 


Ask your distributor’s salesman for Pyrex ware dealer helps or write direct to 
Consumer Products Division, Corning Glass Works, Corning, N.Y. 
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$995 


Retails at 







Makes it easy to put-up 
or take-down clothesline. 
No tangles! No slack! No trouble! 


Your Customers Want Reel Tite | 


There’s a tremendous demand for this high 
quality clothesline reel. Get set for the big selling 
season ahead... order and stock Reel Tite now! 
Women welcome Reel Tite because it saves 
time and work on wash day. No knots to tie or 
untie — jusc crank handle until line is stretched 
tight. For outdoor or indoor use. 





Reel Tite is attractive in appearance — made of 
welded steel for extra 
strength—will not get 
out of order. Write 
for full information, 
prices, discounts. 





THE AUTO ARC-WELD MFG. CO. 


8009 GRAND AVE. + CLEVELAND 4, OHIO 
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Harrington & Richardson Honored 


By Marine Corps for Arms Record 


An award for “unselfish and 
tireless efforts and fulfillment of 
the requirements of the U. S. 
Marine Corps” has been made to 
the Harrington & Richardson 
Arms Co. 320 Park Ave., 
Worcester, Mass. 

In accepting the honor for his 
company, C. Francis Cowdrey, 
Jr., president, pointed out that he 
was doing so on behalf of the 
craftsmen in the H&R plant. 

Mr. Cowdrey recalled that in 
September, 1942, an order was 
received from the Marine Corps 
that approached the impossible. 
A quantity of the deadly H&R 
Reising sub-machine guns had to 
be at a specific port within 42 
hours, meaning a week’s quote 
had to be turned out at the plant 
in a day. Without going into 
details, Mr. Cowdrey pointed out 
that the job was done and the 
badly-needed guns were flown to 
the Pacific, greatly increasing the 
Marines’ fire-power and stem- 
ming the enemy horde swarming 
over Guadalcanal. 

With the development of the 
H&R Reising sub-machine gun, 
a new type of ground warfare 
was designed, “Shooting from the 
hip.” This method gave the 
American fighting man a tre- 
mendous advantage of extra fire- 
power and agility, without the 
loss of seconds in aiming and 
preparation. 

On the sea, H&R also played 
its part with its line-throwing gun 
kits. Modeled from a single- 
barreled shotgun, these line- 





throwing guns could fire a line 


from one ship to another to ex- 
change messages, mail and—in 
many istances—later establishing 
breeches-buoys for the transfer 
of personnel and injured. 
BUREAU OF STANDARDS 
ISSUES PAINT MANUAL 


When and how to apply paint 
aS a protective coating, how to 
mix paints and to prepare sur- 
faces to be painted, precautions 
to be taken and other painting 
lore will be found in a new 
pocket-size “Paint Manual” re- 
cently released by the National 
Bureau of Standards, Dept. of 
Commerce. 

The book is intended to serve 
primarily as a guide to agencies 
of the Government which buy 
paint under Federal specification, 
but it should prove helpful to 
any person using paints mixed 
on the job. 

Comments also are included on 
ready-mixed oil and varnish 
paints, interior as well as ex- 
terior wood surfaces, cement, 
masonry and metal surfaces. De- 
scriptions of approximately 60 
paints and paint products are in- 
cluded to enable the painter to 
choose suitable materials. 

The manual is_ technically 
known as Building Materials and 
Structures Report BMS 105. 
Copies bound in buckram may 
be obtained from the Superin- 
tendent of Documents, Washing- 
ton 25, D. C., at $1 each. 











ot ines Ml Mall’; 


1? ) 


” = 
+ thee 


MARCH OF DIMES MODEL RAILWAY: Lawrence Cowen, 
president, Lionel Corp., New York and former New York 


City mayor, James J. Walker, 
railroad di 


inaugurate the Lionel model 


display featuring a new engine that actually puffs 
smoke. Contributors dropped their 


imes in the dump cars 


which were then routed to the White House, where they were 


dumped. 






HARDWARE AGE. 























READING HARDWARE | material supply concern in Lex- 
' ENGAGES KNIPE | ington, Mass., for a period of 
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ire a line jest returned inom errs in the| rites Corp., Airtemp Div. ri 
her to ex- Navy in which he saw active duty four years, and earlier had served 
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stablishing ern region, Carrier Engineering 
> transfer | Corp. for six years. 
od. | His responsibility with Read- 
ing Hardware will be largely 
DARDS | management of the field sales 
NUAL organization. 
ply paint ; 
;, how to BALDWIN SHEDS BLUES, 
pare sur- REJOINS FRIGIDAIRE 
recautions F. H. Baldwin, former Pacific 
| painting Coast Zone manager, has re- 
n a new | turned to the Frigidaire organi- 
nual” re- | zation after thre- years’ service | 
National in the Navy and assumed the 
Dept. of position as Pacific Coast regional 
representative. 
sake Mr. Baldwin joined Frigidaire 
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, service manager and educational 
tig al r in both the European and Pacific | supervisor during his first stay 
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cluded on manager for the Reading Hard-|the Frigidaire distributor in 
varnish ware Corp. 17th and Samson| Seattle, Wash., as district repre- 
I as ex- Sts., Reading, Pa., manufactur-| sentative. In 1938 Mr Baldwin 
_ cement, ers of builders’ hardware. He| returned to Frigidaire as Pacific 
aces. De- reached the rank of lieutenant! Coast zone manager, a position 
ately 60 commander and won_ several|he held until his enlistment in 
ts are in- meritorious awards and citations. | the Navy in 1942. At the time of 
ainter to Before entering the service he| his discharge he had attained the 
8. operated a lumber and building | rank of lieutenant commander. 
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Photo Courtesy 
Marshall Field & Co. 


The truly simple treatment in design— 
without embellishment to distract the 
eye—is hardest of all to achieve. No 
design calls more for artistry—nor leads 
to greater beauty—than the refinement 
of line that distinguishes builders hard- 
ware styled by SAGER...correct Builders 
Hardware for both period and contem- 
porary design, created to blend authen- 
tically with any architectural plan. Dur- 
able, easy to install, hardware styled by 
SAGER lends distinction to many of 
the nation’s most beautiful buildings. 





WATERBURY CLOCKS AND INGERSOLL WATCHES 
were each awarded Certificates of Public Service by the 
Brand Names Research Foundation, Feb. 5, at a dinner at | 





BETTER STYLE IN BUILDERS HARDWARE by 


Cowen, the Hotel Astor, in New York. Pierre Godart, left, Director : 
y York of Sales of the United States Time Corp., Waterbury, Conn., 
model is shown receiving the certificates in behalf of Waterbury and 
y puffs Ingersoll from Donald B. Douglas, vice-chairman-elect of the 
ip cars Foundation. The Brand Names Research Foundation is a 
y were non-profit organization established to encourage the highest 


NORTH CHICAGO, ILLINOIS 


standards of product distribution. 
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NEBRASKA RETAIL HARDWARE ASSOCIATION'S re- 
tiring president M. C. Lord, Lord Hdwe., Indianola (left) and 
its new president, Thomas Peck, George Peck & Son, Rush- 
ville (right), elected at the annual convention, Hotel Fonte- 
nelle, Omaba, Feb. 19-21. Other officers elected were: first 
vice-president, Arthur C. Johnson, Arthur C. Johnson Hdwe., 
Kearney; second vice-president, J. Wilmoth, Johnson 
Hdwe., Omaha; Louis Grimm, Grimm Hdwe., Wauneta, new 
director. C. A. McCoy, Lincoln, was reelected secretary- 
treasurer. Directors reelected include Irwin G. Enke, Enke 
Hdwe., Emerson; H. S. Reitz, Reitz Hdwe., Chadron, and 
Ralph Hawkins, Hawkins Hdwe., Hebron. 








J. B. BUCKLEY NAMED | 
PREMIER MANAGER 

J. B. Buckley has been ap- 
pointed manager of the Premier 
Vacuum Cleaner Div. of General | 
Electric Co., in Cleveland. He | 


to his other duties, Mr. Buckley 
also directed the operation of the 
service department of the Premier 
| Division. 


FLEX-O-GLASS TO GET 


| NEW $50,000 PLANT 


Warp Brothers recently broke 
ground for a 12,000 sq. ft. addi- 
tion to its main factory at 1000 
North Cicero Ave., Chicago, 
which will cost approximately 
$50,000. This expansion should 
be completed in June and will be 
used for increased production 
facilities in connection with the 
manufacture of the various win- 
dow materials that Warp Broth- 





| 


|ers produce, such as “Flex-O- 


Glass,” ““Wyr-O-Glass,” “Glass-O- 
Net,” “Screen-Glass,” “Window- 
Fabric” and “Vi-O-Tex.” 


Warp Brothers now operate | 


three manufacturing plants in 


Chicago for making their vari- | 


ous products and this addition to 
the. main plant should help to 


BUFFALO BOLT FORMS 
SUBSIDIARY FIRM; 
WALKER HEADS IT 
Joseph C. Walker has been 
named president of Buffalo Inter- 
national Corp., newly formed, 
| with headquarters at 50 Church 


speed up deliveries to the deal- | 
ers, through their jobber connec- | 


tions. 
GREENFIELD JOINS 
SUPPLEE-BIDDLE Co. 
Robert N. Greenfield, Syracuse, 


has joined the sales force of the 
Supplee-Biddle Hardware 


Co., | 


507-519 Commerce St., Philadel- | 


phia 5, wholesale firm, and will 
cover the central New York state 
territory. 


SAPHIER TO REPRESENT 
FACTORIES IN NEW YORK 


Nathan Saphier formerly asso- 
ciated with Wm. L. Blumberg 
Co., Inc., wholesale hardware 
firm, as buyer, has resigned that 
position to enter the hardware 
specialty and electrical field as 
a direct 
in the New York metropolitan 
area. Mr. Saphier who had been 
associated with the Blumberg 
organization for 21 years is 
temporarily making his head- 
quarters at 258 Broadway, Room 
412, New York City. 

IMPORT-EXPORT FIRM 

ELECTS LEICHMAN 


International Associated Indus- 
tries, 1133 Broadway, New York 
City, announces the election of 
Carl M. Leichman as president of 
the company engaged in the im- 
port and export of tractors, hand- 
forged tools and other commodi- 
ties. 


factory representative | 


JOSEPH C. WALKER 


St., New York, as the foreign 
trade subsidiary of the Buffalo 
Bolt Co., North Tonawanda, 
N. Y. Mr. Walker also is Buf- 
falo Bolt’s New York district 
manager. 

Buffalo International according 
to Rudolph B. Flershem, presi- 
dent of Buffalo Bolt Co., will 
effect the distribution in world 
markets of the parent company’s 
products—bolts, nuts and rivets 
—and those of two other manu- 
facturing subsidiaries, the S. M. 
Jones Co., Toledo, Ohio, maker 
of oil well rods, and the Eclipse 
Lawn Mower Co., of Prophets- 
town, Ill. The foreign trade unit 
| has representation in 19 coun- 
tries. 








“peor ‘ ve voz 


J. B. BUCKLEY 


succeeds Ralph B. Wilson, re- 
cently appointed manager of 
manufacturing and engineering 
of the General Electric Co.’s 
electric vacuum cleaner division. 


Mr. Buckley became associated 
in 1925 with the Electric Vacuum 
Cleaner Co., Inc., and during the 
next 21 years rose through vari- 
positions to the office of 
comptroller. In 1931 he also be- 
came assistant to R. B. Wilson, | 
then executive vice-president of 
the Premier Vacuum Cleaner Di- 
vision. Since 1941, in addition 





ous 
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FRANKLIN HARDWARE & SUPPLY CO. held its annual banquet in the Adelphia Hotel, 
| Philadelphia, in connection with its annual convention, Feb. 5. Open house for the dealers 
was held by Franklin all day at its new warehouse, 918-928 N. Delaware Ave, Philadelphia. 
At a meeting held after the banquet the following officers were elected for 1946: Charles 
F. Parvis, president; Charles P. Reinboth, vice-president; George R. Park, treasurer, and F. 
Leon Herron, secretary and general manager. 
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SPRAYER AND DUSTER 
Basic Inventory Plan 


; 3 “This is IT” say dealers who use the Hudson Basic Inventory Plan. 
Now, with an investment of only $78.90, 


you can stock a Basic Inventory of This is IT—because from start to finish it’s a dealer plan. 

Hudson Sprayers and Dusters—in the . : ; 

nine patterns that 9 out of 10 customers It hits right at the heart of those continuous dealer problems: 
want. excessive investment, losses on season-end close-outs. It solves the 








investment problem with a basic inventory of fewer patterns — the 
ones that provide 90% of your sales. It ends the close-out problem 
. « « you concentrate on proved fast sellers. 








And remember, when you use the Hudson Basic Inventory Plan, 
you’re selling products of proved acceptance . . . products your 
customers are reading about every month in leading national and 
sectional magazines. 


+ 
€ 
. 
a 
. 





Tested and Proved 


Go after the extra profits made possible by the Hudson Basic Inven- | 












Hotel, : : || 
jealers : SRATEES AND CUSTERS : tory Plan. Get full details from your jobber, or write to: 
elphia. ¢ HAY TOOLS AND BARN EQUIPMENT + 
tharles ; ——«UvEsTock EQuPMENT = $s, sD, HUDSON MANUFACTURING COMPANY 
and F. ¢ FARM VENTILATION EQUIPMENT + linoi ; +5 

: comme contain : 589 E. Illinois Street, Chicago 11, Illinois 

"eocerccccceccsccossecees® Branches in Principal Cities of the United States 

© 196 1. DMPC. CO. 
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HAVE AN ACE SHOWING! 






































ACE KNIFE-SHARPENERS 


Are packaged for attractive counter-display. 
Put them out where people can see them, and 
they're gone! The Ace Knife-Sharpener is your 
ace-in-the-hole for day-in, day-out sales. 


TWO POPULAR-PRICED MODELS 


Both the table and hand model are made with 
rugged, precision-ground cutters that are guar- 
anteed to put a keen edge on the dullest knife. 
Both models are needed in every household. 
They give you the jump on the coming competi- 
tive market. 


TABLE MODEL SELLS FOR 75¢ 








Can be mounted on any surface . . . table, cabi- 


net, or wall. Packed one-half dozen to a display- 


box. Shipping-weight, 214 lbs. per box. 


HAND MODEL SELLS FOR $1 






For those who prefer a portable 
sharpener. Brightly enameled 
green, red, or blue han- 



















dles. Packed one-half 

dozen to a display-box. W744 /ff , Yf f 
Shipping-weight, 34% Yi, LY 
lbs. per box. iy 
Ask your jobber about ~l ; 


these fast-selling items. 


ACE MANUFACTURING CORPORATION 


ACE KITCHENEEDS 
1202 E. Erie Ave., Philadelphia 24, Pa. 








| known as D. Fletcher Barber he 
| had been active in the hardware 


| he entered the employ of Gard- 


| 1929. He was president of the 


| Association, and also an organ- 


| Dealers Association, having held 
| that office in 1896. 


| of Newton, Mass. for three years. 





| dealer 








OBITUARIES | 











D. Fletcher Barber, Chandler & Barber 


President 


Daniel Fletcher Barber, pres- 
ident of Chandler & Barber Co., 
builders’ hardware and supplies 
house, 113 Huntington Ave., 
Boston, Mass., passed away Feb. 
7, in his 92nd year. Better 


trade since 1870. As a boy of 14 


ner & Chandler, to learn the 
hardware trade. In 1888 he 
formed a partnership with Mr. 
Chandler which continued until 
Mr. Chandler’s retirement in 


firm from 1914 until his passing. 

Very prominent in hardware 
circles he was a past president 
of the National Retail Hardware 


izer, director and past president 
of the New England Hardware 


Mr. Barber was an alderman 


He was a founder and first pres- 
ident of the Newton Y.M.C.A. 
He had many church, civic and 
social interests. He was a mem- 
ber of the Reciprocity Club of 
Boston, the Boston Chamber of 
Commerce and the Massachu- 
setts Charitable Mechanic Asso- 





ciation, was a 32nd degree Mason 


Passes in. 92nd Year 





D. FLETCHER BARBER 


and a member of the HARDWARE 
Ace Fifty Year Club. 


In 1888 he married Artena 
O. Mansfield who survives with 
one son, Ralph Fletcher Barber. 
Newton, Mass., treasurer of 
Chandler & Barber Co.; two 
daughters, Mrs. John Robinson. 
Foxboro, and Mrs. Ralph E 
Morrison, Newton Highlands, 
Mass.; one brother, George W. 
Barber, Newton, Mass.; seven 
grandchildren and three great- 
grandchildren. 








GEORGE J. KLEIH 
George J. Kleih, 63, hardware 
of Dubuque, Ia. died 
Jan. 3 after an illness of several 
months. | 


M. C. PECHT | 
Merle C. Pecht, 64, general | 


manager and treasurer of the 


| Martin Hardware Co., Mansfield, | 





Ohio, died Feb. 25. 





ARTHUR T. MacSPEDON | 


Arthur T. MacSpedon, who | 
served the Stanley Works, New 
Britain, Conn., for more than a 
quarter of a century, died Feb. 
19, in Minneapolis, Minn., after 
a protracted illness. 

Originally working in the 
manufacturing end of the Stan- 
ley business, he started selling 
for the Stanley Tools Division 
about 20 years ago and for the 
past 15 years represented the 
Hardware Division in five north. | 
western states, with headquarters | 





located in Minneapolis, Minn. 

At the time of his death he 
was serving as president of the 
Northwest Hardware Club. 

He was a native of New York 
City where he was buried. His 
widow, a daughter and a grand- 
daughter survive him. 





A. T. MACSPEDON 


HARDWARE 
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Landon P. Smith, Veteran in Tool 


Industry, Passes at 78 


Landon P. Smith, 78, former | 


president and the founder of 
Landon P. Smith, Inc., Irving- 
ton, N. J., manufacturer of “Red 
Devil” glass cutters and other 





LANDON P. SMITH 


painters’ and _ glaziers’ tools, 
passed away Feb. 24. The firm 
is now known as Red Devil 
Tools, of which he was chairman 
of the board at the time of his 
passing. 


Mr. Smith’s career has covered 
every phase of the hardware bus- 
iness, his first employment hav- 
ing been as a clerk in a Texas 
hardware store in 1882. Three 
years later he went with Des 
Jardines, Miller & Root, at that 
time hardware wholesalers at 
Memphis, Tenn. After three 
months he became a traveling 
representative for the same firm 
in Mississippi and Arkansas in 
which territory he traveled by 
buckboard until the firm he rep- 
resented retired from business. 
His next move was to St. Louis 
where he traveled for the Shap- 
leigh Hdwe. Co. until he went 
east to become an _ importer 
and manufacturers’ agent. Dur- 
ing that period he was sole 
sales agent for a number of hard- 
ware factories. Later he organ- 
ized and became first president 
of Smith & Hemenway Co., man- 
ufacturer of pliers and hardware 
specialties at Irvington, N. J. 
In 1926 he sold that business 
_ started Landon P. Smith, 
ne, 


Mr. Smith was a charter mem- 
ber of the Newark Athletic Club, 
a member of the Newark Rotary 
Club and a member of the HARD- 
WARE AGE Fifty-Year Club. He 
also organized the Fixit Club in 
St. Petersburg, Fla., to teach boys 
to do creative work with their 
hands, 
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Surviving are two daughters. 
Mrs. George L. Lee of Basking 
Ridge, N. J., wife of the presi- 
dent of Red Devil Tools, and 
Mrs. Willa N. C. Reux of South 


| Orange. 


FRANK C. BARRINGTON 


Frank C. Barrington, Florida 
district manager of Proctor Elec- 
tric Co. Philadelphia, died 
March 1, in a Miami hospital 
after an illness of only a few 
days. He began in the electrical 
industry at the age of 17 when 
he started a dealer-contractor 
business. He later joined the 
Westinghouse Electric Corp. with 
which firm he remained for 30 
years, until he joined Proctor 
more than a year ago. 


FRED SAWYER 


Fred Sawyer, 68, Canton, 
Mass., for many years a traveling 
salesman for Bigelow & Dowse 
Co., Boston, Mass., hardware 
wholesalers, died recently follow- 
ing a year of poor health. Fifty- 
five years in the hardware busi- 
ness, he had been with Dana 
Hardware, Boston, prior to his 
association with Bigelow & 
Dowse. He represnted the latter 
concern on Cape Cod since 1918. 





GEORGE M. FARNEY 


George M. Farney, 56, vice- 
president of the American Hard- 
ware Co., Petersburg, Va., died 
in his office of a heart attack, 
Feb. 4. 








SPORT GOODS SHOW 
DRAWS OVER 2200; 
168 EXHIBITS 


Registrations totalled more 
than 2200 at the National Sport- 
ing Goods Association conven- 
tion, held Feb. 3 to 8, at the 
Hotel New Yorker, in New York 
City. The previous high attend- 
ance was 1200. A total of 228 
manufacturers were represented 
in 168 exhibits on six floors of 
the hotel. 

Charles M. Evans, Evans 
Sporting Goods Co., Shreveport, 
La., was elected to the pres- 
idency for the fifth straight 
year. John F. Lawlor, Lawlor 
Sporting Goods Co., Lincoln, 
Nebr., vice president, and Shel- 
by D. Himes, Bailey & Himes 
Co., Champaign, Ill, secretary- 
treasurer, were reelected. 

The only new director elected 
was Ed Van Dervoort, Van Der- 
voort Hardware Co., Lansing, 
Mich. 














Homeowners 


chance is here. 





FOR THEIR FRONT DOORS= 


Colonial Hardware of Zinc Alloy Casting, 
With Black Hammered-tiron Finish. 


new and old—in your neighborhood 
will be overjoyed with these new and attractive Colonial 
accessories for their front doors. They waited four long 
years to spruce up their homes, and now at last the 


These are the items which add the 


final touch to make a home really distinctive! 


For Immediate 
Delivery 


+702 Door Knocker 
Size—6%"x3%” 
Approximate weight — 18 


Letter Opening — 1%” x 
” 
Approx. weight — 19 oz. 


eac 

Packed—3 in a box with 
back plates and wood 
screws to match 

#704 Mail Drop 

Size—3” x9” 

Letter Opening — 1%”x 


Approx. Weight — 42 oz. 


eac 

Packed—1 in a box with 
back plate and wood 
serews to matc 

#707 House Numbers 

Size—Approximately 3” 

Approx. Weight — 15 of. 
per assorted dozen 


Packed—1 dozen to a box 
with nails to match 

#709 Electrie Push- 
Button Plate 

Size—2%"x1%”" ’ 

Approx. Weight — 2 oz 
each 

Packed—1 dozen to a box 

with wood screws to match 

Holes will receive any 
Standard Size Push- 
Button 

#718 Wing Hinge Straps 

Size—18” 

Approx. Weight — 15 oz, 
eac 

Packed — 2 in a package 
with bolts to match 

#722 Wing Hinge Straps 

Size—22” 

Approx. Weight — 27 or. 
each 

Packed — 2 in a package 
with bolts to match 


ALL COLONIAL HARDWARE IS RUSTPROOF! 

Ask your jobber today about ALLIED HARDWARE'S 

SPECIAL MERCHANDISER which is supplied FREE 
and helps you sell your merchandise. 


Allied HARDWARE corp. 


Manufacturers of Builders’ HARDWARE and Specialties 


328 Grand Ave., Brooklyn 5, N. Y. 














GILLIS TO REPRESENT 
WARREN TOOL CO. 
IN NEW ENGLAND 
John J. Gillis, manufacturers’ 
agent, has been by 
Warren Tool Warren, 


appointed 
Corp., 


JOHN J. GILLIS 
Ohio, as its representative in the 
New England area. 

Mr. Gillis started on his busi- 
ness career at the Spencer Wire 
Co. as superintendent of fence 
construction. In 1914 he went 
with the American Steel and 
Wire Co., subsequently becoming 
manager of sales of the Wor- 
cester district sales office. In 
1944 he became vice-president 
and general manager of sales for 
the Spencer Wire Co., West 
Brookfield, Mass. He lefi the 
Spencer Wire Co. in December 
1945 to enter business for him- 
self as a manufacturers’ repre- 
sentative, handling products for 
the hardware and mill supply 
jobbers trade 

Mr. Gillis is a member of the 
Nutmeggers of Connecticut and 
@ past president of the New 
England Hardware Associates. 
His residence and business office 
is 12 Saxon Road., Worcester, 
Mass. 

W. S. KNAPP IMPROVING 

AFTER OPERATION 


W. S. Knapp, president of 
Knapp & Spencer Co., Sioux 
City Iowa wholesale house, who 
underwent a serious operation at 
the Sioux City Hospital where 
he had been a patient for more 
than six weeks, is now reported 
to be getting along well. 


SAVOGRAN OPENS 
WEST COAST BRANCH 


The Savogran Cw., Boston and 
Chicago, announces the opening 
of its new Pacific coast office and 
plant at San Carlos, California. 

In charge of the new branch is 
Calvin L. De Groat, district man- 
ager, who has been associated 
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with the company for many years. 
This new arrangement makes 
available locally a complete line 
of upkeep products for home and 
industry, prompt shipments from 
the Pacific coast plant, and per- 
sonal service by the company’s 
own office. 

The San Carlos branch will 
serve the entire West including 
western Montana, western Wyom- 
ing, Utah and Arizona. 


PERSONNEL ADDITIONS 
AT PENNSALT 


William R. Watson has re- 
turned to the Pennsylvania Salt 
Manufacturing Company’s Spe- 
cial Chemicals Division, Philadel- 
phia, after service in the Pacific 
as a naval lieutenant (jg.). Two 
trainees also have joined the divi- 
sion. They are H. Roper Davis, 
who formerly worked for the Fer- 
cleve Corp., Oak Ridge, Tenn., 
and John W. Beaver, recently dis- 
charged from the Army Air 
Force in which he served as a 
lieutenant. Mr. Beaver formerly 


was with B. F. Goodrich Co. 


VAN AVERY PRESIDENT 
OF OMAHA DEALERS 


The Omaha Hardware Dealers’ 
Club at its annual election meet- 
ing named James C. Van Avery, 
president; V. E. Nelson, vice- 
president; and P. C. McDermott, 
secretary-treasurer. 


BAY STATE ABRASIVE 
HAS NEW MANAGER 
IN CHICAGO 


Henry L. LeMay has been 
named manager of the Chicago 
office and warehouse of Bay 
State Abrasive Products Co., 
Westboro, Mass. 

Mr. LeMay was associated in 
manufacturing and sales with 
Duesenberg Motors Co. and later 
was with Mercedes Benz. He 
Inter was manager of Lincoln 


HENRY L. LEMAY 





Motors in San 
Riverside counties in California. 


For the past three years, Mr. | 


LeMay has been active in the 
abrasive sales field in Chicago 
where he 
Norton Co. 


F. H. WOODRUFF SONS 
PROMOTES BABCOCK 


Bernardino and | 


was associated with | 


HAROLD K. ARMSTRONG 
JOINS TRACY-WELLS 
Harold K. Armstrong for six 

| years vice-president of ot 
the largest wholesale hardware 


one 


| 


Blakely Babcock is now New | 
England sales manager for F. H. | 


Woodruff & Sons, Inc., Milford, 
Conn., seed growers. He pre- 
viously traveled all of New 
England for the company. 


BLAKELY BABCOCK 


H. K. ARMSTRONG 


houses in the central states, has 
joined the buying staff of The 
Tracy-Wells Co., wholesale dis- 
tributor, 175-185 N. Front St., 
Columbus, Ohio. For a number 
of years Mr. Armstrong called on 
the hardware dealers in southern 
Ohio and later was made a buyer 





and elected a director. 








Pyrene Renames Extinguisher Line 


Eleven well-established trade 
names are being thrown over- 
board in domestic markets by the 
Pyrene Manufacturing Company, 
Newark, N. J., in favor of only 
one trade name and more infor- 
mative labeling. 

Almost 40 years ago when the 
company started in business by 
introducing a vaporizing liquid 
type of extinguisher for the new 
hazards of electricity and flam- 
mable liquids it coined the trade 
name “Pyrene.” Gradually other 
types of fire extinguishing com- 
pounds and equipment were 
added to the line and each type 
was given a new coined name 
which in time became well 
known in the trade. 


Old Name 
Pyrene 
Essanay 
Guardene 
Fastfome 
Phomene 
Minute Man 
Accurate 
Duragarde 
Hydrogarde 
Wintergarde 


New Name 


Pyrene Foam 
Pyrene 


Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 
Pyrene 


Foam 
Foam 
Foam 
Foam 
Foam 
Foam 
Foam 


Phomaire 


Phomatide 


Now nameplates have been 
completely redesigned for quicker 
identification and more legible 
instructions. Assorted trade names 
have been dropped and the type 
of unit has been added in con- 
junction with the Pyrene name. 
Now, for example a “Fastfome” 
extinguisher becomes a “Pyrene 
Foam.” 

No change has been necessary 
in connection with the company’s 
line of automobile skid chains 
already known as “Pyrene” tire 
chains. 

Due to difficulties peculiar to 
foreign markets the old trade 
names will be retained for the 
time being on export extin 





guishers. 


Pyrene (Vaporizing Liquid Type) 
Pyrene Soda-Acid 
Pyrene Soda-Acid—Four Star Drawn Shell 


Foam—Four Star Drawn Shell 
{ Pyrene Foam—Automatic 

) Pyrene Foam—Marine Type 

Steel Pump Tank 

Copper Pump Tank 

Water Type—Cartridge Operated 
Anti-Freeze—Cartridge Operated 
Playpipe . 
Maker 

Hip Pack 

Knapsack 

Basket 

Proportioning Tank 
Compound 
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Pride of Ou nership ! 


Faithful performance over years of trouble-free service 
creates the kind of loyalty that makes its owner a strong 
booster for his Goulds Water System. 


On thousands of farms, in thousands of suburban and 
semi-rural homes, Goulds Water Systems are building a price- 
less reputation for dependability and low-cost operation. 


Our good name linked with yours provides a combina- 
tion of selling power that you can capitalize as a mighty 
important asset in your business. 


When you sell a Goulds, you sell it with full confidence 
that you are making another well-pleased customer —a 
customer who is likely to follow its purchase by buying 
other items of equipment that utilize running water on 


ates, has 
of The the farm or in the home. 
sale dis- . ° ‘ 
er With a complete line, there is a dependable Goulds Water 
7 
number System to serve every need—for shallow well or deep well 
called on operation, for service from pond or stream, from near-by 


southern 


or distant source—in any capacity. 
e a buyer 


GOULDS PUMPS INC. - SENECA FALLS, N.Y. 


ve been 
r quicker 
legible The Famous 
de names Goulds Jet-O-Matic 


Domestic Water System 


the type 


Goulds "'Cid” Shallow 
Well Pumping Unit 


culiar to 
ld trade 
for the 
t extin- 


Goulds Cid” Deep 
Well Pumping Unit 


NUL WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 













































Writes a user 
FROM THE EAST COAST 


“Just wait until I get my New 
Blue Ribbon Champion. I'll 
make those other boys eat my 
dust—or should I say spray?” 


BLUE RIBBON 


Writes a dealer 
FROM THE WEST COAST 


‘The arrival of your new Cham- 
pion will create bigger crowds 
than a Hollywood Premier. This 
great motor will set new high 





standards of performance.” 





















































) CHAMPION ( 


Writes a guide 
FROM THE FAR NORTH 


“We are a long way North and 
our requirements are tough. 
That's why everyone is swing- 
ing to the Champion, we are 
sure it will do the job.” 


OUTBOARD 


Writes a dealer 
FROM THE FAR SOUTH , 


“I run a sporting goods store 
and the demand here for the all 
New Champion is far beyond 
our greatest expectations.’ 


) motors ( 


Plan to sell the 
Blue Ribbon Champion 
Outboard Motor 


2633-27th Avenue South - Dept. D-3 
Minneapolis, Minnesota 















HARDWARE BRIEFS 








ARKANSAS 
Fincher Hardware Co., Cam- 
den, Ark., owned by Walter 


Fincher, has been purchased by 
Robert W. Morgan and the firm’s 
name changed to Morgan Hard- 
ware. 





Little Rock Hardware and 
Furniture Co., Duane Roberts, 
manager, has opened a new store 
at 214 W. 4th St, Little Rock, 
Ark. 


The Huntsville Hardware & 
Furniture Co., established four 
years ago in Huntsville by A. G. 
Gillum, has been purchased by 
Tom Hargis and sons Bruce and 
James. Mr. Gillum retires be- 
cause of ill health. Bruce Har- 
gis will manage the business un- 
til the return of his brother 
James from the Navy. 





H. L. Perkins who established 
the Perkins Hardware Co., Car- 
lisle, Ark., 17 years ago, has sold 


| the business to the Young’s De- 


partment Store. The business 
will be continued in the same 
location under the name of 
Young’s Hardware Store. The 
department store stock of hard- 
ware has been combined with 
the Perkins stock. Lewis Bar- 
low will manage the hardware 
store. 





The Besser Hardware Co., 510- 
12 Center, Little Rock, Ark., has 
been purchased by Mr. and Mrs. 
Eldor Johnson of that city. 





L. B. Umsted, formerly of 
Newport Ark., has assumed the 
management of the Johnson- 
Cloyes Hardware Co., Paragould. 
After having his own business in 
Newport for several years Mr. 
Umsted was identified with the 
Shapleigh Hardware Co., St. 
Louis, as a salesman with head- 
quarters and home at St. Charles, 
Mo. He has been identified with 
the hardware business 16 years 
in addition to his 12 years ex- 
perience as a hardware salesman. 





The J. M. Rhea Hardware 
Store, Corning, Ark., operated 
for 37 years by R. M. Rhea, has 
been purchased by Earl Vanhook 
and O. M. Atkins, both of Para- 
gould. Mr. Vanhook will man- 
age the store. 





A. R. Walker and son, A. R. 
Walker, Jr., have founded the 
Walker Hardware & Furniture 
Store, Dermott, Ark. 


| CALIFORNIA 


A new store building is being 
erected at 457 N. Rodeo Drive, 
Beverly Hills, Calif., for the 
Beverly Hardware Co. The new 
structure will provide 3150 square 
feet of floor space and will cost 
$50,000. 


__ 


ILLINOIS 


Wayne E. Hatfield, lieutenant 
in the Navy Air Corps, who has 
received his honorable discharge, 
has bought the 130 South Oak- 
land Ave., Decatur, IIl., hardware 
store from Harry E. Haines and 
taken charge of the business. 





C. C. Owens has sold his hard- 
ware store in Assumption, III., tu 
William Hendrick of Decatur 
and Paul Park of Findbay. The 
new owners are to take over the 
business March 18. Mr. Owens 
plans to retire. 





W. L. Arnold of McLeansboro, 
Ill., has purchased the Bowman’s 
Hardware, Flora, IIl., from Otto 
Henson. Mr. and Mrs. Clarence 
Burnett of McLeansboro have 
been named managers of the 
business. 


IDAHO 


Handy and Chamberlin, Post 
Falls, has sold its hardware stock 
and building to R. B. Evans and 
Charles P. Poston of Opportunity, 
Wash. The business has been in 
Post Falls for the past 25 years. 





KENTUCKY 


The Bomar Summers Hard- 
ware Co., Louisville, large re- 
tailer of hardware, electrical 
merchandise, furniture, house- 
hold goods, etc., will extend the 
first floor back 16 ft. and second 
and third floors by 60 ft., giving 
the company about 40 per cent 
more floor space which it plans 
to use in displaying furniture 
and enlarging its electrical mer- 
chandise department. George 
Scheule, Jr., is vice-president and 
general manager. 





LOUISIANA 


The Scarborough-Watson Hard- 
ware Co., Lake Charles, has been 
chartered. Officers in the new 
firm are: Laurence G. Watson, 
president; Edwin M.  Scar- 
borough, vice-president; Albert 
N. Watson, secretary, and Stan- 
ley R. Scarborough, treasurer. 
The firm will be located at 510 
Ryan St. 
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TEXAS 


Leon F. Warren has opened 
the Builders Hardware and Sup- 
ply Co., at 1815 Morgan Ave., 
Corpus Christi. The store, which 
will deal exclusively in contract 
builders’ hardware, is housed in 
a new $11,000 building. 





Plans have been completed for 


a new building to house the| 


hardware firm of F. W. Threlkeld | 


and Son, recently organized at 
La Marque. It will handle a 
complete line of hardware, 
plumbing and electrical merchan- 
dise. F. W. Threlkeld is presi- 
dent of the company. His son, 
W. H. Threlkeld, recently dis- 
charged from the army, will be 
vice-president, and Mrs. W. H. 
Threlkeld will serve as secre- 
tary. 





Scull Hardware Co., hardware 
dealers in Sherman, Texas, since 
March 1, 1914, has been sold to 
Scheurer Bros. Hardware Co. 
The business will be continued at 
the same location with J. J. Scull 
as manager, until such time as 
the two adjoining stores are com- 
bined, about July 1, at which 
time Mr. Scull will retire after 45 
years in the hardware trade. 





T. B. McConnell, president of 
the Tyler Hardware Co., Tyler, 
Tex., since 1915, has announced 
the immediate closing of that 30- 
vear-old business establishment. 
Stock of the hardware store was 
sold to John H. Harris, for sev- 
eral years connected with a local 
furniture store, who will move to 
200 West Erwin Street where he 
will head a business firm known 
as the Tyler Hardware and Fur- 
niture Co. 











NEBRASKA 
C. O. Bergstraesser is manager 
of the new Foster Hardware 
Store, 909 O St., Lincoln. 





OREGON 


R. C. R. Jones has sold his 
hardware store to Harold and 
Percy Buss. 


VERMONT 
The W. C. Landon Co. has 


opened its new retail hardware 
store at 15 Center St., Rutland. 
The old store on Evelyn St. will 
be carried on as a wholesale busi- 
ness. The present owner, Gordon 
Landon is a veteran of both 
world wars. The new store will 
be under the management of 
Walter F. Burbank. Raymond C. 


| Taft, Jr., has been appointed 


general sales manager and B. 
Marsh Whelden is buyer. 





The LaFountain & Woolson 
hardware store has been incor- 
porated at Springfield, Vt., under 
the ownership and management 
of J. P. Magner and Mrs. Mag- 
ner of Milford, Conn. The store 
had previously been owned by 
A. W. LaFountain & Son and 
had been in existence for 49 
years. The new owners will re- 
tain the old name. 





WISCONSIN 
Wolff, Kubly and Hirsig Co., 


which operates two hardware 
stores in Madison, Wisc., will 
open a third store within the 
next two months for the exclu- 
sive sale of appliances. The new 
store will be in the Burdick & 
Murray Co. Bldg. 











G-E RADIOS RIDE THE AIR: The peacetime role of air 
express was spotlighted recently when the General Electric 
Co. shipped its first post-war radios to 80 principal cities 
by air. Officials of the Railway Express Agency and General 
Electric in Chicago are shown greeting the first arrivals. 
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u stuck UP ? 
. wiTH PRICE LABELS: 


KUM-KLEEN SELF-ADHESIVE PRICE 
LABELS NEED NO MOISTENING 


Price labeling with water gum labels has given many 
a rugged retailer high blood pressure. Hard to get on, 
harder to get off—and when the temperature changes 
they pop off like flies! 

With Kum-Kleen Self-Adhesive Price Labels, however, 
it’s easy. You don’t have to lick them, wet them or get 
sticky fingers. Gentle finger-tip pressure without mois- 
tening makes them adhere to any smooth, clean surface 
—glass, metal, china, polished wood, cellophane, etc. Yet 
after the sale is made these remarkable Kum-Kleen 
labels are readily peeled off in one piece without leav- 
ing a mark. The labels are mounted in multiple rows on 
convenient carrying tape. You can quickly and easily 
mark them by hand or typewriter before you remove 
them from the tape. 

Manufacturers and retailers all over the United States 
have proved that the time you save with Kum-Kleen 
Price Labels more than pays their cost. 

Put an end to sticky fingers, short tempers—standard- 
ize on Kum-Kleen Self-Adhesive Price Labels. 
Send for Free Samples and Literature 


SEE YOUR JOBBER 


AVERY ADHESIVES 
451 E. Third St., Los Angeles 13, Calif. 
New York, Chicago, Atlanta, Boston, Detroit, Indianapolis, 


Kansas City, Pittsburgh, San Francisco, St. Paul, Seattle, Tulsa, 
Washington, D.C. * In Canada, Enterprise Sales, Toronto 














W. J. WEAVER HEADS | 
ANSONIA ELECTRIC 
William J. Weaver, formerly | 
vice-president in charge of op- 
erations, has been elected presi- 








’ 


WILLIAM J. WEAVER 


dent of The Ansonia Electric 
Co., Ansonia, Conn., wholly-own- 
ed subsidiary of Noma Electric 
Corp., New York City. Prior | 
to going to the Ansonia Electric | 
Co., Mr. Weaver spent 20 years 
with the Bryant Electrical Co., | 
a subsidiary of Westinghouse 
Electric Corp. 


FORM G-M SUBSIDIARY 
FOR POST-WAR SALES 
OF FRIGIDAIRE 


The formation of a new cor- 
poration, Frigidaire Sales Corp., 
Dayton, Ohio, has been an- | 
nounced. It will be a wholly- 
owned subsidiary of General | 
Motors Corp., with a capitaliza- 
tion of $5,000,000 and will oper- | 
ate Frigidaire sales branches. 

The purpose of this new cor- | 
poration is to better handle 
Frigidaire postwar sales activities | 
and permit national pricing of | 
many of the Frigidaire products. 


TELECHRON OPENS NEW 
SALES OFFICES 


The Warren Telechron Co., 
Ashland, Mass., has established 
new sales offices in Boston, Phila- 
delphia, Chicago and St. Louis. 
The Boston office under A. W. 
Pingree, district manager, is lo- 
cated at 834 Chamber of Com- 
merce Bldg., 80 Federal St.; the | 
Philadelphia office under R. J. 
Buckley, district manager, is at 
1004 Architects Bldg. 121 S. 
17th St.; Chicago, under J. W. 
Babb, district manager, is at 1440 
Merchandise Mart; St. Louis, 


under H. D. Stanton, district 
manager, is at 713 Ambassador 
Bldg., 411 N. 7th St. 
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| men located in these cities but 


had | Lee, Macon, Ga., as members of 
the expanded Savage Arms sales 
organization. 

Mr. Ronan is a graduate of 
St. Louis Univ. and for the past 
five years has been a special 
agent of the F.B.I. He will con- 
tinue to reside in St. Louis and 
will call on the wholesale hard- 
ware and sporting goods trade in 
Illinois, Indiana, Ohio, Michigan, 
Minnesota, Wisconsin and Iowa. 

Mr. Lee attended Duke Univ., 
and was one of the original mem- 
bers of the Georgia State Patrol. 
For the past five years he has 
been a special agent of the 


Warren Telechron has 
not with established district sales 
offices and complete permanent 
displays of the company’s prod- 
ucts, 

Joseph C. Platt, of 1411 Fourth 
Ave. Bldg., Seattle, Wash., has 
been appointed representative for 
the states of Washington and 
Oregon. 


J. L. PEEBLES TO BOOST 
DOMESTIC TRADE 
FOR HOUSTON 


John L. Peebles, president and 
general manager of Peden Iron 
and Steel Co., Houston 1, Texas, 
hardware wholesalers, has been 
appointed chairman of the do- 
mestic trade committee of the 
Houston Chamber of Commerce. 
Peebles will direct an extensive 
program for the development 
and expansion of domestic trade 
of Houston during 1946. 








RONAN AND LEE 
JOIN SAVAGE 


W. D. Higgins, sales manager 
of the arms division, Savage 
Arms Corp., has announced the 
appointment of Joseph F, Ronan, 
St. Louis, Mo., and Robert E. 





ROBERT E. LEE 


F.B.I. and was recently resident 
agent at Macon. He will main- 
tain his residence at Macon and 


in the southeastern section. 





TO HURLEY MACHINE 


John T. Benedict has returned 
to the sales department of the 
Hurley Machine Div., Electric 
Household Utilities Corp., Cer- 
mak Road and 54th Ave., Chi- 
cago, after four years service 
with the Army Air Corps. Mr. 
Benedict originally joined the 








will call on the wholesale trade | 


J. T. BENEDICT RETURNS | 


| as 





FAIRBANKS, MORSE GETS 
WEIGHTS AUTHORITY 
C. L. Richard, well-known in 

the weights and measures field 

as an authority on scale and 


. 





c. L. RICHARD 


weighing problems, had been 
engaged as special representative 
of its scale div., by Fairbanks, 
Morse & Co., 600 S. Michigan 
Ave., Chicago 5. 

For 19 years Mr. Richard was 
a member of the National Bu- 
reau of Standards staff. The past 
three years he served the Ord- 


| nance Bureau of the War Dept. 


adviser and consultant on 
problems of gaging and weighing 
in the ammunition production in- 
dustry, and was officially cited 








company in 1939. 


JOSEPH F. RONAN 


for his outstanding work. 





IDEAL INDUSTRIES, INC. 
SUCCEEDS PARTNERSHIP 


The Ideal Commutator Dresser 
Co., Sycamore, IIl., a partnership, 
was discontinued Feb. 1, and a 
corporation to be known as Ideal 
Industries, Inc., was formed. The 
change was made to provide for 
further expansion now under 
way. There has been no change 
in management or policy. 








MAURICE RAPHAEL, assistant to the president of the 
Garod Radio Corp., 70 Washington St., Brooklyn 1, who 
is now beginning his 30th year in the radio industry. Mr. 
Raphael recalls early experiments and developments with 
euch pioneer associates as Dr. Lee de Forest, Ben F. Meissner, 
J. D. R. Freed, Frank Hinners, Prof. Morecroft and Lester 


Jones. 


He has been associated with the Garod Radio president, 
Max Weintraub, for eight years. When Mr. Raphael started 
in radio in 1917 only a handful of people were producing 
radio transmitters. 


Early in World War Il, Mr. Raphael offered his services 
to the War Dept., and for approximately one year was a 
business advisor to the Chief of the Radio Sect., Facilities 
Branch, U. S. Army Signal Corps. After procurement was 
well organized and authority decentralized, he returned to 


the Garod Radio Corp. 









MAURICE RAPHAEL 


HARDWARE AGE 
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The Westinghouse Bug Bomb 


IT’S 
New! Automatic! Easier to Use! Cleaner! Does more, 
faster! Goes farther! 





































IT’S 
Performance-proved ... in war and on the home front! 
IT’S 
Bree Market-tested! Priced for Dealer Profit! 
Vv 
banks, 
shigan $ 2 98 
am 

d was 
I Bu AT 
e past 
Ord- to your Customers 
Dept. 
it on . ° 
ghing One Bug Bomb will clear an average size room 100 
on in- times. 
cited 

Westinghouse made more aerosol bombs for the armed 

forces than all other manufacturers combined! The Bug Bomb 

is the civilian adaptation, more automatic, easier to handle 
a. - 
HIP and streamlined for eye appeal on dealer counters and shelves. 
esser 
ship, Your customers will welcome the Westinghouse Bug Bomb, because it is 
nd a more than an insecticide. It’s an entirely new, simple, automatic, more 
7 effective way to kill insects. The Bug Bomb combines DDT and Pyrethrum 

. in an ideal blend for home use, but what makes these potent insecticides so 

e for ‘ ‘ - rs 
ae safe and effective in the Bug Bomb is the aerosol method of dispensing. 
ange The Bug Bomb atomizes the DDT and Pyrethrum into millions of tiny 


particles. These suspend in the room air longer. They keep on killing 
insects long after the aerosol mist vanishes. 

Public demand for the Bug Bomb has been market-tested. Expect action 
when you set up a display on your counter. 


4\NGHQ 
Sold through e \/ “* See Your Jobber 


Grocery, Drug, Department, about Supply... 
Hardware, Appliance and BUG ‘BOMB 1946 Production Is 


Specialty Stores nas Limited. 











acroso AU TO MATIG osrensee 


WESTINGHOUSE ELECTRIC CORPORATION ~- + + SPRINGFIELD, MASS: 


Every house needs Westinghouse, maker of 30 Million Electric Home Appliances 
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KIPE OUT OF NAVY, 

JOINS BLACKSTONE 
The Blackstone Washing Ma- 
chine Co., of Jamestown, N. Y., 
has named Harry W. B. Kipe, 


CTT 


mS 





HARRY 


WwW. B. KIPE 
district 
western 

Virginia, 


Philadelphia, 
manager for its 
sylvania, West 


as 


territory. Mr. Kipe began his 
business career with The Amer- 


ican Steel & Wire Co. in 1939, | 


that 
for 


the 


with 
request 
enter 


continuing 
until his 
absence 


1942. 


company 
of 


leave 


to Navy 


ized in torpedo research 
development, working with West- 
inghouse Electric Corp., Gen- 
eral Electric Co., Western Elec- 
tric Co., 
basic research stations at Har- 
vard, Massachusetts Institute of 
Technology, Penn State College 
and California Tech. Mr. Kipe 
will establish his headquarters 
in Pittsburgh in the near future. 





Cc. S. KEATING EXPANDS 
SALES ORGANIZATION 
The C. S. Keating Associates, 

222 N. Bank Drive, Chicago 24, 

Til., representa- 

tives for the Norris Stamping & 

Mfg. Co., Los Angeles, Calif., 

and 1464 Merchandise Mart, Chi- 

cago, has announced the follow- 
ing sales appointments: 

Walter R. Amsteen has been 
named sales promotion and ad- 
vertising manager; Thomas Kip. 
ping, divisional manager, 
and Thomas C. Crosby, salesman 


exclusive sales 


sales 


in the Chicago and mid-western 
territory. 

The E. L. Eckenrode organiza- 
tion of Los Angeles has been ap- 
pointed exclusive sales represen- 
tatives for the 11 western states; 
The Bert J. Clark Co., Kansas 
City, Mo., has been appointed to 
handle sales in Missouri, Kansas, 
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sales | 
Penn- | 
Ohio, 
Kentucky and southern Indiana | 


. | 
In | 
As a procurement officer | 
in Ordnance, Mr. Kipe special. | 


and | 


American Can Co. and | 


| Iowa, and Nebraska, and the C. 
| S. Prost organization of Decatur, 
| Ga., to cover the southeastern 
territory. 


CLEVELAND MODEL’S 
MERCHANDISING AIDS 


The Cleveland Model & Supply 
Co., 4509 Lorain Ave., Cleveland 
2, O., announces a big program 
of merchandising helps for air- 
plane model dealers, including 
counter cards, easels for display- 
ing kits, 
| placards and news releases. 


window 








VAPOR STOVE LINE 
TAKEN BY DAVIS 
Sales for the Detroit Vapor 
| Stove division of Borg-Warner 
| Corp., Detroit, Mich., have been 





Ww. M. DAVIS 
placed under the direction of 
W. M. Davis, manager of gas 
range sales for the corporation’s 
Norge division. 

He will continue to head the 


streamers, | 


| connected with the Independent 


sales force for Norge gas ranges, 
meanwhile directing merchandis- 
ing of the D. V. S. White Star 
line. He will be assisted by P. W. 
Blew, J. S. Plunkett, and C. H. 
Scheuerman. 

Mr. Davis has been in the 
household appliance industry 
since 1921, and with Norge for 
the last 11 years where he has 
directed sales of gas ranges and 
home heaters, as well as having 
served in the field as southeast- 
| ern regional manager for Norge. 











| SLATTERY IN CHARGE 
| OF RAWLPLUG CHICAGO 


| Edward L. Slattery is in charge 
| of the Rawlplug Chicago Co., 
with offices in the new and larger 
| quarters at 211 N. Desplaines St., 
| Chicago. Assisting Mr. Slattery 
|}are Howard W. Maiwurm and 
S. L. Tatum. 

Mr. Slattery for 12 years was 


Pneumatic Tool Co., in the Chi- 


cago area. 





EDWARD L. SLATTERY 





| 
| 











VETS RETURN TO JOBS 
WITH MASBACK 
Masback Inc., 330 Hudson St., 
New York, hardware wholesal- 
ers, announces the return of four 





DONALD LAPENNA 


former employees from _ the 


| armed services, Donald LaPenna, 


Leonard Peck, James O’Neil, 
and August Wilkens. 

Mr. LaPenna, previous to his 
enlistment in the Seabees, was 
buyer of seasonable merchan- 
dise, to which position he now 
returns. 

Mr. Peck, who formerly cov- 


| ered a Long Island territory for 


| 


Masback, just returned from the 
Pacific, where he was awarded 
a Purple Heart. He will return 
to outside selling in the near 
future. 

Mr. O'Neil, just returned from 


| Germany, assumes the duties of 


electrical and cutlery buyer. 
Mr. Wilkens, recently dis- 
charged from the Army, returns 


| as buyer of tools. 











A POST-WAR PROMOTION AND MERCHANDISING REFRESHER SALES CONFERENCE, 
the first in a series, was held by the Western Cartridge Co., the Winchester Repeating Arms 


Co, 


and Bond Electric Corp., divisions of Olin Industries, Inc., was held last month at New 


Haven, Conn. W. S. Allen, sales manager of Winchester and Bond, called attention to the closest 
jobber-dealer cooperation in the history of the divisions. Current and future operations and 
products of the various companies were reviewed. 

Attending were: First row, |. to r., M. B. Allen, sales prom. mgr.; J. C. Calhoun, mgr., 
battery and flashlight sales; W. S. Allen, sales mgr.; W. T. Birney, dir. of sales; A. J. Orms- 


bee, mgr., firearms sales; J. 


Whealon, R. V. Bennett, W. S. Stewart, 


D. Doughan, mgr., 


ammunition 


H. H. Fairweather, C. E. Gillham, G. D. Hubbard, 


sales; second row, R. B. 


J. E. Yates, Jr., E. J. Rudolph, J. W. Hession; third row, C. H. Franklin, J. H. Bouwknegt, 
O. F. Fowler, J. M. Davison, P. M. Doane, L. C. Mathews, J. G. Levack, P. F. Lewis, C. H. 





Fray, W. D. Wilson, W. Tilton, B. G. Botts and O. G. Nichols. 
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Russwin Hardware, as 4 The second extra is the feature whereby the turning 
line, has earned preferred of the adjusting screw at the back of the cylinder length- 
z specification by architects ens or shortens the barrel to accommodate various door 
j because Russwin Hardware, thicknesses. This means that a Russwin cylinder lock 
| as aunit, delivers extra values and advantages — apparent set — universally available as a stock item — can be spe- 
all the way from first plan to completed, occupied  cified for any door that is from 134” to 31%” in thickness. 
structure. Architects like it because it simplifies specification. 
The quality product, Russwin’s Adjustable Cylinder, Builders like it because it simplifies installation. Dealers 
is a typical example: fine metal — precisioa made— like it because it simplifies stock. 
faultlessly finished. There are other Russwin extras — in item after item — 
The first extra is the Ball Bearing Pin Tumblers which “where Russwin initiative results in better design and 
eliminate friction, give a rolling instead of a sliding manufacture. Specify Russwin — for extra values. 
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TEXAS WHOLESALERS 
HONOR W. C. PERKINS 


Signal honor was paid W. C. 





Perkins, special representative of | 


the American Chain & Cable Co., 
York, Pa., on Jan. 16, when he 
was elected to honorary member- 
ship in the Texas Wholesale 
Hardware Association, at a meet- 
ing held in Dallas. 

In the 50 years of this associa- 
tion it has only named one 
other honorary member, John W. 
Tabor. 





WwW. C. PERKINS 


Mr. Perkins has been con- 





nected with the chain industry | 


for 59 years and has been going 
to Texas for more than 20 years 
and has spoken at the annual 
meetings of the Texas group, 
telling about conditions in the 


industry. 
He recently returned to his 
home in Baltimore, Md., after 


completing a tour of his terri- 
tory which comprises about 14 
states. 


PECK, STOW & WILCOX 
ISSUES MANUAL 


A handsome, fully-illustrated 
44-page booklet, explaining and 
picturing every department and 
phase of the business has been 
prepared by the Peck, Stow & 
Wilcox Co., hardware manufac- 
turers, Southington, for 
distribution to all its employees. 

In a foreward, Mark J. Lacey, 
president, tells the em- 
ployees that he was greatly im- 
pressed with a similar booklet 
which was handed him 42 years 


Conn., 


Pexto 


ago when he joined the company. ; 


Mr. Lacey points out in his 
message, “What a worker earns 
and can spend depends upon 
how much he produces; that 
wages can be earned only via 
increased productivity and it is 
after profits have been earned 
that wages may (successfully) 
be increased. Trying it other- 
wise is only inviting failure.” 
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OLIN INDUSTRIES, INC., has effected changes in its East 
Alton, Ill.. sales office due to contemplated retirements, re- 
lease of personnel from war production responsibilities and 


the return of military personnel from the armed forces. In- 
cluded in the changes are shown, from left to right: Julian 
B. Green, retiring sales ofice manager of Western Cartridge 
Co., Winchester Repeating Arms Co., and Bond Electric Co. 
in the East Alton office; William H. Dittman, Mr. Green's 
successor; John F. Hack, who will handle Western Cartridge 
Co. matters; Wilbur H. Andre, who will handle Winchester 
Repeating Arms Co. matters with the exception of electrical! 
products; George F. Rahing, who will handle electrical prod- 
uct matters of the Winchester Repeating Arms Co. and the 
Bond Electric Corp., and George E. Frost, who will be tech- 
nical advisor to the sales department and in addition will 
handle various other technical duties. 








Youngstown Kitchens’ 14 Regional Mgrs. 


as factory representatives to 59 
to 14 of the 15 national regions | distributors handling Youngs- 
set up by the Youngstown | town Kitchens, and their head- 
Kitchens division of Mullins | quarters are: 

Manufacturing Corp., Warren, | 
Ohio. It was announced by W 
Charles A. Morrow, vice-presi- 
dent in charge of sales. 


Managers have been assigned 


George Duge, Cleveland; G. 
. Hipple, Chicago; R. S. 
| Mathison, Redwood City, Cal.; 

M. L. Ondo, Washington, D. C.; 
All but two, both of whom are | J. W. Purvis, Detroit; D. F. Sem- 


| in the armed forces, are already | pach, Kansas City; D. F. Ruchs, 





in the field. Lieut. Col. Morris | Birmingham; D. E. Parks, Mt. 
D. Durham will establish head-| Morris, N. Y.; F. T. McDonald, 
quarters in Dallas, and Lieut.| Phoenix; H. E. Counselman, Mil- 
James C. King in Atlanta. R. W. Hogue, Louis- 
ville, and A. L. Reeves, Boston. 


waukee; 
Other regional men, who serve 











MARON TO REPRESENT 
SCHAIBLE IN MICHIGAN 


Ernest H. G. Maron, Detroit, 
has been appointed to representa 
tion of Schaible Co., Summer St. 
Cincinnati 4, Ohio, for the state 
of Michigan. His office is at 6432 
Cass Ave., Detroit 2, Mich. 

This appointment is a part of 
the Schaible Co.’s realignment of 
territories and representation in 
their program for providing more 
adequate service-coverage to its 





ERNEST H. G. MARON 


customers, in line with the com- 
pany’s substantial expansion and 
plans for a broadened line. 

Mr. Maron is also a represen- 
tative for Coyne & Delany Co. 
and Acme Sink and Cabinets. 
He was formerly sales manager 
of General Ceramics Co., sanitary 
division. 











MICHIGAN RETAIL HARDWARE ASSN. officers elected at the 52nd annual convention 
and exhibit, Feb. 19-22 at Grand Rapids, are, left to right, front row: treasurer, William 
Moore, Detroit; senior executive board member, G. Clyde Wilson, Traverse City; president, 
Carl H. Sturmer, Port Huron; national board member, W. C. Judson, Big Rapids; executive 
board member, G. L. Cassler, Benton Harbor; rear row, left to right: executive board 
member, Michael Knopic, Midland; executive board member, John P. Hayden, Cassopolis; 
retiring president, Charles W. Fowler, St. Johns; manager, Harold W. Schumacher, 1112 
Olds Tower, Lansing; executive board members, Henry Huizenga, Grandville, and Edgar N. 


Kalthoff, East Detroit. 


The Association resolved that its members petition Congress against the OPA price absorp- 
tion policy; to request that cooperatives be taxed on same basis as other business with 
which they compete, and to maintain the Miller-Tydings Amendment. 
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¢ Exclusive Perfection “High- carries away excess moisture 
Power” Burners—heat fast as ® Beautiful appearance— modern, 
gas, faster than electricity. streamlined, compact. 


e Exclusive Perfection “Live Heat” e Easy cleaning—oven burners 
Oven-—circulating hot air slide out for quick*cleaning 


When you sell PERFECTION Oj! Ranges they stay sold. The 


performance becomes an ‘extra’ salesman for 
you eads to new Perfection sales. 


com- 
n and 


resen 


nager 
nitary 


Perfection Wicks and Repair Parts increase your 
Display and Sell Perfection immediate sales and profits and assure your 


‘ " customers of perfect performance from their present 
Wicks and Repair Parts Perfection appliances. They’ll build a preference 
for the new Perfections you’ll soon have to sell. 


The Mark of Quality 


7805-B PLATT AVENUE CLEVELAND 4, OHIO 
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National Contract Hardware Assn., 
Architectural Hardware Consultants 


To Meet in San Francisco, May 2-3 | 


Re- | 


The first Pacific Coast 
gional Conference of the Na- 
tional Contract Hardware Asso- 
ciation and the American Society 
of Architectural Hardware Con- 
sultants both at 420 Madison 
Ave., New York 17, will be held 
at the Palace Hotel, San Fran- 
cisco, May 2 and 3. 

The attendance of all builders’ 
hardware distributors and ll 
producers’ representatives west of 
the Rockies is urged but hard- 
ware men from all parts of the 
country are invited. 

The president of the Associa- 
tion is W. H. Haase, Richards & 
Conover Hardware Co., Kansas 
City, Mo. The president of the 
is Joseph R. Raymer, 
Raymer Hardware Co., St. Paul, 
Minn., and the executive secre- 


Society 





tary-treasurer of both organiza- 
tions is John R. Schoemer. 

Robert L. Dohrmann, Palace 
Hardware Co., San Francisco, 
Cal., first vice-president of the 
Association, is in direct charge of 
the arrangements, assisted by the 
following committees: 

For the Association: chairman, 
A. H. Morgan, Baker & Hamil- 
ton, San Francisco; R. H. Milne, 
Carleton Hardware 
Seattle, Wash.; and Daniel C. 
Hay, Beverly Hills, Cal. 

For the Society: chairman, 
Ralph J. Compton, American 


Wholesale Hardware Co., Long | 


Beach, Cal.; Earl R. Fischbeck, 
Marshall-Newell Supply Co., San 
Francisco; and W. N. Browning, 
manufacturers’ representative, 
Portland, Ore. 








MASBACK CONTRIBUTES 
TO NEW BOOK ON 
JOBS FOR VETS 

Harold E. Masback, executive 
vice-president and general mana- 
ger of Masback, Inc., hardware 





versus the small town, surplus 
war materials, store locations and 
retailing, 
businesses and foreign trade. 


techniques of 


FLINT & WALLING HONOR 
EMPLOYEES FOR SERVICE 


At a recent dinner for all of 





| its employees of five years or 


the Flint and Walling 


more, 


Manufacturing Co., Inc., Kendall- | 


| years. 


Supply, | 


service | 


the company for more .hun 50 


Twelve received pins for 
40 years or more of service with 
the company. Of the total em- 
ployed force, 72 have been with 
th» company for 20 years or 
more. The company has been in 
existence for 80 years. 


CLAY OLBON JOINS 
INTERCHEMICAL 


Lt. Col. Clay Olbon, recently | 
released by the Army, has been | 


appointed southern district sales 
manager for the trade sales divi- 
sion of Interchemical Corp. He 
was in the Army since 1941 and 
served 18 months in Europe with 


the 3rd Army under General Pat- | 
| ton. When released he held the | 
His | 


rank of lieutenant colonel. 
home is in Atlanta, Ga. 








ARMBRIGHT TO TRAIN 
IN DEALER SALES 
FOR YOUNGSTOWN 
Harry A. Armbright has been 
appointed manager of sales train- 
ing for Youngstown Kitchens, 





HARRY A. ARMBRIGHT 


with headquarters at the factory 
in Warren, Ohio. He will direct 
Youngstown’s distributor - dealer 
the 


sales training program in 


field. 

Mr. Armbright has had more 
than 29 years’ experience in the 
major household appliance busi- 













ness, covering nearly every ap- 
pliance field. He has also served 
as merchandise buyer for a large 


ville, Ind., water system manu- | 
facturers of Kendallville, Ind., | 
presented gold service pins to 9 | 
employees who have been with | 





CLAY OLBON mail order house. 





H. E. MASBACK 


wholesalers, 326-330 Hudson St., 
New York City, is one of 50 of 
the nation’s leading businessmen 
who have taken time out to give 
veterans of World War II their 
advice on the best opportunities 
America has to offer returning 
servicemen, 

Rounded up by Lt. Col. Ed- 
ward R. Fiske, USNR, author of 
the Fiske Plan for Employment, 
this panel of leaders of U. S. 
business has helped prepare a 
book released on Feb. 15. by 
Duell, Sloan & Pearce under the 
title “The Veterans’ Best Op- 
portunities.” 

The book contains discussions 
of the advantages of the big city 
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THE McALEER HOUSEWARES SHOW held at the Adelphia Hotel, Philadelphia, the 
week of Feb. 11-17 by E. J. McAleer & Co., 1422 N. 8th St., Philadelphia 22, wholesalers 


and manufacturers, was a surprising success, attracting large numbers of buyers from all 


parts of the East 


Many new products on display aroused considerable interest among the 


many representatives of the housewares field. Announcement was made of a new stepped- 
up delivery service offered by E. J. McAleer & Co. to expedite warehouse-to-retailer ser- 
vice. Lou Ritschel was in charge of the show. 
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Why you can make money on 


FLATLUX 









The one-coat wall paint made with oil 


THE BPS 
EXCLUSIVE FRANCHISE 
PROTECTS YOUR PROFITS 


When you sell Flatlux, you're the only dealer in your 
neighborhood who has this increasingly popular 


one-coat oil paint. © 


Nobody across the street can cut into your volume 


on Fiatlux. . ; - THE ONE-coay WALL PAINT © MADE yor 
You get the profit from the Flatlux business you | 3 : 
create in your neighborhood. ill 
os e a 
What Flatlux users have told us... 
“Flatlux covers better than other paints I’ve easily.”-—“It dries fast and outwears all the other 


used.”—‘“‘Very easy to apply and the finished paints I’ve tried.” THAT’S WHY THEY COME 


appearance is like velvet.’"—‘“I like it because it BACK FOR MORE. 


covers so well and because fingerprints wash off 
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A. W. Walters Heads 


Illinois Assn.; 


Gilbert Retires As Managing Dir. 


At the annual 
the Illinois Retail Hardware As- 
sociation, A. W. Walter, 
was elected president; 
Mochel, Downers 
president, and William F. Ewert, 
Chicago, managing director- 
treasurer. Mr. Ewart succeeds 
C. G. Gilbert, former N.R.H.A. 
president, who had served as the 
Illinois association’s 
director since 1935. 


The 


Anna, 
Joh 1 


Grove, vice- 


resolved to 
ask its to petition 
Congress to act in having the 
OPA remove its price absorption 
policy ; require cooperatives 
to be taxed on the same basis as 
firms with which they are in 
competition, and to retain the 
Miller-Tydings Amendment. 


association 
members 


to 


managing | 


convention of | 





C. G. GILBERT 








PHILCO HEAD HONORED 


John Ballantyne, president of 
Philco Corp., has been elected to 
the board of directors of the 
Philadelphia Chamber of Com- 


| Pierce St., Milwaukee 4, Wisc., 
| manufacturers of tool and sickle 
| grinders, and will represent the 
firm in Minnesota, Wisconsin, 
North and South Dakota and 


PATTERSON BROTHERS 
PROMOTE BOYLSTON 
TO MANAGE STORE 
Patterson Bros., 15 Park Row, 


New York, has promoted Thomas 
M. Boylston as store manager. He 


| traveled for the American Chain | 
| & Cable Co. in the Boston, Phila- 
delphia and Chicago territory for | 
20 years. 


SHAPLEIGH ELECTED 
UNIVERSITY DIRECTOR | 
A. Wessel Shapleigh, president 
of the Shapleigh Hardware Co., | 
| hardware wholesale firm, 900 | 





THOMAS M. BOYLSTON 


| joined the firm eight years ago 
| as an outside salesman in the 





industrial supply division, and 
advanced through the offices of 
price and order control and then 


| Iowa. His headquarters will be 

pase i. 5057 Upton Ave., S., Min- | 
neapolis. 

WITTA REPRESENTING | Mr. Witta for the past three | Spruce St., St. Louis 2, Mo., has | priorities, expediting and traffic 

GENERAL HARDWARE | years was secretary in charge of | been elected to the board of di- | manager. Previously he had been 

H. B. A. Witta has joined the 


merce and Board of Trade. 


A. WESSEL SHAPLEIGH | 


| sales for Geo. A. Clark & Son, | rectors of Washington University with Hammacher - Schlemmer, 
General Hardware Co., 3618 W.!| Minneapolis, and previous to that | Corp. New York City. 








VETS AND BEEFSTEAKS headed the double bill at the welcome home party for service members and service guests 
given by the Hardware Boosters, Inc., New York City, Feb. 27 at the Midston House. More than 100 were there, the World 
War Il vets coming largely in mufti and-unarmed except for campaign adventures which filled the air at the cocktail party 
preceding the beefsteak dinner. During the dinner, the roll of veterans and their service records was read. An unexpecte 
highlight of the evening was a Gay Nineties review, starring Boosters Hoehlein, Ward, Wolfe, Law, Pope, Finn and Da 
Silva as a singing chorus, with Billy Wolfe as master ef ceremonies and featuring the Three Dancing Dirigibles, “‘diminu- 
tive” ladies whose specialty proved to be the “Bumps-A-Daisy” (accent on the first word). ° 

Specially notable guests of the evening were Bill Paschal, football star formerly of Georgia Tech., Greg Rice, famous 
mile and two-mile runner of Notre Dame, and Jack Shafer, sports authority. 

Tom Crofton, H. B. Sherman Mfg. Co., was chairman of the entertainment committee which included William Hoehlein, 
Igoe Bros., Inc.; William Wolfe, The Carborundum Co.; Ernest W. Law, Abrasive Products, Inc.; Arthur M. Pope, Sargent 
& Co.; Thomas Finn, Atlas Products Corp.; W. R. Da Silva, manufacturers’ agent; Harry J. Schmitt, H. Blumberg & Sons, 
Inc., and A. P. Henricks, Jr., A. P. Henricks Co. 
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BOWLES DEFENDS WAGE 


| industries like steel which have | limited demand for their output. 
had to change the character of Once they really get rolling they 


PRICE CONTROLS 


Sees further bulge in present price-wage line as mak- | 


ing economic stabilization impossible. 


Denies pro- 


gram has held up full production and asks extension 


until 1947. 


(Washington Bureau 
of HARDWARE AGE) 

Confirming earlier reports that 
price increases would be few and 
far between under the new Ad- 
ministration wage-price policy, 
Stabilization Director Chester 
Bowles told the House Banking 
and Currency Committee on Feb. 
18 that “the number of industries 
which have been, or are likely to 
be, forced below their prewar 
earnings for any reason is rela- 
tively small.” It is Mr. Bowles’ 
opinion that increases will only 
be needed in some of the metal 
using industries, and since this 
represents only about 9 per cent 
of the cost of living line there 
will be no overall upward price 
trend. 

Mr. Bowles asked the Com- 
mittee, which is considering the 
extension of price control to June 
30, 1947, to extend immediately 
the stabilization statutes without 
amendment. 

Reiterating earlier statements 
by Warren Huff, Chief of OPA’s 
Metals Price Branch, Mr. Bowles 
said that the $5 a ton steel price 
increase, amounting to 7 or 8 per 
cent, would be applied so as to 
increase production of badly 
needed and scarce steel products 
and to bail out the non-inte- 
grated producers. 

It was apparent from Mr. 
Bowles testimony that the major 
price control efforts from now on 
would be directed toward stabili- 
zation in food prices, which ac- 
cording to him will not be af- 
fected by the new wage-price 
policy. 

Pointing out that on the wage 
side, control has been re-estab- 
lished, but that this does not 
mean a wage freeze, Mr. Bowles 
told the Committee that wage in- 
creases within the industry pat- 
terns already laid down since V-J 
Day will be approved by the Gov- 
ernment. 

According to the Stabilization 
Director, “a further increase over 
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the present pattern would make 
economic stabilization impossi- 
ble.” He presented figures to 
show that 6,000,000 workers have 
received wage boosts since V-J 
Day. : 

He added that “It is not un- 
reasonable or unfair to ask labor 
to accept temporary government 
controls over wages and some cut 
in their take-home pay as a result 
of reduced overtime. Much as 
we might wish to prevent that 
cut, there is no way in which we 
can do so without precipitating 
an inflation in which the work- 
ers, like everyone else, have every- 
thing to lose and nothing to 
gain.” 

Re-emphasizing his position 
that the new policy does not 
mean a new price level Mr. 
Bowles made it quite clear that 
requests for any increases, except 
in the metal consuming industry, 
where labor costs represent a 
sizeable factor in the total price, 
would be strongly resisted. 

Again minimizing the inflation- 
ary effects of the new wage price 
policy and striking back at pro- 
posals to abolish price control 
made by the NAM on the 
grounds that it was a deterrent 
to full production, Mr. Bowles 
put the following questions to the 
Committee: “What are the 52: 
000,000 workers doing if they are 
not producing? Why is it that 
industry after industry is crying 
for more and more employees? 
Why is it that reconversion has 
been ‘accomplished in record 
time? Why is it that every busi- 
ness forecast indicates rapid in- 
creases in production throughout 
1946? Why are retail sales con- 
tinuing to higher and still higher 
levels—all under a program of 
price control.” 

Speaking of reconverting in- 
dustries, in which Mr. Bowles in- 
cluded not only those industries 
which have stopped producing 
war equipment and are now pro- 
Cucing civilian items, but also 





their production, he said that 
“operations are less profitable at 
the moment than in other parts 
of the economy.” 


He added: 
“But let’s keep our perspective. 
All these industries together 


make up less than 15 per cent of 
the American economy. 

“No one can know for sure 
how these industries are making 
out now. Nonetheless their 
outlook for 1946 as a whole is 
extremely favorable. For one 
thing, they face an almost un- 





will be producing far more than 
they ever produced before the 


war, and increasing volume 
means lower costs and rising 
profits.” 


Creating some doubt as to his 
authority in his new post, Mr. 
Bowles emphasized that “I mean 
to make the fullest use of the 
authority under the Second War 
Powers Act to prevent hoarding. 
If there is any doubt on that 
score let me dispel it now. That 
is one thing we simply must not 
tolerate. Speculators take notice!” 








Clarify Veteran Procedure 


For Farm 


The U. S. Department of Agri- 
culture amended War Food Or- 
der 135, Feb. 14, to clarify pre- 
cedure under which veterans may 
obtain farm machinery. As 
amended “A veteran’s preference 
certificate shall become void, un- 
less presented to and accepted by 
a dealer within 15 days after the 
date of issuance” by a County 
Agricultural Conservation Com- 
mittee. No time limit for filing 
certificates with dealers was fixed 
in the original order. The 
amendment also provides that a 
certificate expires 60 days after 
issuance. It, however, may be 
extended when necessary by the 
county committee for additional 
60 day periods “upon a written 
request by the veteran stating the 
reasons why an extension is re- 
quired.” 

A dealer may, if he so elects, 
according to the amendment, fill 
an order on a certificate from 
equipment on hand. “If the 
dealer does not so elect, the 
preference to which the veteran 
is entitled by reason of the cer- 
tificate applies to the next item 
of like equipment received by the 
dealer, or recived by another 
person for the dealer’s account, 
after the presentation of the cer- 
tificate to such dealer.” 

There are 16 groups of new 
machinery upon which pref- 
erences are to be granted. They 
include planting, seeding and 
fertilizing machinery; farm plows 
and listers; pulverizers and stalk 
cutters; sprayers, dusters and 
orchard heaters; harvesting ma- 





Machinery Parchases 


chinery; elevators and blowers; 
tractors; farm wagons; domestic 
water systems; pumps and wind- 
mills, irrigation equipment; dairy 
farm machines and equipment; 
barn and barnyard equipment, 
and poultry equipment. 





SURPLUS PIPE WRENCHES 
GO ON NATION-WIDE SALE 


About 460,000 new adjustable 
heavy-duty pipe wrenches, origi- 
nally costing the Government 
about $420,000, are being offered 
in a nation-wide sale, according 
to Frank L. Seymour, Associate 
Regional Director, War Assets 
Corporation, Consumer Goods 
Division, with headquarters in 
the Empire State Building, New 
York City. 

The wrenches, declared sur- 
plus by the Army, range in size 
from 8 to 36 inches and bear 
trade names of leading tool pro- 
ducers. They are offered to the 
different trade levels, at fixed 
prices. 

Offerings will be made to 
priority claimants and veterans, 
following which the trade groups 
will be permitted to participate. 
Among the latter are included 
plumbing and mill supply houses, 
and wholesale and retail hard- 
ware dealers. 

Besides the New York office, 
10 other offices located in Boston, 
Philadelphia, Cincinnati, Chi- 
cago, Kansas City, Denver, Fort 
Worth, San Francisco, Seattle, 
and Atlanta are taking part in 
this sale. 
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CORBIN OMW/TLOCAS 





for every door in the house... 
stylish-strong-really easy to install! 


MARCH 14, 


For Exterior Doors ...5 pin-tumbler For Bathroom Doors ... button on in- 
Corbin cylinder lock in knob suitable 
for masterkeying. Auxiliary latchbolt 
which deadlocks the door against forc- 
ing. Outside knob latched by thumb 


turn in inside knob. 


side knob locks door, releases on slight- 
est turn from the inside; automatic re- 
lease prevents accidental locking; 
special, simple release in outside knob 
for emergencies. 





. Operation 


For Interior Doors .. 
by knobs from either side at all 
times. 





3 Designs and 8 Finishes . . . Unit Locks are made in two 
round designs . . . plain, and as illustrated . . . and one square 


-design, and will be available in a choice of 8 finishes. 


Construction . . . Brass and bronze metal used throughout. 
Solid frame cast in one piece. Pivoted (swinging) latchbolts 
for easy, quiet closing. Graceful 2” knobs. Unit Locks are made 
for the popular sizes of interior and exterior doors. Complete 


factory assembly . . . no adjustment required. 


CORBIN Unit Locks are stylish, strong and amaz- 
| ingly easy to install Sadnone fe complete units 
cocerece op Ree fat mae i 
= “ lock into and insert 
Treen te ip the lock it place, sine Ease of Installation . . 
always work properly and smoothly. pivoted 
(swinging) latch for each closing 
"Like other high quality Corbin locks. Unit Locks can be com- 
pletely masterkeyed for key locks, if desired. Bathroom locks have 
pun b ton locking and latch release. for salety pau _ ae 
the sizes of interior and exterior 
pte Or write us for cr book! 


, just 2 saw-cuts, knock out block, slip 
lock into place, and insert screws. Parts are never detached, 


so the Unit Lock always works properly. 


Promoting Your Sales . . . Corbin Unit Locks are advertised 


regularly in Better Homes & Gardens and in American Home. 


P. & F. Corbin 


DIVISION OF THE AMERICAN HARDWARE CORPORATION 





(2 authentic styles for other types 
of homes. Never has the buying o 
metallanon of high quality hardware 








“Coed Buildings Deserve Good Hardware 








NEW BRITAIN, CONNECTICUT 


“Good Buildings deserve Good Hardware” 


1946 





DROP FORGED TURNBUCKLES 
IN ALL DIAMETERS AND LENGTH OF OPENING 


FORGED 
AND MALLEABLE 
WIRE ROPE CLIPS 


GALVANIZED 

WIRE ROPE DROP FORGED 

THIMBLES CLOSED WIRE ROPE 
SOCKETS 


DROP FORGED 
OPEN WIRE ROPE 


Established 1871 


THE UPSON-WALTON COMPANY 


WManupacturers of Wire Rope, Wire Rope Fittings, Tackle Glocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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TOPS IN TOUGHNESS 


Opp On, 


FINE FLEXIBILITY 


*e 


& 


SUPERIOR SPEED 





on 2 a 5 | 
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@ If you carry Blu-Mol and Tuf-Flex hack saw blades, you 


can be sure of offering your customers longer wear and faster T U & « F i E »¢ 


cutting speed for any type of work. These two famous Millers 





Falls brands have proved their superiority under the most 
severe conditions. WON TB REA K 
Made of special analysis molybdenum alloy steel, Blu-Mol WoO NT ST ) p 
blades equal the best high speed steel blades in performance 
on many classes of work. Their lower cost, fast cutting ability 


and long life insure the user the lowest cost per cut of any 


blade ever produced. No. 550 Tuf-Flex Deal 
\ gross 10” 

\4 gross 12” 

are super-tough, super-flexible, and super-hard. They will List Price $5.50 


Tuf-Flex blades are made from a new analysis steel. They 


stand a remarkable amount of abuse on the thinnest sheets, 
tubing or gutter pipe without stripping the teeth. Tuf-Flex is 
guaranteed to be the most economical general purpose blade 
ever developed. 
The attractive, substantial wood display fixtures illustrated 
here are free with your first order. They are furnished in three 
colors. If your jobber cannot supply you please write us. 





MILLERS FALLS 
TOOLS 


SINCE 


1868 








Millers Falls Company (eames 


Mie gross 10” 


Greenfield, Mass. eS ss 
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OPA POLICY TO SET PRICES 


INDUSTRY BY INDUSTRY 


WAGES NOT SOLE FACTOR IN PRICE INCREASES 


Under new procedure requested price increases based 
on wage increases require Wage Board approval; 
Primary emphasis put on review of ceiling prices for 
an industry as a whole; OPA to work through indus- 
try advisory committees. ;' 


Outlining the price phases of 
the new wage-price policy, OPA 
on Feb. 21 announced methods 
by which it will work with in- 
dustries and firms to provide 
speedy action in price adjust- 
ments resulting from wage in- 
creases. Because it has set the 
pattern, the first industry under- 
going price readjustment is steel, 
the outgrowth of the 18% cent 
an hour wage increase granted 
the CIO-USW. 

OPA pointed out that the Ex- 
ecutive Order of Feb. 14 intro- 
duced only basic change 
with respect to consideration of 
wage increases as grounds for 
application of price increases. 
This change requires OPA to 
take into account immediately 
the effect on cost and earnings 
of certain broad categories of 


one 





wage increases which previously 


were not to be considered until | 


after a test period of six months 

In weighing the extent of price | 
adjustments needed as the result 
of approved wage increases, OPA 
is directed to provide an adjust- | 
ment if necessary to enable an 
industry not operating at tem- 
porary low volume to earn an 
average rate of profit during the 
next 12 months that will be ap- 
proximately equal to the rate of | 
return on net worth before in- 
come taxes which was earned by 
the industry in a normal peace- 
time base period. 

OPA explained that to meet 
this requirement it will consider 
the prospect of improvement in 
the earnings of an industry dur- 
ing the 12 months as a result of 
growing volume, cost reductions, 
change in realization and other 
factors. Where the projection of 
an industry’s prospects for earn- 
ings improvement might lead 
OPA to conclude that existing 
ceiling prices, though now below 
current total costs, would never- 
theless yield peacetime profits 
for the ensuing year, OPA said 
that it is required by the Execu- | 
tive order to raise such ceilings | 
to the point where they prevent 
loss operation at the time of the 
adjustment. It was pointed out 
that there is an exception to this 
rule in the case of industries op- 
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erating at a temporary low vol- | 
ume where increases sufficient to 
eliminate loss would be likely to 
push prices “to absurdly high 
levels.” 

It was emphasized by OPA 
that the new policy does not re- 
quire that the full amount of an 
approved wage increase, or any 
part of it, must necessarily or 
automatically be reflected in ceil- 
ing price increases. 

To assist industries which are 
making wage increases, OPA set 
forth important points which it 
said should be kept in mind in 
applying for price adjustments 
and announced that it is stream- 
lining procedures for handling 
problems rising under the new 
policy: 

1. Before any industry or firm 
can use wage increases as a basis 
for seeking price action, the wage 
increase must be approved for 
the purpose of the National 
Wage Stabilization Board. Cri- 
teria and procedures for wage 
approval are to be determined 
and announced by the Director 
of Economic Stabilization and 
the Stabilization Board. As stated | 
in the President’s Executive Or- | 
der, all lawful wage rengyoed 
granted before the effective date | 
of the Feb. 14 order are ap- 
proved and may be taken into 





account as a basis for increasing 
price ceilings. Rules waiving 
prior approval of wage increases 
in certain other cases and pro- 
viding for pre-approval in still | 
other situations were issued on | 
Feb. 21 by Judge John C. Collett, | 
Stabilization Administrator. 

2. OPA said that it cannot | 
make any advance commitments | 
about price increases contingent | 
upon prospective grant of a par- | 
ticular wage increase. 

3. OPA will give primary em- 
phasis to the review of ceiling 
prices for an industry as a whole 
on an over-all basis. Only where 
industry-wide consideration does 
not seem appropriate will indi- 
vidual company cases be given 
priority. Industry-wide determina- 
tion can be quickly followed by | 

| 


supplementary individual com- 
pany adjustments where neces- 


sary, OPA said. 


4. OPA will, as a general rule, 
work through established indus- 
try advisory committees and will 
rely on their help in obtaining 
speedily the necessary informa- 
tion for the re-examination of 
ceiling prices. The pricing agency 
said that it is prepared to ap- 








point immediately new commit- 
tees in any industries where in- 
dustry advisory committees do 
not as yet exist. If OPA officials 
foresee a pricing problem devel- 
oping as a result of wage devel- 
opments, they said they would 
not wait to hear from an industry 
but will call in industry advisory 
committees promptly, as it has 
done in a series of 23 meetings 
scheduled from Feb. 20 to March 
4 in the steel and fabricating in- 


| dustries. 


5. In instances where only 
some of the firms within an in- 
dustry have granted wage in- 
creases or where some firms have 
granted increases and others 
have unsettled wage negotiations, 
OPA will consult with industry 
advisory committees as to the 
most appropriate time to appraise 
the need for price relief. 








Rubber Returns 


Improved quality of certain: 


tires including logger tires need- 
ed for the production of lumber, 
will be obtained as the result of 
changes in rubber order R-1 an- 
nounced by the Civilian Produc- 
tion Administration. 

Better rubber footwear and 
more of it will be made avail- 
able. While increasing the 
amount of natural rubber that 
could be used in certain prod- 
ucts, the Civilian Production Ad- 
ministration also permitted use 
of restricted amounts of the nat- 
ural product in 100 items for 
which it had been barred during 
the war. Among them are boots, 
arctics, gaiters, rubbers and can- 
vas rubber-soled shoes. 

Also affected by the action are 
such office supplies as rubber 
bands and pencil erasers. Dur- 
ing the war rubber bands were 
made without any natural rubber. 
They now may be manufactured 
with 37% per cent natural, 
while the amount permitted in 


| erasers has been increased slight- 


ly. 
The action was the first step 
taken by the Civilian Production 


| Administration’s Rubber Division 


to improve the quality of many 
products and at the same time 
overcome production difficulties. 
It was effected by reissuance of 
Rubber Order R-1l, including 
Appendix 1, and the reissuance 
of Appendix II. The order last 
was amended last year by the 


| War Production Board. 


Production of conveyor belting, 
one of the bottleneck items in in- 
dustry today, was given a boost 
by increasing the allowable per- 
centage of natural rubber. This 
was done to speed up the proc- 
essing of belting and insure 
quicker delivery, Mr. Sears said. 


to 100 Products 


Of importance to tire manufac- 
turers is a small amount of 
natural rubber allocated to tire 
cord dip to improve factory 
processing and eliminate produc- 
tion difficulties, he pointed out. 
This will also improve tire qual- 
ity as it will result in better 
bonding of synthetic rubber to 
cord fabric. 

Certain special purpose tires 
such as earthmover, rock service 
and logger have been allowed ad- 
ditional amounts of natural rub- 
ber. 


ELECTRIC MOTORS 
GET PRIORITY AID 


In order to speed the produc- 
tion of fractional horsepower AC 
electric motors for housing needs 
and many consumer-type goods, 
CPA has extended priority as- 
sistance to electric motor manu- 
facturers for production ma- 
terials and capital equipment. At 
the same time priority assistance 
was granted to producers of 
electrical steel sheets, a vital 
component of electric motors. 

In explaining the current pri- 
ority assistance granted to the 
electric motor and silicon sheet 
steel manufacturers, CPA em- 
phasized that assistance will be 
limited on both products to con- 
ditions which will result in a 
substantial increase in produc- 
tion or where such priorities are 
required to replace present 
equipment in danger of an im- 
minent breakdown. The “CC” 
rating will be denied however, 
when it appears that the item 
required is available but under 
different terms of sale or from a 
supplier other than the appli- 
cant’s customary source of sup- 





ply. 


HARDWARE AGE 





















ommit- 
ere in- 
ces do 
officials 
- devel- 
. devel- 
would 
idustry 
dvisory 
it has 
eetings 
March 


ing in- 


» only 
an in- 
ge in- 
is have 
others 
ations, 
dustry 
to the 
praise 


nufac- 
nt of 
lo tire 
‘factory 
roduc- 
d out. 
. qual- 
better 
ver to 


tires 
ervice 
ed ad- 
1 rub- 


S 
D 


roduc- 
er AC 
needs 
zoods, 
Yy as- 
manu- 
ma- 
nt. At 
tance 
rs (of 
vital 
rs. 
t pri- 
> the 
sheet 
em- 
Il be 
. con- 
in a 
oduc- 
Ss are 
esent 
) im- 
Os 
ever, 
item 
inder 
om a 
ippli- 
sup- 


\GE 





A war you should profit by! 





The war against roaches goes on! Your customers 
look to you to supply the latest type weapons they 
need to lick these pests and their allies: ants, bed- 
bugs, silver fish. So cash in on this profit opportunity 
by featuring the WHIZOOKA ROACH GUN! The 
modern dispenser, loaded with a potent powder 
with 5% D.D.T. added. 


Housewives everywhere are reading about the 















WHIZOOKA in advertisements like this appearing in 







The Ladies’ Home Journal every month. And they'll be 
looking for the WHIZOOKA in your store! Get set 


now to get this business in your area. Write: Specialty 


Mow THOSE 
ROACHES DOWN: 













Department, R. M. Hollingshead Corporation, Camden, 






New Jersey; Toronto, Canada. 


















. WHIZOOKA ROACH a ae 


A PRODUCT OF 


war- ’ a yi 
time coctorment ese a killing : a 
ed— makes $ dient silverfish. a 'y 


for safe, LEADER IN MAINTENANCE CHEMICALS 





action. Only 


. M. Hollingshead Corp. 























108,000,000 WHIZOOKA 


advertising impressions will 








insure consumer interest at 






every retail counter. 
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spindles that sing of 













































R.. on row of revolving spindles 


hum, twisting loose fibred ribbons of “sliver” 
into strong rope-making “yarn”. Upon the uni- 
formity of this yarn, depends much of the 
final quality in the rope that is being produced. 
Craftsmanship accumulated through over 
seventy-five years of experience, enables H & A 
engineers to determine exact specifications for 
the yarn needed to make any particular grade 
of rope. With uniformity of twist and tension 
assured by automatic controls, spindles at the 
H & A mill confidently sing of quality cordage. 
All yarns, whether for the famous H & A “Blue 
Heart” Manila Rope, or for any other of the 
popular H & A 
brands, are spun 
with the 
meticulous 


same 
care. 


“~~ 


Dealers and jobbers 
are invited to write 
direct for trade in- 
formation on the 
complete H & A 
line of Rope, Twine, 
Packing, Oakum, etc. 


J 
44 
44. 
4% 
4 
MV 
MV; 
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THE HOOVEN & ALLISON COMPANY 
XENIA, OHIO 


V ? 
“Spinners of Fine Cordage Since 1869 





Regional and Sab-Offices 


War Assets Corp. 
Consumers’ Goods Division 


On March 25th, a War Assets 
Administration will be set up in 
the Office for Emergency Man- 
agement to administer both the 
present surplus property dis- 
posal function of the War As- 


REGION 1 


sets Corp. and the former 
policy-making functions of the 
Surplus Property Administra. 
tion. Lt. General E. B Gregory 
will be named head subject to 
Senate confirmation. 


Connecticut, Maine, Massachusetts, New Hampshire, Vermont, 


Rhode Island 


Washington Essex Bldg., 600 
Washington St, 5th Floor, 
Boston 11, Mass. 


REGION 2 
New York, New Jersey 
350 Fifth Ave., 61st Floor, 
New York 2, New York 
Sub-Ofices 
641 Washington St., New 
York 14, N. Y¥. 


REGION 3 
District of Columbia, Delaware, 


5th & Chestnut Sts., Philadel- 
phia, Pa. 

Sub-Offices 

1911 North Chester St., Bal- 
timore, Md. 

Mutual Assurance Sec. Bidg., 
9092 Main St., Richmond 19, Va. 

1126 21st St., N.W., Washing- 


REGION 4 
Indiana, Kentucky, Ohio, West 


704 Race St. Cincinnati 2, 
Ohio 

Sub-Ofices 

842 Standard Bldg., Cleve- 
land 12, Ohio 


Federal Reserve Bank Bldg., 
Cleveland 1, Ohio 


584 New Federal Bldg., Co- 
lumbus 15, Ohio 


REGION 5 


Sub-Office 
10 Post Office Square, Boston 
9, Mass. 


70 Pime St... New York 
Y. 


N. Y. 
75 State St., Albany 7, N. Y 
Old Post Office Bidg., Syra- 
cuse 2, N. Y. 
31 Central Ave., Newark 2, 
ae 


Pennsylvania, Maryland, Virginia 


ton, D. C. 
906 North Lombardy 5&t., 
Richmond, Va. 

525 Clearfield St., Philadel- 
phia, Pa. 
600 No. Second St., Room 305, 
Harrisburg, Pa. 

Room 2220, Farmers Nat. 
Bank Bldg., Pittsburgh, Pa. 


Virginia 


212 Federal Bldg., Indian- 
apolis, Ind. 

Wave Bidg., 334 E. Broad- 
way, Louisville 2, Ky. 

Lincoln Bank  Bldg., 421 
Market St., Louisville 2, Ky. 

P. O. Box 918, Belle, W. Va. 

Harris & Beech Sts., Nor- 
wood 12, Ohio 

1145 S. 14th St., New Castle, 
Ind. 





Illinois, Michigan, North Dakota, South Dakota, Minnesota, 


Wisconsin 


209 So. LaSalle St, Chi- 
cago 4, IIL 


Sub-Offices 
2530 N. Elston Ave., Chicago, 


11. 
Ns No. LaSalle St., Chicago, 


REGION 6 


Capital & Faust, Detroit 23, 
ich. 

607 Shelby St., Detroit 26, 
i 


ch. 

1790 Como Ave., St. Paul, 
Minn. 

McKnight Bldg., Minneapolis 
1, Minn. 


Alabama, Florida, Georgia, Mississippi, North and South Carolina, 


Tennessee 


Belle Isle Bidg., 105 Pryor 
St., N.E., Atlanta 3, Ga. 


Sub-Ofices 
322 Bell Bldg., P. O. Box 


1790, Montgomery, Ala. 
7 S. Tryon St., Charlotte 2, 


N. C. 

228 Federal Bidg., P. O. Box 
4966, Jacksonville, Fila. 

Camp Blanding, Fla. 

Building 18-J, South Side 
Army Service Forces Depot, 
Savannah, Ga. 


_ Blidg., Birmingham 


a. 

313 Masonic Bldg., P. O. Box 
608, Jackson 105, Miss. 

316 E. Lenoir St., P. O. Box 
1429, Raleigh, N. C. 

Manson Bidg., 1207 Taylor 
St., Columbia, 8. C. 

402 Customs House, Nash- 
ville, Tenn. 

Room 678, Shrine Bidg., 66 
Monroe Ave., Memphis, Tenn. 

Nashville Trust Blidg., Union 





Camp Stewart, Hinesville, Ga. 


REGION 7 


St., Nashville, Tenn. 


Louisiana, Texas, Arkansas, Oklahoma 


609 Neil P. Anderson Bidg., 
Fort Worth, Tex. 


Sub-Ofices 


.|homa City, 
Cotton Exchange Bidg., Dal 515 5. 


las 1, Tex. 
Rusk Bidg., 723 Main St., 
Houston 2, Tex. 
Transit Tower, 3rd Floor, 
San Antonio 5, Tex. 





3421 N.W. 28rd St. Okla- 
homa City, Okla. 
Cotton wo Bldg., Okla- 


2nd St., Little Rock, 
Ark. 
714 Girod St, New Orleans 


Richards Bldg., 837 Gravier 
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St, New Orleans 12, 


Tex. 


Red River Ordnance Depot, 


Texarkana, Tex. 


REGION 8 





La. 
2nd & Colorado Sts., Austin, 


Alexandria, La. 
Whse. No. 2, Quartermaster, 
El Paso, Tex. 
1300 E. 
Worth, Tex. 


Lancaster, Fort 


lowa, Kansas, Missouri, Nebraska 


2605 Walnut St., Kansas 
City 8, Mo. 
Sub-Offices 


1328 Paul Brown Bidg., 818 


Oliver St., St. Louis, Mo. 


Victoria Bldg., 407 N. 8th St., 


St. Louis 1, Mo. 


REGION 9 


Federal Reserve Bank Bidg., 
Kansas City 6, Mo. 

801 N. 30th St., Omaha, Neb. 

530 Southwest 2rd St., Des 
Moines, Iowa. 

Camp Phillips, Kan., P. O. 
Box 977, Salina, Kan. 


New Mexico, Utah, Colorado, Wyoming 


1030 Fifteenth St., 7th Floor, 
Denver 2, Colo. 


Sub-Offices 
Dooly Bldg., Salt Lake City, 
Utah. 


Hannum Base, Utah. 
Coliseum Bldg., Ogden, Utah. 
105 E. Central, P. O. Box 


REGION 10 
California, Arizona, Nevada 


30 Van Ness Ave., San Fran- 
cisco 2, Cal 

Sub-Offices 

1206 S. Maple Ave., Los An- 
geles 15, Cal 

Pacific Mutual Bldg., Los An- 
geles 14, Cal. 

200 Bush St., San Francisco, 
Cal 

1816 W. Fillmore St., Phoe- 
nix, Ariz. 

Lyons Bldg., P. O. Box 1751, 
Reno, Nev. 
Command Section 
ASF Depot Classification, Camp 


REGION 11 


1351, Albuquerque, N. M. 
1775 Sherman St., Denver, 


Colo. 
915 So. Logan, Denver, Colo. 
Littleton, Colo. 
Camp Carson, 
Springs, Colo. 
355 Pierpont Ave., Salt Lake 
City, Utah. 


Colorado 


Beale, Calif. 

c/o Lt. Frazer, Storage Div., 
Fort Ord, Cal. 

Whse. No. 472, SCU 1984, 
OSCS, Pomono, Cal. 

c/o U. S. Engineers, $810 
Capitol Ave., Sacramento, Cal. 

Stockton Ordnance Depot, 
Bldg. T-120, Stockton, Cal. 

254 S. Dearing St., P. O. Box 
1814, Fresno, Cal. 

General Delivery, San Luis 
Obispo, Cal. 

Post Office and Court House 





Bldg., Tucson, Ariz. 


Oregon, Montana, Idaho, Washington 


2005 Fifth Ave., Seattle 1, 
Wash, 
Sub-Offices 


242 W. Riverside, Rooms 701- 
706, P. O. Box 1471, Spokane 6, 
Wash. 

Columbia Bldg., Spokane 8, 
Wash. 

c/o General Delivery, Litttle 
Pasco, Wash. 

Room 310, Capital Securities 
Bldg., P. . Box 2783, Boise, 
Idaho. 

Hirbour Bldg., Rooms 72-74, 


Corner Broadway & Main, P. O. 
Box 246, Butte, Mont. 

Mt. Rainier Ordnance Depot. 
_Tacoma, Wash. 

Dexter Horton Bldg., Seattle 
4, Wash. 
Pittock Block, Portland 5, 


Ore. 

1410 S. W. Morrison S&t., 
Portland, Ore. 

Auburn H. & R .Point, Au- 
burn, Wash. 

P. O. Box 1509, Medford, Ore. 

Power Block, Box 177, He- 
lena, Mont. 








CPA SPURS PRODUCTION 
OF CAST IRON RADIATION 


To increase the ouput of cast 
iron radiators the Civilian Pro- 
duction Administration has 
placed the industry under the 
coverage of Direction 4 to Prior- 
ities Regulation 28, the “bottle- 
neck” breaking regulation. 

Under the amended direction 
foundries making cast iron radia- 
tion are eligible to apply for 
“CC” preference ratings for: 1) 
Capital equipment which will 
result in an increase in produc- 
tion or which is needed to re- 
place operating equipment in 
danger of breakdown, 2) Con- 
struction materials required for 
expansion or modernization of 
existing foundries or construction 
of new foundries, (where suffi- 
cient labor is available), 3) Pro- 
duction materials and mainte- 
nance, repair and operating sup- 





plies. 
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“CC” ratings will be granted 
in any of the above cases only 
when the applicant is not able 
to obtain the equipment or ma- 
terials without the rating. 

Inventories of cast iron radia- 
tion are scraping bottom. Esti- 
mated ~ production in January, 
1946 was 1,200,000 square feet, 
while the estimated monthly re- 
quirement for 1946 and 1947 is 
6,000,000 square feet. To satisfy 
the needs of the expanded Vet- 
erans’ Preference Housing Pro- 
gram, as well as essential non- 
deferrable maintenance and re- 
pair and construction require- 
ments, expanded production is 
vital. 

In addition to this action the 


Civilian Production Administra- | 


tion is surveying the individual 
plants to learn what steps the 
government should take to in- 
crease the output of cast iron 
radiators. 








DIAMOND 





THE NEW DIAMOND 
MONKEY WRENCH 





Drop forged from high quality tool steel 
throughout, handle as well as movable jaw. 
Scientifically heat treated to give maxi- 
mum wear. Handle unbreakable—conve- 
nient and durable hammer head. Has 
greater strength than ordinary monkey 
wrench and increased utility. Easy of ad- 
justment. A practical all around handy tool. 

Has proven itself not only valuable to 
the implement and railroad industry, but a 
splendid tool for general utility. Finish, 
cadmium plate with polished jaws and 
hammer face—red handle, or black plate 
with polished jaws and hammer face— 
red handle. 


Write for our new tool catalog. 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Mina. 
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NOW AVAILABLE FOF 


NATIONAL HOUSEWARES 


DISTRIBUTION: 


Millions Sold as “Gift Item” — 
Proof of Sensational Success! Now 
Nationally Advertised to 17,000,000 
Consumer-Readers Per Month! 






ieee volume news for housewares buyers! 
Chip-Chop, already a sensational gift seller 
from coast td coast, is now ready to help you 
cash in on its full sales potentialities as one of 
America’s fastest-selling housewares items—sold 
jn your Housewares Department or counter! 

You know Chip-Chop. You probably have 
one in your home now. This magic ice-chopper 
jumped into volume sales in gift shops and 
department stores almost overnight. Now it’s a 
proved, sales-tested household and utility item, 
with ever-growing re-orders from wise buyers 
who are latching onto every fast-moving item of 
merchandise they see. 

Chip-Chop is now in high-volume mass-pro- 
duction, and we can ship as fast as you can send 
your re-orders in. Stock Chip-Chop now. A 
popular gift seller at $1.00; a whirlwind seller 
during warm weather. Over 17 million con- 
sumers will start reading powerful magazine 
advertising starting May 1946. Thousands of 
them are your customers. Better let ’em know 
you handle Chip-Chop. Start displaying Chip- 
Chop now. 

APEX PRODUCTS CORP. 
53 East 10th Street, New York, N. Y. 













Cash in on this Powerful Advertising 





Spring ona 
Hammer Action! tacos 


THE 
Chops Ice Cubes a ®,) KER 
Right in the Glass! ? ‘ 


$7OO 


retail 





Ponce ib cores 






















































ecutive vice-president of Bu- 
ford Brothers, Inc., Nashville, 
Tenn., wholesale heavy hard- 
ware distributors, is 86 years 
of age and has spent 65 years 
in the business. Born July 14, 
1859, Mr. Buford entered the 
field on Jannuary 1, 1880, as 
an order clerk for W. S. 
Bransford & Co. After three 
years with that firm he affili- 
ated himself with Dudley Bros. 
& Lipscomb, later H. G. Lips- 
comb, remaining with that firm 
for 37 years, 33 of which were 
spent as a partner. He has 
been with Buford Brothers, 
Inc., for the past 25 years in 
the position which he still holds. Mr. Buford states, “I 
have reason to believe that I am the oldest active hard- 
ware man living. I will be 87 if I live until July, 1946, 
and more than 65 years of that time will have been spent 
in the wholesale hardware business. I reach my office 
between 6.30 and 7 o’clock in the morning and leave at 
5 o’clock in the afternoon. I am still active and have no 
trouble in handling myself and getting around and I am 
writing this without using glasses.” Mr. Buford has had 
many outside interests. He was a director in forming 





BROWN BUFORD 
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the local chamber of commerce; vice-president of the 
board of transportation and was a trustee for several 
years; a founder of the local Kiwanis Club, and is at 
present secretary-treasurer of the Nashville Freight 
Bureau. “Going full steam ahead all the time and selling 
hardware and steel,” he states, are his hobbies. 


M. B. LENDVED, secre- 
tary of Lendved Brothers, Inc., 
Clintonville, Wis., is 80 years 
of age and has been in the 
hardware field for over half a 
century—55 years to be exact. 
Mr. Lendved introduced him- 
self to hardware in the autumn 
of 1889 when he started as a 
delivery man with Hessell & 
Leykum of Antigo, Wis. After 
spending over 12 years with 
this firm and working himself 
up to the position of salesman, 
he joined the forces of the J. 
C. Lews Co. of Antigo and re- 
mained with that firm for four- 
and-a-half years. At that time 
the Lendved, Schulz Hardware 
Co. was started and he remained with that firm until 1913 
when he started in business in Clintonville. Mr. Lendved 
has three sons, all of whom are in the hardware business. 
Archie B. Lendved is with the Northern Hardware Co. of 
Menominee, Mich.; Herbert B. Lendved is with the John 
Pritzlaff Hardware Co., Milwaukee, Wis., wholesale hard- 
ware distributors, while Reuben L. Lendved is managing 
the business of Lendved Brothers, Inc., in Clintonville. 
All three of them have never been identified with any 
other field of business activity. Mr. Lendved has never 
been active in politics and his hobby of always trying to 
be of service to his customers and endeavoring to please 
them is one of the best reasons possible for his not hav- 
ing been interested in activities outside of his business. 





M. B. LENDVED 


EMANUEL M. NETTER, 
assistant treasurer and head 
of the credit and bookkeeping 
department of Camillus Cut- 
lery Co., New York City, has 
spent a half century in the 
hardware business all of it 
with the same firm and its 
predecessor. Mr. Netter en- 
tered the field of hardware on 
January 19, 1896, with Adolph 
Kastor & Bros., forerunner of 
the present Camillus Cutlery 
Co. In those days the firm 
was primarily an importer of 
cutlery and Mr. Netter started 
with it as a billing clerk. He 
became office manager in 1907 = pyaNUEL M. NETTER 
and in 1929 was made assis- 
tant treasurer and has since been head of the credit and 
bookkeeping department. He is an ardent salt water 
fisherman and spends many of his weekends on the Great 
South Bay, off the shore of Long Island. 
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It’s PROFITABLE 
To Sell Quality Products 


Like PARKER joois 


For instance, you must 
double your volume of 
trade, which in turn, calls 
for additional overhead, 
additional sales expense, 
additional floor space. 
With a quality line like 
Parker’s, you eliminate dis- 
satisfied customers and an 
accumulation of complaints, too frequently the result 
of cheaper merchandise. 

Multiply the greater profits, the better satisfied 
customers from sales of Parker Small Hand Tools 
by a period of years. Quality pays immediately 
and in the long run too. 

There'll be some new products in the quality 
line of Parker Small Hand Tools soon. Watch 
for them. 





Parker 
PARKER MANUFACTURING CO. 


WORCESTER I, MASS., U.S.A. 














Steel products—American Steel & 
Wire Co., Cleveland 13, has announced that 
OPA maximum prices on steel products 
were ordered to be increased, effective 
Feb. 15, 1946, in an amount equivalent to 
$5.00 per ton, and that the prices of the 
steel products manufactured by the com- 
pany are similarly increased with respect 
to all shipments on and after that date. 
Materials shipped after Feb. 15, 1946, will 
be invoiced initially at prices existing prior 
to that date and revised billing applicable 
to the specific increases on the materials 
covered by any invoice (which may be 
more or less than $5.00 per ton) will be 
rendered as soon thereafter as possible. 
New price lists refllecting these changes 
will be published by the company as soon 
as practicable. 
* * > 
Metal household furniture — 
OPA has granted manufacturers a recon- 
version increase of five per cent of their 
1941 prices, but has required wholesalers 
and retailers to absorb the increase. The 
agency will watch production patterns and 
if necessary will require manufacturers to 
maintain approximately their prewar pro- 
portion of low, medium and high price 
lines. Order No. 8 under Section 1499.159e 
of MPR No. 188—Adjustment of Maximum 
Prices on Metal Household Furniture, ef- 
fective Feb, 25, 1946. 
. « * 
Irons—Ceiling prices for Model 
B-200 “Steam-O-Matic” iron and the Model 
W-410 “Petipoint” iron made by the 
Waverly Tool Co., Newark 5, N. J., have 
been announced as: dealer’s cost including 
Federal excise tax in lots of six or more, 
$9.50; lots of less than six, $9.92. Retail 
ceiling price for both irons, $14.45. MPR 
188, Order 6 under 15E, Dec. 20, 1945. 
. s > 
Surplus property — War Assets 
Corp. announces a total of $268,200,000, 
measured in reported cost and excluding 
nonsalable aircraft, was disposed of dur- 
ing January in the U. S. and its territories 
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and possessions, a rise of 92 per cent from 
the December total. Consumer goods dis- 
posals made the outstanding gain in Janu- 
ary, increasing from $45,800,000 in the pre- 
vious month to $83,200,000 in the first 
month of 1946. By the end of January, the 
cumulative total of all surplus property dis- 
posals except nonsalable aircraft was $1,- 
564,000,000. The total inventory of $7,- 
800,000,000 of surplus property at the end 
of January was up $1,400,000,000 from 
December 31. The domestic portion of this 
total was valued at $6,400,000,000 in re- 
ported cost on January 31, or approxi- 
mately the value of all surplus inventory a 
month previous. 
> * * 

Lumber production — in 1945 
amounted to 27,356,074,000 board ft.—16 
per cent less than in 1944 according to the 
CPA. Requirements for 1946 are 36,000,- 
000,000 board feet, reflecting the expected 
impact of the Veterans’ Emergency Hous- 
ing Program. Dec., 1945, production alone 
was 1,447,345,000 board ft., a drop of 22.9 
per cent from November and 30.6 per 











1944. The normal sea- 
sonal decline from November to December 
is 9.7 per cent. 


cent less than Dec., 


> * * 


Synthetic rubber—B. F. Goodrich 
Chemical Co., Rose Bldg., Cleveland, has 
announced a 388,577,000-lb. output. This 
production record was established during 
1945 and showed an increase of nearly 56,- 
000,000 Ibs. over the total production in the 
company’s plants in 1944. 

. . - 


Electric lamps—<According to the 
Bureau of The Census, production and 
shipments in the third quarter of 1945 de- 
clined from the second quarter of the year 
which, in turn, was lower than the first 
quarter of 1946. 

* * * 

Sewing machines — 10,874 home 
sewing machines were produced in Decem- 
ber compared with 8,096 in November ac- 
cording to the Bureau of Census. 

. . * 

Tires — Production of car and 
motorcycle tires last year was 28,292,112 
tires, 50 per cent above 1944 and about 
one-third below prewar replacement sales. 
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LaSalle Map of Business Gaatinen 








SJUp 5 to10% 
MUp oto4% 
Gown 10to O % 
National Average Up 2 % 
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There are 





6 million reasons 


why people are 


THE NEW PLASTIC SCREEN CLOTH 


Yes ... 26,459,000 advertising, selling messages in home, 
architectural and building magazines... with millions 
more to come...until all America will think only of 
Lumite* when they think of screens. . 


Once called ‘“The Screen of the Future,”’ Lumite is now... 


THE SCREEN OF TODAY! 


e RUSTPROOF e EASY TO HANDLE 

e WON'T BULGE e EASY TO FRAME 

e CAN’T STAIN e NON-INFLAMMABLE 
e NO PAINTING e TESTED COLOR 

e CLEANS EASILY e LASTS LONGER 


Ask your jobber or write to: 
CHICOPEE MANUFACTURING CORPORATION, LUMITE DIVISION 
World's Largest Makers of Plastic Screen Cloth 
47 WORTH ST., NEW YORK 13, N. Y. 
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Want a streamlined inventory? 
Listen to my caster-story: 
Don't load up with “ shelf-dwellers” — 
Concentrate on Bassick sellers! 





MOST POPULAR 
SPEEDIEST-SELLING 
BASSICK CASTERS 


No 
7258X42-0C 


No 


SEE YOUR BASSICK CATALOG 
FOR THE ABOVE NUMBERS 


No “permanent guests” among these 
pacemakers in the Bassick caster line. 
Their stay with you will be short-—and 
profitable. Be sure you order these six 
fast-moving items from your jobber, for 
a basic stock to take care of the majority 
of your customers’ needs. 

THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart-Warner 
Corporation. Canadian Division: Stewart- 
Warner-Alemite Corporation of Canada, 
Ltd., Belleville, Ont. 


Bassick 


MAKING MORE KINDS OF CASTERS 
+ «+ MAKING CASTERS DO MORE 
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Steel Wire Prices Advanced by OPA 


As we go to press, announcement has been made of price advances for various 
iron and steel products, retroactive on deliveries by the mills to Feb. 15. OPA has 
stated that wholesale distributors are authorized to pass on to their customers the 
amount of the increase, generally on a dollar and cent basis. This applies, in all 
instances, except on: 1—Merchant trade products priced under Section (h) (2) as 
outlined in Amendment 31 of Price Schedule 49; 2—Standard, butt-welded, lap- 
welded and other sizes of pipe, see Section (i) of appendix A, RPS 49. For further 
details on these changes, see the March 28, 1946, issue of HARDWARE AGE. 








Metal beds— Manufacturers of 


| metal cots and double deck beds may in 


some circumstances begin to sell 15 days 
after filing ceiling prices calculated for 
themselves, without waiting for specific 
approval from OPA—Amend. No. 1 to 
Order No. 1470 under Regulation No. 188 
effective March 5. 

* o . 

Linoleum—Manufacturers of lino- 

leum and felt-base floor coverings are 
given a 9 per cent increase in ceilings to 
offset cost increases since March, 1943, 
OPA ruled in order No. 4875 under Reg- 
ulation No. 188, effective at once. 

* « * 


Radios—CPA _ reports January 
shipments totaled about 500,000 compared 
with 250,000 during the final three months 
of 1945. The January rate was 45 per cent 
of prewar monthly output. 

* ¢ * 

Refrigerators—Strikes affecting 
three major producers kept January pro- 
duction and shipments down by 20 per 
cent to 100,000 units, as compared with 
125,000 units in December, according to 
CPA. 


Electric stoves— The _ electrical 
workers’ strike hit production in January 
after a sharp upward trend during the 
fourth quarter of Vast year, when ship- 
ments totaled 70,640 units, half the average 
prewar rate, states CPA. 

* > sd 


Sewing machines— CPA reports 
January production was 27 per cent over 
December but output still was only about 
25 per cent of the prewar rate of 48,000 
monthly. 

_ 7 * 

Washing machines—Because of 
electrical strikes, CPA says that output 
was “probably less” than the 99,000 units 
shipped in December. 

o . > 


Electric irons— Similarly affect- 
ed by the strike, says CPA, after an up- 
ward monthly trend of about 867,000 units 
for the fourth quarter of 1945. This was 
76 per cent of the prewar average rate. 

* * @ 


Vacuum cleaners— Shortages of 


parts retarded shipments in January. 
They had risen to 210,000 units in the 
fourth quarter of 1945, or 45 per cent of 
the prewar average, according to CPA. 


® = © 


Passenger tires—January pro- 
duction reported by CPA exceeded 4,800,- 
000 tires as compared with 3,900,000 in 
December and 2,600,000 in September. 


New construction—totaled $503,- 
000,000 in January, 1946, an increase of 6 
per cent over December and 82 per cent 
over Jan., 1945, according to the Construc- 
tion Division, Department of Commerce. 
Privately financed construction in Jan., 
1946, reached the highest level in almost 
five years with a volume of $394,000,000, 
representing an increase of 8.5 per cent 
over December and 249 per cent over Jan., 
1945. Publicly financed construction de- 
clined $2,000,000 from the December level 
to $109,000,000 in January. The volume of 
publicly financed construction in January, 
1945, was $164,000,000. In the privately 
financed group, residential construction 
(exclusive of farm dwellings) amounted to 
$138,000,000 in January 1946, and showed 
only a small rise, 3 per cent, from Decem- 
ber. 

« « + 


Retail sales—independent retail- 
ers’ (all types) sales for January, 1946, 
were 17 per cent higher than for January, 
1945, but were 33 per cent short of sales 
for Dec., 1945, according to preliminary 
data of the Bureau of the Census. These 
data are based upon reports from 10,766 
independent retailers in 34 states. Hard- 
ware store sales showed a plus 39 per cent 
for Jan., 1946, as against Jan., 1945, and a 
—22 per cent for Jan., 1946, over Dec., 
1945. 








Latest News on 


RECONVERSION 


on page 178 








HARDWARE AGE 





ss @& © ws SO ty 





PA has 
ers the 
in all 
(2) as 
\d, lap- 
further 
GE. 


d $503,- 
ase of 6 
per cent 
onstruc- 
mmerce. 
in Jan., 
1 almost 
000,000, 
yer cent 
ver Jan., 
tion de- 
ver level 
ylume of 
January, 
privately 
struction 
unted to 
showed 


Decem- 


t retail- 
y, 1946, 
January, 
of sales 
liminary 

These 
2 10,766 

Hard- 
per cent 
5, and a 


Lovell Page, Winchester gun expert, 

holds the German semi-automatic 

rifle (Gewehr 41-M) and the poten- 
tially death-dealing bolt. 


German Souvenir Gun 
Highly Dangerous 


HE G.I. souvenir gun, the German 

semi-automatic rifle (Gewehr 41- 
M), has been labelled highly danger- 
ous for shooters to fire because its bolt 
can blow back into a shooter’s face. 
The potential danger of the rifle, ac- 
cording to Lovell Page, gun engineer 
at the Winchester Repeating Arms 
Company division Olin Industries, Inc., 
was traced to a faulty plunger or “in- 
terrupter.” 

The spring-operated plunger is lo- 
cated in the rear of the sear, behind 
the trigger, and is supposed to prevent 
the pulling of the trigger until the bolt 
handle is locked in its forward position. 
A slot in the body of the bolt handle 
allows the top end of the plunger to 
rise and release the sear when com- 
pletely closed. Evidently, because of 
the shortness of the plunger, it was 
found that the trigger could be pulled 
in any position of the bolt handle. 
In the case of the bolt being nearly un- 


Pencil points to faulty plunger. 
Plunger, spring operated is too 
short, allowing rifle to be fired 
with bolt handle in any position. 
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AN EXTRA SALES CLERK 
AND A BOOST! 


P7774 
-YOUR LIFE 
YOUR FAMILY 
YOUR HOME 
« YOUR PROP RTY 


rene FIRE EXTINGUISHER KIT 


THE SALES CLERK: 


Each Pyrene Profit Kit contains three 1-qt. Pyrene Fire Extinguishers 
SEE and six 1-qt. Pyrene Refills. & & & a @ & 
It also contains hard-hitting J OO WW 

sales promotion material that turns merchandise into money. 
Ex: You get a counter * r\ display stand, a window 
display, window o streamers, booklets and 

circulars on fire pro- Yet tection, and newspaper mats 


that create a big demand for Pyrene eer 
Fire Extinguishers and subsequent Cah 


profit for you. That’s a deal that is a deal. 


& THE BOOST: 


Dramatic, sales-stimulating advertisements that appear every week and 
every month in leading publications throughout the country, give the 
dealer a boost, educating people everywhere to the value of Pyrene 
fire control. The distribution of thousands of copies of “Be It Ever So 
Humble,” a household hints booklet, in response to this advertising, 
is another promotion device that Pyrene uses to make the Kit a sure 
source of all-year-round revenue for the hardware dealer. 


You get the established discount on the extinguishers and refills. All 
of the advertising material is included at no additional cost. 


Order a No. 4 Pyrene Profit Kit from your jobber today. Only $30.60. 


fu rene dlanufacturing Compan) 
pA NEWARK 8 NEW JERSEY 


Affiliated with the C-O-Two Fire Equipment Co 





These world-famous pipe thread- 
ing tools have 5 BIG FEATURES: 

1. Lever-locking, adjustable dies. 
2. Self-locking, self-centering guides. 
3. No backing off—dies open and 

release tool from pipe. 
. Dies re-set to size instantly. 

. Big range of sizes... . right and 
left hand threads. . 
PLAIN and RATCHET. 


. two types: 


“Oster BULL DOGS are lifetime tools!” 
Write for Catalog. 


MAIL TAS 


erie eae aT PET 


THE OSTER MANUFACTURING CO. 


2028 EAST 6Ist STREET 
CLEVELAND 3, OHIO 


O. K. OSTER! Send me your illustrated 
catalog LIST NO. 45-T. which features PLAIN 
| and RATCHET types of “BULL DOG” Die-Stocks. 





| MY NAME 


| OE ccencrennenntsinninnnnrintinmncinn 
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| get that. 
| was always a retail store affair. But the 
fact is that our pioneer ancestors bought 


| customer’s 





| methods to flow with its stream. 





| moves in the right direction. 


locked and the rifle fired, the bolt could 
blow back into the shooter’s face, re- 
sulting in serious injury or death. 

It is believed faulty parts may have 
been weakened intentionally to trans- 


form abandoned guns into booby traps. 
The Nazis evidently did not give us 
much credit for sense if they thought 
Americans would fire a bolt action 
rifle without first securing the bolt. 





Is Retail Volume Tending Away From the Sales Floor? 
Although this article is addressed to the department store 


it is equally valuable to those in the hardware business 


HY will retail volume tend away 
from the sales floor? Retailing, 
in its early days in this country, was 
decidedly itinerant. We incline to for- 
We assume that retailing 


perhaps as large a volume from ped- 


| dlers who pulled right up to the house 


door as they bought in retail stores. 


Changing Trend 


So long as we remained predominant- 
ly rural, the retail volume done at the 
doorstep remained huge. 
When the trend toward urban living be- 
came predominant, retail volume tended 


| more and more to the retail store. 


But, starting with the automobile in 


| this century, a reverse population move- 
| ment slowly set in. 


Only now is it 
becoming visible, however. The new 
trend is towards decentralization of 
population. It is aided and abetted by 
powerful factors including such indus- 
trial giants as General Electric and 
General Motors, who have announced 
plant decentralization as concrete cor- 
poration policies. It is aided and abet- 
ted by air transportation. It will be 
aided and abetted by television. It will 


| be aided and abetted by shorter hours, 
| more leisure time, subsistence farming, 
| ete. ' 


In perhaps a dim way, department 


| stores have perceived this basic trend 


and have endeavored to shape their 
That 
is why department stores have opened 
branch units. That is why department 
stores developed telephone selling. That 
is why department stores developed 
mail-order selling. 

But, as we have said, these were not 
so much in the way of deliberate, con- 
scious efforts to conform to a funda- 
mental population shift with a corollary 
shift in shopping habits. They were 


| really vague gropings for additional 


They were very definitely 
But the 
reasons why they were moves in the 
right direction were not at all clearly 
perceived. 


volume. 


Today, however, top department store 


management is keenly and even acutely 
aware of the fact that decentralization 
of population is a vast movement. 
Simultaneously, top department store 
executives began to hear of new retail 
ventures specifically shaped and 
moulded to cater to the new trend. 
These included the super-markets with 
their outlying locations; plans for am- 
bitious retail emporiums at the cross- 
roads and along highways, etc., etc. 

It has now become clear that the 
branch unit cannot shoulder the full 
burden of meeting the new retail 
rivalry. It is one answer to the prob- 
lem. And it is a splendid answer—so 
splendid that, of our 300 leading de- 
partment stores, probably close to 250 
will have from one to two dozen branch 
units each by 1950. In fact, it is not 
wild imagining but cold appraisal that 
leads us to predict that, by 1950, these 
300 leading department stores will be 
operating no less than 2,000 branch 
units and perhaps as many as 3,000 and 
even more! 

But, if we accept the larger figure 
of 3,000, it immediately becomes ap- 
parent that these will be a mere hand- 
ful as compared with the number and 
scope of the new retail competition. 
It is entirely probable that, by 1950, 
the super-markets, the mail-order 
houses, the major oil producers, the 
variety chains, the former auto acces- 
sory chains, etc., will have opened i2 
total no less than 30,000 new outlets 
strategically located in the new “de- 
central” shopping areas. As a matter 
of fact, we think that that figure of 
30,000 is apt to prove low. 


Must Look Elsewhere 


Consequently, unless the department 
stores assume that their main store 
additions and their branch unit pro- 
grams are fully capable of shoving de- 
partment store volume up to a new 
peak against this new competition—and 
that, we maintain, is a bold assump- 
tion—the department stores must look 
elsewhere for further volume. 

Where can department stores look 
for that additional volume? Where can 
they find it at a reasonable cost? 
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We think the answer will be found 
in: 
1—More and better mail-order sell- 
ing. 

2—More and better selling outside 
the store. 

3—More and better telephone selling. 


_ Selling Outside the Store 


Public utilities, electrical specialty 
stores, and various other specialty or- 
ganizations have proved that enormous 
sales can be built by the intensive de- 
velopment of house-to-house selling. A 
number of department stores have 
flirted with the idea—largely with house 
furnishings. 

We know, from talks with our de- 
partment store friends, that some top- 
flight department stores plan to expand 
this function considerably. They expect 
to do the following. 

A—Apply outside selling to some of 
those merchandise classifications in 
which others have already achieved con- 
siderable success. This includes elec- 
trical appliances, radio and television, 
house furnishings. It will also include 
some items of apparel. 

B—Apply outside selling to new lines 
that will definitely require it. This 
will include such lines as prefabricated 
houses, air conditioning systems, similar 
bulky and complicated and new items. 

C—Study the best methods of the 
successful organizations operating in 
the field of outside selling and adapt 
these methods to department store re- 
quirements. 

D—Organize a special department to 
handle this function, instead of per- 
mitting each merchandise department 
to handle it as a side venture. Appoint 
an experienced head for this depart- 
ment. Develop and train an outside 
selling force, with some members con- 
centrating on specific items and others 
being switched from item to item. 

E—Bring the promotion department 
into the picture by developing an ad- 
vertising program that will pave the 
way for the outside salesmen and help 
them to close. This has too often been 
completely neglected. The two func- 
tions have been divorced in department 
store practice. Actually; the aid of 
advertising is essential to the successful 
operation of an outside sales force. 

—Retail Grey Matter, issued by 
Grey Advertising Agency, Inc. 
New York City. 
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STATESMAN 

NYLON 
Bait Casting Line 





Fishing Lines — respected, admired and loyally supported 
by hosts of fishermen— made by the originators of Oil 
Fly Lines and Oil Tapered Lines. 


This approved Bait Casting Line is smaller in diameter, 
test for test, and so smooth that it arouses comment 
everywhere. STATESMAN has that “extra” length of life, 
is not affected by salt water, does not kink. 
Profits are always better with Quality Lines 
“Ask Your Jobber Salesman” 
ik i eo we I H F E D 


Test ees « Se 15 20 25 30 35 
List per Spool . . 1.15 1.35 1.60 1.85 2.10 2.35 


(50 Yards) 

BRAIDED AND GIVEN SPECIAL PROCESSING BY 
NORWICH LINE COMPANY, INC. 
NORWICH, N.Y. 
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Greater SALES VOLUME 


FROM A KNOWN SELLER 


WitCox 


WIRE ROPE SOCKETS 


WILCOX ‘clinches the sale whenever there’s 
a demand for Wire Rope Sockets. Customers 
know WILCOX for dependability, long life 
and right price — makes sales easier. 


JOBBERS: Get set to handle 
increasing demand for WILCOX 


ee _— 





@WELDLESS 


am a “FORGED Sockets. Stock*now—for more profit. 
@ STRENGTH IN DEALERS: Order WILCOX Sock- 
EXCESS OF ANY ets from your Jobber now. They're 
WIRE ROPE fast movers—not “sleepers”. Cash 
ponm nn CAN BE in on WILCOX’S steady repeat 


business. 
@® GALVANIZED 
OR SELF-COL- 


aca Prompt Shipment from Stock 


Write for catalog 











WE PROTECT THE TRADE 


WILCUN, CRITTENTIEN 


s of Drop-Fro 







«CO. ING. 


snufoctur Conne 


wine wury-:t TheY 2 


Specify WILCOX-CRITTENDEN 
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COLORFUL 
ATTRACTIVE 








WOOD CHISEL 
DISPLAY 





1 doz. each of 2", ¥%", and 1" 
per display 


POPULAR 25c RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 

molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

wood chisels & screw drivers 

(plastic or wood handles) 


GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, N. Y. 

















Tomorrow As a Wholesaler Sees It 


(Continued from page 118) 


per cent of our existing homes have 
no running water; 35 per cent of all 
homes have no indoor toilets, and 
40 per cent of all homes have no 
bathtub or shower. To cite further 
statistics, 21 per cent of existing 
housing has no electricity; 27 per 
cent no refrigeration; 42 per cent 
no central heating, and 27 per cent 
are three rooms or less. America 
hasn’t half the things it wants and 
needs. 

Now the effect of all this is indi- 
cated by an estimated annual man- 
ufacturing production of eighty-one 
billions of dollars, compared with 
fifty-seven billion dollars of manu- 
factured articles in 1939, an increase 
of 42 per cent. Reduced to terms of 
the hardware trade, the estimate for 
cutlery is seventy-eight million com- 
pared with sixty million, an increase 
of 31 per cent; on tools ninety-eight 
million against seventy-five million, 
an increase of 30 per cent; and pro- 
duction of twenty-six million dollars 
worth of saws compared with nine- 
teen million, an increase of 42 per 
cent; and general hardware items of 
two hundred and fourteen million 
against one hundred and fifty-five 
million, or 38 per cent. The total of 
these hardware items is four hundred 
and sixteen million dollars against 
three hundred and nine million, or 
an over-all average for these hard- 
ware items of 38 per cent. 


Substantially Increased 


The facts and figures stated con- 
vince me beyond a shadow of a 
doubt that the wholesale business of 
tomorrow will be very substantially 
increased insofar as the overall pic- 
ture is discernible. This, of course, 
is no guarantee that all wholesalers 
will participate in this feast of busi- 
ness. Our competitive system pro- 
vides an incentive for the aggressive 
merchant to increase his sales vol- 
ume and profits through ingenuity, 
hard work, and above all other 
things, improved service to his cus- 
tomers. 

What is true of the wholesaler is 
equally pertinent to the retail hard- 
ware merchant. I cannot stress too 


strongly the fact that a business is 
entitled to live and prosper only to 





the extent that it provides a service 
to its trade. This thought leads me 
to suggest that the relative posi- 
tion of trade relationships is begin- 
ning to turn once more. We have alli 
had many experiences as customers, 
during the past five years, of careless, 
indifferent and, in many _ cases, 
downright insolent service, and such 
tactics have created an immense 
amount of bad will. In the days to 
come, many purveyors of merchan- 
dise and services will wonder why 
they have lost many of their good, 
old reliable customers. 


Buyers Market on the Way 


A buyers’ market is on its way, as 
evidenced first by the purchasing 
power of the American public, and 
second by the greatly expanded pro- 
ductive capacity of our industrial 
machine which will be competing for 
the consumers’ dollar. We are near- 
ing the end of that period marked 
by a scarcity of merchandise and 
fast approaching the cycle in which 
the customer is discriminating with 
respect to quality in materials and 
services. 

Productive sources are not yet 
ready to flood the consumer market 
with their products, but that time 
is coming soon just as certainly as 
night follows day. It will not be long 
before you gentlemen will be be- 
sieged with offers to supply your 
every need and want. I can offer 
some suggestions leading to prepara- 
tion for that great day. 

Quoting the Committee for Eco- 
nomic Development, it is estimated 
that in order to reach the peak of 
national income necessary to sustain 
our economy, it will be necessary to 
make ten million more five dollar 
sales than ever before. A great deal 
of planning can be accomplished by 
the merchant to acquire his full 
share of this additional business. 

I would suggest and urge a com- 


plete overhauling of your sales 
clerk training program. The war 
turnover of sales forces has un- 


doubtedly impaired the quality of 
sales effort. Absence of the selling 
force on military duty has disrupted 
and, in many cases, distorted the 
attitude of those individuals so that 
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upon return to their positions they 
need what the Army calls “a re- 
fresher course.” New products call 
for special sales training in order to 
turn inventory into sales, obtain 
merchandise turnover and _ increase 
volume and profits. 


It is to be expected that there will 
be heavy competition between new 
products, as such, and between new 
and old products of a similar char- 
acter. And then to reinforce my 
suggestion for a complete overhaul- 
ing of your sales training program, 
may I emphasize the fact that your 
sales personnel will make or break 
your business. 


Education Programs 


A sales educational program might 
well consist of weekly meetings with 
talks of an instructive nature; also 
through the use of movie trailers, 
and a complete explanation of deal- 
er and merchandising aids furnished 
by manufacturers and jobbers. Addi 
tional subjects for sales training can 
be found in the demonstration of 
products and how they are made; 
the institutional story of the firm 
with which the sales people are as- 
sociated; an analysis of competition, 
and the introduction and application 
of advertising and merchandising 
plans. 

Next I would urge thoughtful con- 
sideration to improve point-of-pur- 
chase promotion. This has always 
been important and will be increas- 
ingly so “tomorrow.” The success 
of chain store merchandising can 
be attributed more to this factor 
than to anything else. Scarcity of 
merchandise will soon be forgotten 
and we may be confronted, in this 
period of “Tomorrow,” with over- 
production in many fields. 


Buyers will become more discrim- 
inating; well-known brands will be 
demanded, provided they have main- 
tained and improved their quality. 
The trend of selling will be more and 
more in the direction of self-service 
as is evidenced by the fact that 70 
per cent of all packaged goods in the 
grocery fields are now sold through 
self-service. Hardware products will 
have to be better displayed. Packag- 
ing must be more attractive and more 
effective. Now is the time to re- 
arrange your stores to take advantage 
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vest ion rules 
that sell 
on sight 


Easy to carry, easy to 
use, easy to sell — three big 
reasons you should keep the 


Lufkin “M 11” d 
LUFK | N Ta D e R u | e S “Wizard Junior” in plain io 


on your counters. Concave nickel 
plated blades, prominent markings—easy to read. Smooth, easy operat- 
ing. Satisfied customers mean repeat business—sell Lufkin for sure satis- 
faction. THE LUFKIN RULE CO., SAGINAW, MICH., New York City. 


FOR ACCURAC 
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The wire of a thousand uses. So diversi- 
fied are the uses of Johnson's XLO Music 
Wire that it is furnished in a wide range 
of sizes from .003" which has 38,206 feet 
to the pound up to .200" which has 9 
feet to the pound. This high-grade prod- 
uct is produced with micrometer pre- 
cision. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 


NEW YORK AKRON DETROIT CHICAGO LOS ANGELES TORONTO 
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WINDMILL 


BUILT LIKE 
AN AUTOMOBILE 



















































5 developments 


in windmill con. 
struction make the 
Monitor storm-safe 
windmill a strictly 
modern farm 
pumping unit: 


@ winob ‘‘sPEeED- 
OMETER’—Automatic 
wind governor regu- 
lates pumping speed 
in any wind from a 
nor’easter to a gentle 
breeze. 


@automaric 
LUBRICATION —Fifty 
drops of oil per min- 
ute! That’s the steady 
drip of oil supplied to 
the upper pitman 
} bearing and pitman 
— by a special 

onitor “oil ring.” 
Needs change of oil only once a year. 
© NEW TYPE “CLUTCH” —A pull-in 
control that relieves shock and strain. 
Pulls into the wind rather than out 
ef the wind. 


@ STORM SAFE V-BRAKE— As mod- 

ern as hydraulic brakes. Eliminates 

brake drag. 

9 “IRON-VAULT” GEAR CASE— 
indmill head is sealed in a turret- 

Puncture-proof 





like iron case. 
against .22 rifle. 


Investigate our special dealer plan. 
Write your nearest Baker branch for 
complete details. 


Monitor 


SKY POW 23 WINDMILLS 








* BRANCHES + 
BAKER MFG. CO: Minneapolis. Mina.; 
Madison, Wis: Fort Dodge, la; Cedar 
Rapids, la.: Omaha. Neb.; Kansas City. 
Mo.; Enid. Okla; Hutchinsos, Kansas 
BAKER MIG. LTD., Winnipeg. Canada 
AXTELL CO.: Fort Worth, Tex.: Amarillo, 
Tex: Lubbock, Tex; San Angelo, Tex. 


BAKER MANUFACTURING CO., EVANSVILLE, WIS 








of modern ideas for displays and 
stock arrangement. 

Of the utmost importance in your 
plans for selling more merchandise 
is that interest-compelling profession 
of merchandising. The art of mer- 
chandising has been temporarily 
shelved but now is the time to bring 
it back into service. Perhaps it will 
be found to be a little rusty and in 
need of maintenance attention. The 
technique of merchandising consists 
principally of placing the right prod- 


| ucts in the right markets in correct 
| quantities at the proper time and at 


a fair price. This is a prerogative 
and responsibiltiy of management, 
requiring foresightedness and care- 
ful planning. Selling must be made 
easier for your salesmen—buying 
must be made easier for your cus- 


| tomers. An essential part of a mer- 


chandising plan provides for proper 


| display and packaging, already men- 


| tioned. 


A proper merchandising program 
cannot stop at the point of purchase. 
It must continue with the product 


| into the home after the sale to en- 


courage satisfaction and promote re- 
peat sales. 

The position of the wholesaler in 
this new production and merchan- 
dising world of “tomorrow” is se- 


| cure. For more than thirty years I 
| have heard predictions of the elimi- 


| operations on the other. 


nation of jobbers and independent 
merchants, such thinking having 
been induced by the introduction of 
factory-to-consumer methods of sell- 
ing on one hand, and chain store 


And for 


| thirty years I have observed the 


| growth 


of wholesalers arid inde- 


| pendent stores, each building and 


strengthening their positions in the 
chain of commerce leading from pro- 
duction to consumption. Informa- 
tion just released by the U. S. De- 
partment of Commerce, reports that 
in 1945 wholesalers’ sales reached a 
new “high” record. The volume of 


| merchant wholesalers in all trades for 
| 1945, is set at forty-three billions 


of dollars. 
The Harpware AGE Verified List 
includes 487 wholesale hardware 


| companies throughout the country, 
capitalized at over two hundred and 


fifty-nine million dollars. About half 
that number are capitalized at over 
a quarter of a million dollars each. 


They operate a selling force of 7,700 


traveling salesmen, calling upon their 
trade on an average of once every 
two weeks. There has been some 
very bad thinking on the part of 
some of our self-styled experts about 
the decadence of jobbers and inde- 
pendent dealers. 


The position and the importance 
of the independent dealer and of the 
wholesaler, has been so thoroughly 
tested and proved by experience that 
it is not necessary for me to enlarge 
on this phase of my subject. I do 
wish to point out, however, that the 
complete welfare of dealer and 
wholesaler is inextricably interwoven 
to such an extent that I am prepared 
to say that one cannot exist without 


the other. 
On behalf of all wholesalers, | 


appeal to you dealers for your com- 
plete support in the direction of con- 
centrated buying and ordering in full 
packages, and mailing your orders 
to your jobbers so as to eliminate 
some of the expenses in the cost of 
distribution. 


Narrowing Margins of Profits 


In passing, I must not neglect re- 
ferring to the trend which will be- 
come more acute in this period of 
“Tomorrow,” to which I refer, of 
narrowing margins of profits fo 
both wholesalers and dealers. In 
numerous cases of price increases to 
manufacturers, authorized by OPA, 
such allowances have not been passed 
on to consumers. In most cases of 
this kind the percentage of increase 
allowed the manufacturer has been 
absorbed by the jobber and, on occa- 
sion, split between the wholesaler 
and the dealer. 

It can be anticipated that the 
squeeze on profit margins will con- 
tinue as long as OPA is in existence, 
and the only offsets that can be found 
are in increased volume and reduced 
expense ratio. For example, a dealer 
whose annual volume is one hundred 
thousand dollars, at 20 per cent 
gross profit, makes twenty thousand 
dollars gross. If he suffers a reduc- 
tion in margin to 18 per cent the 
same volume will return him $18,000 
gross. Now to preserve a $20,000 
gross margin at 18 per cent he must 
sell $111,000 instead of $100,000, or 
an intrease of 11 per cent. Should 
his margin drop from 20 to 15 per 
ceut, he must sell $133,333 to main- 
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tain his gross of $20,000, an increase 
of 33 per cent. 


We, in the wholesale business, are 
feeling heavily this trend of reduced 
profit margins and it is our intention 
to maintain our gross earnings 
through increased sales volume, and 
then protect our net earnings to the 
best of our ability through careful 
control of expenses. 

The retail hardware field has al- 
ways been, still is, and will continue 
to be one of the cleanest, finest and 
most wholesome industries to be 
found. The extent of the retail hard- 
ware market, as displayed in a file 
of facts prepared by HarpwareE AGE, 
is simply astounding. For example, 
it is reported that for the year 1939 
there were 29,147 hardware stores 
with sales volume aggregating $629,- 
276,000.00. The Department of 
Commerce estimates of hardware 
store sales for succeediny years are: 


1940...... $708,000,000.00 
1941.... $900,000,000.00 
1942...... $984,000,000.00 
arr $904,000,000.00 
1944... . . .$1,025,000,000.00 


This is an increase of 61 per cent 
in 1944 over 1939, an amazing ac- 
complishment considering the almost 
total ‘stoppage in production of all 
consumer products made of metal, 
the complete elimination of many 
items formerly stocked and sold by 
the hardware trade, and the restric- 
tions on other merchandise usually 
found in hardware stores. 

Where did this increase of 61 per 
cent come from? Certainly not 
from higher prices beyond a small 
amount. It can only have been 
caused by the ingenuity, aggressive- 
ness and general alertness of hard- 
ware dealers in acquiring other lines 
of merchandise and services to add 
to their stock-in-trade. Any indus- 
try that can boast of an increase in 
its volume of 61 per cent during that 
period of five war years, notwith- 
standing restrictions and limitations 
of every conceivable kind, need have 
no fear for its future in the period 
of “Tomorrow.” 


The period I have described as 
representative of “Tomorrow,” con- 
sists of the next five years. May I 
say, gentlemen, that “Tomorrow,” 
as this wholesaler views it, is a 
bright and shining picture. 
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AMBROID CO., INC. 


305 FRANKLIN 


Send Name of Your Jobber. 
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We Send Free Sample. 


















Tarpaulin. On the road or at home it makes 
a quick cover for keeping everything dry. 
It protects machinery, feed, and produce, lee 
makes an easy-to-move, easy-to-erect Ry 
shelter, or windbreak for poultry, hogs and 

livestock. For picnic or outing, hunting or 
fishing, a Fultex is always useful, always 


USES TO CUSTOMERS — 
SALES FOR YOU! ' RM 
The handiest thing on any farm is a Fultex FAI 


needed. 


‘ Fultex, the tarp of 1,000 uses has sales | OL 
appeal that should be working for you now. 


_TARP OF 1000 USES 


\ ot 


Write for attractive dealer proposition. prt? 
Address factory nearest you. 5 








ATLANTA 
MEW YORK 





Fulton Bag & Cot 


Manufacturers since 1870 


ST, LOUIS 
GEW ORLEANS 


DALLAS 
 PENVER 


ton Mills 


MIKWEAPOLIS 
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Food Chest 


A three-cubic foot home freezer de- 
signed for the average urban family. 
Features a flush counter balance lid; 





table-top hgight, and recessed base. Ca- 
pacity, 120 lbs. frozen foods. Maker states 
list price of cabinet will be $195, f.o.b. 
Philadelphia, although it has an OPA 
list of $260. Coldaire Corp., 56 E. Wal- 
ton Place, Chicago 11. 


1-Watt Glow Lamp 


Designed for use in any ordinary lamp 
socket or base plug, is this 1-watt fluo- 
rescent glow lamp with green or white 
phosphor. The new walnut-size lamp is 














equipped with either a medium screw 
base or a prong type of base. The green 
lamp, especially effective at night because 
a dark adapted eye is highly sensitive to 
these rays, is recommended by the man- 
ufacturer for hallways or bathrooms, or 
as a safety light at the head of stairs or 
in dark closets. The white lamp, which 
produces less light than the green, was 
developed primarily for bedroom night 
light serivce. Tests indicate that the lamp 
will operate for at least a year, burning 
night and day, it is reported. Lamp Divi- 
sion, Westinghouse Electric Corp., Bloom- 
field, N. J. 


Power Mower 


“Pincor”—P-20, precision-built all steel. 
Has 20 in., 5-blade, 6-spider welded reel 
mounted in New Departure life lubricated 


es 
/ 












sealed bearings—completely removable as- 
sembly to service as a replaceable, trade-in 
unit in case of accident. By twist of ad- 
justing knobs, cutting assembly is raised 
or lowered from % to 2% in. Built-in 
reverse gear feature, at no extra cost, pro- 
vides a convenient means of sharpening by 
reversing the cutting wheel. Compact en- 
gine unit is a four-cycle, single cylinder, 
aircooled 1% h.p. engine. A transmission 
case, enclosing the positive automatic 
type clutch and built-in sharpening re 
verse gear provides a complete exchange- 
able engine unit. Separate reel and drive 
sprockets. OPA Ceiling Price, $115.00 
f.o.b. factory. Pioneer Gen-E-Motor Corp., 
5841-49 Dickens Ave., Chicago 39. 








Window Display 


This window display on “Kryocide” in- 
secticides is available to hardware stores 
from the Pennsylvania Salt Mfg. Co., 1000 





Le 


Widener Bldg., Philadelphia 7. As _ pic- 
tured it includes the six enlargements of 
garden insects, banner, and the center 
panel counter card which identifies the six 
insects. “Kryocide,”’ made from natural 
cryolite, is sold in three forms: straight, a 
finely ground natural cryolite, which may 
be used as a dust or spray; D-50, mixed 
with sulphur to obtain certain fungicidal 
properties as well as insecticidal (for use 
as a dust only), and C, mixed with cop- 
per, which also is usable as an insecticide 
and fungicide, either as a spray or a dust. 


Adjustable Grill Cooker 


“Volcano” electric cooker—by raising or 
lowering the grill delivers three degrees of 
heat intensity. Retails at $5. Cooks a 
small roast, boils, toasts or keeps the 
baby’s bottle warm. Ac or de current, 110- 
115 volts and develops 550 amps. Weight 
2% lbs. Immediate deliveries. Hilco En- 
gineering Co., 429 W. Superior St., Chi- 
cago 10, Ill. 
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PORTABLE BATH 


U. S&S. PATENT No. 754,217 
ISSUED MARCH 8, 1904 











Puts Customer 
“IN THE BAG” 


Pull it up and take a bath. This_outfit would really put the 
customer "in the bag." But hardly a feature in the new post- 
war homes. Some ideas just don't take hold. 


But the idea of the tubular lock and latch, originated by 
Dexter more than twenty years ago, has more than taken 
hold. The method of mortising and chiseling is now old- 
fashioned. DEXTER-TUBULARS have stood the test of time 
because they install easier, faster — and because they provide 
such trouble-free satisfaction that they are backed with a 
lifetime written guarantee. 


These features of DEXTER-TUBULARS are simple and con- 
vincing to demonstrate, clinch the sale. When prominently 
displayed have a rapid turn-over; make volume sales and good 
profits for you — win the goodwill of your customers so they 
come back for more. 





NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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Catalog No. 121'2 A122 Bedroom and Bath 
Locking Pose ins‘de, passed by emer- 
gency key outside. Solid wrought brass trim. 








TOOL OF 
8001 USES 


gE 





The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Pits the hand comfortably, pm balanced. 
Weighs only 12 ounces—it’s “non-fatiguing”’ 
tool. And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 

Operates on AC or DC current at 25,000 r.p.m. 
Netionally advertised, 

with 7 accessories $18.50 


“ 


ULTRA DE LUXE SET 


A profitable seller the year round. Every man 
and boy wants this set. Strong carrying case 
contains Handee and 45 of the most popular 
accessories to grind, drill, polish, cut, rout, carve, 


saw, sand, sharpen, engrave. $25. 00 
e 


Nationally advertised at 


BUILD A STEADY BUSINESS 
IN ACCESSORIES 
with this new Display Case 


Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete oe. He can actually see 87 — 


varieties of accessories with prices 
Storage space inside for ad ee 
It’s a real money maker for dealers. 


Write today for special deal on 
Accessory and contents. 


CHICAGO 


WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA 
Chicago 7, iil. 





MAKERS OF QUALITY PRODUCTS FOR 50 YEARS 


WHATS NEW 


Outboard Trolling Motor 


“Silvertrol” Model 25-S, with 360-deg. 
directional steering makes reverse move- 
ment possible without reversible propellor. 
Fixed steering accomplished by tightening 





adjustable thumb screw. Operates on one, 
two or more standard, heavy duty batteries. 
No cranking. Silent. Water-cooled. Bracket 
adjusts it to any height or slant of tran- 
som. Aluminum and steel construction. 
Weight 22 lbs. Five-year guarantee. Silver 
Creek Precision Corp., 415 Lexington Ave., 
Pe. es ©. FF. 


Aluminum Door Holder 


The “Doormaster,” a patented, spring- 
loaded doorholder which the manufactur- 
ers claim holds the heaviest doors without 
slipping. “Doormaster,” built compactly, 
closely hugs the door, thereby eliminating 
stumbling or tripping, maker states. A 
bullet-catch holds “Doormaster” firmly up 
and out of the way when not in use. Two 
flat head screws are all that are needed to 
mount this doorholder. Fabricated of 


durable aluminum, and mounts a tough 
rubber foot firmly to the spring-loaded 
piston... List price is $1.95. Swallow Air- 
plane Co., Inc., Wichita 1, Kansas. 


SIEBRING 


Hi Speed 


CULTIVATOR 
SHIELDS 


FIT ANY 


Standard 
Make of 
Cultivator! 


Enables wen SPEED CULTIVATING 


Colttating sponte of 35 to 38 anBeoan hour ave 
practical even the first time over corn or soy- 
Keane, Protect plant perfeily ;.- even when 
parr is wet. Prevents any dama - ta 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
adjustable. STURDILY constructed of hea a4 
wrought pen. gitapediate Top 4 NO 


GTEELIIC MFG. co. 








The Lost ate 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 
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> Streamlined Nozzle 
Magnum streamline hose nozzle is guar- 
[ie anteed for one year from date of sale. 
Zinc and copper alloy, plated inside and 
eae 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 














The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is a 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. out. Rubber ring seal claimed to eliminate 
Designed right and built right to withstand | all leakage from moving joint for life of 
hard use in every climate, this hardware | nozzle. Magnum Products Co., Bell., Cal. 

is well worthy of recog- 


nition. Specify Nationol! | Modern Mailbox MOST BEAUTIFUL 


The complete line em- “Simplex” . 
: plex” horizontal box of 22-gage E 
braces practically every | sheet steel, finished in black plating has CAN OPENER 


requirement for. builders’ | clear-view, non-breakable “Plexiglas” front ! 
hardware. for visibility. Has capacity for 50 or more EVE R MADE ‘ 
letters and magazine and newspaper rack 
on rear. Weather-proofed against moisture 


a 


- 





i. aime 





The 
Can-0-M. 


Another Rival Original 


and dirt and when locked discourages tam- 
pering. Two screws to install. Shipping 
weight, 12 boxes to carton, 30 lb. List 
price $3 each. Simplex Mail Box Co., 3515 
Warwick Blvd., Kansas City 2, Mo. 


Flock Finishing Kit 


An inexpensive kit containing all ma- 
terials for flock finishing, including flock 
gun, two shades of felt flock, undercoats, 
thinner, brush and instructions. This new 
patented hand-operated flock gun is said 
to give the repairman, experimenter or 
hobbyist the equipment to obtain a real 
professional finish. Walter L. Schott Co., 
Beverly Hills, Calif. 
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SEE YOUR JOBBER - 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 
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CYCLE-MOTION 
DOWNWARD 
CUT 
NEWMAN 
TREE TRIMMERS 
PROVED 
IN SERVICE 
FROM 
COAST TO COAST 





No. 900 
OTHER NEWMAN TOOLS 


LINEMEN'S PLIERS 
TREE SAWS (Pole) 
TREE SAWS (Hand) 

LOPPING SHEARS 
HEDGE SHEARS 

HAND PRUNERS 

TREE PAINT 

TREE PAINT BRUSHES 


Order Through Your Jobber 


NEWMAN MFG. & SALES CO. 


KANSAS CITY 2, MO. 








WHAT'S NEW 


Compass Matchbox 


A direct-reading compass developed dur- 
ing the war for the Army Air Force as a 


| required part of life vests, by the DuPage 
| Plastic Co., Inc., 515 W. Webster, Chicago, 


is now available for civilian use. Set in 
water-proof plastic cylinder for matches, 
identification papers or hunting license. 
Striking flint molded into case. 


Electric Heater 


“Hy-Temp,” reflector type heater which 
has been designed to give maximum heat- 
ing with minimum economy. Heating is 
radiated in all directions. Steel construc- 
tion. Underwriter approved. Is 12 in. high, 
17 in. long, 10 in. deep. Wattage 1320. 


r 


P Pe 4 bea 
te-ai¢ M4 Ghai 


| Voltage 110-120. A.C. or D.C. Hydro-Aire, 
626 N. Robertson Blvd., Los Angeles 46, 
Cal. 


| 
| 


Load-Centering 
Schaffer Eye Bolt 


Designed to lift in line with load is 
simple and easily installed. Made of high 
grade scteel, the ductility and toughness of 
which make it possible, says the maker 
for Schaffer eye bolts to be subjected to 
heavy intermittent strains and jerks. Light 


i 
, 


in weight, precisely balanced, with replace 
able bolts for extra long life. Size range 
% to 1% im., U.S.S. and S.A.E. Special 
sizes made to order. S. S. Schaffer & Co., 
Mechanical Handling Division, 4211 S. Ala- 
meda St., Los Angeles 11, Calif. 


Household Finishes 


Plicote, Inc., Pittsburgh, Pa., with gen- 
eral sales office at 664 N. Michigan Ave., 
Chicago, announces a complete line of 
household finishes, including two products 
just approved by Underwriters Labora- 
tories, a “Non-Skid Transparent” for lino- 
leum and a special non-slip finish called 


“Safety-Tred” for every use underfoot. 
Others are a complete line of floor finishes, 
and a full group of interior color finishes. 


Lenk Displays 


Lenk Manufacturing Co., Newton Lower 
Falls, Mass., announces two new “business 
builder” displays for Lenk dealers. Printed 
in several colors and die-cut, these dis- 
plays are silent salesmen. One holds six 
e.ectric soldering irons; the other, a three- 


HES 


ew 


dimensional disp!ay. displays five popular- 
size “Blotorche:.” Both displays are free 
to Lenk dealers. 
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You'll sell more 


because folks 
See more in the... 











TOASTMASTER 


TOASTER! 


MARCH 


14, 


1946 


They know it best. 

It’s the one toaster they ask for by name because “Toast- 
master” toaster advertising has always done the biggest, 
most consistent, best selling job—for you. It’s doing that 
now with millions of messages monthly in Life, Post, Col- 
lier’s, Good Housekeeping, True Story, Parents’ and Bride’s 
Magazine. 


They want it most. 

It’s the original—made by the originators of automatic 
toasting—the one brand of automatic toaster that more peo- 
ple own than all other makes combined! More quality 
toasters at the price that quality earns add up to more 
profit. You will sell more because folks see more in the 
“Toastmaster’’* toaster! 


TOASTMASTER cz 


**TOASTMASTER" is a registered trademark of McGraw Electric Company. Copr. 1946, 
TOASTMASTER Propucts Division, McGraw Electric Co., Elgin, Ill. 














HEAVY DUTY POCKET KNIFE, ONE BLADE 
$7.50 per Doz. 


aco alo 
5 INCH POLISHED BLADES wed 
S6SE GSSE 
18.00 18.00 
Per Doz. Per Doz. 


4°" BLADE #K300—$15.00 PER DOZ. 
Terms: 2% Cash Net 10 Deys 
We Guarantee mone 


BERNARD GOLDWEBER 


Atkins 9-6693 
WHOLESALERS’ INQUIRIES SOLICITE® 




















THIS IS NEW! 


*Trade Mark Registered U. S. Pat. Off. 


Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


NOVELTY 
| APPEAL 


retail 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


ST 271» STREET, NEW YORK 1. A 











WhihT S NEW 


my, 


0.01 CEDAR CLOSET 


‘AnyY- 
not Onp sa Mater and iy * Goes 


Merchandising Aid 


Trimz Co., Inc., Merchandise Mart, Chi- 
cago, offers this new display piece free to 
dealers handling the new Trimz cedar 
closet walipaper containing DDT insecti- 
cide. Display is 19 by 24 by 8% in., and is 
lithographed in four colors on heavy card- 
board. Adaptable for use as a window dis- 
play piece or on counter or shelf, it shows 
an actual cedar closet carton on display. 
An eye-arresting feature of this new dis- 
play is a small replica of a clothes closet 
lined with the cedar closet paper. 


Fireplace Manual 


The Majestic Co., Huntington, Ind., has 
issued a 30-page booklet which treats on 
every phase of indoor and outdoor fire- 
place design, construction and equipment. 
Charge of 25 cents to cover handling cost. 


Bird Palaces 


Bird houses of heavy, deep-drawn metal, 
painted rich brown with bird design, comes 
in two sizes. Removable base for cleaning. 
Squirrel proof. Hangers permit easy instal- 
lation. Large size, for medium-sized birds, 


4% by 11% by 5 in. at $2.95 retail. Wren 
size, 5% by 4% by 4 in. $2.25 retail. In- 
dividually cartoned. Minimum order 12 
units (either type). Immediate shipment. 
PS, Wellington, Ohio. 








Complete Store Planning File Offered 


By Landers, Frary & Clark 


e 


An attractive filing case complete with 
information to assist dezlers in store plan- 
ning is offered by Landers, Frary & Clark, 
New Britain, Conn., as a sequel to its 
“Moderneering” portfolio for store plan- 
ning, now being used by hundreds of 


© 


dealers. Seven folders give material on 
store fronts, signs, floor coverings, display 
fixtures, interior lighting, heating and air- 
conditioning. Cost 50 cents to cover mail- 


ing costs. 
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ASK FOR BULLETIN NO. 302 





ALL POSITION 
CHECK VALVES 


FLEXiBLE mone! metal poppet 
can't leak. Can be used in any posi- 
tion, with cold or hot water, steam 
or gas. Made in six sizes. Write fer 
illustrated bulletin on complete line 
of Stratafilo Flexible-Poppet Check 
and Foot Valves. 


WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 





STE ake RID Prompt deliveries 


‘<y © 


Pea 


ARMSTRONG-BRAY 


WIREGRI 


BELT HOOKS 





both types! 


WIREGRIP Belt Hooks that can 
be applieed with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss -— every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 


—is waiting on belt lacing at local plants, 
and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago 30, U.S.A. 
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| S-in, steel clothesline pulley to be sold at | 


| distribution. 


Radio Display 
A floor type, small radio display set AKE 
is one of a number of dealer aids offered 


by Garod Radio Corp., mz ~ " 
Washington St. Brakiye NY Sant MOE) a TIN CML els 
SELL RAPIDLY 


win customer 


good will 
ei 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 





For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision mdnu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 





With industry rapidly 
is 65 in. high, 53 in. wide and 10 in. deep, 3 reconverting to peace: 


of heavyweight fiber board. Shipped ayrdy yen 


is 
knocked down. ~ ee) s/, Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 


Glidden “Spred-Luster” fo tec = — pay you 
Oil Base Enamel ASK YOUR JOBBER ‘° *cture em. 


The Glidden Co., Cleveland, Ohio, ofters | MITT (aaa MLA Lee 


Spred-Luster” a new top-quality oil-base 3656 LINCOLN AVE., CHICAGO 13, Itt 
enamel, properties of which permit the use 
of water as a thinning medium. The maker 
states that it dries to a hard, satin-like 
finish, washes like a china plate (can actu- | 
ally be scrubbed if need be), and is ap- | 
plicable to practically all types of rooms, 

including kitchen and bath. Designed pri- 

marily for walls and ceilings, maker states 
that it works equally well as a finish for 

doors, baseboards, and molding. Drying is L A a T & R wa & 
said to take about two hours. Companion 
product to “Spred” flat wall finishes, | Now f Under Way 
“Spred-Luster” will be available in the | . 

same colors as the flat finish line. , 














Clothesline Tightener 


Park City Tool and Die Co., 190 Lexing- 
ton Ave., Bridgeport 4, Conn., has a clothes 
line fastener that eliminates the necessity 
of tying the line into a knot and is claimed | 
to keep the line taut. Cast aluminum. 
Shipped 24 to box, ready for counter dis- 
play. To retail at 50 cents. Also new is a 


| Please accept our gratitude for 
| your patient cooperation during 

the days of war needs and con- 
| sumer scarcity. We are getting 
under way for normal production. 


[R.E. DIETZ COMPANY lame 
Cee ew york lt 


ener. Both articles are ready for immediate | gyzpyy prstRieuTEO THROUGH THE 08BING TRADE EXCLUSIVELY 


49 cents retail in conjunction with tight- 
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365—"Sudden Depth" Carboloy Tipped 
Drill Bit can be used in any rotary drill (slow 
speed). Available in sizes 3/16" through 
11/4" diams. (graduated in 1/16" sizes). 
375—Star Drill Bit—forged from the finest 
tool steel for long service. Available in 4 
point sizes. 
Ask Your Jobber or Write for Catalog 


THE PAINE CO. 
2963 Cerroll Ave. Chicago 12, Illinois 


‘PAINE 
FASTENING DEWICEC 


and HANGING 


ommend Pain Drill 
Bits for added speed 
and accuracy. 





DRAFT 
een, Be gen a 


‘Se. 


very Type and Size of Installation 


YOU CAN SELL THIS 
LOW COST CONTROL 


For Stoves and Heaters, Coal or Oil 


DRAFT KOREKTOR 


Type F 906 6 inch Diameter 
Highly efficient, has close-fitting blade; Knife-edge, 
non clogging pivots; simplified outside draft adjust- 
ment; long tee side or sold less tee. 


LOWER 
FUEL 
COSTS 


For 
Your 
Customers 


We manufacture a complete line of Draft Controls 
including Draft Korektors, Cole Draft Governors and 
Sullivan Draft Stabilizers. 
IMMEDIATE DELIVERY 
WIRE, OR WRITE FOR COMPLETE DETAILS 
COLE-SULLIVAN ENGINEERING CO. 
1316 No. 3rd St., Minneapolis 11, Mian. 





MASONRY 
AND CONCRETE 
Whether they drill by 
hand or with a rotary 
drill, be sure to rec- 


| 84 in. 


enamel. 
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WHATS NEW 


| Spacious Utility Cabinet 


This Hotpoint utility cabinet extends 
into the room 24% inches, making it “in 
line” 





The over-all dimensions are 24 by 2444 by 
The upper set of doors extend down 
30 in., making them “break” at the eye- 
level of the wall cabinets. 
The 


to make them firm and soundless. 


steel is 24 gauge, bonderized, and finished 
| in two separately dried coats of baked-on 


White only. Chromium plated 
handles designed to match the trim on 
other Hotpoint appliances. Edison General 
Electric Appliance Co., Inc., 5600 W. Tay- 
lor St., Chicago 44. 


Vita-Var Label 


Vita-Var Corp.,' 1180 Raymond Blvd., 


Newark, N. J., 
its “Vita-Cal” 


synthetic flat wall finish 


which is said to require no priming or | 


sealing on calcimine, casein, wallpaper, 
wallboard, and other interior surfaces. 
Made in semi-paste form it is thinned with 
turpentine. 
and dries quickly. 
well as white. It is an oil base paint. 


SEL e-seainG FLA 


WALL cist 
1440 WHITE 


with base-cabinets and appliances. | 


| 
| 
| 





WIRE—the “Atlas” 
Of Product Design 


| To most metals and alloys, drawing 





| 


Doors are chan- | 
nel type construction, filled with insulation 


announces new labeling of | 


Maker states it washes easily | 
Comes in pastels as | 


| a IO OGG 


and forming add temper and strength 


| —far beyond anything present in 


plain milled products. When design- 
ing your new numbers, capitalize on 
the extra-service factor of Brooks 
Hooks and Wire Forms—also on the 
lower price which is usually possible! 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


"BROGKS  HOGKS” 





etl ttl tl i i i i 
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Changes 


New products and new 
trade names are constantly 
being added to the list- 
ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 


© 
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jn 
drawing 
strength 
sent in 
design- 
alize on 
Brooks 
» on the 
ossible ! 


Conn. 


ARMSTRUNG BROS. 


"ARMSTRONG BROS.” 


Pipe Vises are improved toois: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side’’ vise have solid 
lower jew which prevents bending of small 
or thin walled pipe. The ‘‘Chain’’ Vises also 
have patented 1l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 

tion with drop forged jaws, base and 





handles and proof-tested chains. 


Write for catalog 





ARMSTRONG BROS. TOOL CO. 
“The Too! Holder People 

}4 WN FRANTISCC AVE, CHICAGO, USA 

Eastern Warehouse & Sales: 199 Lafayette St, New York 








LOAD BINDERS 


MIDGET 
(1 swivel ) 14” chain 
DELTA 


(1 swivel) 34” chain 
DIXIE 
(2 swivels) 14” chain 


MALLEABLE IRON 
LOAD BINDER 
Heat Treated 


LONE STAR No. 1—14 Ibs. 
(2 swivels) 34” and 5%” chain 
LONE STAR No. 2—16%4 ibs. 
(2 swivels) 44” and 5%” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 


No. 1 —10Ibs. 

(2 swivels) 34” and 4” chain 
No. 2—1744 Ibs. 

(2 swivels) 14” and 5%” chain 


STEEL CONSTRUCTION 
WIRE STRETCHERS 


No. 90—3 Pulley ,plain or roller bearings 24” rope 


Fisherman’s Winding Tool 


“Hook-On,” patented winding tool de- 
signed for fishermen to make their own 
steel leader connections. Clamps and 


guides hold leader wire in position while 
clockwise turns are made cround the wire 
itself. Retails at $1.50. Paramount Ma- 
chine Products, 1361 Newton St., Los 
Angeles, Cal. 


Modern Transportation 


“Three Wheeler,” an up-to-the-minute 
velocipede, designed by George W. Walker, 
well-known industrial designer, is one of 


the new products of Tutt Co., 4107 Willys 
Parkway, Toledo, O. Sizes 16 and 20 ins. 
Red or blue finish. Hard tires. No axles. 
Ball-bearing wheels. 


Combination Tool 


“Little Garden Wonder” combines hoe, 
rake, cultivator and weed puller. Shoulder 
guard designed to prevent injury to plants. | 
Notches rounded so that weeds won't 
wedge tightly. Florida Improved Garden 
Tools Co., P. O. Box 966, DeLand, Fla. 


eee a, a 














ELECTRIC 
HEATING PADS 


New Improved Model 
For IMMEDIATE DELIVERY 


3 Heat, with high quality switch—size 
11 x 15. Fully Guaranteed. Individually 
Boxed. 


O. P. A. Retail... .*5.40 ea. 


YOUR Price .....53.45 ea. 
In lots of less than 6.$3.60 ea. 


ELECTRIC IRONS 


’ Complete With Cord 
30-60 DAY DELIVERY 


O. P. A. Retail... .55.65 ea. 
YOUR Price .....%3.60 ea. 
In lots of less than 6.53.70 ea. 


ORDER NOW 
For Early Delivery 


The HAROLD CO. 


2 W. 28th $¢., MF. 11, NN. Y. 











C ) whe New! A modern sure 
No} up cure for condensation 


drip from cold water 
Pipes. 
Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, Easy to Apply 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 
Roll,enough for $4 25 
7 ft. of 14" pipe 1 e 


TAPE 


j ELBOW 








Higher West of Rockies and Canada 














| Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO., 207 Burch St., Kankakee, Ill. 


No. 75—4 Pulley ,plain orroller bearings, #4” rope 
No. 80—4 Pulley ,roller bearings, 44” rope 


DURBIN-DURCO 


Manufacturers o f Certified Specialties } 
Drop Forged and Malleable Iron 
6611 OLIVE ST.ROAD — ST. LOUIS 5, MO. . 
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Grow with SPAR-TEX 


QUALITY PAINTS 
Made Right! Priced Right! 


THE SPAR-TEX COMPANY 


4309 Third Ave. New York 57, N. Y. 


ASCO 


LEATHER and SADDLE SOAP 











Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 


© 
FAST SELLER 
25¢ $0¢ 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 


Ask your jobber or write te 











ASCO CHEM. CO. 641 Lexington Ave, B’klyn. 


BIG SALES AHEAD 
ON MYSTIC FOAM! 


Mystic Foam is the ONLY Upholstery and 
Rug Cleaner Approved and Guaranteed by 
GOOD HOUSEKEEPING INST. 
PARENTS’ MAGAZINE 
AMERICAN MEDICAL ASSO. 


No Other 

Upholstery & 
Rug Cleaner 
Can Make That (i 
Statement 3 














Nationally 
advertised in 
Good Housekeeping 
Ladies’ Home Journal 
Better Homes & 
Gardens 
Parents’ Magazine 
American Home 
Woman's Day 
Woman's Home 
Companion 
Hygeia 








5 Point Promotion Plan 
Brings immediate Profits 
If your jobber hasn't Mystic Foam, write 
us (mentioning his name). Jobbers: Write! 
P. S. MYSTIC ZIP, the kid sister, helps you make 
two soles instead of one. 

MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 
The My-:tic Foam Company, Los Angeles, Calif. 
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| and enlarged. 
| number of window plans and methods of | 

merchandising rental equipment as well as 
| various types of 





Mower Parts Display 


Pinions and pawls of popular makes of 
lawnmowers have been assembled on new 
counter displays by A. M. Collot Supplies, 


oo 


221 N. W. 8th Ave., Miami 36, Fla. No. 
100 assortment shown includes 36 prs. of 


| pinions and 72 pawls to fit Pennsylvania, 


Blair, American, Delle & McGuire, F & N 
and Eclipse makes. Price $25.60. 


| Sanding Business-Getter 
| Booklet Republished 


“How to Make More Money in the Floor 
Sander Rental Business,” has been re- 
printed by the American Floor Surfacing 


| Machine Co., Toledo, O., as a result of the 


great demand for it when it was published 
last year. The booklet has been revised 
This edition includes a 


advertising methods. 


There is no charge, 


“Three-in-One” Tool 


“Three-in-One” garden tool is designed 


| to hoe, dig and cultivate. Blade is of hard, 
| cold-rolled steel, sharpened on three sides, 


and welded to a cold-rolled steel shank, 
% in. in diameter, both the shank and the 
ferrule being nickel :plated. The handle is 
made of first quality hard wood, finished 


| in red enamel. Atlas-Ansonia Co., North 


Haven, Conn. 








COOK’S 

—->NEW<— 
SUPER VALUE 
NAIL CLIPPER 
rat 20¢ 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coon. 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 











R PARTS 
otimeti 


OADER CATALOG Nj 


AMCOLLOT SUPPLIES 
221 N.W.8 Ave. Miami Fla. 


to, 
=<". 
2 
at 
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Remember When It's 


STOVES— 


Oil—Gas—Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID B. TAYLOR CO.., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 














Bonds 
are still 
your BEST 
INVESTMENT 
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SELL THEM... 


BRUSHES 
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PLATE GLASS COMPANY 3 Se MASTER PAINTERS 
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Deluxe House Numbers 
Are Available Now 


Practical! Handsome! A big seller! The rich 
design of this Deluxe Number harmonizes with 
any building. Available from your jobber in 
display assortments. 


remax Products 


DIVISION CHISHOLM-RYDER CO., INC. 
4601 Highland Ave., Niegere Falls, N. Y. 





Hardware Products 
Get More ATrentTion.. 
Seut Fasten.. 






Faster, easier sales... more productive 
use of floor space ... 
attractive display for your product with 
McAleer Merchandiser “custom engi- 
neered”’ to fit the particular requirements 


and neater, more 


of your products. Write for brochure. 


E. J. McALEER & CO. 


1422 N. 8th Street 
Philadelphia 22, Pa. 


Please send me illustrated brochure 





| 





Abrasives Catalog 


The Clover Manufacturing Co., Norwalk, 
Conn., has just issued a 48-page postwar 
catalog of its complete line of abrasives. Of 
particular interest to all users of abrasives 
should be a 16-page section devoted to 
technical information covering all phases. 
The booklet lists many kinds of abrasives 
by their trade and real names. 


New Lawn Sprinklers 

A new lawn sprinkler, in two sizes, is 
being made by Economic Services, Inc., 
270 Madison Ave., New York 16, and ship- 





ments can be made immediately. Larger 
unit is 9% in. high with aluminum base, 
galvanized iron pipe connection, with arms 
and fittings made of brass, nickel plated, 
12% in. long. Suggested retail price: $4.50. 
Smaller unit is 7 in. high with an alumi- 
num base, but of lighter construction, with 
a galvanized iron pipe connecting the base 
with the arms. Arms are of brass, nickel 
plated, 11 in. long. Suggested retail price: 
$3.50. Distance and fineness of spray 
easily adjusted. 


Kitchen Planning Booklet 


Tappan Stove Co.’s New Freedom Gas 
Kitchen booklets have been mailed to re- 
tailers, utility executives and home service 
personnel. This booklet carries the theme 
of convenience, attractiveness and _indi- 
viduality and the kitchen plans are adapt- 


| able to the various income brackets. 


Further information regarding Tappan’s 
kitchen planning program can be obtained 
by contacting D. S. Sharp, assistant sales 
manager, Tappan Stove Co., 250 Wayne St., 
Mansfield, O. 





“Handy Mandy” 
Pot Cleaners Return 


The Triangle Mfg. Co., Chicago 6, an- 
nounces that “Handy Mandy” Pot Cleaners 
again are available in two sizes, the giant 
at 10c. list, and the junior size at 5c. 
Trade prices are available on request. 


WHATS NEW 


| 
| 














FOLDING 
CHAIRS 
Upholstered ead 
Plele. Meany styles 
Folding Tebles 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORE 1, N. Y. 











a ot ee ee 
a ae er 


COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 

















Grow with SPAR-TEX 


QUALITY PAINTS 
Made Right! Priced Right! 


THE SPAR-TEX COMPANY 


4309 Third Ave. New York 57, N. Y. 




















HYDE 4 


SCRAPERS 


ot at ree 


he best that money can buy 


because— 


nly Hyde Scrapers have Super 
HYDEX steel blades— 


tilizing scientifically hardened 
and tempered steel— 


round individually to the proper 
flexibility or stiffness— 


yde Scrapers are tough — for 
extra long wear. 


HYDE 


MANUFACTURING CO. 


SOUTHBRIDGE, MASS | a a. 
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Who wants to go to work for a moth? 


@ Nobody wants to spend a lot of time 
mothproofing woolens. 


That’s why the big Hex national adver- 
tising campaign is telling people how quick 
and easy Hex is to apply —what a thorough 
job it does. 

That’s why you’ll find you don’t have 
to work to sell Hex. Make sure your or- 
der is in now. 
















Write for free display material 





sail Made by a name that’s known... 
dened KOPPERS 

proper 

— for 


Sprayers available 

KOPPERS CO. INC. 

White Tar Division 
Kearny, N. J. 
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Sold 
ONLY 
through 
JOBBERS 











SALES-MAKER! 
Keep this carton on your coun- 
ter. Cash-in on Plaster-Stik’s 
1946 advertising. With every 
sale of paint, see that your 
clerks sell Plaster-Stik — the 
slick new way to fill hair- 
line cracks in plaster. 
Simply rub into crack — 
smooth with finger — 
then paint. 


ss The LEONARD Co 


“4, 707 Locust St 
Des Moines, lowa 


The 
HAMMOND 


Line 


Profitable to handle! 
Quick turnover! You stock 
it and.we’ll send in the 
customers! Our products 
are nationally advertised 
in home, farm and garden 
publications, as well as 
Sunday newspapers over 
the country. 

Slug Shot 

Grape & Rose Dust 

Solution 


Copper 
Weed Killer 
No-Crow 



















































Potato Mix 
Stab. “‘75’”’ Dust 
Egg Preservative 
B. B. Dust 
Dikilz (D.D.T.) 


WRITE TODAY FOR PRICE- 
LIST, DEALER AIDS, 
ELECTRO SHEETS 


HAMMOND PAINT 
& CHEMICAL CO. 
46 Ferry Street 
a NEW YORK 

















Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 15-17, 1946, inclusive; convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary," 1906 N. Fifth Ave., Birmingham 3, 
Ala. 


American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 
permanent showrooms and at the Hotel Mc- 
Alpin and Hotel Breslin. Horatio D. Clark, 
assistant director. Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth Ave. New 
York 10, N. Y., is manager of the Ameri- 
can Toy Fair. 


Arkansas Retail Hardware & Imple- 
ment Association, convention, March 18-19, 
1946, at Marion Hotel, Little Rock, Ark. 
George L. Turner, 322 E. Markham St., 
Little Rock, Ark., is secretary. 


Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 


Eastern Hardware Golf Association, 
annual tournament at Shawnee Country 
Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 
Tool Co., 30 Rockefeller Plaza, New York 
20, N. Y., is treasurer. 


Florida Retail Hardware Association, 
convention, May 13-14, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 


Georgia Retail Hardware Association, 
convention, May 7-8, 1946, Ansley Hotel, 
Atlanta, Ga. William W. Howell, Way- 
cross, Ga., is secretary. 


Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 


Louisiana Retail Hardware Association, 
Inc., annual convention, June 17-18, 1946, 
at the Bentley Hotel, Alexandria, La. Mrs, 
David O. Mansfield, P. O. Box 1696, Jack- 
son 113, Miss., is acting secretary. 


Mississippi Retail Hardware and Im- 
plement Association, Inc., annual conven- 
tion, June 3-4, 1946, at the Hotel Buena 
Vista, Biloxi, Miss. Mrs. David O. Mans- 
field, P. O. Box 1696, Jackson 113, Miss., 
is acting secretary. 























National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 
4, Ind., is managing-director. 


North Dakota Retail Hardware Asso- 
ciation, convention and exhibit, March 26.- 
28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 
Miss Clarine Sherwood, 21 Clifford Bld¢., 
Grand Forks, N. D., is secretary. 


Triple Mill Supply convention, May 
6-8 inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and The Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre: 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 146) 


1—Answer. $1,200 stock sold for $1,800 
producing a margin of 331/3 per cent on 
sales. $300 stock sold for $300. Total 
sales $2,100, cost of the sales $1,500, leav- 
ing dollar margin of $600 which is 28.5 per 
cent on sales price. 


2—Answer. Dollar margin $13,440 or 32 
per cent of sales. 


3—Answer. Items needed fly rod, fly 
reel, fly line, creel, fly book, landing net, 
snelled hooks, bass flies, trout. flies, spin- 
ners, leaders, BB shot sinkers. 


4—Answer. Reel should have level 
winding guide, proper gear ratio, adjust- 
able spool drag, sliding click, anti-back 
lash feature, etc. 


5—Answer. Margin on bicycle is 21.9 
per cent on the selling price. 
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| woman who cooks will find in BROILKING 
an amazing appliance, the usefulness of which she 
will not realize until she has tried it. No other cooking 
appliance in her kitchen will do so much, at so low a 
cost, in so little space, with a minimum of trouble 
and inconvenience. 

MR. DEALER, before the war BROILKING 
was a fast-turning, profit appliance, sold by the besx 
retail outlets in America. Today, nation-wide, BROIL- 
KING again has the call from wholesaler and dealer 
alike. Improved in materials and production processes 
the new ‘Reliable Regent’’ model at prewar prices 
is the best buy in table broilers. 





* WHAT IT Wit Do * 


Broil @ meal for 4 
right on the table! 
Holds 4-6 chops 


large ste. 
w -_ ak 
hole broiling Chicken 4 fish filet 
- 12 ets 
The “Reliable Regent’’ sausages or frankfurters 
Hinged Model oy hamburgers 





HOW IT IS MADE 


% Drawn steel shell—triple plated. a, 
% Cord and plug set of cold mold—for 


higher heat resistance. 
% Improved refractory materials. 
Se MAING 
* Bakelite heat-resistant accessories. 


All et the pepuian, prevwur prlesl AMERICA’S FINEST ELECTRIC table BROILER 














INTERNATIONAL APPLIANCE CORP., 1037 Metropolitan Avenue, Brooklyn 6, N. Y. 
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east . wes os tia MONARCH RANGES...cHEATERS 
dealer i ana it 
ocesses 
r prices 
Yes, to become an authorized Monarch dealer 
| is really cause for celebrating ... . for 
4 Monarch’s Golden Jubilee Line gives you out- 
a standing range models for every type of pros- 
ees j pect... . electric, gas, coal-wood and combina- 
ji tion ranges. 


Throughout the line, exclusive Monarch features 
stand out to aid in competitive selling .... 
“beauty” .... “cooking efficiency” .... “dura- 
bility” .... “exclusive designs.” And a national 
advertising campaign in leading farm publica- 
tions and magazines to help you sell your 
customers. 


Oaa0 































. to cash-in on the accumulated dividends 
















































ts of Monarch’s fifty years of cooking progress, write 
for details to place this authorized Monarch 
dealer sign in your window at once. 
MALLEABLE IRON RANGE CO. 
2436 Lake Street Beaver Dam, Wisconsin 
HUN WNTT 
RANGES AND HEATERS _ wet | 
| wit 
|= | i * | SAL WOOD 
y i } . 
| oe | 
ILER AL WOOD, ELECTRIC, GA MBINAT | 
CIRCULATOR 
N. Y. ait iinet tren 
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Yes, it’s long-past time for your fishermen cus- 
tomers to buy new Union Rods—with the old 
enthusiasm. Wait till we can release them to you! 
—wait for these over-due profits on UNION Steel 


Rods! 


Be set then to take up on SALES with a new 
line of UN1on Values—with a lure to catch the 
fancy of the fisherman. New features we’ve been 
working on since War declared “closed season” 
on sporting-goods production. 


“Hold open” too, for new and perfected post- 


war lines of UNION 


Roller and Ice Skates 


Chisels and Screwdrivers 
Hack Saw Frames 
Gun Implements 





BEV EE  & we 
HARDWARE COMPANY 


Ce ee ad Ld ESTABLISHES (854 


TORRINGTON. CONN. 


ISI CHAMBERS STREET 


NEW YORK OFFICE 











QUALITY’S UP 





NOW FOR QUANTITY! 
a 


NOW there is becoming available the kind 
of material best suited to clock pro- 
duction. 


NOW the results of a long and careful pro- 
gram of employee training are becom- 
ing manifest. 

NOW the production lines ruthlessly altered 
to meet war production requirements 
are lined up to make clocks again. 


Today, production is still consider- 
ably below the prewar normal while 
the demand is far above that figure. 
Thus, a shortage is still in evidence. 


That, however, is actually encour- 


aging for it proves the stability of the 
demand. From now on, steadily in- 
creasing clock supplies will be reflected 
in steadily increasing profit—a profit 
that does not depend on abnormal war- 
time conditions for its maintenance. 





ASK YOUR WHOLESALER 







Clack makers te the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 


Lacenia, N. H. 


S551 Fifth Avenue 141 W. Jacksen Bivd. 
New York 17, NM. Y¥. Chieage 4, Ill. 
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It’s ALCOA ALUMINUM 


Show them screening of aluminum and homeowners will recognize 
instantly—it can’t rust—it can’t stain—and that means no more 
unsightly screen stain on light paint and masonry. 
But there is another advantage with Alcoa screen cloth. It is made of 
Alclad Aluminum—the product of 15 years of research—that is extra 


strong and gives screening of Alcoa Aluminum its long-lived quality. 


Screen cloth of Alcoa Alclad Aluminum is new. Homeowners’ demands 
at present surpass the supply. But more will be on the way as rapidly 
as leading weavers are able to increase production. ALUMINUM COMPANY 


or America, 1753 Gulf Building, Pittsburgh 19, Pennsylvania. 
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BIG NATIONAL 

ADVERTISING 
CAMPAIGN 

SOON TO BE 
RELEASED 


This is the most effective DDT 
Formula for Household Use! 


Ar LA 


7/ sét 


SPRAYING! 


Non-Inflammable 


Aerosol INSECT-O-BLITZ ppt Formula 


(CONTAINS DDT AND PYRETHRINS) 


@ INSECT-O-BLITZ-Aerosol DDT 
Formula is at last ready to rid 
American homes of insect pests. 

In self-spraying steel dispensers 
exactly like we furnished the armed 
forces and in the same formula. 

Because Aerosol Insect-O-Blitz 
contains pyrethrins as well as DDT, 
it is much more effective. It’s the 
combination that counts, Pyrethrins 
stun instantly. 

Aerosol Insect-O-Blitz dispensers 
contain sixteen ounces — enough 
DDT with Pyrethrins for up to 200 


four second applications — enough 
to spray the average five-room house 
at least 40 times — equivalent to two 
gallons of the ordinary mixture. 
Four seconds of spray is sufficient 
to completely charge 1,000 cubic 
feet — an area 10 x 10 x 10 feet. 

Stock Aerosol Insect-O-Blitz now. 
$3.00 retail list. This is the hottest 
item you'll carry in stock .. . the 
biggest and fastest selling insecti- 
cide... Aerosol Insect-O-Blitz DDT 
Formula. Order from your jobber, 
or write direct. 


INDUSTRIAL MANAGEMENT CORP « Acrosol insecticide Division 


Pacific Coast: 639 South Spring Street, Los Angeles © Factory: Valparaiso, Indiana 
National Sales Office: 33 South Clark Street, Chicago 
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WISS Manicure 


cuticle cleanly 
and easily 
Springy, needle- 
point blades. 
Easy to manipu- 





hand. 


Pao [5 
® 


late with either / Ae: : 
J. WISS & SONS CO. 
—— by he Newerk 7, N. J. 
SHEARS 





SCISSORS and 
PINKING SHEARS 


of WISS QUALITY 9 


before 46,310,583 
readers of America’s 
leading “Shome”’ maga- 


= 


zines 


VA 
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the cutting table. 
Inlaid blades guar- 
antee long life. 


Z. 4. WISS & SONS Co, 
Newerk 7, WN. J. 
WSS SHEARS 
aug SCISSORS and 


PINKING SHEARS 


ene 


Pink as you cut — 


casting of seams. ti, 
WISS' Pinking 7 
Shears do a pro- 

fessional finishing =.) 


J. WISS & SONS CO. 
Newark 7, NL 2. 


SHEARS 
SCISSORS and 
' PINKING SHEARS 
Year in and year out, Tae vmeeapee 
Wiss advertising con- 
tinues to remind the —— 
Women of America of the convenience of having “the proper 
type of Shears and Scissors for the purpose” . . . and of the 
‘greater satisfaction and economy assured by buying the best. 


WISS | 


J. WEISS & SONS CO., Newark 7, N. J. 


SHEARS * SCISSORS * PINKING SHEARS 


save tedious over. —~ 


\ 
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8 At a 


19 Magazines! 
For the Great 24x 


HOME BRIGHTENERS! 


PLU 


Ads right in the hometown papers—the 





Ads in 141 Key City 
Newspapers! 


papers women read before they go shop- 
ping. Ads in magazines telling housewives 
to buy those Great Lin-x Home Brighteners. 


Be sure you are well-stocked with Lin-x 
Clear-Gloss, Lin-x Cream Polish, Lin-x Self- 
Polishing Wax . . 
windows and on the counter . . . advertise 
them in your local newspaper . . . the de- 
mand is big right now for the Great Lin-x 
Home Brighteners. Feature the Great Lin-x 
Home Brighteners and get BIGGER 
PROFITS. 


. display them in your 


Me-X 


SELF-POLISHING WAX 


Anti-slip, even when water is spilled 
on it! Proved by Underwriters’ Labo- 
ratories. Wipe it on; it dries to a hard, 
lustrous, real-wax finish. 


RETAILS AT 59c A PINT 
98c A QUART 
$2.98 A GALLON 


CREAM POLISH 


Polishes bone-dry! Dries to a hard, 
waxy surface. Cleans as it polishes. Re- 
stores beauty to fine furniture without 
tiresome rubbing. Non-oily. 
RETAILS AT 69c A PINT 
$3.48 A GALLON 


CLEAR-GLOSS 
For linoleum and all wood surfaces. 
The modern brush-on finish that makes 
linoleum and wood glisten. Resists even 


alcohol. Flows on smooth; leaves no 
brush marks. 


RETAILS AT 95c A PINT 
$1.70 A QUART $5.65 A GALLON 


MADE BY THE Makers ofr ME@M=-Frone 
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AL PREFERRED, 4 
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HY ... are De Laval products pre- 
ferred by dairymen ... year after year? 

An honored name . . . proved performance 
- highest quality . . . complete depend- 
ability . . . longer life . . . and lowest cost 
per year of use—these are the obvious 
reasons. That’s why De Laval Dealers get 
first call on Cream Separators and Milkers. 
And that’s why for almost 70 years the 
De Laval line has been preferred by leading 
merchants everywhere. If we are not repre- 
sented in your trade area write the nearest 


De Laval office today. 

P.S. Have you seen the new De Laval 
Speedway Milking Truck? It’s a 
“lively” member of the De Laval Line. 


THE DE LAVAL SEPARATOR COMPANY 


NEW YORK ¢ CHICAGO «6 SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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SUPERIOR QUALITY 
[Lar sor } : BRIGHT WIRE GOODS 
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CHAS. 0. LARSON COMPANY 
STERLING, ILLINOIS 




















Over 2 million E-Z KLOZE Screen 
and Storm Door Checks were sold (= 7” 7 4 FL oO V4 {4 
e 


in a test area before the war. 


SCREEN AND STORM 
DOOR CHECK 
RETAILS 


39° 


IMMEDIATE DELIVERY 


A Proved Volume Item e Simple to Install e Always 
Works e Year Round Sales e No Competition!... 


BACKED BY CONSUMER ADVERTISING IN: 


Better Homes and Gardens, The American Home, Parade, 
The American Weekly, Household. Combined circulation of 


17 MILLION COPIES PER ISSUE, PLUS... 
SUSTAINED NEWSPAPER ADVERTISING IN METRO. 
POLITAN DAILIES WITH CIRCULATION OF... 


Furnished 515 MILLION COPIES PER ISSUE! 


complete on 

individual Order from your jobbing source, or write 
cards with 4 

screws and 


deems toe ' HECKETHORN MzG. & SUPPLY CO. 


easy installation. ircnL2Z, a CVticon 
LITTLETON COLORADO 
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EVERYWHERE AS 


"BEST SELLERS® 


* 


Be see mere es LCL ee ee ee es a orga - . reed AS et 
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aT 
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HARDWARE 
DEALERS 
EVERYWHERE 


CRESCENT TOOL COMPANY, Jamestown, N. Y. 
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LINING 


FIRELINE 


is the quick and easy 
(and profitable) way to repair ‘em 


After the hard firing of winter months many cracked firepots 
in furnaces, heaters, and ranges need repairs to finish out the 
chilly spring days. Fireline gives you a profit- 
able way to help customers put heating units in 
shape. They'll be ready then, too, for the next 

hard heating season. 

In warm-air Furnaces and heating stoves, 
Fireline repairs cracked and burned-out fire- 
pots without new castings—without dismant- 
ling. It forms a durable, gas-tight lining around 
the entire firepot which seals all cracks and 
holes, pxcventing the escape of dangerous gases, 
odors, and soot into the building. Fireline is 
extensively used to preserve good castings and 
to save fuel by increasing combustion efficiency. 

It's easy to install Fireline. It comes ready 
to use—nothing to add—no mixing. Just 
pound it into place with a hammer, then trim 
it smooth. The fire may be rebuilt at once. 
When baked out, Fireline will withstand tem- 
peratures up to 3,000 deg. F.—higher than 
any domestic unit can ever attain. 

An important use for Fireline is replacing 
stove brick and firebox castings in cook stoves / 
and ranges. With Fireline on your shelf, you 
make your sale right away—no delays waiting 
for parts, no inventory losses! 

Fireline is highest-quality industrial refrac- 
tory material adapted for domestic service. 
Packed in 50 and 100-lb. drums, also 5 and 
10-lb. cans (60 Ibs. per case). Available im- 
mediately from jobber stocks. Stock this profit- 

. able, available item at once. Mail the coupon 
below. 


FIRELINE 


STOVE & FURNACE LINING CO. 
| —s-:1859'N. Kingsbury St. (Dept. ©), Chicago 14, Ill. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 N. Kingsbury St. (Dept. C), Chicago 14, Ill. 


Please send full information, prices, and discounts on Fireline. 








MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


## you have your own brand, or if 
you wish to establish your brand 
and gain extra profits and on im- 
portant new asset, look to Lasting 
for finest quality points ond allied 
products. Our customers include 
foremost jobbers, exporters, chain 
stores and large retailers. Mammoth 
production assures smooth and 
speedy cooperation. Our adver- 
tising staff will design your labels, 
i## you wish. 


QUICK, SMOOTH SERVICE 





LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, VARNISHES, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 $. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 


Firm 
Address 
Signed 
Jobber . 
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THE recognition of your problem to stay in business, the appre- 
ciation of your obligation to serve your community with essential 
appliances for the maintenance of the home, is not lost on the 
men and management of Prentiss Wabers. Everyone at Preway 
— in the plant — in the office — in the field — is every day 
doing his best to do just one thing — get things done for you. 
Material shortages caused by strike-bound suppliers has been 
a persistent drag on getting deliveries coming your way. 


Yer from this frustration, time has been gained ... time to 
re-employ experienced servicemen, time to train new hands 
at range making, time to re-tool completely a 4-star Army- 
Navy E plant to a plant for dealer service. When materials 
again become readily available, the short,. well-balanced Pre- 
way line will roll with a singleness of purpose—to make you 
and your store headquarters for the finest kerosene range line 
in your community. That's Preway's pledge to you. 


























PRENTISS WABERS 
236 SECOND STREET, N., WISCONSIN RAPIDS, WIS. PRODUCTS Co. 
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/*. THE HOTTEST LINE I ‘ 
HAVE SEEN IN YEARS..”/, , 
eas tsa Cpe sid a THAT BUILDS CONFIDENCE.. 


PRISCILLA WARE’S unconditional guarantee 
is your assurance that here 1s a line you can 
feature with confidence — and your customer 
buys with confidence. The careful workman- 
ship and rigid standards maintained in the 
manufacture of PRISCILLA WARE constitute 

ality that customers don’t forget . . . quality 
that builds confidence and sales for you. 

There's a big volume ahead—and PRISCILLA 
WARE will soon be available in greater quan- 
tities to meet this urgent demand. 


LEYSE ALUMINUM CO. » KEWAUNEE, WIS. 47) 











of PRISCILLA WARE. PSU LURE 





= —— 
This newly designed 
8-cup Percolator typ- 
ifies the fine work- onset 
manship and quality 
+903 





y A Complete Line of Zuality Products 


The Ilibronze line is unusually complete, offering unusual opportunities 
for volume sales and profits. Iiibronze quality has long been a “buy- 
word” in the trade. Cash in on ILLBRONZE! 


ALUMINUM PAINTS 


iibronze Chrome Finish Aluminum Paints give maximum protection 
at minimum cost. Outstanding in covering power, durability and 
appearance. 


car aun GOLD PAINT 


iibronze Golden Lustre Gold Paint—in the same quality you got 
before the war! Ready-mixed—ready for immediate use! 


“> qn BRONZE POWDER AND PASTES 


le Sein le’e Famous for quality! Again available in all standard colors, including 
PoP ePs tes Aluminum, Pale and Rich Gold, Copper, Silver, Special Alloy Shades. 
They have built up an impressive reputation. 


ILLINOIS BRONZE POWDER CO., INC. 
Chicago 16 


rerereretetetete® noneete Dept. HA, 2023 S. Clark Street 
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A BOTTLE FULL Caen 


*& When you sell “Thermos,” you sell depend- to peak efficiency . . . inspects every filler has 
ability . . . you sell the finest service possible gives it a final thermometer test. 
by vacuum insulation. All this care in production is being rewarded 


It’s the filler—the heart of the Thermos today—by a great and growing demand for 


brand vacuum bottle—which keeps hot things 
hot and cold things cold. Thermos builds this 


“Thermos” brand vacuum ware. Soon you 
will have the products your customers are 


filler with exacting workmanship . . . makes asking for—and every item will be just as 


its own glass for complete uniformity . . . sil- tependable as the famous Thermos filler 
. d THE AMERICAN THERMOS BOTTLE CO. « NORWICH, CONN. 
vers the inner surfaces and evacuates the air Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 


The Leader in Vacuum Ware Fince 4907 
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THE ORIGINAL TELESCOPIC ALL-STEEL 
BASEMENT POST WITH BUILT-IN JACK 





LEVELS AND SUPPORTS 
SAGGING FLOORS 


Corrects the Cause of Sticking 
Doors and Windows—Plaster 
Cracks — Squeaky Floors— 
Raised Baseboards. 


NATIONALLY ADVERTISED 
in The Saturday Evening Post 


Pat 
Pend 





(@ash-tx ON THE BIG DEMAND 


Order Now for 

Quick Delivery 
Thousands of dealers 
have been quick to fea- 
ture this new, unique 
ma compiete | Peedtcs Breit acs 
Packag to install y displaying and sell- 
— Ready ing Tel-O-Post in your 
store. Rush your initial 


$ 95 antec 
: order, today. 
nipping We 401% 





s 


TEL-O-POST COMPANY 
140 ASH ST. AKRON 8, OHIO 








When they get a 
look at the new 
TOP-LINE electrical 
appliances. 











Your customers will be standing in line to sign up for 
future deliveries* when you let them preview the new 
TOP-LINE appliances! Write now for information about 
floor display models and approximate delivery dates on 
each particular appliance: electric water heaters, fans, 
irons and churns. Catalog sheets describing the new 
line available on request. Write us today! 


We're doing our best to increase our 
production during the second quarter. 





TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
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MAKES NO 
DIFFERENCE 


SIZ 






No. 80 Jr. ““Over-the-Top’’ Door Equip- 
ment for aa 8’ wide by 6’-6" to 7’ 
high. For doors weighing up to 150 Ibs. 





ws 





Small doors or large, light doors or heavy, the 
is a size of “Over-the-Top” Door Equipment to 
handle them with ease. Home-owners, architects 
and contractors like this equipment because no 
matter what style of architecture the plans call 
for .. . whether the garage doors are to be single 
or double opening width, mill-made or built-on- 
the-job . . . doors can completely harmonize with 
the house design. “Over-the-Top” equipment is 
popular for remodeling, too—opens a broad field 
of prospects for you. “Over-the-Top” type opesa- 
tion is available also in budget-saving units (with 
door and hardware complete). The remarkable 
low cost and surprisingly easy operation of this 
equipment are strong sales-ap . Write today 
for information about profit possibilities in 
“Over-the-Top” Door Equipment. 


























No. 912 “‘Over-the-Top” Equipment 
for doors 18’ wide and up to 12’ high, 
weighing up to 720 Ibs. 


FRANTZ 





Guarartecd BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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QUALITY QUARTET 


From the clear yellow Amberlite handles to 
the electrically heat-treated, oil tempered 
cutting edges these Bridgeport Wood 
Chisels are honest-to-goodness quality ... 
dependable quality that is apparent to 
that all important man, the customer. The 
four sizes, (4%, 4, 4, and 1” blades) are the 
popular sizes most craftsmen want and buy. 


Bridgeport 
Sauer -FOREED Feet $s 


FOR FIFTY YEAR 


1DWE. MFG. CORK 
















Remember: It’s Good 
Business to select 


Your biggest business 

asset is a satisfied cus- 

tomer. You're protect- 
ing him when you select DAYTON Water 
Systems. And because they’re profitable to 
handle and dependable in use, you're 
protecting yourself on every installation. 
Remember: It’s good business to choose 
Dayton Water Systems! 


THE DAYTON PUMP & MFG. CO. 
Dayton, Ohio 








 Mectent 
FENCE 
CONTROLLERS 


A COMPLETE LINE 


| fully guaranteed 


Manufactured by the oldest established Electric 
Fence company—the Electrite line of Fence Con- 
trollers is developed to the highest standards of 
efficiency and dependability, is approved by 
the Wis. Industrial Commission, and complies 
with National Electric Safety Code. Write Elec- 
trite Fence Co., Whitewater, Wis. 








TWO NEW 

LOW PRICED MCDELS 
Model 263L—6 volt with 
signal light—gives effective 
shock in all kinds of 
weather. Sells at $10.95. 
Model! 1040L—110 volt, with 
signal light — synchronous 
timer eliminates mechani- 
cal timing—selis at $18.95. 


| reer from your Jobber | 



































Striking 8-color 

counter selling 

easel carrying 
25¢ size 

2 : _ PREWAR 

All year ‘round [Repernoraamar hoaM aa 





advertising in Pia ATS Pastas | 
, Rational —" 
magazines ‘ 
* 
Garden page 
advertising 





| in newspapers 


HARDWARE MEN! 
Here’s Your Opportunity 
For Year ’Round Profits 


Make up your —us order today. Include the 
ar 












(1000 tablet) den Package. There’s a 
constantly increasing demand for this $3.50 
size, and the $1 size is always a big seller. 50c 
size is also available. Order from your whole- 
sale supply house. Plantabbs Company, Balti- 
more 1, Maryland. 


PLANT FOOD TABLETS PLUS B 
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A perfect tool for shop use that you can retail 
at un attractive price. Adjustable tool rests. 
Shaft 5%” turned down to ¥/2” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Ill. 


Kry-o-cide 
display brings 
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Gleaming finish . . . multi- 
ple twist . . . perfectly 
straight selvage . . . 
even mesh. Identi- 
fied by the fa- 
mous, colorful 


Rooster label. 


GE WRIGHT wire ca 


WORCESTER *s: MASS. 














ACTION! SALES! PROFITS! 


Colorfully designed, its “eye appeal” sells 
your customers on sight! Brings them 
into your store for KRY-O-CIDE sales 
that mean big profits for you. They’ve 
seen KRY-O-CIDE advertised in: 


BA Mosozines Vi, Mowepapers 


> Farm Papers 4 On the Radio 


They know it’s effective, economical and 
easy to apply. Kills many chewing insects 
which include Mexican Bean Beetle, 
Cabbage Worms, Cucumber Beetles, Flea 
Beetles, Potato Beetles and Tomato Worms. 


So stock up with this fast-selling garden 
insecticide. Don’t delay...order your 


supply of KRY-O-CIDE early. 


\s) 


PENNSYLVANIA SALT 


MAN ‘ cTuRInG CO PANY 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


EW YORE + CHICAGO - ST. LOUIS + FITTSSURGH + CINCRAMAT + MEMEAPOUS + WYARDOTTE + TACOMA 
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Locks to work~*Ton nip 


Tool-users appreciate 
good tools like these 














Double-Lever 
Action Gives 
VISE-GRIP 


Vise-Grip does more 

things, easier- and 

quicker, than any other 

tool! Remains locked to 

the work with hands re- 

moved. Holds anything, any 

shape. Built with strength to 

back up Its power. Is actually 
Hand-Vise, Clamp, Super - Plier, 
Adjustable End-Wrench, Pipe-Wrench, 
Locking Wrench and Toggle-Press— 
ALL IN ONE! Light, trim, handsome. 
Electroplated. 





Sold by Tool Jobbers and Dealers. 
Petersen Mfg. Co., Dept. A-31, DeWitt, Nebr. 


VISE-GRIP 


WRENCH 


Sandvik Bow Saws 








Carpenters, mechanics—yes, and house- 
wives too—are fussy about their tools. The 
better they are, the easier they make the 
work. 

Above, we’re showing a couple from the 
Briddell family of worth-while hand tools. 
Worth while, we mean, because they’re 
craftsman-built to last long and perform 
right. Finest steel in both bar and awl; both 
made to government specifications. 

Briddell hand tools do their part in hold- 
ing up a store’s good name, we’re mighty 
proud to say. Order from your jobber. 


POST 





Highs eefi te nig 
lie lis ti 


ia 





Briddell products are advertised to 
15,000,000 readers, every other 
week, in The Saturday Evening 





FAST SELLING Because 
They Are FAST CUTTING 


Yuhy - 
&, Bridde 
~ Gpisfidld, 


CLEAVERS « 
WRECKING BARS . 


INCORPORATED 


7 
CRAFTSMEN IN METAL SINCE 1895 
ICE PICKS + ICE CHIPPERS + AWLS 
ASH TRAYS « FISH SPLITTERS 


OYSTER TONGS & KNIVES - CLAM RAKES - GRAPNELS 








@ Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 


For speedy turnover and quick profits 
stock the complete line of Sandvik Saws 
Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 
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Lever 
Gives 
RIP 
dous 
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BLACK LEAF 40 





has Se WUauy Uses! 


FOR BLACK LEAF 40 sells steadily because it has so 
Poultry many uses. Gardens, both flower and vegetable, 
—_. Sheep need BLACK LEAF 40 to protect them from 
and Goats aphids and other soft-bodied sucking Insects. 
—- Every poultryman at times needs the product to 
Fruits destroy chicken-lice and feather-mites. In proper 
Shrubs combination it is used to control stomach worms 


We Advertise I? 
.. + You Sell It! 


in sheep and as a dip for ticks and scab on live 
stock. Most farmers and gardeners can use 
BLACK LEAF 40—hence are prospective customers. 








Tobacco By-Products & Chemical Corp., Incorporated 


Louisville 2, Kentucky 
They Look for the Leaf on the Package 


















MODEL 125 
Yo Inch Drill 








MODEL 143T 
Pg Y% Inch Drill 
a < Available In two speeds 





MallDrills pack the wallop that speeds up and simplifies every drilling 
job in metal, plastics or wood. They are ruggedly constructed to 





withstand hard, continuous use. Light weight and compact design | 
add to their adaptability. Easily serviced—commutator can be inspected | 


and brushes replaced without dismantling drill. Special steel alloy gears 
and self-lubricating bearings assure increased speed; cool 
long service. Operate on 110-volt, A.C. or D.C. or 220-volt, A.C. or D.C. 


Nationally advertised monthly to Carpenters, Automotive Repairshops, Facto- 
ries, Farmers, Contractors and others. Ask your Jobber or write for Catalog. 


MALL TOOL COMPANY 


7702 South Chicago Ave., Chicago 19, Ill. 


operation and | 
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BERLOU 


wages Modern War against 


MOTHS! 





Not seasonal 
money-maker! BERLOU Mothproof is guaranteed 
:.. im writing .. 


a steady, 12-months-a-year 


. to prevent moth-infestation for 
five years, or BERLOU makes good the damage. 
BERLOU backs you with powerful national adver- 
tising, literature, displays, generous PMs to your 
salespeople. Housewives like BERLOU’s low-cost 
protection . . . 41 cents mothproofs a suit or dress 
for 5 whole years . . . only 8 cents per year! Profits 
are big; write to us (Dep’t HA-3) now for full 
particulars about BERLOU: BERLOU MANUFAC- 
TURING COMPANY, Marion, Ohio. In Canada: 
THE BERLOU COMPANY, LTD., London, Canada. 


BERLOU 


Guaranteed 
MOTHPROOF 








Place Orders NOW for Your 
Bonham Model C Cultivators 


WE ARE SHIPPING within one week orders placed now for the 
Bonham Model C Cultivator. This efficient garden tool is 
rugged and dependable. It has the patented PISTOL GRIP, 
which delivers a direct pushing thrust and is easier to hold 
than convential grips. The wheel is 16 inches in diameter, 
wide rimmed, with spokes welded through the rim for greater 
rigidity and permanent roundness. Three-way adjustable tool 
bar. Standard attachments include 5-tine cultivator, 10-inch 
sweep and deep furrowing tool. 


Price $4.85 F. O. B. Salt Lake City. 10c per unit 
freight allowance on all orders of 12 or more. 
Shipping weight 17 pounds . 


INQUIRE ABOUT OTHER BONHAM GARDEN TOOLS 


¥ TT . p 
t/-—"“zv Yitzijijjj ej > Yj; y ty tj 4, 
MANUFACTURERS OF EQUIPMENT FOR HOME, FARM AND GARDEN 


P.O. Box 128 * Sugarhouse Station * Salt Lake City, Utah 





RIVETLESS 


SOCKET SCOOP 
(Eastern Pattern) 


1 Smooth Socket no sharp or rough edges 
y Aue © -5-1-Mod a¥- Valet Me} Mat talc tC ol act-¥.¢-1015 

3 Easy to rehandle 

HOVELS PADES 101010) 2) 4 Handle securely 
FORKS HOES RAKES at frog 


“AMES” PRODUCTS 
fastened to shovel by a rivet 
POST HOLE DIGGERS + ee OTe ht -SaME-S ale Mos Mat: balc OC MRoloh'Z-) ac MR 20d ab aat-h4-) Met: bo) 


TD ab Cod aS ob oh a -toh aM at bate OC- ) 


When you buy Scoops or Coal Shovels, buy the “€ ~ AMES ) 


AGRICULTURAL HANDLES 


‘‘Ames’’ Rivetless Socket Wale Mba Seatbelt el-ta Since 


there's no other scoop or coal shovel, ‘just 1774 
as good.’ C ) 


Furnished in all grades 


Parkhershurg, W. Va. AMES BALDWIN WYOMING CO. North Easton, Mass. 


HARDWARE AGE 





TOP NOTCH 


Cylindrical ty pe 
made of high grade 
cotton yarn, care- 
fully woven to insure 
against binding and 
sticking. Complete 
with metal carrier to 
fit most popular 
makes of oil cook 
stoves and room 
heaters. Packed in 
attractive boxes. 














GLASWIK 


The finest kindler 
on the market. Made 
of treated spun glass 
yarn. Will outlast 
the ordinary kindler 
many times over. 
Furnished in either 
5 ft. 
boxes or 100 ft. rolls 
in widths of 7%", 1", 
IY" and 1%". 


individual 


FLAMEMASTER 
Made of high 


grade asbestos yarn, 
wire-reinforced. 
Woven to give you 
better service than 
the ordinary asbes- 
tos wick. Packed in 
colorful boxes of 
either 5!/2 ft. or 100 
ft. in widths of 7%", 
i", 14" and 13%". 


VICTORY 


An economical as- 
bestos wick which 
will light quickly, 
burn without soot 
and produce a hot 
flame. Boxed in 5!/2 
ft, rolls in widths of 
Ye", 1", Wa" and 
1%". Can also be 
supplied in 50 ft. 
lengths. 


The ATLAS 


LINE OF WICKS 


for RANGE BURNERS 
HEATERS & CooK STOVES 


IS COMPLETE 


Top Notch Wicks are burned off 
to an angle which assures the 
highest efficiency in burning. 
Satisfaction guaranteed. 


Fill your needs for these lively sellers from one source! 


ASBESTOS COMPANY, NORTH WALES, 


PA. 


Producers of Asbestos Products for 21 years 





TRADE MARK REGISTERED 


SPRING ITEMS 


BERNARD Pruners 


BERNARD Hedge Clippers 


#90-22". A brand new scientifically engi- PRUNER #60-9” (Illustrated), All steel construction. Cut- 
neered Hedge Clipper with the built-in quality lery steel blades, heat-treated. Tool steel hooked anvil. 
ou have always associated with the name Hollow handles of hammered, hardened steel. “Shakeproof” 
“BERNARD.” Light weight for easy, comfortable use, lock washer assembly. Self opening safety latch. An excellent 
yet rugged enough for the toughest cutting jobs. general purpose pruner. 


Specially tempered blades of finest steel, deeply em- OTHER BERNARD PRUNERS 


bedded and ‘ ‘anchored” in hard, ash handles. Lock 
washer joint that “stays put” to keep blades snug DeLuxe model, $85-8"—a new heavy duty Joplecsionel- type 
pruner of rugged construction... Parrot Hea 15-6", 
a light pruner, ideal for flower garden man, Pugt the thing for 
women gardeners... “Lopwell”, long- led pruner, #75. 
Offset cutting blade, sturdy ash handles, tremendous cutting 
leverage. Lengths, 20", 24”, 26" and 30° 


for most efficient cutting. These ro will appeal 
to your me-owner customers and will win you 
and us a host of friends. Deliveries on the new 

BERNARD Hedge Clippers will be made as rapidly 

as possible. 


Made by the manujacturers of the famous BERNARD Parallel-action Pliers.... Nippers, Cuttcrs and Punches. 
ORDER AT ONCE THROUGH YOUR DISTRIBUTOR 





WM. SCHOLLHORN COMPANY ° “Quality Tools Since 1870” 


1003 Chapel St., New Haven 9, Conn. 





MARCH 14, 1946 








SPRAYERS: DUSTERS 


There’s a Deenaad tor 
DOBBINS DEPENDABILITY 


Years of experience, and a determination to de- 
velop items that offer the utmost in service and 
utility, have resulted in widespread demand for 
Dobbins Dependability—in design, in craftsman- 
ship, in quality and service. Our Complete Line, 
for Gardeners, Truck Farmers, Fruit Growers 
and Home Owners, includes Insecticide Sprayers 
and Dusters of every practical size and style, 
both hand and power operated... also Flame 
Sprayers (for killing weeds or disinfecting and 
sterilizing) as well as Hand Planters and other 
Metal Products. Stock this complete line today 
— for more sales and profits every day! 


DOBBINS MANUFACTURING COMPANY 
ELKHART, IND., and NORTH ST. PAUL, MINN. 
| Address Inquiries to Dept. 301 Elkhart, Indiana 








Ee OA, 
LOUVERS 


You Can Sell 
At Least 2 
On Every Job 


Because of the growing 
recognition of the fact 
that when you insulate 
you must ventilate te pre- 
vent condensation. 


THE DEMAND IS 
INCREASING DAILY 














H Unobstructed Air Travel—maximum area 
Special Features of ventilation in proportion to size. Louver 
boards are free from frame, to allow for expansion and contraction. 
Birds, insects and vermin can’t nest between the louver boards. Can 
be installed from inside the building. 

Manufactured of rustproof, acid resisting and corrosion proof ima 
terials. Face frames of Masonite tempered Presdwood, free from 
seams, spotwelds, rivets, bolts and screws. Body of selected lumber, 
well screened, dipped and sprayed ‘vith a good primer of steel grey 


GOOD FOR THE LIFE OF ANY AVERAGE BUILDING 
Made in 11 Different Sizes 
One to Suit Every Need. 


WRITE TODAY 
FOR COMPLETE INFORMATION 


Arr-O-Line Manufacturers 
3062 4th Ave. So., Minneapolis 8, Minn. 








CLIP THIS AD ‘#4 Attached too eee a cape 

















Spare the Chisel 
\, - Save the Parts 
Teme ai: 


..the Oil that CREEPS! 


The New Scientific Chemical that enters 
openings as small as a millionth of an 
inch, dissolves rust, dried grease and 
gummed oils. 


LOOSENS FROZEN PARTS 


Use Kroil on nuts, bolts, studs, screws, pulleys, shafts, 
bearings, guns, pipe threads, spindles, valve guides, 
on any corroded threads or tight parts. 


Thousands of industrial plants are using Kroil regu- 

larly to keep production going. Now available to 
the hardware trade in 8-oz. spout cans, list 50 cents, packed 
24 in a carton, with an attractive display sign. 


Advertised in Popular Mechanics, American Home and six 
industrial papers. Here is a product you will use yourself 
and recommend to your customers with confidence. 


KANO LABORATORIES, 85 E. Wacker, Chicago 1, Ill 


KANO LAD DR ATORIES 


HARDWARE AGE 








HERE | AM 


Back again at 

my regular job 

of making 

work easier in 

homes and on farms. You'll be 

glad to know I’ve improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
ORANGE, N. J. 








Fast-moving Franchised 


BUILD PROFITS FOR 1946 


— Nationally Advertised — 


LUMINALL 


It pays to sell the Luminall 
line of emulsion water- 
thinned paints. They are so 
easy to apply and so satis- 
factory to the user that they 
build good will in addition 
to profits. Nationally adver- 
tised since 1933. Protected 
by dealers’ franchise. Sell 
Luminall for high light reflection and low cost. Sell Ultra 
Luminall when washing is important. 


LARLY 


X-CELL-ALL 
LIQUID 
BRUSH CLEANER 
Will renew brush caked 


with old paint without 
damage to bristles. 


X-CELL-ALL 
REMOVER 


Made in the popular paste 
form as well as liquid. A 
fast-acting remover that 
does not raise the grain. 


Dealers and jobbers are invited 
to send for complete details. 


NATIONAL CHEMICAL & MFG. CO. 
3614 South May Street Chicago 9 
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You just count the profits 
1+» X-ACTO SELLS ITSELF! 


“‘Best All yur: Tool 
in the Craft World,’’ says 
Veteran Hobby Dealer 


The hobby market’s growing by 
leaps and bounds .. . and so is 
the demand for scalpel-sharp 
X-acto — the hobbycrafter’s fa- 
vorite cutting tool. 

Every model builder, whittler, 
artist, photographer and nature 
lover in your town is a prospect 
for an X-acto Knife. 

Made of finest surgical steel and sturdy duraluminum, 
with ten quickly interchangeable blades and three firm-grip 
handle styles, X-acto does every cutting job better, and 
quicker. Priced to retail from 50c to $5., X-acto sells on 
sight to amateurs or professiortals. 


DEALERS KNOW GOOD LINE 





“ .. and that’s X-acto,” says 
Stewart P. Elliott, veteran hobby- 
craft dealer of San Francisco, “It’s 
the best all-round tool in the craft 
world. But success like this doesn’t 
just happen. X-acto’s well-planned 
merchandising helps get these 
phenomenal results.” 





It’s the eye-catching new X-acto 
Counter Display, showing a boy 
and his Dad having hobby fun 

} with X-acto knives and tools. Top- 
potch stuff, in full color. Ask your 

| jobber for your display, and cash 
in on the X-acto sure-fire formula: 

' A swell product, planned merchan- 
dising, protected profits. Send cou- 
pon for details today! 


* 
X-ACTO ici 
&TOOLS 
X-acto Crescent Products Co., Inc. 


440 Fourth Avenue, New York 16, N.Y. 
*Reg. U.S. Pat. Off. 


eT, 











When you come to the Toy Fair be sure to visit our permanent showrooms, too! 





Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


Send me complete information on X-acto Knives and Tools. 
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You can take 


General MacArthur's 


wold for tt / 


“The Red Cross has done a 100 per cent 
job in this theatre. Mathematical limi- 
tations alone prevent my saying the Red 
Cross services here have been more than 
100 per cent.” 

—General Douglas MacArthur 


O SPEAKS a distinguished eye-witness of your 
Ss Red Cross in action. General MacArthur saw 
the Red Cross at your fighting man’s side, all 
through the gruelling months of the Pacific cam- 
paign. He saw Red Cross men under fire on D-Day 
beachheads—sweat it out in foxholes—follow the 
men with candy, cigarettes and other comforts right 
up to the firing line. 

He knows that wherever your fighting man went, 
your Red Cross went, too—that wherever, whenever 
he needed respite and recreation, help with a per- 
sonal problem, or just someone to talk to, the Red 
Cross was there. 

He also knows, as you do, that your Red Cross 


cannot yet say, “Mission accomplished.” It still has_, 


an enormous task to do. With your help, it will 
carry this task to a successful completion. 


The War is over... 
but another battle has begun 


Your Red Cross must now fight on three new bat- 
tlefronts, The thousands of our men still in vet- 


erans’ hospitals and in faraway lands overseas 
need its comfort and cheer now, as they did when 
the bombs were bursting. And as our servicemen 
return to civilian life, your Red Cross must lend 
them a helping hand. 

And when disaster strikes here at home—fire, 
flood, tornado—your Red Cross must be ready with 
aid for the victims. Its war against human misery is 
never wholly won. 

But remember—it is your Red Cross. It depends 
on you for its very existence. So give from your 
heart. Give generously. Give today! 


/ 
YOUR Red Cross MUST CARRY ON... VE. 





HARDWARE AGE 


Prepared by the Advertising Council in Cooperation with the American Red Cross * 


HARDWARE AGE 








— AND SEND SOME MORE. 


OF THOSE WONDERFUL 
SPOT CLEANERS! 


. 

» HANDY MANDY is preferred 
because it is gentle on hands 
and yet scours pots and pans 
sparkling clean in a jiffy. A 
big, durable, soft-woven cop- 
per pad that can't splinter. 

HANDY MANDY 
10c of grocery, hard= 


wore and 10c stores. 
Order some today! 


TRIANGLE MFG. CO., Chicago 6 


such as these appear in every 
issue of 


GOOD HOUSEKEEPING 


They tell millions of housewives 
about HANDY MANDY! 


YOU can cash in by displaying 
“the pad that’s kind to hands.” 


Order Today! 
TRIANGLE MFG. CO. 


123 N. JEFFERSON ST., CHICAGO 6 


HANDY MANDY’s wide-open mesh 

mits pan and pot scum to flow right 

through. Grease can't lodge. Fastidious 
demand big HANDY MANDY 

because this glistening, soft-woven cop- 

per scouring pad not only scours faster, 





and lasts longer, but stays sparkling clean 


STAYS SPARKLING CLEAN! 
mt “Es 10¢ 


at grocery, hard- 
ware and 10c 
stores. some 

Avoid 








today 
x P substitutes. 
eee TRIANGLE MFG.CO., CHICAGO 6 I 


NDY 


Trade Mark — st 





Sole Manufacturers of 


HANDY MA 





ADD A Kay Tite Waterproofing DEPARTMENT TO YOUR STORE 


FOR— 

@ Cellar Walls and Floors 

@ Concrete masonry 

@ Cinder block walls 

@ Cement Block walls 

@ Retaining walls 

@ Brick Walls—Piers 

@ Copings 

@ Swimming pools 

@ Stucco surfaces 

@ Fish ponds 

@ Pump and boiler pits 

@ Elevator pits 

@ Reservoirs 

@ Field and quarry stone 

@ Rough masonry 

@ Silos—Cisterns 
Can also be used as a mor- 
tar for pointing up brick & 
masonry, also to patch con- 





Start this IDEA off with 
the Following Order: 


Six 10-lb. cans White KAY-TITE 
AND 


Six 10-lb. cans Gray KAY-TITE 
TOTAL SELLING PRICE$34.80 
Cost TO YOU 20. 
YOUR PROFIT $13.92 


You can stand squarely back of KAY-TITE...It will 
positively prevent the seepage of water....It's guaranteed 
to do the job...Anyone can apply it. Goes on like point. 

















FILL IN THIS COUPON AND MAIL TO- 
KAY-TITE COMPANY, West Orange, N. J. 


Please send us the $20.88 KAY-TITE DEAL 
F. O. B. Our Store 





Users are always enthusiastic boosters. They 
will boost your store as the place to get real 
waterproofing satisfaction...KAY-TITE is pack- 
ed in 10-Ib. cans, colors Gray and White. A 
10-Ib. can will waterproof 100 to 150 sq. feet. 
Write for Complete information 
Send your Jobber’s Name 





Address 








Jobber's Name 
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profit item 


These popular-priced Junior 
Stilts sell like lightning 
wherever shown. Every child 
wants them —and they are 
priced to show you a hand- 
some profit. 
Made of hardwood, 6 ft. long, 
steps adjustable to different 
heights. Smart red top and 
bottom, black steps, attrac- 
tively varnished. Weight 414 
Ibs. per pair. Priced to retai 
at $1.65 per pair. 
Jobbers: Send for CATALOGUE show- 
ing many popular items now available. 


NOCKONWOOD INDUSTRIES, LTD. 


Dept. H, Bloomfield, lowa 














A Cluster of Four Leaf-Shaped Glass 
Candy Dishes in four colors, Amber, Azure, 
Green and Ruby. Splendid Value. 


No. 4728Z 
Arranged clover-like 
fashion in a White Gift 
Box, with an inner card- 
board die-cut tray to se- 
cure the packing. 


$12.00 per doz. boxes 


Packed |/3 doz. boxes. Smallest quantity sold. Size: Each 
dish—I!/, ins. high. Weight: 24 Ibs. to the doz. boxes. 
No. 4481Z 
Very Clever, Very New 


ROOSTER PLANTER VASE 


in 3 colors, Tan, Green and Royal 
Blue. 
$3.60 per doz. pieces 
Packed: | doz. in asst. colors only. 3 
ins. high. Weight: 5 Ibs. per doz. 
Be sare to send for our Complete Set Z of GIFT GOODS. We 
have them from $1.80 to $90.00 per doz. All gocd sellers. 





South Market St. 











eee or th Market 


Chicago 6, Iil. 





USALITE TELLS ITS STORY | 


Strong-selling messages like 
this are appearing regularly 
in leading national maga- 
zines .. . réaching over 9° 
million prospects. 

Get your share of the 
profits from the increasing 
demand for USALITE 
Flashlights and Batteries. 
Remember, the USALITE 
trade-mark is the consum- 
er’s guarantee of quality and 
dependability...your assur- 
ance of repeat sales. Order 
from your jobber .. . today! 





Flashlights & Batteries 


“A” & “B" Batteries for Portable Radios 


UNITED STATES ELECTRIC MFG. CORP. Factory and 
Exec. Off.: NewYork 11, N. ¥. Branch Off.: Chicago 7, IN. 


peer ee 
WANTED 


DISTRIBUTOR 


One of America's oldest and largest manu- 
facturers, who is rated a $1,000,000.00 high 
and has for many years produced fine quality 
industrial finishes, is now placing on the mar- 
ket a new and sensational type of Household 
Finishes for floors, woodwork, walls and furni- 
ture. It has already been sold to some of the 
largest retail outlets in the U.S. This new line 
is being merchandised under the name of 
Plicote. 


Many territories are open. The estimated 
volume for these runs into thousands of dollars 
annually. Initial inventory requirements would 
run approximately $10,000.., If you have a sell- 
ing organization and facilities for warehous- 
ing please contact 


PLICOTE, INC. 


GENERAL SALES OFFICE 


664 N. Michigan Ave. Chicago 11 


HARDWARE AGE 























I veaR-ROUND PROFIT LEADERS 
from the Fast-Selling 





teries 








Get 1 THE PLUS Sales 
that Go with 
HOPPE’S No. 9 


If you are not handling Hoppe’s No. 9 you are 
missing a lot of sales. And, if you ARE han- 
dling it but are not offering Hoppe’s Patches. 
‘ Hoppe’s Lubricating Oil, Hoppe’s Gun 
Grease and Hoppe’s Gun Cleaning 
Packs, you are missing a lot of addi- 
tional profits. 

Tie up with The Hoppe Line 
this year. Make nineteen forty-six a banner 
twelve months in gun cleaner sales. Get your 
order in to your jobber early and then take 
full advantage of Hoppe demand and Hoppe’s 
consistent advertising. 























“Their Last Meal’’ 
gat-NOT? 


MOUSE-NOTS 
moLe-NOTS 


RAT-NO 
T- 
PASTE 


ROACH-NOTS 
ANT- x 
| We Help You Sell with free 


mats and electros, displays 
that STOP your customers. 








= Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There's 
asure kill for every seasonal 
pest—be sure you have the 
complete line. 

Nott Products offer you 
easy and profitable sales— 
and your customers an eco- 
nomical, easy-to-use, and 
efficient exterminator. 

Check your stock, and 
order NOW—don't lose this 
chance to make easy profits. 


Write for latest Catalog Sheet. — 
Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 




































































fo Cae = Frank A. Hoppe, Inc. MT. VERNON, N. Y. 
en SS 2314A North 8th St., Philadelphia 33, Pa. 
manu- 
0 high 
uality e NEW WINDOW STREAMERS 
° NEW SALES FOLDERS S “U- 4] 
> mar- ¢ NEW ADVERTISING MATS fav’ ime 
~a ° NEW SALES LETTERS 
rmni- . 
For these steady-selling Du Pont seed disin- i 
of the fectants with new, colorful labels... is the An swe r ° 
. . because Sav-U-time is available for 
aw line is i 
f prods gp og 2% omens ° immediate delivery. Sav-U-time is the re- 
me o - oy Tort mrs % mote control system that converts ordi- 
SEMESAN BEL" - Turf. Fungicides nary “side-arm” gas water heaters into 
ated Sell them to growers for home use. Sell treated automatic units—efficiently, economically. 
mare seed, the premium seed. Sell your own custom- Sav-U-time is easy to sell—easy to install! 
dollars treating service for growers’ seed. For full details a cetnan fil ici 
of tested Du Pont plan for a treating service, write equires little or no servicing. A real 
would E. I. du Pont de Nemours & Co. (Inc.), Dept. volume producer and profit maker. Sav- 
a sell- 17-3, Semesan Division, Wilmington 98, Del. U-time is the original system—and leader 
ehous- for 25 years. 
ae DEALERSHIPS NOW OPEN! 
Every home, new or old, is a prospect for money-saving 
Sav-U-time. Cash in on this “ready-made” market. Write 
aD SEED TR EATM ENTS A today for complete details of Sav-U«ime Selling Plan. 
7 se SAV-U-TIME Sales Company 
jeage ” BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 54 MANHATTAN STREET ROCHESTER 2, NEW YORK 
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22 Million Consumer Ads a Month 


Beller Hoyos C 
piri Pirin; 





, rf & 
rh e 
a r. 


TO HELP YOU SELL MO 





BRUSH-TOP —& . 


SPOT REMOVER 


Why use a Cloth? SAFEWAY Brush- 
top Spot Remover brushes spots 
away! That's the message going to 
22 million customers every month in 7 
leading magazines. Give your cus- 
tomers the SAFEWAY BRUSH-TOP 
APPLICATOR PACKAGE—the plus 
value. Get your share of increased 
sales and SAFEWAY's longer profit. 
Call your jobber today or write for 
literature and details. 


SAFEWAY CHEMICAL COMPANY 


5709 WALWORTH AVENUE ° CLEVELAND 2, OHIO 


BRus TOP 
SpoT 


REMOVER 











CLARK GEM ry STOPPERS 





* 2 
2 
4, yout a 


"j3:; ; ae 
“A 


#3 Com 





Featuring 


Attractive new 
series of pictures 
lithographed on 
metal blanks per- 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 






#1 Com 


#5 Flue Stopper 


Specifications for the complete line 
Blank Shipping Weight 
Grose 


Diameter Fasteners Per Dos. Per 
#3 Gem 8-17/64" 6” or 7” Wires 3 Ibs. 7 oz. 43 ths. 
i 9-%4” Ton "= 5 Ibs. 62 Ibs. 
ran 7-29/32” 6” or 7” 3 Ibs. 7 oz. 47 Ibs. 
#0 P - S ibs. 


- 5-34" 2 Ibs. 2 
#5 Flue 8-17/64" Adjustable Bands 3 ibs. 13 oz. 47 Ibs. 
for 5”, 6”, or 7” 
PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 












GLAD RAG 


Silver Polishing Cloth 


#2 ond $7 








GLAD RAG Furniture Dust Cloth 
GLAD RAG Auto Wiping Cloth 
GLAD RAG Window Wiping Cloth 
GLAD RAG Woodwork Wiping Cloth 





























GLAD RAG PRODUCTS CORP. 






305 E. 43rd St., New York 17, WN. Y. 

















@ MADE TO LAST 





@ EASY TO INSTALL 








@ EXPANDS AND LOCKS 
TIGHT IN FAUCET 













A NEW ENGINEERING PRINCIPLE 





































No-Leak Combination Faucet Seat 
and Washer-All-in-One is more than 
just a washer. Revolutionary engineering 
principle has produced this modern 
seat and washer that eliminates the 
need for screws and washers. No-Leak 
gives new life to old faucets, ball-cocks, 
showers, etc., and completely covers 
pitted and water-creased seats. No- 
Leaks are available in sizes to fit all 
standard sink, basin and bath faucets, 


globe valves, ball-cocks, showers, etc. 
BRASS & RUBBER 


Me DAVE] | COMPANY, INC. 


BROAD & LEHIGH AVE., © PHILADELPHIA, PA 





















HARDWARE AGE 









MORE 
ON YOUR SHELVES 


"Re-conversion"” here at Edlund's is 

fast on the way. More dealer shelves 
are being supplied, and decks are 
being cleared for full production, as 


fast as materials become available. 

















EDLUND CO. KITCHEN 
Burlington, Vt. T oO oO L Ss 


THROUGH YOUR JOBBER 





Hore tie! 4»! LUNCH MAKER 


ry IMMEDIATE DELIVERY! 
q, 





GUARANTEED for a lifetime of service . . . 
four appliances, all chrome plated, conven- 


an 8-cup coffee maker and all accessories. 
©.P.A. DEALER COST (incl. tox): 


FO) ae $6.60 each 
| re 6.12 each 











APPLIANCE CO. 
129 CROSBY STREET - NEW YORK 12, N.Y. 
PHONE: CANAL 6-5164 
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iently combined into one . . . prices include | 


TO RETAIL AT $9.98 (0.7.4. Retoil Price) | 
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*REPEATS-BiG! 


You'll have to keep reordering 


PROTECTO-CRATE 


Because Nearly Everyone Buys Them 





Protecto-Crate mails eggs safely (uses standard flats and 
fillers) . . . also for shipping almost anything. 

Constructed of long-lasting metal, can stand rough treatment. 
Sliding top and special card receptacle to facilitate ship- 
ment are only two of many features. 

Three sizes (each fully equipped) for shipping 3 doz. eggs; 
6 doz. eggs; 12 doz. eggs. Accommodates extra large as 
well as small eggs. 

The biggest stores . . . and the small ones, in the city and 
in the country, have found Protecto-Crate the best seller! 
People buy, and tell their friends. Order now. 


FLORENCE PRODUCTS CORP. 


4011 West Harrison Street . Chicago, Illinois 





THE WORLD’S FASTEST SELLING CAN OPENER 


Vaughan 's No. 170 
SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 


ZENITH ELECTRIC | pss Openers have been sold and we are 


pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 














3231-25 CARROLL AVENUE CHICAGO 24, tit., U. S.A. 





CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
it could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders compietely and promptly, 
os we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM... as always. 


COLUMBUS - MCKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 


Patterns are 
available for 
practically all 
plows, listers, 
middlebreakers in 
No. 1 soft center or 
No. 2 crucible steel 
of the highest quality 
obtainable. Send today 
for catalog and trade 
prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 


CARPENTERSVILLE, ILLINOIS, U.S.A. EST 873) 














: 
GARDEN CITY PLATING & MEG. CO., INC. 


Ogden Bivd. & S. Talman Ave., Chicago 8, III. 


ADJUSTABLE Shelving 


costs no more than —— 
fixed shelves when made wit 


GARCY 


PILASTER STANDARDS and BRACKETS 


Equally at home 

h : with fine cabinet 

cutout tow: werk or heavy- 

ae. duty stock shelves. 

“Brackets, snap in write for Bulletin 40-60 
oro _ 
heavi- 


shelves. 
*Saving on car- 
pentry pays fer 
hardware. 


HARDWARE AGE 











You don’t have to ‘‘plug it in — hitch 
it to a belt — or couple it to a drive 
shaft.’’ This is a man power tool 

— goes wherever the man goes 

and works wherever a 

man can put his two 

hands on the handles. It 

is an on-the-job tool — 

multiplies man power to 

cut bolts (34” annealed 

bolts in the thread) rods, 

wire, cable, chain, etc. 

Cuts in one quick handle 

movement — saves time 

and delays. 


A size and model for all normal 
uses. Special heads for special 
operations such as bending, 
crimping, etc. 


ing, 
Ask for catalog and free tool 
maintenance book. 


H. K. PORTER, INC., EVERETT 49, MASS. 


ORTER 
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calls for 


MONARCH 


PANIC EXIT DEVICES 


FACTORIES 


SCHOOLS 


THEATERS 


OFFICE BUILDINGS 


The use of Monarch panic exit hardware 
is not confined to emergency exits. Today, 
this practical, type of door hardware 
is being used wherever there is heavy 
traffic through a doorway. 


In factories, schools, theaters, office 
buildings, department: stores, restau- 
rants, and hotels, Monarch Panic Exit 
Hardware provides swift, smooth door 
operation. 

Monarch offers a series of quality panic 
exit devices, both mortise and rim types, 
in a variety of styles for a wide range of 
applications. Write today for details. 


Monarch—long recognized for quality build- 
ers finish hardware—is now a division of 
Clayton & Lambert Mfg. Co. 


CLAYTON & LAMBERT MFG. CO. 
Monarch Hardware Division 


2525 Hart Ave. . Detroit 14, Mich. 

















Everything You Should Know About 
BUILDERS’ HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Cardboard-Bound Edition Has Been Made 


Available At Only $1 Per Copy. — 
4s ee 


gneneene 


USE THE ORDER BLANK BELOW Abtated by HARDWARE a6t 








If you are one of the many hardware men who have always 

Here are some of the features and wanted to know more about Builders’ Hardware—and how to 
profitable ideas in this book that will make more profit from its sale—but could not because of the lack 
mean more dollars for you! of information on this subject—“TAKING THE MYSTERY OUT OF 
220 pages—page size 8% x ll‘ inches— BUILDERS HARDWARE” is the book for you. 


sturdily bound to withstand hard usage. You will get the benefits of the author's, Adon H. Brownell, life- 
How to bring prospects into your store. time experience in successfully selling, buying and manufacturing 
Suggestions on making bids that will mean Builders’ Hardware. You will be shown how to quickly and easily 

more sales and profits to you. set up a Builders’ Hardware department capable of servicing all 
How to cash in on the sale of replacements the needs of your community. 

and “follow-up” items. 


A wealth of specific information on equip- You'll also be shown how to read blue prints, and to specify 


ping public buildings. jobs; how to work with property owners, contractors and archi- 
Nine comparative charts which show you tects; how to use Builders’ Hardware to increase sales in your 


how to match different items. other departments. 


A more _ : cong oe 25 p Reece The experienced architectural hardware consultant will want 
Buil dere Sten Ge Cinbe Refer this book for its use as a handy reference work. The beginner will 
. want it as a text book to use as the only complete home study 


ence Index, etc. in thi biect ublished 
Over 600 Illustrations, Charts and Diagrams. me 3 OS ee oe 


27 Illustrations of Different Builders’ Hard- Your clerks, too, should have this new book. They will become 
ware Display Rooms. more valuable to you and more valuable to themselves by read- 
ing and studying it. 











MAIL THIS COUPON TODAY! 


Hardwore Age, 100 East 42nd St., New York 17, N. Y. 

Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 
here ...., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per 
copy in Canada and Foreign Countries. 


[-] Check here if you enclose payment, in which case we pay postage. 
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TURNOVER UNIT SALES 


FASTER 


EYE APPEAL 
GREATER 


ADVANTAGES 
of ALUMINUM 
ave UNIQUE 


Aluminum offers so many exclusive advan- 
tages in and about the home that it is rapidly 
becoming the "Buy-Wordin the Modern Home.” 


Light. Weighing but one-third as much as 
other commonly used metals, aluminum 
brings new convenience to the home. 


Long Lasting. Unaffected by moisture or heat, 
aluminum retains its beauty and usefulness, 
undiminished for many years to come. , 


Beautiful. This most modern metal lends itself 
to forming in the modern style; allows a vari- 
ety of attractive finishes to harmonize with 
its surroundings; and retains its beauty since 
its distinctive coloring is not applied but dyed 
into the metal itself. 


It’s Your Cue to 
Greater Profit 


Products fabricated from aluminum as Mer- 
cury makes them—applying to articles for the 
home the technique learned in many years 
of aircraft building—will bring you quicker, 
easier sales and build lasting good-will. 


Aircraft technique 
in industrial products 


MM N 4 : NE W R 


MARCH 14, 1946 











ww 
Lowag se 
is ns 


Here’s a really profitable disappear- 
ing act. Make it work for you. 


| Just display the eye-catching Weldwood Glue carton where 


your customers can see it. And when they ask about this 
modern plastic adhesive, point out these six sales-making 
advantages: 


. Easy to spread with brush or 
paddle 


1. It has tremendous strength 


2. Joints are shearproof and 


permanent $. Sistntie 


3. Easy to mix . just add 
cold water 6. Bacteria and rot-proof 


Then watch how quickly hobbyists, handymen and home- 
owners make those cans disappear . . . at a handsome profit 
for you. P 
Once again freely available in metal cans, Weldwood 
Glue comes to you packed in 10¢, 25¢ and 50¢ sizes; also 
1 Ib. (85¢) and 5, 10 and 25 Ib. cans. 
Your jobber can supply you now .. 


below. 
WELDWOOD 


PLASTIC RESIN 


WATERPROOF 
GLUE oe 


. or send the coupon 





UNITED STATES PLYWOOD CORPORATION \ 
Industrial Adhesives Division, Dept. 255 
55 West 44th Street, New York 18, N. Y. 


Please send literature, prices, discounts, samples and 
information on WELDWOOD GLUE Dealer Plan 


Name- 


Address_ 


& jobber is_ 




















BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 


We aim to keep BENGAL’S Colorsin-Oil the 
finest colors in America. Tic’: tinting strength, and 
true tones. ; 

Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In -pints and 

cans. 


ee ee a ie 


Jobbers—Write for special offer 


BENGAL CO., 214 St. Nicholas Ave. N.Y. 27, N. Y. 

















FOR YOUR HOME WORKSHOP DEPT:! 


The Dexter Universal Lathe Chuck, a 
lever operated scroll chuck that sells 
at a price low enough to put it in 
every home workshop. Sizes 2”—6”. Ac- 
curate, strong and serviceable. New 
backless model does away with adapters. 
Built by the makers of the famous Dexter 
Valve Reseating Machine. Write today for dealer prices 
and full information. Every home craftsman, garage or 
repair shop is a prospect. 


THE LEAVITT MACHINE COMPANY 

























ORANGE « MASSACHUSETTS 
WARNER Se ee a OpE 
TEE Easy to EVELAND MO” Forces Build” 
Demonstrate cit Models the Men in “4 AIRP A 
oT e b 
THREE GOOD NAMES ||, gest IN MO? 
1—WARNER Engineering ond Crafts- Clevel 
+ CHAOMALOK Electric Heati ~SHARPIE’ ss ait your "round 
Units. too Line is A, National gse. seabers 
3—MINNEAPOLIS-HONEYWELL | Av. Be ott a one co 
contiined . ‘he fine Hester ie wt te sy" ND D suppl , 
Write for le 1 salty M 
. & 906 N. Summit St. CLEVELA Mansiocterer* 919” "cyveland 2, Obie 
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The HANDY HOSE HANGER 


* Lengthens Life of Garden Hose 
* Keeps It in Coiled, Position 


The ideal, inexpensive 
method of holding garden 
hose. Handy Hanger can 
be hung conveniently in 
basement, garage or any 
other suitable place. Hot 
sun and kinks in hose 
cause it to wear out 
quickly — Handy Hanger 
encourages householders 
to coil hose and hang it 
after use. 



























FEATURES 


Holds 75 ft. of garden 
hose. 


Heavy steel construction. 
12” wide by 13” high. 
Grass green attractive 
enamel finish. 


Comes knocked down 
with bolts for quick at- 
tachment. 


One dozen per carton. 
Shipping weight 26 lbs. 


Send for details 








THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio 





(Wo AVAILABLE 
AGAIN 


Introducing to the Hardware trade —Gat-Sprayers — 
a profitable item, easy to sell, easy to display. Sprayer at- 
tached to hose applies chemical fertilizers evenly and easily. 
Retails in most markets for $1.10 because we pay the freight 
on orders of 15 dozen or more. Write for details. 


THE CHAS. H. LILLY CO. * Seattle 4, Wash. 











































GAUGE GLASSES 


30, 000 DOZENS 
Conn snine aba PYREX HIGH i £s- 
RED LINE and PYREX BROAD 











R 
RED LINE 64 GAUGE Giasses, 
cater Glasses, etc. Welte, wires or 






J m | F yas 


HARD WARE 





AGE 











pters. 





SEVEN OF EVERY TE 
OF RAYF 


Labor-Saving 
Time-Saving 
Money-Saving 
And a Best Seller wherever 
there are Lawns and Grass. 
Makes Lawn Mowers— 
¢ Push 100% Easier 








TOMERS ARE POTENTIAL BUYERS 
AWN MOWER BLADES 


FREE To Dealers 
Handsome Electrical Flash-on Dis- 
play and Attractive Advertising 

iterature—almost for the asking. 
For an order of 3 dozen blades, 
Flash-on Display and Advertising 


will be sent promptly, without 


















































exter ° Give Uniform Shear — one. ha satg bra 
ustomer wi rin ree new 
prices + Improve Turf RAYFLEX BLADE RAYFLEX C : | 
ge or ¢ Stay Ever Sha ‘ ustomers to your store. 
rp Renders wire, stones, and other obstruc- Write Tod for prices, Liberal | 
Gratified Users and National Advertis- tions harmless to the reel. - oy P 5 
| ing are Creating Immense Consumer Flexibility maintains contact with reel Discounts, Literature, and Full Par- 
INY Demand. for clean cutting. ticulars. 
es | FLEX-BLADE WORKS, Dept. H, 340 West 70th St., New York 23, N. Y. | 
THERE 1S Wore Profct 
IN eg Pulleys 
» FOR THE HARDWARE, 
HOBBY SHOP AND FARM 
EQUIPMENT DEALER 
Compare the prices, quality and mer- 
” chandising helps of the CONGRESS 
—) NOW IT'S line and you too, will agree that there 
COLLAPSIBLE is more profit in CONGRESS pul- 
Obie leys. Wise dealers everywhere are 
switching to CONGRESS for long 
“a $ t LF -. W | N D | N G M O $ a w . E L CONGRESS DISPLAY profit and fast turnover. 
ASSORTMENT— 
se WITH NO MECHANICAL PARTS ennes Gooner ©=SUMDEESS PUMIEYS ave 
— soeeiee — se —_ aie as the YO-YO. Sfaee —LARGE PROFIT NATIONALLY ADVERTISED 
ose is a ed to L- , give initial pull on hose | 50 pulleys assorted of 27 popular CONGRESS is building sales with 
- aivay from reel toward sil-cock. Then, merely walk ahead | | jtt‘wih damon tom Wik fo advertisements in’ Popular, Mechan: 
ma gpmapeagness anon done on atvacine dwt free box makes dustrial publications—Industrial 
x IST ROLL- vw the CONGRESS dice! ‘ ustrial publications—Industria 
— Size... 126” diam., Id wide (folds to 2°) $ 95 ment, Above 3 color Segue ond Equipment News, New Equipment 
—— CI iis ch pekerscccas 160 ft. of Hose ONLY e ond handy inventory cord included | Digest, Industrial Bulletin and Mod- 
a yay 6 oer eevee. hey Ly oun free with each assortment. Com- ern Industry—building sales and 
— -O.B... e Creek w . actua’ I assortm 15.00. 
-_— freight allowed on 50 or more. LIST PRICE a $140. es poate Ser you. 
. va ‘ DIE CASTING 
Order from your if your jobber cannot supply, - C ©] NGRES DIVISION 
-_ — va der direct and send jobber’s name , Detroit 12, Michigan 
joes not s' - 
at- ROLL-EZE Or- See our full page advertisement— May9,Issve 
ily. der Direct From * 
zhe PRO DUCTS 18 Eid O- biad A} \| 
66 BAST SACKS ON \ ry € 
SBATTLS Ga BEE. MICHIGAN baie » < 











































SILVER LAKE- 


@ PACKED IN CARTONS ®@ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


MARCH 14, 1946 


SILVER LAKE €0.¢<2.. — 





Chattahoochee, Go 
99 Chauncy St 


LOWER PRICED GRADES 

EDDYSTONE 
PELHAM 
NUCORD 


Boston BENGAL 





AUTOYRE 





For ALL TRADES 
—ALL CRAFTSMEN 












No. 26 Torpedo — Aluminum 
Plumb, Level, 45° Vial 
ne 


No. 25 Line Level, 3” long 





No. 151 Aluminum — 2 Plumbs, 2 Levels, 2—45° Vials 


No. 59 Mahogany Mason Level — 42”, 48” long 
The Standard of Accuracy 


EMPIRE LEVEL MFG. CO. wiiwacxce a wis- 





BATHROOM AND KITCHEN ACCESSORIES 
THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 









Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY © Sixce /900 
113-25 Berkley Street, Philadelphia 44, Penna. 


























For PEACE 


and PROSPERITY 





— BUY BONDS 











MILL-ROSE 
aust OLE LLIIG LL 


FINEST QUALITY 


brushes for applying solvents. All popular sizes 

















PRECISION 
GUN BRUSHES 


LOWEST PRICE 









Phosphor-Bronze brushes for cleaning. Bristle 
- . OF ALUMINUM 
for rifles, shot guns and revolvers. Just squeeze the handle with one hand 
' ‘ mr 5 mn to sift, stir with other. Sifts into elec- : : ~ 
e Ask your jobber or write direct, giving his name. | tric mixer. 2-cup size, a fast seller. Ask ae. “ay MEASURES 
your jobber. —— 


The MILL-ROSE Company + 1989 East 59th St. + CLEVELAND | Opener, Chopper, Juicer, Fork. 
BRUSH SPECIALISTS FOR 25 YEARS FOLEY MFG. CO. 4 2nd Street N.E. 








We also make Foley Food Mill, Can 












Minneapolis 13, Mina. 




















ALL Stainless Steel — Plastic Handle 


Meal-time slicing saves freshness and retains fuller 

; flavor. Indispensable for women who bake at home, or 
_» _ who can buy unsliced baker’s bread. 

Specially ground thin blade cuts faster, easier and 

straighter than any bread knife you have ever sold. 





or write us for details. 


P ASITSIFTS 
© cuP | 


_MILLER’S All-Widée BREAD SLICER 


‘ Guide bar adjusts easily for thick or thin slices. Attrac- $950 - 
4 tive plastic handle, red with black tip. Ask your jobber, : a ra 





MILLER & SONS ¢ VALLEY CITY, N.D. 
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RedDevil ¥- 


THE LEADERS FOR OVER 74 YEARS 
Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality. 

Send for Catalog 18 
RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 








AMERICA'S LARGEST 
and FASTEST SELLING 


ANT-TRAP at 10¢ 


NATIONALLY ADVERTISED 


THE TIME 


fol a 


TO PLAC 








ie . ; 
SAMSON CORDAGE WORK 
BOSTON 10, MASS. 








“VITAL CAULKING GUNS 


HAVE NO EQUAL" 


yy 1912 these Orig- lah aly hal 

inal Glazing and Caulk- 

ing Guns have ‘main- my 

tained their quality and 4 

leadership. Unsurpassed for use with cartridges or 
bulk material. 


A GUN FOR EVERY NEED 


All styles and sizes. Leakproof, easy to fill and operate. 
They help you sell caulking compound and plastic material. 


Repeat sales tell the story. Write— 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 





SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 
BROWN or BLACK leather, embossed grain. Semi-stitchless 
type construction. (No exposed stitching to deteriorate.) Has 


bill divider, 2 utility pockets, replaceable 8 window pass card 
holder. No. 412L155 new low victory price $7.80 per dozen. 


Send For The Hagn Merchandiser 
JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 1911 
217-225 W. MADISON STREET « CHICAGO 6 














If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole”’— 
you know how a 


leech sticks. 


FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson,Ks. 











A PROFIT MAKER 


for Over a Quarter Century 


STOVOIL 


REMOVES 
RUST 
PREVENTS 
RUST ON 
GUNS—TOOLS 
SCREENS 
STOVES—OVENS POLISHES 
ALL METALS Liberal discount 


Ask your Jobber — or write 





SUPERIOR LABORATORIES + Grand Rapids 4, Mich. 








Wrought—Nut 
Eye Bolts 





650 West Lake Street 


TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 


O-==a>-O 


Alumaloy 





Chicago 6, Illinois 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 

















NOW AVAILABLE! 
HAUCK FLAME GUNS 


for burning weeds, brush, etc. 


Every farmer, fruit grower, estate owner, poultryman, nur- 
seryman needs this HAUCK FLAME GUN. Destroys weeds 
and brush along fence rows and Irrigation ditches. Splits 
rocks, burns tree stumps, sterilizes poultry houses, and has 
hundreds of other uses. Easy and inexpensive to operate. 
Burns kerosene. Does the work of 4 men. Thousands of 
satisfied users. This Is a real quality product, engineered 
and manufactured by the largest producer of flame guns. 
Mh. The HAUCK FLAME GUN offers good profit pos- 

f sibilities for alert dealers. Write today for 
% complete Information. 


+i 


HAUCK MANUFACTURING CO. 
127 TENTH STREET * BROOKLYN 15, N.Y 





















LET YOUR 
CUSTOMERS 
THEIR OWN || 
SIGNS 


FOR 90% LESS 
with 





























LUSTROUS BLACK BORDERS AROUND GOLD 
DISPLAY CARDS & DISPLAY LOOSE LEAF 
Stock Binder Free with Initial Order for 
Two to Six Sizes for $20.22—Sells for $33.70 
SOLD DIRECT OR THRU JOBBERS 


D-0 DECAL CO, 462 E. Fordham Rd., N. Y. 58, WN. Y. 


DEPENDABLE SALES AGENTS WANTED 





















PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 






BOOSTS 


WASHER essured. The floating washer stops 

sTOPS PROFITS faucet drip...ends water waste. 

Available in %4", %” and Y” 

Se sizes. Order through wholesale 
TROUBLES C hardware jobbers. 

















a 


Lara yore + 
HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 
Hay Forks, Hay Slings, Sling Attachments, ff 
Hay Pulleys, Gable Hinges, Hay Rack 

Clamps, Power Hoists, Hay Knives, etc., etc. 


. Established 1879 
~— atso BARN EQUIPMENT ann | 


HARDWARE SPECIALTIES 
“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE COUNCIL BLUFFS, 1A 
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HOLD-E-ZEE 


AUTOMATIC GRIP 
SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers are used. 
| Gripper instantly released by spring action, slid- 
ing up ovt of way when not in use. Highest 

materials thoughout. Order through — 


quality 
your jobber. ( Sad 
UPSON BROG., INC., 84 Exchange St, Rochester 4,N. Y. 


When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes it?" 
look in the General Directory Section of the “Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the ‘rade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes 1?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York City 
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Sure-Tite LINE TIGHTENERS & SAFETY PULLEYS 





@ 9s 
RUST-PROOF 


NOTHING TO GET 


OUT OF ORDER 


IMMEDIATE DELIVERY 
WRITE FOR PRICE LISTS 





X LINE TIGHTENERS 


One pull and the line is tight. 
Either end of rope can be tightened. 





SAFETY PULLEYS 


Nothing to wear out. 
Rotates on bearing. 











An every day necessity for safe and 
sanitary disposal of trash from house 
or garden. Garbage, rags, paper, 
leaves, etc., quickly reduced to a fine 
ash. No mess, no sparks. Endorsed 
by thousands of users and Fire Pre- 
vention Bureaus. Lights at top, burns 
down. No extra fuel needed. Made 
of weather-proof porcelain enameled 
fron. Liberal trade discounts. Write 
for circular. 


Retail Prices—F.0.B. New York 
No. 1—1'/a bushels—weight 70 Ibs 
No. 2—3  bushels—weight 100 Ibs 
No. 6—6  bushels—weight 150 Ibs 
J. W. Fiske lron Works — Estab. 1858 
78 Park Place—Dept. 5—New York 


| @ Cuts wood like a hair clipper 
cuts hair; weighs only 6 Ibs. gardeners 


© Trims all shrubbery; shapes trees 
| @ Cuts stems up to pencil-size © 25' cord furnished 











VINGS 


Patented 
Ball-Bearing 
Center Drive 
Switeh in 
Handle 


Twe Handles 


‘ Serrated Cutting Edge 
14” Cutting Width 
© Approved by nursery men and 


© Built to last a lifetime 


Write today for illustrated folder 


SCHARTOW IRON PRODUCTS CO., Dept. 106-B, RACINE, WISCONSIN 


SIPCO Slectric HEDGE TRIMMER 














Dr —- MOUNTS 
EASILY ON 
TRUCK 














Makes it easy to handle barbed 
wire. Mounts on pipe or shoft. 
After wire is reeled, rods are ad- 
jvstable to allow spool of wire 
to slip off easily. When using 
feel to pay-out wire, rods may 
be inserted in spaced openings 


to permit spool of wire to slip on easily even if 
it shrinks in storage. RETAILS FOR $5.95. Liberal 
discount to dealers. Write for details. 


ADDRESS DEPT. 4 


Sole Distributors 


DR. RINEHART'S HANDY HOG HOLDER CO 
P. O. DRAWER NO. 191, GALESBURG, ILLINOIS 





MAKE MONEY FROM WEEDS 
Sell the Perfected 


2-4D WEED KILLER 


Wee ed e all y © Camphaaly este 


TRaDt MARK @ Does not deteriorate 


EASY TO MIX! EASY TO USE! EASY TO SELL! 


Packaged in 8 oz, qt. write OR WIRE DEPT. (T) NOW! 
gals., 5 gals., 50 gals. 


HOWARD HANSON & CO., BELOIT, WIS. 


AGRICULTURAL CHEMICALS and HORMONES 











Immediate Delivery 


‘HENEY INDUSTRIES, Dept. H 


FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
pl 7 feet | viech 

pe. ich 
diameter. cian 

HOOKS: New , strong, 
heavy, with pi of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
saparete. Black enamel 

inish. 


PACKED: Four complete posts 
wrapped in heavy waterproof 
WEIGHT: 56 Ibs. 

: 
| ee per set of 
ORDER THROUGH YOUR WHOBESALER 

‘ 


Trenton. N. J. 




















PURE GUM TURPENTINE — LINSEED OIL 
NAPHTHAS — REMOVERS — SHELLAC 
ALCOHOL — WHITE LEAD 
LAC. THINNERS — SOLVENTS 
AUTO AND MACHINE OILS — CHAMOIS 
SPONGES — OIL-DRI (OIL ABSORBENT) 
FROM ONE GALLON TO TANK CAR 


EST. 1893 


SUNNYSIDE OIL COMPANY 


2212 W. Sunnyside Ave. LONgbeach 2146 
CHICAGO 25 





MARCH 14, 1946 


r/ 


Nari ROTECIDE = tHe NEW SENSATIONAL 
= ROACH 
POWDER 





HERE'S A PACKAGE THAT'S 
BOUND TO BE A TREMENDOUS 
SELLER. Ask your 


SQEEZIT Jobber about our 


SPECIAL FREE DEAL 
PACKAGE pans 


{A Squeeze and the powder gets 
ta comon, ewode end herd-te ROTENONE PRODUCTS CO., INC. 
reack pieces) . East Orenge, NM. J. 


Sales Agents — some territory open 
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Help Wanted. A ts Wanted 
Business Opportunities 
Representatives Wanted, etc. 





Set solid, maximum, 50 words....... $5.00 
Each additional word.......... -10 


Positions Wanted 
(Special Rate) set solid, maximum, 
SO words ° 
Each additional word...... eeés .05 
Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 
insertions. 
No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Catalogs, i] 
etc., will not be forwarded to box number i 
advertisers unless accompanied by sufficient 
postage for remailing. | 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














POSITION WANTED: Have had 26 years of 
Direct Purchasing from Hardware and Paint 
Manufacturers. Now employed by the U. S. Gov- 
ernment Purchasing for Air Supply. Air Sea 
Rescue, Ordnance and Medical. Would like to con- 
nect with a Live Hardware Company in Purchas- 
ing Capacity. preference South Eastern Territory. 
Address Box K-486, care of Harpware Ace, 100 
East 42nd St.. New ) York 17, 


EX - ARMY OFFICER, AGE THIRTY- 
THREE, with twelve years’ experience in paint, 
building. and shelf hardware, desires Position with 
Manufacturer or Jobber as Full Time Agent for 
North and South Carolina. Address Box K-484, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


VETERAN. 10 YEARS, HARDWARE 
SALES EXPERIENCE Desires Manufacturers’ 
Lines for New Jersey. Excellent contacts among 
hardware, mill supply and lumber dealers. Com- 
mission basis. Address Box K-498, care of 
a? Ace, 100 East 42nd St., New York, 








MILL— INDUSTRIAL SUPPLIES — CON- 
STRUCTION EQUIPMENT Executive Inter- 
ested in New Connection. Twenty years’ experi- 
ence covers purchasing and sales, manufacturing 
and distribution. Prefer purchasing position but 
will consider other types and will locate any- 
where. Address Box K-481, care of HARDWARE 
Acz, 100 East 42nd St.. New York 17, N. Y. 





MANUFACTURERS ATTENTION: SALES 
AGENCY ORGANIZED BY VETEKANS, ex- 
perienced, complete and faithful coverages; large 
following in New Jersey, desires Lines on commis 
sion basis. Will consider carrying stock. Ad- 
dress Box K-499, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y 


FACTORY REPRESENTATIVE—TWENTY 
YEARS’ personal contact among chain store syn- 
dicates hardware and electrical distributors in 
greater New York seeks line—references fur- 
nished. Address Box K-515, care of Harpware 
Ace, 100 E. 42nd St., New York City 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVE 
COVERING NEW YORK STATE, Metropoli- 
tan New York and Northern New Jersey for past 
25 years. calling on hardware, mill and contrac- 
tors’ supply distributors, Desires One More Good 





Line. Best trade and financial references. Write 
Box K-485. care of Harpware Ace. 100 East 
42nd St.. New York | 17, ; 


SALESMEN WANTED TO SELL PLUMB. 
ING AND HEATING SPECIALTIES to the 
plumbing supply jobbers and large hardware stores 
in the following territories: New England States, 





New Jersey, New York, Pennsylvania, Ohio, 
Illinois, Wisconsin, Missouri, Virginia, North 
Carolina, Sovth Carolina and the Pacific Coast 
Address Box K-519, care of Harpware Acer, 


100 East 42nd St., New York 17, N. ¥ 


HARDWARE & TOOL MAN—INFANTRY 
COLONEL, 12 years active duty. Experienced 
manufacturing and sales executive: 15 years, 
mechanics’ tools; 4 years, builders’ hardware; 1 
year, scales. Want any kind of job with plenty 
of work, where I can use this experience. Will 
accept small starting salary with opportunity for 
advancement and responsibility. Will locate any- 
where. Age 51. Good appearanca Good hea!th. 
F. W. Pratt, 103 High Street, Greenfield, Mass. 
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HARDWARE STORE WANTED: Hardware, 
Paint, Houseware Store Wanted. Good Going 
Business, established, sales between $25,000 to 
$50,000 annually, anywhere in New York, New 
Jersey or New England States. Immediate cash’ 
purchase by two experienced veterans if price 
is right. Please give all details. Address Box 
K-503, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y. 





OLD ESTABLISHED MISSOURI RIVER 
HOUSE NEEDS EXPERIENCED HOUSE- 
WARES BUYER 30 to 45 age bracket pre- 


ferred. Good salary to right man. Give age, 
experience first letter. Box 79, Kansas City, 
Missouri. 





WANTED — EXPERIENCED RETAIL 
HARDWARE SALESMAN with Builders Hard- 
ware Experience. Must be able to merchandise 
hardware department, contact contractors and 
architects. Write H. Ray Myers, Secretary. 
Morehouse & Wells Company, Decatur, Illinois. 





LINES WANTED FOR NEW ENGLAND. 
Manufacturers’ agents opening saies organization 
in Boston. Soliciting only lines of merit. Widely 
acquainted with wholesale and retail Hardware 
Trade. Will warehouse. Reliable assurance of 
financial responsibility. Address Box K-517, care 
of Harpware Ace, 100 East 42nd Street, New 
Yom 17, KX. ¥. 


DANISH AGENCY AND WHOLESALE 
FIRM in Hardware Wants Agency for American 
Manufacturers and Exporters for mark— 
pussible buy for own account. Please write 
“Hoveco” Weber & Sorensens, Reklame-Bureau, 
Aarhus, Denmark. 





ATTENTION MANUFACTURERS: EAST- 
ERN REPRESENTATIVE desires Substantial 
Hardware and Electrical Lines for the jobbers, 


chains, department stores and independents of 
Pennsylvania, Delaware, Maryland and New 
Jersey. Address Box K-494, care of Harpwarz 


New York 17, N. Y. 


Ace, 100 East 42nd St., 





SALESMEN NOW SELLING HARDWARE 
TRADE to Open Accounts with retailers on a 
big line of 10c items. Widely advertised. Liberal 
commission on a very attractive deal with steady 
repeats. Address Box K-493, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN CALLING ON FURNITURE 
AND SPORTING GOODS STORES in Ga. & 
Fla. can handle One Good Commission Line. Well 
acquainted in territory. Can assure nice volume 
of business. What have you to sell to this type 
of trade. Answers to Box K-521, care of Harp- 
ware Aces, 100 E. 42nd St., New York 17, N, Y 





SALESMEN WANTED CALLING ON POP- 
ULAR HOMECRAFT SUPPLY DEALERS 
and Paint Stores to sell Beam Compasses, retails 
fer $3.50, “Stencil Knives, retails for 25 cents, 
also All Metal Pencil and Knife Combination re- 
tails for $1.25 for Draftsmen, Patternmakers and 
Photographers. Exclusive territory and liheral 
commission. Apply Mark Specialty Co.. Dept. 
= - 314, 406 Temple Building, Rochester 4, 


WANTED: CATALOGUES FOR FOLLOW- 
ING LINES: Houseturnishings, Cutlery, Stoves, 
Fishing Tackle, Lawn Mowers, Art Goods, Tools, 
Brushes, Lawn Sprinklers, Gents’ Purses, - 
elware, Cuspidors. Catalogues and prices will be 
appreciated. Geo. Mayer Hardware Company, 
largest retail hardware stock in Denver. Address 
1520 Arapahoe St., Denver 2, Colo. 





FOR SALE Jar Rings. Standard Size, 100,000 
gross; black rubber, standard size, fits all jars; 
packed dozen to box; sacrifice, 20¢ gross. 
J. Kesler, 1457 Broadway, New York, N. Y: 





EXPANDING INTO WHOLESALE HARD- 
WARE—Interested in receiving catalogs from 
Manufacturers and Salesmen and to contact buy- 
ing sources of household hardware lines. Candy 
and Tobacco House, 725 N. E. Davis, Portland 
14, Oregen. 





MFG. AGENTS WANTED TO CARRY 
LINE OF ESTABLISHED INSECTICIDES. 
Only those who call on retail stores need apply. 
Write stating lines now carried, territory and 
qualifications. Edco Corp., 134 Lawrence Ave., 
Brooklyn 30, N. Y 





MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware, Electrical and Cutlery Lines. 
Have a large following in New Jersey and New 
York. Carry some stock. Address Box K-479. 
care of Harpware Ace, 100 East 42nd St.. 
New York 17, N. Y 


LINES WANTED. Hardware, Electrical, Va- 
riety, Drug, Paint Brushes, etc. We cover every 
town very thoroughly. Jobbers, Chain, Depart- 
ment, Independent. We carry accounts if re- 
quested. Penna., Maryland, Ohio, West Virginia. 
Conway Corp., 211 Edward Ave., Pittsburgh 16, 
Penna. 20 years’ experience. Bonded. 





LINES WANTED — HARDWARE OR 
HOUSEWARES. Complete Representation on 
Good Lines to Reliable Manufacturers, straight 
commission basis. Territory: Illinois, Indiana, 
Kentucky, Western Ohio, also Michigan excepting 
Detroit. ART WEST, 409 Robert Ave., Rock- 
ford, Ill. Phone Main 7643. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 





LINES WANTED FOR OHIO—INDIANA— 
KENTUCKY. Housewares Items adaptable to 
department store, hardware and chain stores 
wanted on commission basis. 10 years progres- 
sive sales record in above territory. Best refer- 
ences gladly furnished upon request. Address 
Box K-520. care of Harpware Ace, 100 East 
42nd St., New York 17, N. 





HARDWARE AGE 
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Classified Opportunities Section... 








SALESMEN WANTED — CHROME CABI- 
NET HARDWARE FOR PROMPT SHIP- 
MENT. RETAIL HARDWARE AND LUM- 
BER DEALERS. MEN MUST HAVE GOOD 
ACQUAINTANCE WITH THIS _ TRADE. 
TERRITORY OPEN, OHIO, INDIANA, ILLI- 
NOIS, WISCONSIN. IMPORTANT TO 
STATE EXACT TERRITORY NOW COV- 
ERED, FOR HOW LONG AND LINES NOW 
CARRIED. ADDRESS BOX K-464, CARE OF 
HARDWARE AGE, 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 





Diatribution—Present and Postwar 
Established—Reliabi Ase rn 





Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Brench Offices 
Now York - Phitadetphia - Detrest - Crecage - Cleveland - Levtsvilie 


Guemee cae 6 aeeee. We will carry the 
ecsounts of you can bil) direct 





Write fer further information end references 








SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line of Leather Dog 
Furnishings and Paint Brushes. All 
territories open. State full particulars. 


Address Bex K 450, care of eT a « eee 
100 East 42nd St., New York 17, N. 








MANUFACTURERS AGENT 


Twenty-five years selling experience with large steel 
Manufacturer, Seeks Lines for Ls = aoe 
and Butiding Supply Jobbers,- 

Chain Stores. = ane ne ay "lew Tork, 
New York State, New Jersey, Eastern Pennsylvania 





and Ci Well- with trade. Best 
references. 
Address Box K-505, care of oe at AGE 
100 East 42nd U.N New York | » V. 





FIRM OF MANUFACTURERS’ REPRESENTA- 
TIVES IN COLOMBIA, SOUTH AMERICA, 
WISHES TO SECURE AGENCIES 
for Colombia on a Commission Basis for 
U. S. Manufacturers of Hardware and Ma- 
chinery, and Similar Products. Unimpeach- 

able Standing. Bxcellent references. 


please write 
Capps & Parra Ltda., Apartado Aereo 4754 
Bogota, Colombia, South America 


YOUNG, DEPARTMENT STORE EXECU- 
TIVE, VETERAN, SINGLE, Free to Travel 
Pacific Northwest, Oregon, Washington, Idaho. 
Native, knows territory like book. Wishes Lines 
of all household appliances, electrical, aluminum- 
ware, stainless steel, glassware. Interested only 
in manufacturers’ items, no jobbers. Commis- 
sion basis. Territory is green. unexplored, busi- 
ness opportunities tremendous. Excellent refer- 
ences. Address Box K-510. care of Harpware 
Acez, 100 E. 42nd St., New York 17, N. Y. 





DETROIT REPRESENTATIVE 
With City's Largest Dealer Following 
Wants Reliable Line. Have Represented 
Major Lock Manufacturer here for past 
twenty-three years. 


Address Box K-497, care of oa! AGE 
100 East 42nd St., New York 17, 








Export Distributor to Philippine Islands 


30 Years Merchandising Experience at Manila Han- 
on, —— wr} te # Trade 


shed in.Lee-Angeles- -—  - 
With Old Establis Selling Organization at Manila 
Interested Exelusive — Rights, Rellable Manu- 
facturers Hardware, Building Materials, Electrical 
Supplies and Household Lines 
C.A. GARDINER COMPANY, 3833 Wilshire Boulevard 
Los Angeles 5, Calif. Cable “‘Clifgard”’ 


22 SHORT CARTRIDGES WANTED 
Also A Few 16 Shot 22 Rifles 
Pumps and Automatics. 

Will Pay A Good Price 
JESSE NORWOOD 


417 Lynch Street, Jackson 34, Mississippi 











NATIONALLY KNOWN SALES ORGANIZATION 
DESIRES ONE ADDITIONAL MAJOR LINE 
Now selling over 8,000 Hardware, Lumber, and 
Building Supply Accounts. We have salesmen cover- 
ing all the United States east of the Rocky Mountains. 
We would welcome an opportunity to show you our 

sales records for our present principals. 


HARRIS, INC. 


1157 Cleveland Ave., Columbus 3, Ohio 


WANTED 

MANUFACTURERS LINES 
Can offer you twenty-five years experience with the 
jobbers in the Hardware, Housefurnishing, Electrical 
and General Merchandise Lines, Chains and Variety 
Stores. Metropolitan New York and Adjacent Ter- 
ritory, Top Man in the field, with a record 
consideration. References of the very highest type. 

Address Box K-5i!, care ef yg gd AGE 
100 East 42nd St., New York 17, 





HARDWARE 
ELECTRICAL SPECIALTIES 
MANUFACTURERS 


Volume Accounts for Repeat Lines with Leading Hard- 
ware Wholesalers and Department Stores in the New 
York Metropolitan Area can be opened by established 
salesman—21 years’ experience, Straight commission 


basis. 
For further details write 
Box K-514, care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
METAL MEDICINE CABINETS 
WASTE BASKETS — PINUP LAMPS 
ELECTRIC FANS, ETC., -ETC. 
The Walter S. Kraus Co. 


Woodside New York 








EXECUTIVE WANTED 


Take complete charge of wholesale sport- 
Ing goods department with headquarters in 
mid-west. Hardware jobbing background 
preferable but not essential. Must be able 
to initiate and organize a complete whole- 
sale department; handle specialty sales- 
men; buy c lete line of wholesale sport- 
Ing goods and kindred lines of merchan- 
dise. Our current expansion offers unusual 
promise for the future with a share in the 
profits. We are a well-established firm, 
recognized as one of the most progressive 
sporting goods outlets in the Nation. Write 
stating qualifications and experience. 


Box K-518, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver St., New York 4 
with its established world wide sales 
organization solicits offers of manu- 


facturers of electrical appliances 
and houseware lines. 








WANTED 
HARDWARE FOR EXPORT 


World-wide organization, established 
1916, affiliated Companies Holland, 
Netherland East Indies, Cuba, Brazil 
—dAgents everywhere else. Seeking 
Account Hardware Manufacturer. We 
handle export end, paying here. 


Write X15978, Box K-516, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


OLD, WELL ESTABLISHED 
BRAZILIAN IMPORT FIRM 


Desirous obtaining exclusive selling agency 
hardware, tools, refrigerators, etc., for 
southern Brazil. Address 


Box K-513, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


























MANUFACTURER'S 
ATTENTION! 


Sales Representatives, Housewares & 
Hardware, wish to hear from Manu- 
facturers of Kindred Lines who de- 
sire thorough coverage in the New 
York, Philadelphia & New England 
Markets. Have excellent following 
among jobbers, drug & variety chains 
and exporters. Have Broadway office 
& showrooms. Commission basis, or 
will carry our own accounts. Excel- 
lent references. 


MACK B. SALZMAN 


1220 Broadway New York 1, N. Y. 


WANTED 
Manufacturer's Representatives 


To sell our 
JIFFE CLOTHES LINE BRACKETS 


(Pat. Pending) to hardware and lumber yard 
distributors, also department store contacts. 
These modern strong chrome hooks and metal 
tubes (painted grey), make a rigid support 
for basement clothes lines. Retail profitably at 
$4.95 per pair. One’ pair to a carton, shipping 
weight 10. Ibs. Write for full information. 


Address Box K-512, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














CONCERN WITH EXCELLENT 
CONTACTS tN EUROPE, LATIN 
AMERICA AND FAR EAST, HAS 
FACILITIES TO HANDLE TWO OR 
THREE ADDITIONAL LINES ON AN 
EXCLUSIVE BASIS. 


J. A. GERARD, INC. 


37 WALL STREET NEW YORK 5, N. Y. 











MARCH 14, 1946 
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Genuine Pin-Tumbler 
PADLOCKS 


800 900 


114" acrosscase 174" across cose 
SLAYMAKER LOCK CO. 


SINCE 1888 © LANCASTER, PA. 
World’s Largest Padlock Producer 







































































~ Reliable —Clean Cutting 
Long-Lived 









The Choice of Professional 
Hairdressers for over 
three generations. 





BROWN & SHARPE 


ent a 





LOOSENS RUSTY BOLTS 





Tasgon loosens frozen 
parts, cleans rusty valves 
and tools, disso!ves gummed 
up oil, tar, or paint. 
And due to its unique 
principle of colloidal pene- 
tration, Tasgon does the 
job fast, efficiently and 
cheaply. Send for sample 





and complete information 
today. 


Samuel Cabot, Inc. 
Grenuit TOMES: 





1701 OLIVER BLDG., BOSTON 9, MASS. 


~~ ae 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
#0c SET - 10c SET- 10c SET SAVE FURNITURE 


i= & FLOORS - CREATE QUIET 
Leok for name 
"Domes of Silence" 
Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
























Ondex Sle 


Adwenrtinerrn 





A 
Abesto Manufacturing Corp. .....142 
Ace Manufacturing Corp. ........ 162 
Acme Shear Co. ..........0....00 154 


2. 
Acme White Lead & Color > a 
Addison Manufacturing Co. . 
Adirondack Chair Co. ............ “20 
Alabama Manufacturing Co....... 88 
Albert Lea — ws mae Lehas 6 
Allen & Co. 
Allen Mfg. “scrhvliie, ‘Tenn... 31 
Altied Hdwe. Mfg rere 63 

Aluminum Company of America 
(Screen Cloth Div.) 217 
Aluminum Cooking Utensi] Co..... 25 
Ambroid Co. 197 
American Chain & Cable Co...... 100 
American Pad & Textile Co..... 
American Thermos Bottle Co., The. rt] 
Ames Baldwin Wyoming Co....... 234 
Anderson Box Co. 
Anderson Mfg. Co., Ben H......... C7 


Apex Oll Products BE cs, ddcceaem 65 
Apex Products Co. ...........-+++ 186 
Armstrong Bray & Co.............- 205 
Armstrong Bros. Tool Co........... 207 


Tool Co 

Arr-O-Line Manufacturing Co.....236 
Asco Chemical Co. 208 
Associated Seed Growers, Inc. 
Atkins & Co., E. C 
Atlas Asbestos Compa 235 
Auto Arc-Weld nanciociorian Co.. 158 
Autoyre Co., The 250 
Avery Adhesives Company ...... 167 





8B M C Manufacturing Corp 
Baker Manufacturing Co.......... 1% 
Bassick Co., The 
Behr-Manning Corp. 
| wea 
Berlou vo. “we Co. 
Bonham Co., 


eriddell Inc., Chas. 
Bridgeport Brass ke 6! 
secon Hdwe. Mio. Corp., The.229 


duPont de Nemours & Co., inc., E. “e 
Duco Cement 


Semesan Division ........... 85, i 
Durbin-Durco ............ wean 
E 
I spect esdenccuninaseees 243 
TO eee 
Electrite Fence Co. ............... 230 
Electro-Line Products —/ monamaed Be 
emai Spe —< a, Ly indonpntien 250 
Ethyl Specialities Corp. .......... 90-9) 
F 
foots BNE, | oho dccscasees P 


| Cap & Set Screw Co. ....... 
ine Stove & Canna _ Gos 
Fiste lron Works, J. W. .........- 
Flex Blade Works ............ 
Flex-O-Giass Mfg. Co. ..... 
Florence Products i Senpene - 





Florence Stove Co. ............ 

Foley Manufacturing _ “Peeteee 
ST EE Satbdbcdctinhasvecesass 
Frantz Manufacturing Co. 229 
Fulton Bag & Cotton Mills........ 197 


6-M Laboratories, ~~ a aeaaiaidiosad 79 
Garden City Plating & Mfg. Co... .244 
General Electric Co Les Div.). e1) 
Gephart Man eee 
Gilbert Clock Co., 

Glad Rag Products Corp. ....... 
Globe ee Goods Mig. Co.. 
Goldweber, 











Stow & —- sore. vadegedae 143 | Hackethorn Manufacturing & 
pithind panes 206 ply rere ers 
Brown Py _. Mate. ee 256 | Hill-Shaw ge 
Butts par sr a = caakeonaal 12} Hollingshead 
By-Chemical Prod. Co. .......... 257 | Hooven & Allison _ 
Hoppe, Inc., Frank A. .. a | 
Horton Mfg. Co., The — Bristol, 
c MG Uniccduntbnigthdbisicerionss 8 
Hudson Mfg. Co., H. D. ........ 16! 
Cabot, Inc., Samuel .............- 256 | Hyde Man facturing Se coturnnaes 210 
Camillus Cutlery ae nuevas 1S! 
rborundum Co. .............+- 6-27 1 
Carvanite Products ............... (4a 
Cascade Manufacturing Co. ...... 84 | Illinois Bronze Powder Co......... 
Champion Lamp Works .......... 153 | Imperial Knife Co., Inc. ........ 16-17 
Champion Motors Co. ............ | Industrial Management Corp. oooela 
Cheney Hammer Corp., Henry..... 51 | Inland Manufacturing Co. ........ vai 


Cheney Industries 
Chicago Wheel & Mfg. Co 
Chicopee fiomatestutite Corp. ...189 
Chisholm-Ryder Co. 210 
a nt Lombert Mig. JL 
Clayton & Lambert fg. Co. 
Clemson Bres., Inc. ........: 
Cleveland chats t Mfg. Co. y 
Cleveland Model & Supply Co. ...248 
Cole-Sullivan <" Co. 
Collot Supplies, 
Columbus-McKinnon Mehain Corp. .244 
Congress Die Casting Div. 249 


Continental Can Co. .............- 4 
Continental Screw Co. ............ 134 
CE I ME. incuncecnccesenaed 206 
Corbin Cabinet SS ee 77 
Corbin, 4 ee 179 
Corning aie Works ............ 157 


Country Gentleman, Curtis Pub. Co. 67 
Covert Manufacturing Co. 88 


Crescent Bronze Powder Co. ...... 8! 
Crescent Tool Co. ................ 223 
Cyclone Fence Div. icginseeiciaaaaios a 


o 


D-O Decal Company 
Damascus Steel Products Corp 


Drake Electric Werks tne tai 
Draper-Maynard Co. a 
Drew & Co. hi Inc., E. F. 





45 | James Manufacturing Co. 
Johnson~ Steet: &-Wire 





286 Lindemann, A. J., 
Mh 


International Appliance 
International Chain & Ay Se 


J 


3 
Go., Inc... .19 
Inc., HL. . 72 


K 
Kano Laboratorie 


Kaul syn Agency Inc., Leo. ia 
Kay-Tite 


Judd Co., 





Keystone ben t AY Rubber Co...... Er 
Kingston ery Co. ....... 1-17 
oo o. Se " 
Sons, Inc 
Koppers Company, tne. 
Kyanize ...... 
t 
Lake Center Corporation.......... 133 
LaPorte 7. in edasewansaceseees 3% 
Larson Co., Charles O. ........... ™m 
| ee ear ee ee 184 
sting Th. cessescukwkes 224 
Lavelle Rubber Co. ............... 4] 
Leavitt —— TL,  ocacindedaosied 248 
Leech Products Co. ..............- 4 
Lewis Engineering & Mig. Co., The I5 
Leyse Aluminum Co. ............. % 
Libbey-Owens-Ford Glass Co. .... % 
Liberty en: hedeskasepetents "7 
Lilly Co., Charles H. .............. 


Lockwood Hdwe. 
Lucas & Co., Inc. 
Lufkin Rule Co., The 
Lymon Gun Sight Corp. 


HARDWARE AGE 
























Onadex “lo 











M 


Mackwin Sameome hucradenieamaie 
Majestic Tool Manufacturing Co.. “231 





Mall Teel Ce. ..cccccccccccccccce 233 
Malleable Iron Range Co. ...... 215 
Marble Arms & Mfg. Co. ....... 257 
Marshalitown Trowel Co. ........ 252 
Martin-Senour Co. ............05+- 57 
Rasen Co, b. © ...ccc.c.ccecccee 58 
Master Metal Products, Inc. ...... Bs 
Master Rule ~~ _. eRe 62 
McAleer & Co., inc., E. J. ..... 48, 210 
McDonald Mfg. Co., A. Y. ....... 80 
McGill Metal Products Co........ 200 
Metal Ta RITE, Tbe cccccccccces 247 
He ee extile Corp. ré 
Ware Corp. 

fon a Co. ee OW 

Mill-Rose Co. .........- 
Miller, ro ee E. 

liler & Sons ....... 
Millers Fells Co. sisted . 
Milwaukee Lace Paper Co. ....... 30 
4 a 
Monarch Hardware Div. of Clayton 

& Lambert Mfg. Co. ............ 245 


Moore Push Pin Co. ............+. 


250 | South Bend To ae Co. 






WOOP os bas son scdvvacsensss ssc0seedee 159 
Samson Cordage Works .......... 251 
Sandvik Saw & Tool Corp. ........ 232 
Sav-U-time Sales Genpate, Inc... .241 
Savage Arms Corp. ............... 20 
Savogran \ (Sea 
Schalk Chemical Co. ............ 74-75 
Schartow Iron Products Co. ..... 253 
Schlueter ee: eee 73 
Scholihorn Co., William .......... 235 
Schrade-Walden aalaey Corp... 16-17 
—— _ eres 260 
Sharon Bolt & Screw Co. ......... 132 
Sheffield Bronze Paint Corp. ...... % 
Sherwin-Williams Co., The ...... 43, 94 
ee 18 
Slebring Masudociurine A bssoant 200 


J ae errr 249 


UME, atindann san ccsanated 
Slaymaker Lock Co. ....... 
Socony-Vacuum Oil Co., 


84 | Solo-Horton Brush Co., Inc. 


Somar wv Corp. 


Safeway Chemical Co. ............ 
Sa 





Morse Twist Drill & “Machine Co...138 Spar-Tex Co. 7 ic oN 
Siastell Gn. do We reocccrccsceces 207 | Stanley Works, The .......-....... 19 
Murray Ohio Mfg. Co., The....... 2! | Star Mfg. Co. Di Illinois Iron °. 
Myers & Bro. Co., F. _ Ree 6] Bolt is hanno aiiandedesincah ante 
Mystic Foam Co. .........-.eeeees 206 | Stevens Arms Co., J. ............. 
Stewart Iron Works ........-...... 80 
N Sunnyside Oil Company ........... 253 
——— eae ; > bekealeiielndl 208 
uperior Laboratories ............. 251 
Notional es Se. pintragnses ssannd od ome Lubricator Co. ............ 248 
ona’ ST ee w ‘‘,. “ 
National Chemical & Mig. Co. ..237 oe oa 
National Hydrozo Company ...... 141 + 
National ideal Co., The ......... 248 
National Lock Co. ............+05 252 
National Manufacturing Co. ...... 201 | Tanglefoot Co., The .. 7\ 


National Pressure Cooker rhs 14 
Neatsiene Co. ..............+. oon an 
Newman Mfg. & Sales _— 





ng 
Noblitt-Sparks Industries, ae 
Nockonwood Industries, Lid. ..... 240 













Taylor Co., David 8.. 
Tel-O-Post Co., The.. 
Templeton, Kenly & Co. 
Tennessee Corp. (Loma Div.)..... 





Tennessee Valley Associated Mar- 
Pe RE 228 





Norwich Line Company reer 193 Toastmaster Products Div. ........ 
Nott Manufacturing Co. ..........241 2 ee He Se 
Ttangle Mis. ea 239 
° Turnbuckles, Inc. .............000e+ 251 
yg a Seer 218 
Ocean City Manufacturing Co.... 52 
GERAIS GE... VOD seccsgeccccscocsce 46 U 
Oster Manufacturing GO. seces +A 
Ulster Knife Co., Inc............. 16-17 
pe So a & bie steceaeasse ia Union Hardware Co. ............. 216 
Parker anufacturing Co. J 187 United States Elec. Mfg. Corp... .240 
n-Sargent eo ee 175| United States Plywood Corp. 
Pecora Paint Co. ..................126| ,, (Weldwood Div, 
aoe LN -4 Salt Mfg. Co. ....... 231 ay on ogy ay Corp 
see ae Automatic” Machine Co.282 Upson-Walton Co. ........ a heewiaan 180 
Petersen Manufacturing Co. ...... He) 
Pioneer Gen-E-Motor Corp........ 89 Vv 
a om a Be Plate Glass Co. on 
rus! VISION 2... ceeeeeeeeeeees he han Novelty Mfg. Co......... 243 
Paint Division ...... - 0 
on i wae 147 tot Products Mfg. Co., The ....25! 
Plantabbs vn i .230 w 
Plastex Co. . % 
Plicote, Inc. .240 
Plumb, Inc., Fayette rs ats 2 .259 | Walker Manufacturing Co. ....... 150 
Polk Industries, The ..............- 9% | West Coast Manufacturing Co.... 33 
Popular Mechanics Magazine ..... 50 | Westinghouse Electric Corp. (Bug- 
Porter, Inc., «4a pS Sine. MEE acrdbadecksdnnectcssndas ee 169 
Premax ed alee: 210 | White Machine Works ............. 205 
Prentiss-Wabers Products Co. ....225| Whitney pg ag oe teeeeee 12 
Prime Manufacturing Co. ......... 18 Whitney Seed Co., Inc............ 86 
Protective Coatings, Re, a 8 Wickwire Brothers, Ng occcesccces iT] 
Pyrene Manufacturing Co. ... ct —— Crittenden & pemeceone” - 
Wileon-lrnpertal Wt siisstcncasenn 82 
9 Wilson Industries ................+. 258 
Winchester Re ing Arms Co... 53 
Queen Stove Works, Inc. .......... 95| Wiss & Sons Co., J.............05. 219 
Wood Shovel & tool Co Cates 98 
R Woodruff & Sons. Inc., F. H. ...... 132 
Wooster Brush Co. ............... 2 
Redbill Ol! Co “ Wright Steel & Wire Co., G. F....231 
Rain-Beau Products Company ..... x 
Sr aaere ae 63 
fh fearon 251 
Reflecto Letters Co. .............. 204 | X-Acto Crescent Products Co., Inc..237 
Remington Arms Co., Inc. ........ 121 
Reynolds Metals Co. ............. 129 Y 
Rineharts, Dr. Handy Hog er 
eeeeeeee ade eee Yale & Towne Mfg. Gm..... fo 3 
eS oe eeeereeees 4 Youngstown Manufacturing, Inc.... 45 
Rival Manufacturing Co. ......... 20! 
Es tthenceven ied 251, 253 z 
Rovan Products, Inc. ............... 88 
a 34 | Zenith Bodies Appliance Co.....243 
Russell & Erwin Mfg. Co. ...... .. 171 | Zonite Prod. Corp., Lorvex Div....154 
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Adjustable T ype 


Se 
“I EVELS 












FITTED WITH 6 CAT’S EYE VIALS 
=== OTHER LEVELS FOR EVERY USE=———=—= 


HALL LEVEL & MFG. WORKS 
1119 E. 4th ST. — AUSTIN, TEXAS 





weet 






Tones sane S008 veaep 










~ 
PRECISION LEVELS 
ron sae 








YOUR 


Yi 4 of js Ne 
JOBBER 


quantities. 








es UBBING ~ 


NOW AVAILABLE FOR CIVILIAN USE... 
Tens of Thousands of G.I.’s have learned to d d on Thomp s 


4 OZ. 
RETAILS 





Dubbing to preserve and waterproof all their leather equipment. 
This long profit item is now available for civilian use in unlimited 


Thompson’s Dubbing provides all-weather protection for boots, 
shoes, coats, luggage, gun cases, golf bags, ski boots, brief cages. 
saddles, etc. An ideal rust preventive for guns. 

Call your jobber today, or write: 


BY-CHEMICAL PRODUCTS CO., San Francisco 3 











Get Your Marked Copy 





CATALOG 


Certain items are discontinued . . . 
others are not yet back in production. 
To save your time and your customers 
from disappointment, send for your 
special marked copy and. . . keep 
it handy. 


MARBLE ARMS & MFG. CO. 


540 Delta Ave. 
Gladstone, Mich., U.S.A. 

















BROODERS 


Low priced, build good will, 
ye yield excellent profits. 


Send Trial Order for Several Doz. 


“E-CON-O” Jr. “E-CON-O” Sr. 


150 CHICKS 300 CHICKS 

ht bulb. Many features of high-priced 

Coma brooders. Circular heating ele- 

Fiber canopy 32x32 in. Gal- ment, thermostatic control, fi- 

vanized metal legs, socket ber canopy 46x46 in. Galvanized 
and cord. metal legs, cord and plug. 








ANDERSON BOX COMPANY 








ORDER FROM THIS AD - - REGULAR DISCOUNTS 







Save time “a wed jar ex 

tends beyond base keeping 

water clean; safe for medicine 

No. 1541 (Gallon) 12 in 2 pkgs, 
64 Ibs. 


No. 569 (Quart Jar) base only 
36 per carton, wt. 35 Ibs. 





INDIANAPOLIS 6 














PROFIT BUILDERS ON 
ee THE BARGAIN COUNTER 
PARER AND CORER “EVERY ONE A WINNER’ 


=e — . 


No. 304—RETAIL 10c 


BASTING SPOONS 


=>— 


No. 305—RETAIL 29 


STRAINER SPOONS 


D—<—_ 


No. 306—RETAIL 29 


CAKE TURNERS 


a»--— 


No. 309—RETAIL 29c 


OFF-SET CAKE TURNERS 























a 
PECIALTIES, 
ICAGO 











The WILSON KNIFE SHARPENER 


“On sight” seller—a necessity for every kitchen. This compact sharpener puts 
a razor edge on kitchen knives instantly and simply. One or two strokes of 
the blade and the dullest knife magically has a keen cutting edge. Knife blade 
centers automatically on sharpening washers, which are of specially hardened, 
high carbon steel. Here’s an outstanding sales and profit builder—available 
now—for your bargain counter. 















fauge metal, 






with rolled edge. 
Stain and rust 
proof. Choice of 





DELIVERIES 
NOW! Order From Your Jobber Today 


red, green, blue, 
white, black or 
assorted. 


No. 303—RETAIL 69c 


LADDER CLIPS 

















FOOD CHOPPERS 

















CAN OPENERS Modern on oat 
Handy as an ex- —. all ALI “ 
tra shelf. Holds desién. t- 
ary can or pail susr= can 
safely. Fits any al - quality, eye 
ladder. Heavy __higger, stronact, o riced 

iable seller dle, appeal, P 

re uae = me = ever. An ome han een otk sales 
tor display ences bright nickel finish, ms oo tection. 
of 48 and “step heavy duty. AIL of mes 49c 
up” your profits. No. 308—RET No 302 RETAIL 











No. 301 
—RETAIL 


pit WILSON SPECIALTIES, Inc. Si 


Manufacturers of Household Specialties SHEETS 
737 WEST VAN BUREN ST. ° CHICAGO 7, ILL. ON 


REQUEST 


HARDWARE AGE 













= No. 307 
= To 
wo. s10—nevan, DYE Retail 12 to a Box 
SINK STRAINERS For — 
ny Carton 






























ese LABELS on TUUIS and 
li lpaay mean HIME QUALITY 











Experienced mechanics demand FINE 
QUALITY TOOLS for Best Work- 
manship...Chese labels have 


assured Dependable Quality 
for my father and grand- 


father before me...J can 
trust these brand names. 


SHAPLEIGH HARDWARE (COMPANY 


ST.LOUIS 


SHAPLEIGH NATIONAL SERIES NUMBER 2446 








